





There are a lot of good, sound reasons why you 
can sell the MultiKopy line—and profit. For ex- 
ample, fifty years of consistent national advertising 
has built up sound brand acceptance. Then, 
there are the special features, like Micrometric 

.. the uniform quality. All these add up to 


more sales. 


.. the right 


combination 
for is the line to sell! 


Yes... 
WEBSTER’S MULTIKOPY 





1. MULTIKOPY MICROMETRIC CARBON PAPER. Here's 


an exclusive for you: The only carbon paper with the handy 





scale edge that makes typing faster, easier, neater. 


2. MULTIKOPY CARBON PAPER. There's a style and 


weight to satisfy the requirements of every one of your cus- 





tomers. It comes in ten weights and ten finishes. 


3. MULTIKOPY TYPEWRITER RIBBONS. Your customers 


will like the sharp impressions .. . the long service these 





ribbons give. 


4. MULTIKOPY DUPLICATING SUPPLIES. Here's a 
great team in the duplicating field: MultiKopy Spiro-Sets, 
Master Papers, Duplicating Fluid, and Star Skin Cleaner. 





NOW—MULTIKOPY PENCIL 
- CARBONS! 


. 100-time use is a guaranteed 


4 minimum! The impressions with 

Bg / this new pencil carbon paper are 

4 tb extraordinarily clean and sharp. 
0 Compare it with other papers — 

uf you'll find it best in the field. 
Available in blue, 15 Ibs. only. 


F.S. WEBSTER CO. 


13 Amherst Street 
Cambridge 42, Massachusetts 














{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Published on the first of every month by The Office Appliance 
Co.. 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206. 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
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York, 1909. 


John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
Secretary and Treasurer. 
Evan Johnson, Contributing err hy John A. Gilbert, Business Manager: 
Walter S. Lennartson, Editor; . R. Snapp, Assistant Editor; C. O. 
Schlaver, Assistant Editor; -= 9h oe L. Sime, Walters Advertising Depart- 
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E. L. Larsen Observes Anniversary........ 118 
Faber 25-Year Club Adds New Members. 120 
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Eversharp Announces Eight Promotions........ 135 
Appoint Horder Merchandising Manager.. 140 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers .may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates, Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as _ second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1947, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Recause of the ground 
for honest differences of opinion, the publishers obviousiy cannot undertake to guarantee transactions between advertisers and 


customers. 

A 
Acco Products, Inc. 
Ace Fastener Corp. 


130 


ape 
173 


Acme Bulletin & Dircty. Corp. 245 


Acme Fluorescent Co., Inc. 144 
Acme Staple Co... 242 
Acme Visible Records, Inc. 131 
Adirondack Chair Co. 213 
Advanco Products Div. Adv. 

Ss. B. bes 165 
Aigner, G. J., Co. 187 
All-Steel Equipment, Inc. 129 
Allen Calculators, Inc. 116 
Allen & Co.. 238 
Alma Desk Co...... 100 
Almac Plastics, Inc. 247 
Amberg File & Index Co. 147 
Amer. Carbon Paper Mfg. Co. 143 
Amer. Hair & Felt Co. 147 
Amer. Map Company 203 
Ames Supply Company 172 
Anderson-Hickey Co., Inc. 148 
Apple Typewriter Co. 242 
Ard Mfg. Co. : 180 
Arlington Creative Indus. 245 
Art Metal Construction Co. 83 
Art Steel Sales Corp. 

121. 122, 123, 124 
B 


Bainbridge, Kimpton & Haupt, 


Inc. ? 
Bandes, Julius, & Co. 
Bankers Box Co. 
Barkley, C. L., & Co. 
Bates Mfg. Co. 


Beck Duplicator Corp., The 


Bickett, L. M., Co. 
Bison Distributing 
Boorum & Pease Co. 
Bright Chair Co. 
Brown, Arthur, & Bro. 
Browne-Morse Co. 


Co. 


Buckeye Ribbon & Carbon 


Co. Tass 
Business Efficiency Aids 


Business Mach. Products, Inc. 


Cc 


C-Thru Ruler Co. 
Calculator Equip. Corp. 
Cardinal Sales, Inc. 
Cardinell Corp. 
Clarin Mfg. Co. 
Clarotype Co., The 
Cleevelandt Corp. 
Codo Mfg. Corp. 
Cole Steel Equipment 
Collier-Keyworth Co. 
Columbia Ribbon & 
Mfg. Co. 


Co. 


Columbia Steel Equipment Co. 
Corp...... 
Commonwealth Publishing Co... 
Consolidated Stamp Mfg. Co.. 


Commercial Controls 


Consolidated Wire Prod. 
Continental Ink Co. 
Cook, The H. C., Co. 
Cooke & Cobb Co., The 


Copy Right Mfg. Corp. 
Corona Typewriter 
Corry-Jamestown Mfg. Corp. 


Cotterman, I. D. 


Cram, The George F., Co. 
Cramer Posture Chair Co. 
Cushman & Denison Mfg. 
D 
D. & R. Mfg. Co 
Daco Card & Index Co. 
Darnell Corp., Ltd 
Dawn Mfg. Corp. 
Dayton Stencil Works 
Depe ndable Mfg. Co 
Dick, A. B., Company 
Domore Chair Co. 
Doppelt, Charles, & Co. 


Downey, C L., & Co. 


a 


Carbon 


Cc 


oO. 


216 
92 
160 
128 
145 
211 
139 
199 
95 
218 
202 


...182 


108 
248 
188 
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E 
Eaton Paper Corp. 203 
Esterbrook Pen Co., The 197 
Eureka Specialty Prtg. Co. 243 
Eversharp, Inc. 61 
F 
Fair Furniture Co. 227 
Faber, Louis H. 177 
Feldeco Loose Leaf Corp. 220 
Fisher Mfg. Co. 96 
Fixtures Mfg. Corp. 239 
Fox, George E., & Co. 213 
Frambes, W. P., Company 210 
Fulton Specialty Co. 241 
G 
General Fireproofing Co. 49 
General Pencil Co. 110 
Gibbons, Thomas H., & Co. 215 
Gits Molding Corp. 226 
Globe-Wernicke Co., The 62, 63 
Graff, George B., Co. 200 
Gregory Fount-O-Ink Co......... .168 
Guide System & Supply Co.....234 
Gunlocke, W. H., Chair Co. 59 
Gunn Furniture Co. 79 
H 
Hall-Welter Co. 246 
Harriman-Welts, Inc. 196 
Harter Corp. 125 
Herring-Hall-Marvin Safe Co...153 
Heyer Corp., The 255 
Higgins Ink Co. <p 
High Pt. Bendg. & Chair Co...233 
Hush-A-Phone Corp. 222 
Hunt Pen Co. 200 
a 
Imperial Desk Co. 194 
Imperial Methods Co. 217 
Indiana Desk Co. 177 
Ink Specialties Co., Inc. 236 
Int’] Office Appliances, Inc.....208 
Invincible Metal Furniture Co. 115 


Jasper Chair Co. 65 
Jasper Desk Co., The 94 


Jasper Office Furniture Co. 219 
K L 
Karl Mfg. Co. 208 
Keystone Steel Equip. Co. 221 
Leisure Furniture Co. 250 
Leopold Co. 166 
Levi, Louis R. 218 
Lightning Adding Mach. Co...230 
Little, A. P., Ine. 114 
Long, George S., & Sons 245 


M 
Mailers’ Service & Equip. Co...245 
Manhattan Office Equip Co. 211 
Manifold Supplies Co. 45 
Markilo Co. 244 
Markwell Mfg. Co. 106 
Marr Duplicator Co., Inc. 185 
Martens Type Cleaner Co.........242 
Maso Steel Products .242 
Master-Craft Corp., Div. S-W..111 
Meilicke Systems, Inc. 245 
Meilink Steel Safe Co. 142 
Metal Office Furniture Co.......119 
Metalstand Company .159 
Meyer & Wenthe, Inc. 163 
Michigan Desk Co. ..138 
Midwest Naturlite Co. 132 


MiLo Leather Chair Co., Inc... 98 


Mittag & Volger, Inc. . 81 
Monroe Cale. Machine Co. 77 
Moore Push-Pin Co. 243 
Multistamp Co. 209 
Murphy-Miller, Inc. 112 
Myrtle Desk Co. 206 
N 

National Blank Book Co. 85 
National Brief Case Mfg. Co...245 
National Business Show Co.....102 
National Desk Co., Ince. ..104 
Nemes, S. L. : 212 
Neva-Clog Products, Inc. 127 
New England Paper Punch 

ROG iatctccks : .250 
New England Woodworking 

i gee : ne 
New Indiana Chair Co. ..231 
Norta Distributing Co. ...240 
Northern States Envelope Co...118 
Nu-Mark Products Co. 232 

Oo 

Oakville Company 107 
Office Furn. Wholesale Distrib. 243 
Office Management Assn. 248 


Co....... 93 
56, 57 


Old Town Rib. & Car. 
Oxford Filing Supply Co. 


P Q 
Parker Pen Co., The 193 
Parker Steel Products, Inc.....225 
Peerless-Imperial Co., Inc. 101 
Peerless Steel Equipment Co...252 
Pemberton, L. N., Ptg. Co.....244 
Pengad Mfg. Co. 242 
Peyton, Peter, & Co. 243 
Phillips Process Co., Inc. 235 
Pierce Co., The 244 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


of 





OFFICE APPLIANCES, 


They do, however, offer their services in resoluiny any disagreements which result from relations established 


Plymouth Rubber Co. 


Polychrome Corp. 181 

Precision Staple Corp. 244 

Pronto File Corp. 228 

Quality Park Envelope Co. 176 
R 

Red Feather Products, Ltd.....133 

Regal Typewriter Co. 238 


Remington Rand Inc. Pie 5 
Reuben Company 178 
Rex-O-Graph, Inc. ....161 
Reyam Plastic Products Co.....242 


Reyburn Mfg. Co., Inc. 184 
Riteform Chair Co. 186 
Rite-Line Sales Co., Ine........ 226 
Rite-Rite Mfg. Co. BT 
Rivet-O Mfg. Co... niece ee 
Roberts Number. Mach. Co.......204 
Roberts, Weldon, Rubber Co...249 
Rochester Wire-O Binding 244 
Rockwell-Barnes Co. 103 
Ross-Gould Co. 242 
Rowles, E. W. A., Co. 126 
Royal Metal Mfg. Co. 254 
Royal Typewriter Co. 51 
Ss 
Schollhorn, William, Co. 240 
Seng Company, The. 179 


Sengbusch Self Cl. Inkstd. Co. 246 


Service Products Div... ..229 
Shallcross Co. ...... re ; 140 
Shank Leather Goods Co. 171 
Shaw-Walker Co. . saa 
Sheaffer, W. A., Pen Co. 53 
Sheppard, C. E., Co. 192 
Shipman-Ward Mfg. Co. 251 
Sikes Co., Inc., The 109 
Smead Mfg. Co. ; 113 
Smith, L. C., & Corona Tws. 47 
Smith Metal Arts Co. 154 
Sorvall, Ivan . 243 
Speed-Key Corp. 244 
Speed-O-Print Corp. 87, 88 
Speed Products Co., Inc...136, 137 
Spencer Rubber Products Co...217 
Staedtler, J. S., Inc. 243 


Standard Dupl. Machine Corp. 75 
Starkey Paper & Supply Co.....244 


Stationers Loose Leaf Corp.....238 
Staunch Sales Co. 214 
Sted-I-Leg Company ..-151 
Stein Bros. Mfg. Co. 201 


Stewart, R. A., & Co. . 91 


Storms, H. M., Co. 252 
Stratford Pen Co. 117 
Sturgis Posture Chair Co. 247 
= 
Technygraph Co., The 157, 158 
Toledo Guild Products, Ine.....232 
Toledo Office Equipment Co... 22¢ 
U 
Underwood Corp. Back Cover 
Union Pencil Co. ; .253 
U. S. Typewr. Ribbon Mfg. 
Co. 199 
Vv 
Vail Mfg. Co.. ...162 
Van Dyke Industries 134 


Victor Safe & Equipment Co...170 


Vogel-Peterson Co. 221 
_ =e 

Wansco Paper Products Co.....236 
Warshaw Mfg. Co. 241 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Welch, W. W., Co. 174 
Wells Office Furniture Co. 198 

999 


Western Wholesale Stationers 
Wilson Jones Co. 55 


Wolber Dupl. & Supply Co.....150 
Woodstock Typewriter Co. 146 
Write, Inc. 164 
Yawman and Erbe Mfg. Co.....105 
Zeeman & Kaback 225 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 











obligation. 

Accounting Systems Equipment ; Calculating Devices Copyhoiders Duplicating Machines & Supplies 
Eureka Specialty Prtg. Co 243 Lightning Adding Machine Co 230 Acco Products, Inc 130 Bainbridge, Kimpton & Haupt, 
Pemberton, L. N., Prtg. Co 244 — m.. Inc. 245 Copy-Right Mfg. Corp 152 Inc, .... 216 

Shipman-Ward Mfg. Co 251 Dawn Mfg. Corp 246 Beck Duplicator Corp 211 

— eC “eas 172 Victor Safe & Equipment Co 170 Inter’! Office Appliances, Inc 208 Copate Ribbon & Carbon Mfg 

Shipman-Ward Mfg. Co 251  Caleulating Machines Rite-Line Sales Co.. Ine at ey ee 97 
Allen Calculators, Inc 116 Wells Office Furn. Co 198 D. ‘& Rite. Go 175 

Adding Machines — : Monroe Calculating Machine Co... 73  Costumers Heyer Corp. = 255 
Allen Calculators. Ine....... 116 Smith, L. C., & Corona Tws 47 Ard Mfg. Co 120 Ink Specialties Co. : 236 
a ——— Co. Li Sorvall, Ivan ; 243 Fair Furniture Co 227 ae Se ange - oa 

emingtor and, Ine ‘ ; ; Fixtures Mfg. Cor a Marr Duplicator Co., Ine o 
- ene ee 7 Calculating Machines, Used & DP , 
Smith, L. C., & Corona Tws. 4 Caleabee Daas. Cann 241 Globe-Wernicke Co., The 62, 63 Mittag & Volger, Ine. 8 
Sorvall, Ivan 243 quit ¥ . 913 Old Town Rib. “& Carb. Co 93 
Underwood Corp.. Back Cover Mailers’ Service & Equip. Co. 245 Levi, Louis R..... . 218 Pengad Mfe. C : . 242 
Adding Machines, Rebuilt & Used oeewewee Bie. Ss msec hee oe 0 Polyehrome Corp.” 18] 
i Shaw-Walker Co gs + 
Calculator Equipment Corp 241 ae 4 8 no Mg aa 247 Toledo Office Equipment Co 224 Red Feather Products, Ltd 133 
Mailers’ Borvies S ~wne pes 351 For, Georse fe & Co 213 Vegel-Petersen Co : - an eb — 190 
Shipman-Ward Mfg. Co. 25 Carbon Papers (See Ribbons & Crayons Smith, LC. & Goreme fwe 47 
Adhesives (See Inks, Adhesives, etc.) Casbens) . ~ fRowles, E. W. A., Co 126 Speed.O-Print Corp a7. 88 
Air Circulators & Conditioners Giishions & Pads, Chair Standard Duplicating Machines 
° Card index Boxes & Trays Pai : 997 
—— Ww. W., 174 All-Stesl Mesioment, Ink 129 Fair Furniture Co 227 Corp. asa inane 75 

Album Amberg File 7 Index Co 149 Fisher Mfg. Co... ~ 96 Starkey "Paper. “& “Supply. Co 244 
Amberg File & Index Co 149 Art Metal Construction Co 83 “an eee aa me Victos Sele &E i tc a 170 

Arch & Clipboard Files Art Steel Sales Corp.........121, 2, 3, 4 ating Stamps z i ictor Safe cqu pmen 0 
Cushman & Denison Mfg. Co........195 Cole Steel Equipment Co...........190 Bates Mfg. Co 145 Wolber Duplicator & Supply Co...150 
Globe-Wernicke Co., The 62, 63 Columbia Steel Equipment Co. 155 Consolidated Stamp Mfg. Co 191 Duplicating Machines, Used 
Pengad Mfg. Co. 242 Corry-Jamestown Mfg. Corp ~ Fulton Specialty Co 241 Mailers’ Service & Equip. Co 245 
Rockwell-Barnes Co ba 103 Asia —_ H ; * 177 seo Mie Oe Ine yt Endorsing Machines 
Service Products, Div...... 229 yenera reproofing Co....... 49 -O Mig. - S 35 
— aL co... 99 Jlobe-Wernicke Co., The 62, 63 Stewart, RB. A., & Co ™ Breoeconssie zy ee ee sd 
Yawman and Erbe Mfg. Co ~105 Guide System & Supply Co 234 Desk Bumpers M , 

Ach Trays end Stands Imperial Methods Co. 217 Fox, George E., & Co 213 case 2 Cobb Co., The 229 
Fair Furniture Co 227 theres Metal Furniture Co.......115 Desk Lamps Nerthors "Wishes “Readies c si 118 

; sg) Mince econ “TOR Meta ce Furniture Co. 119 - . ; , : “ 0 

— — a Co 198 New England Woodworking Co.........189 — ag Ce. am be Quality spark | Envelepe ii enc 176 
ases, Geograpnica Peerless Steel Equipment Co 252 : ye oa smeac 0. 20.000 : 
Cram, The Geo. F., Co. 196 Pronto File Corp 298 aa. Lae 2... _ 4 Wilson Jones Co....... 55 

Bank Supplies Rockwell-Barnes Co 103 = “4 Ra Envelopes, Coltuteld 
Downey, C. L. & Co sennens35 Shaw-Walker Co 99 agg Oe gy HP, ie Aigner, G. J., C0... 187 

Wells Office Furniture Co. 198 a AR ag lg nome 98 Markilo Co. ............ 244 

Bankers Note Cases Weis Mfg. Co. 67. 68. 69. 7 Wells Office Furn. Co 198 
Art Steel Sales Corp : 121, 2, 3, 4 Yawman and Erbe Mfg. Co. 4 "105 Desk Names Plates Envelope Sealers—Envelope Openers 135 
General Fireproofing Co. cou 49 Cah’ Gee Acme Bulletin & Dir. Corp 245 . “ard D roils we 3) 
Globe-Wernicke Co., The 62, 63 “ oo Arlington Creative Industries 245 Standar uplicating Machines 
Victor Safe & Equipment Co 170 Art Steel Sales Corp.........121, 2, 3, 4 Corp. 15 
ese 5 Cole Steel Equipment Co.. 190 Desk Pads & eee 

Billing Machines s General Fireproofing Co... 49 Aigner, G. J., Co 187 Erasers, Blackboard — E 
Remington Rand, Ince........ : 71 Globe-Wernicke Co., The... 62, 63 Fair Furniture ce 227 Rowles, BE. W. A., Co 126 

a penny ~~ oats ~wra* Back Cover Western Wholesale Stationers. 222 7 Sonee —t S ng a Erasers, Rubber 
nders, alog Periodical Casters, Caster Bearings Slides fice Furn. Wholesale Distr 243 Roberts, Weldon, Rubber Co 249 
eee oe ie hs tndaa Go ee Darnell Corp., Ltd. 240 Wilson pg tte os Eyelets & Eyelet Fasteners 
Master-Craft Corp., Div. S-W...111 Celluloid Envelopes sar ny — 247 Rivet O Mass coi “33 
National Blank Book Co................... 85 (See Envelopes, Celluloid) Gregory Fount_O-Ink Co. 168 Fil _ oe Draivntionss , 
Sheppard, C. E., Co. 192 Chair trons Sengbusch Self-Cl. Inkstd. Co.......246 ‘eakome tian an 100 

Binders, Permanent Storage Collier-Keyworth Co 167 Sheaffer, W. A., Pen Co 5 Barkley, C. L., & Co... 128 
Bankers Box Co... 160 Seng Co., The 179 Smith Metal Arts Co 154 Gl ‘ rr 

on : + ex tlobe-Wernicke Co., The............ 62, 63 

Master-Craft Corp., Div. S-W 111 Chair Mats Union Pencil Co 253 Guide System & Supply Co. 234 
Sheppard, C. E.., Co.. 192 Bandes, Julius & Co........ 92 — wae hs totes © 149 Oxford Filing Supply Co. 56, 57 
ilson Jones Co....... a 55 Bickett, L. M:, Co. 139 Amberg e de 0. Pronto File © 3 298 

Biackibarie Office Furn. Wholesale Distrib... 243 Business Efficiency Aids. 248 Wels Mfg. Co.....67, 68, 68, 70 
Rowles, E. W. A.. Co 126 Service Products, Div. 229 Cole Steel Equipment Co 155 ’ " 4 Daneaenapeye @ 4 , 
Rowles, BE. W. A., Co... 126 Farber. Louis H 177 File Boxes, Metal 
Service Products, Div........ 229 Chairs, Folding Advanco Products Div 185 

Blank Books Adirondack Chair Co 213 Desk Trays . Art Metal Construction Co... 83 
Boorum & Pease Co........ . 95 Clarin Mfg. Co 195 aS ree tee a ° Art Steel Sales Corp.......121, 2, 8, 4 
Eureka Specialty P: , 24: Farber, Louis * 177 Art Steel Sales Corp Add, Sy Ds s cS 55 gees 
ureke, Spocteny Erte. Co 988 anhaitan Ooo Kauip. CoB © Gorrg-Jamestown Bite. Corp......99 Gale, Steel autpment Go. ig 
Rockwell- Barnes Co. 103 Royal Metal Mfg. Co 254 Fenian, WF ee ee 210 Globe-Wernicke Co., The....... 62, 63 

ilson Jones Co.... 55 Chairs, Office y Fi fA Ce 49 Keystone Steel Equip. Co................221 
i i Ard Mfg. Co 180 Generel Fipepecenne © 5” 63 Peerless Steel Equipment Co.........252 

Blue Print & Plan File Cabinets ge ; ; Globe-Wernicke Co., The 62, 63 ee ee ; es 
All-Steel Equipment, Inc 129 Bright Chair Co. 218 Imperial Methods Co 217 Pronto File Corp......... ven 828 
Anderson-Hickey Co., Inc.. 148 parle as. Co Chair © = Maso Steel Products. 242 eng ag Co. sevennceneune = 
Art Metal Constructi Co. 3 Tamer Fosture lair Co. : . ae 159 aw BICEP UO.  ccccvecesescseee eves 4 
Art Steel Sales Corp... 131, 2, 3,4 Dependable Mfg. Co........ 230 New Mark Sreasate Co 232 Victor Safe & Equipment Co........170 
Browne-Morse Co. .. 182 Domore Chair Co. 7 Peerless Steel Equipment Co 252 Weis Mfg. Co................67, 68, 69, 70 
Cardinal Sales, Inc. 148 — ag Co... = ; 4 Sengbusch Self-Cl. Instd. Co 246 Filing Cabinets, Insulated 
Cole Steel Equipment Co. 190 ee Service Products Div 226 Meilink Steel Safe Co...... 142 

columbia Steel Equipment Co. 155 : ae oe Shaw-Walker Co. 99 Shaw-Walker Co. 99 
Corry-Jamestown Mfg. Corp 89 om a Gane won te We Weis Mfg. Co. 67, 68, 69, 70 Victor Safe & Equipment Co.........170 
z d if 2 a , ‘% 98 
Globe-Wernicke Con The “ 62 63 ie ie  oeagl Noe c = Younes a0 Erbe Mtg Co 105 oe a See 165 
I I ‘ "a15 ) # Leather hair Co. g z é ZEV., ...-covesene - “ 
te wen orgy Ml ell gh ee Murphy-Miller, Inc 112 — wor ne sg ay - < wer Pe mag ag a = = 
5 “ c 998 New Indiana Chair Co. 231 Advanco Products Div BS Art Steel Sales Corp.........121, 2, 3, 
a. —_ 7 Riteform Chair Co. 186 Art Steel Sales Corp 121, 2, 3, 4 Business Efficiency Aids............ 248 
Yawman and Erbe iifg Co. 105 ‘Royal Metal Mtg. Co 254 For, George B., & Co... 818 Cole Steel Hautpment Co. n.....190 
: . Shaw-Walker Co 9¢ tlobe-Wernicke Co., 1e€ 52, 6% ‘orry-Jamestown g. Corp. ¢ 

Bond Boxes (See Cash Boxes) Sikes Co., Inc., The 109 Victor Safe & Equipment Co.......170 General Fireproofing Co......... 49 

Book Cases Sturgis Posture Chair Co. 247 Wilson Jones Co. 55 Globe-Wernicke Co., The....... 62, 63 
All Steel Equipment, Inc. 129 Wells Office Furn. Co 198 Desks Invincible Metal Furn. Co..............115 
on Metak Construction Co ; 83 Chairs, Posture Alma Desk Co. 100 Keystone Steel Equip. Co. = 

rowne-Morse Co. ........ 182 ‘he . 9 R3 Metal Office Furn. Co.... wee 1D 
Corry-Jamestown Mia G 9 Bright Chair Co 218 Art Metal Construction Co 5 P 8 i 295 
Sendeal. os pecey fi ‘.. OtD.... > Cramer Posture Chair Co 90 Browne-Morse Co 182 -arker Steel Products, Ine........ —s 
Globe-Wernicke Co, The.....69; 63 Domore Chair Co 77 Columbia, Steel Eauipaient Co.....155 Beinn and. “Une. "71 
G a oo ae General Fireproofing Co . 49 Farber, Louis . 177 . omes : 
+ sell — ~~ “93 Gunlocke, W. H., Chair Co. 59 o—— oes S -- 49 ee see OF ait j = 
: 1. 4. seveoeee 12 25 Jlobe-Wern ‘o., . 62, 63 . a { 
Michigan Desk Co. . 138 Hn Polat” Bendg. & Chair Co 338 Gums Poraitere Co 7 79 Victor Safe & Equip. Co. 170 
al mugtend Woodworking _ Co. 189 Jasper Chair Co “Gi Imperial Desk Co 194 Yawman and Erbe Mfg. Co. 105 
ede Cs Metal Office Furn. Co 119 Indiana Desk Co 177 Filing Cabinets, Weed 
on _ &9. ee be Metalstand (Co 159 Invincible Metal Furn. Co 115 Bainbridge, Kimpton & Haupt, 
Weis Mfg. Co 67, 68. 69, 70 
Yawman and Erbe Mf hh ta e105 Michigan Desk (Co 138 came Desk Co. 94 BIR. - ssnecxsceieiieiienenes 216 
ee Leen eee , New Indiana Chair Co 231 Leopold Co. 166 Browne-Morse Co. 182 

Bookkeeping Machines Royal Metal Mfg. Co 254 Metal Office Furniture Co 119 New ——— Woodworking Co.....189 
Underwood Corp Back Cover Shaw-Walker Co 99 Michigan Desk Co 138 Weis Mfg. Co.. 67, 68, 69, 70 

Box Letter Files Sikes Co., Inc.. The 109 Mysie .% Co. i Yawman and Erbe Mfg. Co..... 105 

: Sturgis Posture Chair Co. 247 ational Desk Co Filing Supplies 
poy By K.. ad's Ty ; 3% Wells Office Furn. Co 198 ones . * = se ase pe a tol ee 
Cole Steel Equipment Co.........190 Chairs, Tablet Arm Roval Me : 1 Mf, em : 24 Advanco Products Div.. : 165 
Globe-Wernicke Co., The. 62. 63 Jasper Chair Co 65 y es id = Aigner, G. J., Co... 187 
Rockwell-Barnes Co. > "103 New Indiana Chair Co. 231 Shaw-Walker Co. 99 Amberg File & Index Co. 149 
Wels Mfg. Co......67. 68. 69; 70 Cheek Protectors & Writers a o> 7 Ce 179 Art Metal Construction Co... 88 
‘ ag oe : 1:2 taste Creed na ells ee Furn 0 19 en : stephan 

Brief & Zipper Cases Hall-Welter Co 246 = -Yawman & Erbe Mfg. Co 16 ae 
Doppelt, Chas. & Co....... 249 Checks, Stamped Metal Diaries (See Memo Books) Cooke & C aes 4 
Gibbons, Thomas H. & Co. +215 Dayton Stencil Works 244 hi = 4 Corry-Jamestown Mie CORD. an "9 
Master-Craft Corp., Div. S-W 111 Meyer & Wenthe, Inc....... 163 — Word Mt Co 25) Daco Card & Index Co... 204 
National Brief Case Mfg. Co 245 Clipboards (See Arch & Clipboard a ne Globe-Wernicke Co., The...........62, 63 
Reuben Co. ....... 178 Files) Display Racks Guide System & Supply Co 234 
> gg Loose Leaf Co 238 Coat and Hat Racks Pierce Co The 244 Imperial Methods Co 217 

2 me Ce ; 401 Vogel-Peterson Co 221 Drafting Instruments & Equipment Metal Office Furn. Co. 119 

Bulletin Boards : ; an Northern States Envelope Co 118 
A 1 ; pn Coin Bags, Trays & Wrappers Browne, Arthur & Bri 202 Oxford Filing Supply Co.............56, 57 
very 3ulletin * Direty. Corp 245 Art Steel Sales Corp 121, 2, 3, 4 C-Thru Ruler Co 205 Pronto File Corp.. 228 
owles, E. W. Co 126 Downey, C. L.. & Co 235 Cardinell Corp 207 (Continued on page 6) 
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Quality Park Envelope Co. 
Doe perees | Co. 


Co 
Victor Sate & Equip. Co... 
Cc 


-Yawman A, Erbe “Mfg. Co 
Speed Products Co., 


& 
Folders (See Filing Supplies) 


Stratford Pen Co 


G ummed Cloth Rings 
B.. 


Gummed Tape & Sealing 
C 


ietor Safe & ‘Equip 


Globe-Wernicke Co., 
Guide System & Supply "Go. 


Sheppard, C. E., Co 
Speed Products Co 
Victor Safe & Equip 


Sengbusch Self-Cl 


Imperial Methods Co. 
Oxford Filing Supply 


Ladders, eg Store & Vault 
I 


Leads for Saline Pencils 





Rite- Rite Mfg. Co. 


Shank Leather Goods 


Leather U potens Furniture 


Library Equipment 


Globe-Wernicke Co 


Lockers & Storage Cabinets 


Corry-Jamestown Mfg 


New England Woodworking Co 


Yawman and Erbe 
Loose Leaf Books & Systems 


National Blank Book Co 


Loose Leaf Ghost Covers, 


Loose Sheet Binder Bars 


Globe-Wernicke Co 


Mailing Machines 


Commercial Controls 
Standard ene 


Corp 


Manufacturers Representative 
Long, George S., & Sons 


Map Tacks 
Graff, George B 
Moore Push Pin 


Maps, Globes, ete. 


Acme Visible Records 


American Map Co 
Cram, The Geo. F 


Matched Office Suites 
Art Metal Construction 
teneral Fireproofing © 


Globe-Wernicke Co 
Leopold Co 

Royal. Metal Mfg 

Shaw-Walker Co 

Memorandum Books 

Boorum & Pease 


Co 
Gibbons, Thomas H 


Master-Craft Corp 


National Blank Book Co 
Rockwell-Barnes Co 
Shank Leather Goods 


Union Pencil Co 
Wilson Jones Co 


Memorandum Devices 


Acme Visible Records 


Bates Mfg. Co 
Mending Tape 
Reyburn Mfg. Co 
Warshaw Mfg. Co 


Metal Badges, Checks, 
Dayton Stencil Works 


Meyer & Wenthe 


Metered Mall Systems 
Commercial Controls 


Moisteners 

Rivet-O Mfg. Co 
Sengbusch Self-Cl 
Numbering Machines 
Bates Mfg. Co 


Roberts Numbering 


Stewart, R. A., & 


Office Partitions & Railings 
Globe-Wernicke Co 
Office Printing Outfits 
Fulton Specialty (Co 


Pads, Figuring 


Roorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes (Co 


Wilson Jones Co 


Paper 
Eaton Paper Corp 


Rockwell-Barnes Co 
Wanseo Paper Product 


Paper Clamps 


Acco Products, In 


Cook. H. C Co 


Cushman & Denison 
Esterbrook Pen (Co 


i) 


jraff, Geo. B., C 

Hunt Pen Co 

Vail Mfg. Co 
Paver Clips 


Cushman & Denison 


Oakville Co 
Vail Mfg. Co 


Paper Fasteners & Washers 


Oakville Co 


Paper Fastening Machines 
Ace Fastener Corp 


Acme Staple Co. 
Bates Mfg. Co 
Markwell Mfg. Co 


Neva-Clog Products 

Sneed Products Co 

Victor Safe & Equip 
Paner Fastening Stickers 


Feldco Loose Leaf 


Parcel Post & Postal 
Commercial Controls 


Paste (See Inks, Adhesives 


Pencil Sharpeners 
Hunt Pen Co 
Pencils, Mechanical 
Parker Pen Co 


Rite-Rite Mfg Co 
Pen 


Pencils, Wood Cased Lead 


Sheaffer, W. A 


General Pencil Co 


Staedtler. J. S., Co 


Pens, Steel 


Esterbrook Pen Co 


Hunt Pen Co.... 
Sengbusch Self-Cl 


Pins and Pin Containers 


Oakville Co. 
Vail Mfg. Co 
Platens, Typewriter, 
Ames Supply Co 


Shipman-Ward Mfg 


Postal Meters 


Commercial Controls 


Presentation Covers 


Amberg File & Index € 
Barkley, C. L.. & Co. 
Oxford Filing Supply 

Price & Sign Markers 


Eureka Specialty 


Fulton Specialty Co 


Stewart, R. A.. & 
Punches 


Acco Products. Inc 


Bates Mfg. Co 


Boorum & Pease Co 


Jlobe-Wernicke Co 


National Blank Book Co 
New England Paper 


Wilson Jones Co 
Push Pins 


Moore Push Pin (e 






Ribbons & Carbons 
Allen & Co 





American Carbon Paper Mfg. Co...1 
Ames Supply Co 172 
Beck Duplicator Corp 211 
Buckeye Ribbon & Carbon Co. 108 
Codo Mfg. Corp 169 
Columbia Rib. & Carb. Mfg. Co... 97 
Little, A. P., Inc 114 
Manifold Supplies Co 45 
Mittag & Volger, Inc oar ae 
Old Town Rib. & Carb. Co 93 
Peerless-Imperial Co ioone 
Pengad Mfg. Co --.242 
Phillips Process Co 23D 
Regal Typewriter Co aia 
Remington Rand, Ine 184 
Royal Typewriter Co ae 
Shalleross Co ....1 40 
Shipman-Ward Mfg. Co 951 
Storms, H. M., Co 252 
v "nderwood Corp Back Cover 
S. Typewr. Rib. Mfg. Co 199 
Webster F Ss Co eh 2 
Write, Inc 164 
Rubber Bands 
Plymouth Rubber Co 251 
Spencer Rubber Products Co 217 


Rubber Stamps 


Mever & Wenthe Tne 163 
Stewart. R. A & Co 91 
Rubber Type 
Fulton Specialty € 241 
Stewart, R. A & Co 91 
Rulers, Transparent 
C-Thru Ruler Co 205 
Safes, Office 
Art Metal Construction Co R83 
General Fireproofing Co . 49 
Globe Wernicke Co., The 62, 63 
Herrine-Hall-Marvin Safe Co 153 
Invincible Metal Furn. Co 115 
Meilink Steel Safe Co 149 
Remington Rand, Inc 71 
Shaw-Walker Co 99 
Victor Safe & Equiv. Co 170 
Yawman and Erbe Mfg. Co 105 
Zeeman & Kaback 225 
Scrapbooks 
Amberg File & Index Co 149 
Globe-Wernicke Co The 62, 63 
Weis Mfg. Co 67, 68, 69, 70 


Wilson Jones Co 3 
Seals, Gummed 


Eureka Specialty Prtg. Co 943 
Shelving 
All-Steel Eauin Tne 129 
Art Metal Construction Co R3 
Browne-Morse Co 18? 
Corry-Jamestown Mfg. C R9 
General Firenroofing Co 49 
Globe-Wernicke Co The 62, #3 
Shaw-Walker Co 99 
Shows. Office Equipment 
National Business Show Co 10? 
Office Management Assn 248 
Sions. Chanaeable Letter 
Acme Bulletin & Dir. Corp 245 
Rowles E. W 4 Co 126 
Slide Rules 
Brown, Arthur. & Bro 9n9 
C-Thru Ruler Co 205 
Smoking Stands, Office 
Tevi. Louis R 918 
Smith Metal Arts Co 154 
Stamp Affixers 
Commercial Controls Corp 135 
Stamp Pads 
Rates Mfg. Co 145 
Fulton Specialty Co 941 
Mever & Wenthe Ine 163 
Phillips Process Co 935 
Rivet-O Mfg. Co 248 
Stewart. R. A & Co 91 
Stamos. Duplicating 
Multistamp Co 209 
Stands for Office Machines 
Art Steel Sales Corp pt) A Bey a 
General Fireproofing Co 49 
Harter Corp 125 
Karl Mf Co 908 
Maso Steel Products 242 
Metalstand (¢ 159 
Shipman-Ward Mfg. Co 91 
Stryrgis Posture Chair Co 947 
Toledo Guild Products, Inc 939 
Wells Office Furn. Co 198 
Staple Fxtractors 
Ace Fastener Corp 173 
Schollhorn. Wm., Co 240 
Staples & Stapling Machines 
Ace Fastener Corp 173 
Acme Staple Co 242 
Bates Mfg. Co 145 
Consolidated Wire Products 922 
Markwell Mfg. Co 108 
Neva-Clog Products, Inc 197 
Precision Staple Corp 244 
Vail Mfg. Co 162 
Stencils, Brass 
Dayton Stencil Works 244 
Sterooraphers’ Notebooks 
National Blank Book Co 85 
Rockwell- Barnes 103 
Stools 
Dependable Mfg. Co 230 
Harter Corp 125 
Storage & Transfer Cases 
All-Steel Equipment Inc 129 
Amberg File & Index Co 149 
Art Metal Con struct ion Co 82 
Art Steel Sales Corp 121, 2, 3. 4 
Bankers Box Co 140 
Barkley. C. L., & Co 128 
Browne-Morse Co . 182 
Cole Steel Equipment Co 190 
Columbia Steel Eauinv. Co 15% 
Corry-Jamestown Mfg. Co R9 
General Fireproofing Co 49 
Globe-Wernicke Co., The 62. £2 
Guide System & Supply Co 234 
Imperial Methods Co 217 


Invincible Metal Furn. C¢ 
Metal Office Furn. Co 
Parker Steel Products, Ine 
Peerless Steel Equip. Co 
Pronto File Corp 
Rockwell-Barnes Co. 


Telephone Accessories 


Stationers Loose Leaf Corp Rg 








Shaw-Walker Co . o 

Weis Mfg. Co 67, 68, 69, 70 

Yawman and Erbe Mfg. Co. 105 
Store Fixtures & Equipment 

All-Steel Equipment, Inc...... ...129 


Strong Boxes, Fire Protected 


Bison Distributing Co. : 9f 
Herring-Hall-Marvin Safe Co.........153 
Meilink Steel Safe Co................... 142 
Victor Safe & Equipment Oo 170 
Western Wholesale Statnrs 222 
Tables 
Art Metal Construction Co g3 
Browne-Morse Co. ‘ 182 
Corry-Jamestown Mfg. Co i) 
General Fireproofing Co . 49 
Clohe-Wernicke Co.. The 62. &% 
Manhattan Office Equip. Co 211 
Maso Steel Products 242 
Peerless Steel Equip. Co 252 
Shaw-Walker Co 99 
Victor Safe & Equip. Co 170 
Wells Office Furniture Co 198 
Tabulator & Statistic Machines 
Remington Rand Ine 71 
Tax Records & Systems 
Commonwealth Publishing Co 141 
Tags 
Reyburn Mfg. Co . 184 


Bates Mfg. Co 145 

Hush-A-Phone Corp a 

Reyam Plastic Products Co. 242 

Victor Safe & Equip. Co. 170 
Telephone Stands 

Art Metal Construction Co................. 83 

General Fireproofing Co. wwe 49 

Peerless Steel Equipment Co. 252 

Shaw-Walker Co 99 

Yawman and Erbe Mfg. Co. cle 
Thumb Tacks 

Graff, Geo. B., Co. 200 

Oakville Co. 107 
Ticket Holders 

Aigner, G. J., Co 187 
Tying Bands & Devices 

Rochester Wire-O-Binding 244 
Type, Tyvewriter 

Ames Supply Co 172 

Shipman-Ward Mfg. Co 251 
Typewriter Cleaning Material 

Apple Typewriter Co. 242 

Bainbridge, Kimpton & Haupt, 

Ine. 2146 
Cardinell Corp. 207 
Clarotype Co 241 
Harriman-Welts. Inc 196 
Martens Type Cleaner Co 242 
Mittag & Volger, Inc as ee 
Norta Distributing Co 240 
Regal Typewriter Co wens BOR 
Rivet-O Mfg. Co 943 
Shipman-Ward Mfg. Co ae.) | 
Webster, F. S., Co a 2 

Typewriter Cushion Keys 
Peerless-Imperial Co. ee | 
Shipman-Ward Mfg. Co ; 251 
Speed-Key Corp 944 
Speed Products Co 136, 137 

Typewriter Cushion Bases & Knobs 
American Hair & Felt Co 147 
Business Machine Products, Ince. TRS 
Peerless-Imperial Co 101 
Shipman-Ward Mfg. Co 251 

Tvnewriter Deck Attachments 
Sted-I-Leg Co a 

Tyvewriter Parts & Tools 
Ames Sunvly Co 172 
Shipman-Ward Mfg. Co 251 

Tynewriter Tables 
(See Stands for Office Machines) 

Tvoewriters, Mfrs. of 
Remington Rand, Inc 71 
Royal Tw. Co 51 
Smith, L. C., & Corona Tws j 7 
T’nderwood Corp Back Gover 
Woodstock Tw. Co 146 

Tyrewriters, Rebuilt & Used 
Regal Tynewriter Co. 238 
Shipman-Ward Mfg. Co 251 

Visible Svstems Equipment 
Acme Visible Records, Ine 131 
Aigner, G. J., Co 187 
Art Metal Construction Co 83 
Boorum & Pease Co 95 

susiness Efficiency Aids 948 
Globe-Wernicke Co., The 62, 63 
Master-Creft Corn Div, S-W 111 
National Blank Book Co cae ae 
Remington Rand, Inc 71 
Poss-Gould Co 242 
Shaw-Walker Co 99 
Shenpard. C. E Co 192 


Victor Safe & Equip. Co 17” 

Wilson Jones Co 5m 

Yawman and Erbe Mfg. Co 105 
Wardrohe Racks 

New England Woodworking Co 129 

Vogel-Peterson Co 221 
Waste Baskets 

Art Steel Sales Corp 121, 2, 3, 4 

Bainbridge, Kimpton & Haupt, 

Ine 214 
Cole Steel Equipment Co 190 
Corry-Jamestown Mfg¢. Co. xq 
Fox, Geo. E., & Co 213 
General Fireproofing Co 49 
Globe-Wernicke Co.. The 62, 63 
Peerless Steel Equipment Co 252 
Shaw-Walker Co 99 
Wells Office Furniture Co 198 

Wholesale Stationery 
Rainbridge, Kimpton & Haupt, . 


Ine. .. 
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EWANTS AND tOR SALE Pie 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





MAN: AGE 41, MARRIED, desires relocate South or West Coast as 
Retail Store Sales Manager, Mfgrs. Representative or Sales Mgr. 20 
years’ experience retail Office Equipment store and Mfgrs. Distr-sales 
Mgr. Nation wide dealer acquaintance, expert on Visible, Filing Sys- 
tems, well grounded in steel, wood, supplies Aggressive, sales minded, 
thoroughly acquainted dealers and factory problems. Now employed 
responsible position well Known manufacturer. Capable assuming respon- 
sibilities. Address A-55 care Office Appliances, Chicago 6. 





BUYER—INSIDE MAN —knowledge office stationery and equipment, also 
paper and printing. Good record developing new and holding old sources 
through initiative. Now employed supervising all inside work and five 
employes. Age 36—desire to locate in Southwest Address A-56, care 
Office Appliances, Chicago 6, 





SALES EXECUTIVE AVAILABLE for home or branch office operation 
or sales agency. 10 years district manager, 2 years branch manager, 7 
years sales manager. Experience nearly equally divided between two 
outstanding office appliance manufacturers. Has energy, initiative, abil- 
itv. Ready to start on real sales production wherever opportunity is 
offered. Industry Leaders for references. Address A-58 care Office Appli- 
ances, Chicago 6. 








SALESMEN WANTED 





ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. 
Salesmen of office equipment, who sell directly to offices, will find it 
an interesting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y 





MR. SALESMEN: Interested in selling an item that brings repeat or- 
ders? Our patented BUCK-L-BINDER for storing loose leaf records, 
once adopted becomes part of the user’s filing system, insuring repeat 
business. Exclusive territory allotted to desirable representatives. Write: 
The Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 





SALESMAN—EXPERIENCED MAN with knowledge of office furniture 
and equipment to handle established trade. Able to read bluenrints and 
layout of complete offices. Good salary. Real opportunity for future. 
Give complete details in first letter to Richard D. Pomerantz, President, 
A. Pomerantz & Company, 1525 Chestnut St., Philadelphia 2, Penna. 


REPRESENTATIVES AVAILABLE 





TRAINED SALESMAN with a background of many years’ experience in 
the Chicago territory selling a nationally known line of office equip- 
ment, is open for lines sold through office equipment and supply dealers. 
Thoroughly versed in steel office furniture, filing equipment and systems. 
Staff of additional, experienced men available. Address Box A-51, care 
Office Appliances, Chicago 6. 





MANUFACTURERS REPRESENTATIVE, well known among commercial 
stationers and office furniture dealers Metropolitan New York, can take 
on additional line. Address A-52, care Office Appliances, Chicago 6. 





MFR’S REPRESENTATIVE AND DISTRIBUTOR AVAILABLE calling on 
stationery, office equipment dealers, and department store buyers. In- 
terested in additional lines. H. L. Rulison, 6006 Prentice St., Cincinnati 
27, Ohio. 





TRAVELING REPRESENTATIVE. Middle West territory preferred. Must 
be first class proposition on commission basis only. Thoroughly experi- 
enced, financially responsible and well acquainted. Address A-53, Office 
Appliances, Chicago 6 





WELL ESTABLISHED FIRM CONTACTING over 4000 office machine 
dealers nationwide coverage for seven years. Want additional manufac- 
turers’ line such as stapling machines, stencil duplicators, carbon paper, 
stencils, cash boxes, fire proof chests, wire recording machines, desks, 
chairs, file cabinets, typewriter stands, paper punch machines, auto- 
graphic cash registers, postal scales, ete. Good references. Universal Office 
Machine Co., 38 W. Harrison St., Chicago 5, TH. 





FORMER OFFICE MACHINE DEALER now living in Florida is available 
for agency of office machine or office specialty for the entire state, or for 
a restricted area, depending upon the product and sales possibilities. Will 
consider any suitable product to be sold direct or to dealers, according 
to manufacturer’s policy. Address A-54, care Office Appliances, Chicago 6. 





LINE WANTED FOR lower Michigan. Salesman with excellent record 
in office specialty selling seeks agency of appliance or supply line for 
several counties in southwestern part of lower peninsula of Michigan 
Experienced in systems’ applications. Top references. Address A-57 care 
Office Appliances, Chicago 6. 





EXPORT REPRESENTATIVES AVAILABLE 





SALESMEN WANTED to represent nationally known line, including 
patented item. Experience and strong following among stationery. gift. 
department, and jewelry stores. Commission and bonus. Territorial 
rights protected. Backed up by national advertising campaign. Now 
organizing sales set-up. No objection to handling other non-conflicting 
line. First letter to give complete details and territorial boundaries. 
Address N-177, care Office Appliances, Chicago 6 








EXECUTIVES WANTED 





OFFICE METHODS CONSULTANT 

Very large national manufacturing company is strengthening systems 
division and needs senior’ man for advanced design, research and con- 
sulting duties. One of the infrequent opportunities for this type of con- 
nection. The applicant should have a very broad background in the 
most modern developments in office operations, including systems, equip- 
ment and supplies, cost control and reduction. Age under 40 preferred. 
For confidential consideration, submit a detailed resume of qualifica- 
tions and experience to Box N-178, care Office Appliances, Chicago 6. 





WANTED—Store and merchandise manager experienced in office furni- 
ture, filing systems and office supply lines. Excellent opportunity. Fine 
salary plus percentage of store profit. Should make first year from 
$4500 to $7000. Location in splendid western city. Replies confidential. 
Address N-179, care Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





EXPERIENCED SHOP FOREMAN for typewriter repair department in 
mid-west town. Prefer one experienced on Royal machines. Give full 
details in first letter. Address N-180, care Office Appliances, Chicago 6. 





CASH REGISTER REPAIR MAN, capable also of servicing typewriter, 
adding machines and other office machines. Permanent job with good 
pay and excellent working conditions to man who can qualify. Write 
giving references, experience, expected salary. Address N-181, care 
Office Appliances, Chicago 6. 


EXPORT TO SWEDEN. Desire representations for specialized office 
equipment of merit, particularly new ideas and developments. Repre- 
sentative located Stockholm. Write Room 802, 210 Fifth Ave., New York 
3. Ei 








REPRESENTATIVES WANTED 





LEADING METAL POSTURE chair line (Secretarial Executive) available 
to experienced salesmen with good following in certain territories. Write 
fully present lines carried, territory coverage, time and experience. Rite- 
form Chair Co., 43 S. Oxford St., St. Paul 5, Minn. 





EXCEPTIONAL OPPORTUNITY for experienced ribbon and carbon paper 
salesman. We have several attractive openings for representatives to 
call on established retail customers. Permanent employment with salary, 
commission and expenses. Write in confidence stating age, past and 
present connections, etc., to International Carbon & Ribbon Co., Inc., 
Logan, Ohio. 








LISTS OF PROSPECTIVE SALES AGENTS ABROAD 





FOREIGN DISTRIBUTORS LISTS. Have prenared during 25 vears travel- 
ing abroad for first-class American manufacturers controlled Hsts of 
over 900 excellent importers susceptible become distributors throughout 
world. Will cede same for 3% commission on initial and subsequent 
orders obtained. Address N-183, care Office Appliances, Chicago 6. 








BUSINESS FOR SALE 





IF YOU ARE AN EXPERIENCED salesman or mechanic and have 
initiative and drive here is an excellent opportunity to buy at a low 
price, an established, highly profitable, office equipment business in 
Chicago specializing in Elliott Fisher and Sundstrand bookkeeping ma- 
chines although handling a complete line. Volume of sales has been in 
excess of $50,000.00 per year. Offer includes maintenance contracts, mail- 
ing lists, rentals, inventory of parts of machines, shop equipment, ete. 
Terms to responsible party Address N-184, care Office Appliances, 
Chicago 6. 





EXPERIENCED BURROUGHS REPAIRMAN. Permanent position. Also 
opening for high grade Typewriter Repairman. Adding Machine Service 
and Sales, 215 S. Meridian St., Indianapolis 4, Indiana. 





BOOKKEEPING MACHINE SERVICE MAN. Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write N-182, care 
Office Appliances, Chicago 6. 





EXPERIENCED OFFICE MACHINE Mechanic. Very liberal proposition. 
Muncie Typewriter Exchange (since 1907), Muncie, Indiana. 
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FOR SALE—Wholesale and Retail Stationery business in good western 
town. Did $60,000 gross last year and will go about $100,000 this year. 
Will take $15,000 to handle. Will sell either with or without machine 
franchises. Address N-185, care Office Appliances, Chicago 6. 





FOR SALE, ESTABLISHED STATIONERY BUSINESS in Central Mich- 
igan; medium sized town. Deal in office machines (with service de- 
partment), furniture, greeting cards, gifts, books. Doing $65.000 per year. 
Must be cash deal. Address N-186, care Office Appliances, Chicago 6. 
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WANTS AND FOR SALE, Continued from page 7 





CALCULATING METHODS FOR SALE 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair. 


rebuild. Comprehensive service for dealers. Adding and Bookkeeping 


Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





YOU CAN FIGURE 50% faster if you know the short cuts new book. 
“Twenty-five Short-Cuts in Business Figures’ explains basic short-cuts 
simply. Useful for Bookkeepers or Adding Machine Salesmen. $6.50 post- 
paid. 10 day return privilege. Business Machine Service, 410 Broadway, 
Alexandria, Minnesota. 








EUROPEAN REPRESENTATIVE AVAILABLE 





AMERICAN REPRESENTATING leading manufacturers of stationery and 
office supplies, including pens, will start back to Sweden, Switzerland, 
Relgium, Holland, etc., in early March. Will accept a few exclusive lines 
on commission or own account. Sound personal and financial references. 
Address N-187, care Office Appliances, Chicago 6. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 


etc. Repair at standard prices—time now averages 8 to 21 davs. and 
improving. We especially feature “CONKLIN,”” SWAN, WATERMAN, 


WAHL, PARKER, WELTY. SHEAFFER, MOORE, etc.. but can repair al! 
other makes. We feature Gold Pen Points and Repairing. Mail all makes 
to ONE place for better service. ASK ABOUT NEW WELTY PENS 
$1.50 to $10.00 LIST. Welty Pen and Repair (Co. (Est. 1904), 38 So. 
State, Chicago 3. 








STAMP AFFIXERS 





STAMP AFFIXERS EXCLUSIVELY. Rebuilt at reasonable price regard- 
less of make, age or condition. Additional charge for missing or broken 
parts. Ten day service. Used and rebuilts at attractive prices. United 
States Mail Service, 95 S. Fitzhugh, Rochester 8, N. Y 








STEER HORNS FOR OFFICES 





POLISHED STEER HORNS for sale, over six feet spread, mounted in 
hand tooled leather. Rare decoration for office. Free photograph. Lee Ber- 
tillion, Palestine, Texas. 


Bookkeeping Machines, 


Elliott-Fisher 
sold. Dorrell-Markel, 


BURROUGHS, MOON HOPKINS, 
bought and 


Comptometers, all makes calculators 
93 S, 11th, Minneapolis, Minn. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, Comp- 
tometers, Calculators, ete. Bought and sold. Dearborn Equipment Com- 
pany, 605 So. Dearborn, Chicago 5. Il. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 
ui 


Service Co., 179 W. Washington, Chicago 2. 





our higher cash prices for 


BURROUGHS PRODUCTS our specialty, get 
Steen, 60 West 


calculators, bookkeepers, billers, comptometers. A. L. 
Harrison, Chicago 5, Illinois. 





Also buy, sell and rebuild all types office 


BURROUGHS SPECIALISTS. 
Nelson Adding Machine Service. 


machines. Comprehensive dealer service. 
5387 S. Dearborn, Chicago 5, Illinois. 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 





in rebuilding, sales 


specialists 
American 


Write for catalog. 
m. ¥. 


DICTAPHON ES—-EDIPHON ES—Foremost 
and purchases of dictating equipment. 
Dictating Machine Co., 235 Fifth Ave., New York 3, 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines. 
supplies, Supertone cyclinders, wholesale. Chicago Dictating Machine 
Co., 28 South Wells St., Chicago 6. 





WANTED TO BUY: Surplus equipment of all types. Ready buyer. 
Columbia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





WANTED—TYPEWRITERS, Adding Machines, calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis St., San Antonio 
5, Texas. 








PORTABLE ADDING MACHINE 





MACHINE—-Adds—Subtracts—New-Portable, immediate  deliv- 
Only—List $27.50; wholesale price on request. Terms 
Precise Distributors, 608 S. Dearborn St., Chicago, TIl. 


ADDING 
ery—Wholesale 
cash with order. 








LETTER OPENERS, ENVELOPE SEALERS 





LETTER OPENERS, ENVELOPE SEALERS our specialty; repairing. re- 
building. All machines dismantled, cleaned, plated, baked enamel wrinkle 
finish. Send us your machine. Estimates cheerfully given. Business 
Machine Exchange, 97 Fitzhugh St., South, Rochester 8, N. Y. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif 








ADDING MACHINE PARTS FOR EXPORT 





PARTS ex- 
605 S. Dear- 


BOOKKEEPING MACHINE 


BURROUGHS ADDING AND 
Dearborn Equipment Co., 


ported. Foreign inquiries invited. 
born St., Chicago 5. 








CHECK PROTECTORS FOR EXPORT 


ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 
St., New York 7, N. Y. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 





priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 
KARDEX, ACME, all makes used visible’ filing equipment. Thousands 


of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. S. 
Nathan, Inc., 548 Broadway, New York 12, N. Y. 





ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. Quan 
tity of McCaskey Production Panels. Commercial Card System Co., 135 
Grand St., New York 13, N. Y 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand St., New York 18, N. Y. 





CHECKWRITERS FOR SALE—Jack Laskow, 132 Nassau St., New York 
| fle. Ry 


’ 





FOR SALE—Model 100 Multigraph in excellent operating condition, com- 
plete with model 600 typesetter and eleven flexotype blankets at fraction 
of their cost. Charles C. Thomas, Publisher, 301-327 East Lawrence 
Avenue, Springfield, Illinois. 





FACTORY REBUILT SPEEDRITE checkwriters, for export, $37.50 each 
immediate delivery. Universal Office Machine Company, 33 W. Harrison 
St., Chicago 5, IIl. 








BUSINESS OPPORTUNITIES 





Looking for addi 


CONTACTING OFFICE MACHINE dealers nationwide 
Harrison St., Chi 


tional items. Universal Office Machine Co., 33 W 


cago oO, 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





Hopkins, Adding and Calculating 
Typewriters, and fanfold ma- 
1930 West 21st St., 


Burroughs, Moon 
Electromatic 
Chicago Office Appliance Co., 


ELLIOTT-FISHER, 
Machines, Comptometers, 
chines, bought and sold. 
Chicago 8. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
International Office 


number and we will quote highest cash prices. 
Appliances, Inc., 326 Broadway, New York 7, N. Y. 








ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 8, Wis. 





adding machines—all 


ELLIOTT-FISHER machines, calculating machines, 
y Company, 906-908 N. 


office equipment, bought and sold. W. J. Crowley 
Water St., Milwaukee 2, Wis 


WANTED coin counting and sorting machines, also parts. Jack Laskow, 
132 Nassau St., New York 7, N. Y. 





WANTED TO BUY—Sundstrand bookkeeping machines, Models A-C and 
D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances, Inc., 
328 Broadway, New York City. 





make, 
Appli- 


State 
Office 


adding machines. 


WANTED—AIl makes calculators and 
International 


model, serial number and adding capacity. 
ances, Inc., 328 Broadway, New York City. 





Office Ma- 
Pittsburgh 6, 


machines. 
Avenue, 


Elliott-Fisher 
549314 Penn 


11-inch 
Company, 


Pedestals for 


Service 


WANTED: 
chines Sales and 
Pennsylvania. 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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PATENTS 


Copies of patents shown here can be obtained 

from. the Commissioner of Patents, Washington, 

D , for 25 cents each in cash, postoffice 

ath orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


2,411,881. Clamp For Master Sheets of Printing 
Machines. Edward J. Janke, Cleveland, Ohio, assignor 
to Addressograph-Multigraph Corporation, Cleveland, 
Ohio, a corporation of Delaware. Application Novem- 
ber 8, 1944, Serial No. 562,440. Granted December 3, 
1946. 

2,411,950. Rotary Tray File. Ernesto Norberto 
Yzetta, Buenos Aires, Argentina, assignor to Guillermo 
Kraft Limitado Sociedad Anonima de Impresiones Gen 
erales, Buenos Aires, Argentina, a company of Argen 
tina. Application January 19, 1944, Serial No. 518,785 
Granted December 3, 1946. 

2,411,975, Peneil-Like Implement. George D. Nel- 
son, Los Angeles, Calif. Application January 22, 
1945, Serial No. 573,851. Granted December 3, 1946. 

2,411,981. Drafting instrument. Owen S. Shaffer 
Omaha, Nebr., assignor of one-half to Eugene D. 
O'Sullivan, Omaha, Nebr. Application May 11, 1944, 
Serial No. 535,055. Granted December 3, 1946. 


2,412,194, Perspective Drawing Device. George D. 
Andersen, Los Angeles, Chester L. Spencer, Santa 
Monica, and James L. Hansen, Los Angeles, Calif. ; 


said Spencer and said Hansen assignors to said An- 
dersen. Application September 22, 1943, Serial No. 

503,582. Granted December 10,, 1946. 

2,412,200. Hectograph Mass. Robert D. Blum, Jr., 
Nashville, Tenn. No Drawing. Application September 
12, 1941, Serial No. 410,653. Granted December 10, 
1946. (No illustration.) 

2,412,219. Filing Equipment. 
States Navy, Staten Island, N. 
20, 1945, Serial No. 589,423. 
1946. 

2,412,238. Production Control Board. Frank Lloyd 
Wassell, Westport, Conn., assignor to Georgene P. 
Wassell, Westport, Conn. Application August 13, 
1942, Serial No. 454,712. Granted December 10, 1946. 

2,412,265. Mechanical Pencil. Hugo S. Hasselquist, 
Oak Park, Ill, assignor to Joseph Dixon Crucible 
Jersey City, N. J., a corporation of New 


aes Hunter, United 
. Application April 
pa December 10, 


Company, 

Jersey. Application January 19, Serial No. 
518,825. Granted December 10, 1946. 

2,412,318. Safety Drive, Braking and Control 


Mechanism For Magnetic Recording Devices. Marvin 
Camras, Chicago, Ill., assignor to Armour Research 
Foundation, Chicago, Ill, a corporation of Illinois. 
Application August 10, 1942, Serial No. 454,216. 
Granted December 10, 1946. 

Holder For Labels, Tags, and The Like. 


2,412,405. 
Walter Kahn, Middelburg, Transvaal, Union of South 
Africa. Application December 21, 1942, Serial No. 


469,717. Granted December 10, 1946. 

2,412,416. Computing Apparatus. Raymond A. Nel 
son, Deerfield, Ill. Application September Ne 1945, 
Serial No. 614,783. Granted December 10, 1946 

2 7’ Postage Printer. Commodore D. Ryan, 
Frank P. Sager, Alhambra, and Ernest 
Calif., assignors to Com- 
a corporation of Dela- 


Los Angeles, 
R. Bergmark, Los Angeles, 
mercial Controls Corporation, 


ware. Original application April 29, 1940, Serial No. 
332,305 Divided and this application August 13, 
4 Granted December 10, 


1942, Serial No. 454,686. 
6 


2,412,516. Registration Indicator System. Joseph A. 
Kavanagh, New York, N. Y., assignor to New York, 
N. Y., a@ corporation of New York. Application Novem- 


9 er Serial No. 564,523. Granted December 
. >. 
2,412,527. Addressing Machine. Albert W. Mills 


and Frank J. Furman, Endicott and Edward J 
Rabenda, Binghamton, N. Y., assignors to % = ar 
Business Machines Corporation, New York, N. 
corporation of New York. Application May 12, 1942. 
Serial No. 442,642. Granted December 10, 1946. 
2,412,537. Recording and Computing Machine. Ed- 
win ©. Roggenstein, Utiea, N. Y., assignor to 
Remington Rand, Inc., Buffalo, N. Y., a corporation 


of Delaware. Application December 10, 1940, Serial 
No. 369,399. Granted December 10, 1946. 

2,412,538. Liquid Level Controlling Device For 
Envelope Moistening Devices. Commodore D. Ryan, 


Los Angeles, Calif., assignor to Commercial Controls 
Corporation, a corporation of Delaware. Original ap 
plication April 29, 1940, Serial No, 332,305. Divided 
and this application June 12, 1942, Serial No. 446,755 

Granted December 10, 1946. 
_ 2,412,620. Tacker. Calvin P. Kipp, Douglaston, 
Application April 29, 1943, Serial No, 485,044. 
Support. Alexander J 


Granted December 17, 1946. 

2,412,750. Chair Seat 
Raitch, Port Washington, Wis., assignor, by mesne 
assignments, to The Seng Company, Chicago, Ill., a 
corporation of Illinois. Application August 7, 1943, 
Serial No. 497,766. Granted December 17, 1946 

2,412,820. Slide-Rule Pencil. Robert C. Magee, 
Dayton, Ohio. Application March 9, 1945, Serial 581,- 
886. Granted December 17, 1946. 

2,412,830. Check-Endorsing and Sorting Machine. 
Martin L. Nelson, Park Ridge, and Alfred M. Roberts, 
Chicago, Ill., assignors to The American Perforator 
Company, Chicago, Ill., a corporation of Illinois. Ap- 
plication September 10, 1941, Serial No. 410,298 
Granted December 17, 1946. 

2,412, 849. Combined Extension Table and Cabinet. 
Peter H. Weber, Milwaukee, Wis., assignor to Florence 
J. Sterling, Chicago, III. ‘Application May 26, 1941, 
Serial No. 395,211. Granted December 17, 1946 

2,412,938. All-Purpose Utility Pencil Case. Verona 
Pearl Amoth, Crosby, N. Dak. Application October 12, 
1944, Serial No. 558,409. Granted December 24, 1946. 

2,413,078, ee Apparatus. Richard P. Scholfield, 
New York, N. Y., assignor to Scholfield Service, Inc., 
New York, N. Y., a corporation of New York. Applica- 
tion May 12, 1944, Serial No. 535,347. Granted De- 
cember 24, 1946. 

2,413,157. Binder. 
D. C. Original application May 29, 


Hugo Thomsen, Washington, 
1943, Serial No. 


489,11. Divided and this application October 12, 
1944, Serial No. 558,351. Granted December 24, 1946. 
2,413,166. Letter Scale. Reginald M. Bowman, 


Baltimore, Md. Application February 12, 1945, Serial 
No. 577,431. Granted December 24, 1946 

2,413,234. Retractile Fountain Pen. Orvel M. John- 
son, Little Rock, Ark. Application November 18, 1944, 


Serial No. 564,065. Granted December 24, 1946. 
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2,413,376. Drafting Machine. Roy J. Pomeroy, Granted December 10, 1946. 

Los Angeles, Calif., assignor by mesne assignments, 46,027. Design For A Combined hi 


of one-sixth to Mildred Hirshstein, one-sixth to Ruth 
hk. Newman, and one-sixth to M. J. Hirshstein 
for the benefit of Pearl Hirshstein, all of Cleveland, 


Ohio. Application May 9, 1944, Serial No, 534,712 
Granted December 31, 1946. 

2,413,474. Stationery Package. Evelyn von Hart 
mann, Westwood, assignor to Novelart Manu 
facturing Company, Long Island City, N. Y., a firm 
Application August 28, 1944, Serial No. 551,456 
Granted December 31, 1946. 

2,413,616. Loose-Leaf Binder. Albert Freundlich, 


New York, N. Y., assignor to Spiral Binding Company 


Inc., New York, N. Y., a corporation of New York 
Application September 28, 1943, Serial No. 504,093 
Granted December 31, 1946. 

2,413,652. Moistening Device. Martin S. Pollock, 





East Chester, N. Y. Application September 17, 1943, 
Serial No. 502,753. Granted December 31, 1946. 


DESIGN PATENTS 


146,012. Design For A Writing Pen. Harold ©F. 
Steinberg, Philadelphia, Pa., assignor to The Ester- 
brook Pen Company, Camden, N .. &@ corporation of 
New Jersey. Application October 31, 1945, Serial No 
123,367. Granted December 3, 1946. 


146,016. Design For A Ball Point Fountain Pen. 
Laurie J. Campbell and Mahlon Edward Hirsch, Erie, 
Pa., assignors to Louls Marx & Company, Inc., New 
York, N. Y., a corporation of New York. Application 
September 19, 1946, Serial No, 133,412. Granted De 
cember 10, 1946. 


146,025. Design For A Combined Marking Instru- 
ment and Stand. Samuel A. Harris, Winston-Salem, 
N. C. Application April 26, 1946, Serial No. 128,986 
1947 


trustee 


Machine And Stand. 
Thomas O. Mehan, 
Multi-Sort Systems 
orporation of Illinois. 


ard P q 

Hunter E, Hooe, Chicago, and 
Park Ridge, Ill, assignors te 
Incorporated, Chicago, Ill, a 
Application February 14, 1946, 


Serial No. 126,558. Granted December 10, 1946. 
146,028. Design For A Card Punching Machine. 
Hunter E. Hooe, Chicago, and Thomas O. Mehan, Park 


Ridge, Ill, assignors to Multi-Sort Systems Incor- 

porated, Chicago, LL, a corporation of Illinois. Ap- 

plication February 14, 1946, Serial No. 126,559. 

Granted December 10, 1946. 
i 


46,064. Design For A Desk Writing Unit. Harry 


K. Adams, Spokane, Wash. Application October 17, 
045, Serial No. 122,935. Granted December 17, 1946. 
146,080. Design For A Chair. Laurelle Guild, 
Darien, Conn., assignor to The Aluminum Cooking 


Utensil Company, New Kensington, Pa., a corporation 
of Pennsylvania. Application November 13, 1945, Serial 
No. 123,683. Granted December 17, 1946. 

146,116. Design For A Lamp. William Fred Mas- 


terson, Decatur, Ill., assignor to Faries Manufacturing 
Company, Decatur, Ill.. a corporation of Illinois. Ap- 
plication November 15, 1945, Serial No, 123,776. 


Granted December 24, 1946 

146,121. Design For A Duplicating Machine. Leo 
Kt. Randell, Chicago, IL, assignor to Ditto, Incor- 
porated, Chicago, Ill, a corporation of West Virginia. 
Application February 2. 1946, Serial No. 126,219. 
Granted December 24, 1946. 

146,130. Design for An Adhesive Tape Dispenser. 
senjamin Bronfman, Lynbrook, N. Y., assignor to The 
Cofax Corporation, a corporation of New York. Applica 
ion July 27, 1946, Serial No, 132,020. Granted De- 

ember 31, 1946. 











A stationer who had just returned from a business trip to 
Washington remarked to one of his friends, “Bill, while | was 
in the capital | met the chaplain of the House.” 

“Is that so," responded his pal, "and just what does he do?” 

“Oh, he just gets up on the platform as Congress opens, 
looks the group over, and prays for the country.” 


A distracted mother rushed from her house and encountered 
@ moan carrying a small black bag. She explained that her 
small son had just swallowed a dime, and the stranger accom 
panied her, went into action and within a short time had pro- 
duced the coin. 

"Oh, doctor," said the relieved mother, "how lucky it was 
that you happened along at the opportune moment. 

‘But madam," replied the stranger, "I'm not a doctor; I'm 
with the Internal Revenue Department 


A tat woman entered a crowded street car and sat down 
by a fired businessman reading the evening paper. Giaring at 
him, she said, "If you were a normal man, you'd get up and 
give one of these women your seat.” 

In no mood for sarcasm, he replied, ''And if you were a 
normal woman, there'd be room for another one anyhow.” 


A scientist who had just attended a Boris Karloff movie 
dreamed that he invented a serum to bring life to inanimate 
objects. As his first experiment he injected some of the fluid 
into the arm of a statue of a great general in the city pork. 

"Ah," raved the scientist, "| have just instilled life into 
your veins. Now, tell me, what i Fj 
going to do.’ 

"That's easy,'’ roared the general, jerking his pistol from its 
holster, "I'm going to start by shooting about a million of 
these d—— pigeons.” 


the first th ng you are 


—_—cc— 


The newlyweds were just having their first home-cooked meal 
and the bride was adding the finishing touch with the dessert, 
an oval-shaped piece of pastry about 18 inches long and six 
inches wide. 

"What's this?,"’ asked the puzzled husband. 

"Why, it's pie, dear.” 

“Rather a peculiar shape for a pie, isn't it?" insisted the 
husband. 

"Of course not, silly,’ replied the bride, "it's rhubarb." 


Futile Reflections: Now that all these new wage suits 
being opened by the unions, it probably won't be long before 
sailors will be suing for port-hole to port-hole pay. 
Fashion Note—There'll be little change in men's pockets thi 
yeor. . . . Definition of a girdle—An elastic supplement to 


stern reality. 


—c<cc— 














a 
This sealer gives your letters a feminine touch— 
it even smears a little lipstick on each envelope. 
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BUSINESS OPPORTUNITIES 
Wanted Abroad 


American Goods Wanted for Firm in India—S. B. Szapiro, manager of 
Stanley Sharp & Company, Jer Manor Bidg., 3rd Pasta Lane, Bombay 5, 
India, desires contacts with American manufacturers and exporters to 
secure essential stationery goods such as paper, pencils, pencil sharpeners, 
pen nibs, fountain pens, stitching machines and staples, as well as other 
office supplies. Mr. Szapiro was manager of a wholesale stationery firm. 
a family establishment, in Warsaw, Poland, upon the outbreak of the 
war in 19389. He escaped the fate met by many of his kin, and made 
his way through Russia and Japan. After being caught by the war at 
Burma in 1942 he proceeded to Bombay to establish and import and 
agency house managed and owned by himself and brother. They intended 
to locate permanently there and get back to their pre-war stationery 
lines. Prepared to work on L/C terms, they wish to receive price lists 
and samples, if possible. They desire to act as exclusive sales repre- 
sentatives for American manufacturers and in nearly five years’ stay in 
India have gained adequate knowledge of Indian requirements and condi- 
tions. 

Writing Articles Wanted In Portugal—A. Lencastre & Sousa, Lda., R. 
Sta. Catarina 130, Oporto, Portugal, wish to make importations from the 
United States of novelties in writing articles and permanent inks. 

Agencies Wanted for Puerto Rican Territory—J. E. Candal & Company, 
Salazar Building, Marti Ave. and Isabel St., P. O. Box 1941, Ponce, 
Puerto Rico, desire connections with manufacturers in order to secure 
agencies in the Territory of Puerto Rico for office appliances. 

Lines Sought for Holland—The firm of Karel F. H. Bonnekamp, 
Jr., Heerengracht 238, Amsterdam, Holland, desires to hear from manu- 
facturers of office supplies and equipment. The company acts as exclusive 
representative for several manufacturers, working on a commission basis. 
Its plan is not to secure a long list of agencies but rather two or three 
more good ones upon which it may concentrate its efforts as the importa- 
tion of merchandise into Holland is permitted in larger quantities. Mr. 
Bonnekamp recently spent about two weeks in the United States. 

Copenhagen Establishment Wants Agencies—Westminster Carbon, 
Snorresgade 1, Copenhagen 8, Denmark, a firm with 4,000 customers in 
all sections of Denmark and supplier of the government, is interested 
in obtaining typewriter, adding and other office machines agencies from 
the United States. Communications can be addressed to John Larsen of 
Westminster Carbon. 

Exports Wanted to Belgium and Holland—aA sales representative located 
in Brussels desires to represent American manufacturers for sale of office 
equipment, fountain pens and other products in Belgium and Holland. 
Details may be secured by writing to Henry G. Grant, 605 Clara Ave., 
St. Louis 12, Mo. 

Copenhagen Firm Looks to Trade Renewal-—Georg Andersen, Amagertory 
16, Copenhagen K., Denmark, operating one of the outstanding Danish 
firms within the fountain pen and pencil trades, wants to resume corre- 
spondence with American companies looking forward to importations when 
the present negotiations regarding American-Danish commercial inter- 
course are completed by the respective Governments. Mr. Anderson has 
an efficient sales organization with more than 2,000 customers among the 
stationers, jewelers and silversmiths in Denmark. 





Wanted at Home 


Filing Supply and Systems Lines Sought for St. Louis—E. A. Hoelscher 
Office Furniture Company, 1106 Pine St., St. Louis, Mo., who have for 
many years represented the Metal Office Furniture Company and the 
Shelbyville Desk Company, are expanding and desire good filing supply 
and systems lines to supplement these equipment lines. The firm is 
also interested in good ledger equipment lines, including ledger trays, 
ledger sheets, statements, card record forms, and carbon forms. Experi- 
enced personnel is available to handle these products and good repre- 
sentation is promised. 

Trade Catalogs Wanted for New Firm in Kentucky—The Somerset 
Typewriter Company, P. O. Box 453, has been opened at Somerset, Ky., 
by Stanley M. Clark and Claude Hart. The proprietors desire to be 
placed on the mailing list of manufacturers for new trade catalogs 
and price lists. 

Earl J. Noe Seeks Supplies for New Business—After serving a national 
office machine corporation for more than 25 years. Earl J. Noe, P.O. Box 
1367, Parkersburg, W. Va., has decided to enter business in and around 
Parkersburg as a retail office equipment dealer. Mr. Noe is interested 
in obtaining additional lines for sale. Catalogs from wholesalers and 
manufacturers of office equipment, supplies and tools will be appreciated. 

Firm In Alabama Seeking Additional Lines—The Southern Distributing 
Company, P. 0. Box 304, Talladega, Ala., is interested in obtaining addi- 
tional lines for the office and business supply business, particularly a 
line of office furniture and supplies that could be handled on a broker 
hasis. An area of 50 miles around Talladega is covered. 

Manufacturers’ Representative Wants Products—Sydney S. Levy, Box 
2475 Customhouse, New Orleans 16, La., a manufacturers representative 
calling on the dealer trade, is seeking products for representation in 
Louisiana, Alabama, Mississippi, and Texas, from New Orleans. Lines 
now handled included special imprint and made-to-order packaging 
materials and paper specialties but Mr. Levy wishes to broaden his 
coverage in the office appliance and equipment field. His experience 
covers dictating machines, safes and metal office furniture lines as well 
as carbons and ribbons. 

Manufacturers’ Representative Wants Additional Lines—H. L. Rulison, 
6006 Prentice St., Cincinnati 27, Ohio, manufacturers’ representative and 
distributor, desires additional lines of products for the industry. 





NEW TRADE LITERATURE 


Esterbrook Pen Company, Camden, N. J., has recently mailed price lists 
covering their complete line of merchandise with prices effective as o 
shipments dated on or after January 2, 1947. Any stationers who have 
not received these revised lists may secure them by writing to the 
Esterbrook Pen Company, Camden, N. J. 

F. S. Webster Company, 13 Amherst St., Cambridge 42, Mass., has just 
issued new price lists covering current changes which became effective 
as of January 1. The announcement states that recent increased prices 
in domestic and foreign typewriter ribbon cloth, ‘“‘which are now approxi- 
mately two and one-half times higher than they were at the end of the 
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war,” plus proportionate increases in other raw materials and greatly 
increased labor costs, have made it necessary to increase prices on inked 
ribbons. 

W. H. Gunlocke Chair Company, Wayland, N. Y., has just issued price 
list No. 54 on Gunlocke business chairs, applying to catalog No. 48 and 
folders, as of November 25, 1946. A new development is that the com- 
pany has published both a double list and a retail. The double list is 
printed on white paper and marked “Standard.’’ The retail list is printed 
on pink paper and prices have been omitted on the first five pages. 
Dealers can fill in their own retail prices on this list, and discard the 
white standard list altogether, if they prefer. This plan permits a 
dealer to work to a net retail list, or to the full double list, as he prefers. 











CORPORATION REPORTS AND 
FINANCIAL NOTES 


Bankers Box Company, 536 S. Clark St., Chicago 5, Ill, has revived 
Liberty Slants, a monthly house organ, after publication had been dor- 
mant for a number of years during the war period. The publication 
provides condensed information regarding Bankers Box products, In 
addition, the company has issued a revised Manual of Storage Practice, 
making the pamphlet available to dealers and consumers like. 

Delbridge Calculating Systems, Inc., 2502-10 Sutton Ave., St. Louis 17, 
Mo., has prepared the 1947 announcement to the trade, a bulletin out- 
lining the latest sales plan. This bulletin may be secured by writing 
the above address. 

Eversharp, Inc., Chicago, I11.—Consolidated net earnings of Eversharp, 
Inc., for the first nine months, ended November 30, 1946, of the current 
fiscal year, were $4,503,762, it was announced January 3 by Ralph A. 
Bard, chairman. This net income, which gives effect to the complete 
absorption of the Magazine Repeating Razor Company, is equivalent to 
$4.90 a share on 918,746 shares of common stock outstanding as of that 
date, and is after taxes, preferred dividends and reserves. The net 
profits after taxes for the razor business for the same period, which are 
included in the $4,503,762 reported by Mr. Bard, amounted to $786,282. 

UARCO, Inc., Chicago, Ill.—The board of directors of UARCO, Ince., 
manufacturers of continuous business forms, on December 10, declared 
a dividend for the fourth quarter of 1946 of thirty cents (30c) a share on 
its common capital stock, payable December 27, 1946, to stockholders 
of record December 17, 1946, according to an announcement by Walter 
R. Barker, president. 





—— +> om. 


HEIMANN URGES LENDING AGENCIES STUDY 


One of the items on the program for the new Congress, suggests 
Henry H. Heimann, executive manager of the National Association of 
Credit Men in his ‘‘Monthly Business Review,’ is the complete study 
and appraisal of Government lending agencies. The head of the national! 
credit organization points out that the members of his Association do 
not arbitrarily condemn all the lending agencies but insist that with 
the gradual return to peacetime business conditions some of these 
Federal programs have fulfiled their purpose and can only now claim a 
right to exist on the basis of maintaining a bureaucracy. 

Naming five tests for the lending agencies as to whether they should 
be continued, Mr. Heimann sets forth the following suggestions: 

“Is the Government agency transacting business in direct competition 
with private lending organizations that are able, qualified and willing 
to make such loans on a reasonable basis? 

“Is the Government agency, which was _ fully justified in our emer- 
gency, bank-closing, depression period, continuing its operation when 
the need for it no longer exists? 

“Is the Government agency violating or coipromising sound lending 
principles and thus tearing down the credit principles essential to a 
successful free enterprise system? In emergency times a Government 
might be most liberal and be fully justified in marginal loans, but in 
normal times the Government, with few exceptions, should not extend 
or except credit on other than an established and firm credit base. 


Questions Burden on Private Creditor 


“Is the Government agency, by reason of a_ preferential position 
procured by law or contract, shifting an undue burden or hazard on 
the general private trade creditor? An example is a Government agency 
making a risky loan but naturally moving to protect itself on such a 
marginal loan by placing itself in a preferred position as a creditor, thus 
blocking the normal opportunity of a general creditor to extend credit 
on any safe basis. 

“In our foreign lending policy are we making loans on so generous a 
basis as to destroy the realization of the borrower that loans must be 
deserved, either from a meritorious and productive point of view, such 
as a helpfulness to enable foreign nations to earn a better standard of 
living by wise and judicious use of the credit, or on an emergency basis, 
such as the prevention of starvation and economic collapse? 

Turning to the need for labor legislation Mr. Heimann declared that 
new, fair labor laws are needed. “The right of a man to work whether 
or not he holds a union card is paramount to the right of life by a 
union,” he declared. Continuing his discussion of the labor situation, he 
said that competition is the life of trade and the strength of a 
nation. ‘Union competition with non-union groups would force a more 
constructive program for the unions. If union leaders had faith in 
their service, they would be willing to compete. The rank and file of 
labor is beginning to demand this competition. The dues-paying members 
of labor no longer acquiesce in any type of accounting. They want to 
know what they are getting for their money and how it is being spent. 
Labor unions are big business and must be made accountable. 


Sees Destroying of Labor Market 


_ “Settlement of labor-management conflicts must be for a longer period 
in the years ahead, and a contract once made must be respected and 
carried out to its termination. The public welfare is more important 
than special privilege for a few. When there is virtually no unemployment 
and consequently no competition for a job, the unions can dictate. In 
their unreasonable dictation, they are, however, fast destroying a labor 
market. Constant increase in wages without corresponding increase in 
production, continuous introduction of feather-bedding and other restric- 
tive policies, unfair claims for back wages—in the end, all hurt the 
cause of labor. They start a spiral of price advances, that puts the 
unit cost above the reach of the mass buying public. You can 
normally sell more than twice as many automobiles at $1,000 than at 
$2,000. Each time the price of a product is increased to the consumers 
there are fewer consumers who can afford to buy. 

“Business must be permitted to lay its case before its employees 
without fear of being involved in violation of law. It is healthy to have 
competition in the education of workers as to just what business is 
trying to accomplish.” 
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IN JANUARY OF 1887, WHEN: 

It was chronicled from abroad, “There has been some little 
excitement in and around Nuremberg recently, for the pencil king, 
A. W. Faber, has celebrated the wedding of his only son, who 
has married one of his cousins of New York, Miss Bertha Faber. 
The wedding present given by A. W. Faber was a magnificent 
carriage and a pair of horses, value estimated at 1,500 pounds 
sterling. . . . Mark Twain's patent self-pasting scrap book was 
featured by Slote, Woodman & Company, blank book manufac- 
turers of New York City. ... J. A. Park & Company, Lansing. 
Mich., were manufacturers of the Yale and Harvard writing and 
reading desks. . . . (From files of the American Stationer). 


IN JANUARY OF 1887, WHEN: 

The population of Boston, Mass., had increased to more than 
400,000... . The demand for New Year's cards was so great 
that. some Chicago stationers were forced to keep their establish- 
ments open until midnight on New Year's eve. .. . E. Darrow & 
Company, Rochester, N. Y., issued their forty-second calendar. 
. . . Automatic boxes were placed on the lamp posts in Brooklyn, 
N. Y., to supply the public with postage stamps, postal cards, 
a pencil, and envelopes. Dropping a coin in a slot put into motion 
machinery which pushed out the desired article. And today we 
have the automatic stamp vending machines. . . . (From files of 
the American Stationer). 


IN JANUARY OF 1897, WHEN: 

An advertisement for Henry Bainbridge & Company, New York 
City, stated that the firm “imported ball-pointed pens.” ... The 
Joseph Dixon Crucible Company issued a little folder telling of 
the merits of its “American Graphite pencils.” ...The Eagle 
Pencil Company moved to new offices at 337 and 379 Broadway, 
New York City. . . . Pearl gray was declared to be the proper 
thing in social stationery. . . . Tortoise shell stationery racks with 
silver and gilt mountings were meeting with great favor... . 
(From files of the American Stationer). 


IN JANUARY OF 1907, WHEN: 

Preparations were being made to hold the sixth National Busi- 
ness Show at the Coliseum in Chicago March 16 to 23... . The 
latest calculating machine offered the industry was the Saxonia 
Reckoning Machine, produced by Saxonia, Oscar Muller & Com- 


pany, New York City. . . . International Time Recording Com- 
pany, Binghamton, N. Y., absorbed the Dey Time Register Com- 
pany, Syracuse, N. Y.... An article on evolution in office 


equipment declared, “The roll top of yesterday gives way to the 
flat top of today, pigeon holes disappear and system takes their 
place.” ...A census report for 1905 listed 66 establishments 
producing typewriters. (From files of OFFICE APPLIANCES). 


IN JANUARY OF 1917, WHEN: 

Macey-Hall Company was organized at Cincinnati, Ohio, to 
handle filing appliances and office supplies. The president was 
William B. Hall. . . . R. D. MacGuffin joined the Chicago office 
of Elliott-Fisher Company. . . . The National Association of Office 
Appliance Manufacturers met at the Statler hotel in Detroit with 
President Van Buskirk presiding. . . . Uninked typewriter ribbons 
were wanted for binding the edge of aeroplane wings... . 
(From files of OFFICE APPLIANCES). 
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WINTER 


I love to see, when leaves depart, 
The clear anatomy arrive, 
Winter, the paragon of art, 
That kills all forms of life and feeling 
Save what is pure and will survive. 
—Roy Campbell 
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Your Friendship Capital—Is It 
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NVIGORATING AS ANY true friendship always is 

for its own sake, the cash value of mercantile 
friendships was impressed upon me unforgettably by 
the experience of an important personality in the 
retail stationery trade, who states that he estimates 
he has received nearly $12,000 worth of referral busi- 
ness through the personal friendship of one executive. 
That figure did not, of course, represent one order 
or one customer, but a series of friendship-directed 
transactions. 

This stationer’s experience certainly proves that the 
philosophy of true friendliness, properly applied in 
retail stationery merchandising, can produce rewards 
beyond expectations. It likewise shows the cold dol- 
lars-and-cents value (if there were no other satis- 
factions, but there are) in building up a strong friend- 
ship capital so that customers not only patronize 
the store, but recommend it to other known buyers 
of office supplies and office fixtures and appliances. 

In any business, the policies and activities of which 
are really permeated by true friendliness, the spirit 
of frie:dly service seems to vibrate from the basement 
to the rafters. Founded, as a sage once said, “upon 
the invisible elements of human character,” friendli- 
ness is quick to make itself felt, ever striving to out-do 
itself in service. 


It’s the Golden Rule in Action 


Friendliness is the essence of the Golden Rule in 
action. There are still some dealers in every line who 
do not appreciate what friendship can do for a busi- 
ness firm, but they are the rapidly-dwindling minority, 
and the constant progress in retail merchandising 
ideals will eventually force them to face the light. 

Friendliness, in addition to being “one of the re- 
deeming attributes of life,” is the very crown on the 
reputation of any retail institution. What better 
compliment could any stationer ask than that he hear 
his business mentioned as “that friendly store,” by 
satisfied and thoroughly-pleased customers? 

The friendliness of any store is the combined friend- 
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By VICTOR N. VETROMILE 


liness of all the personnel unified by effective team- 
work. It is, however, an attribute that must originate 
at the top—that is, with the owners of the establish- 
ment—and percolate through the organization by 
example and inspirational development of the ideal. 
It can not begin at the bottom and filter upward. 
There must be friendliness between management and 
personnel and amongst all members of the working 
organization before anything but a worthless sham of 
the desired effect can be diffused to the public that 
patronizes the stationer’s store. 


Salesforce Not a Machine 


Sometimes non-owning executives, entrusted with 
the supervision of sales activities, fail, apparently, to 
understand the delicate balance of the store organiza- 
tion with regard to the inside human relations of 
the business. The salesforce is not a machine with 
sO many cogs and ratchets, but is primarily a group 
of minds and hearts and sensibilities which function 
for the good or ill repute of the service standards 
of the business. 

In every business, there arise certain individual 
transactions that have to be handled in accordance 
with some peculiar and immediate circumstances, but 
there can be no instances in which courtesy is not 
indispensable if the over-all policy of the stationer 
is friendliness, as it must be if good will for the sta- 
tioner is to accrue apace in proportion to volume. 

Call it an ideal or a policy, but in either instance, 
one of the fundamentals of success in retailing is to 
determine upon a judicious and constructive policy 
governing general relations with the public; see that 
the policy is well defined to all employees, and then 
adhere to it as a good trade-mark or business slogan 
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is adhered to, once it has proved its merchandising 
value. 

When John Wanamaker instituted his policy of re- 
funding money on any purchase made in his great 
Philadelphia store, for any reason the customer 
thought justifiable or for no provable reason at all, 
his policy did not strike a very responsive chord of 
applause from the majority of retail merchants in 
this country. But, within five to ten years 95 per cent 
of the better retail stores were practicing the Wana- 
maker rule. That idea, of course, propagated the 
philosophy that was to follow several years later— 
namely, the slogan “The Customer Is Always Right.” 
I think it was Marshall Field, Sr., who sponsored that 
innovation in his famous Chicago store. The mani- 
fest principle and purpose inspiring both these 
policies is simply the conservation of the public’s 
friendship—the only “soil” in which any retail dealer 
in any line can grow volume sales in continual crops. 
These policies are also a device of insurance, so far 
as anything of the kind is practicable, that the cus- 
tomers being served today by the stationer who sub- 
scribes to these ideals will not be buying of his com- 
petitor tomorrow—at least, not so long as there is 
no question of rude or dishonest treatment involved. 

Whether one is a manufacturer, wholesaler, jobber 
or retailer, he should not only feel and act apprecia- 
tively toward those constant and liberal buyers whose 
loyal patronage and friendship means so much to his 


business success. He should ezrpress that appreciation 
specifically now and then on appropriate occasions. 
A calendar at Christmas or an advertising novelty 
can not be adequate for the purpose because they are 
not sufficiently personal. 

In eight years a friend of mine had purchased four 
high-priced automobiles from one company, paying 
cash on the barrelhead in each transaction. Not long 
ago, he purchased a rival car in the same price cate- 
gory—not because he had been dissatisfied with the 
other cars, but because no one from the other com- 
pany ever took the trouble to tell him that his busi- 
ness was appreciated. 


Friendly Letter Is Needed 


“I know that the top executive of that company 
is busy,” he told me. “The sale of four automobiles to 
me means little to him, perhaps. But he ought to 
have someone on his staff who would write to such 
a customer and let the buyer know that such sales, 
year after year, really mean something to the firm.” 

The head man or dominant personality in almost 
any business house, wholesale or retail, could start a 
small buying boom among his customers if he would 
write ten or a dozen friendly letters every day to as 
many old customers. There is no better way to out- 
wit competition, to ride over price-cutters, or to arouse 
business when it slows down than to get close to buy- 
ers in a friendly, personal way. 


They Never Let Themselves Get Soft 





HILE THE WAR YEARS were good for one thing 

—it was possible to sell anything obtainable at 
a profit—they were bad for another reason. Many 
office supply retailers got soft because of the ease 
with which sales were made. Even before the termina- 
tion of the war, some of the dealers began to get 
worried about the post-war world, fearing that the 
boom years had made them too soft and that when 
more normal years returned with greater competition 
they might not be able to shake off the laxity and 
get out and hustle for business again. 

Although nothing like normal supplies have made 
their appearance in the post-war era as yet, and 
although competition has not been stepped up to 
what it was before the war, there is evidence that 
things are righting themselves, little by little. Already 
many customers are beginning to demand pre-war 
service and taking mental note of those firms who 
do not give it. It is evident that the end of easy sell- 
ing is approaching. And that is making some dealers 
worry a bit. 

The O'Reilly Office Supply Company of Fort Wayne, 
Ind. is not in the troubled class these days. And it 
is all due to the foresight of the management. From the 
start these men saw that there would be a period 
of easy selling when anything would sell because of 
the war. Also from the start, these men determined 
that nobody connected with the firm would be allowed 
to get soft and lose his sales consciousness. Con- 
stant effort was exerted to see that every employe 
extende:i to the customer every courtesy at all times. 
While selling wasn’t necessary, the employees were 
urged to keep the selling instinct. Customers were 
asked if there was anything else that was wanted. 
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Items were suggested. If a customer wanted some- 
thing that was unobtainable the clerk took time to 
find out the purpose for which the item was intended, 
so that something else might be suggested. If that 
was impossible, every effort was made to get the 
wanted item. 

In the event it was necessary to use the word “no” 
to a customer, it was used gracefully. It wasn’t always 
easy to do, but a supreme effort was made to keep the 
customer happy and satisfied. 

In short, this firm continued its pre-war brand of 
service in every way that was possible. Now that 
supplies are beginning to be a bit more plentiful, no- 
body in the entire organization is soft and has to 
forget the easy times and begin to get on his toes 
again in preparation for more competitive days. Every- 
body has been doing just that ever since the war 
started. 

Before the war, regular meetings of all members of 
the organization were held. Now that everybody is 
back, these meetings will be resumed. The firm believes 
in young blood and puts emphasis in youth. But 
through the return of Norv Scheumann and Dick 
Daugherty, the entry to the firm of the owner’s sons, 
Robert E. O’Reilly and J. T. O’Reilly, and the continued 
20-odd years of service of Al Christen and Bob Lewis, 
the organization is back to pre-war strength. O’Reilly 
Office Supply Company is all set to go ahead as before, 
knowing that nobody is flabby from easygoing habits. 
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The United States Looks Toward 


Latin America in 1947 


By C. M. LITTELJOHN 





HE STAGE IS ALL SET en la postguerra or post- 

war era ushered in on the Western Hemisphere. A 
new high in office appliance, stationery, business ma- 
chines and office equipment business is looked fcrward 
to “South of the Border.” In the 20 republics of this 
special Latin world, American manufacturing genius in 
the business machine, office equipment and fountain 
pen realm, particularly, is making new strides in wider 
distribution. 

With the war definitely behind us, considerable Latin 
American progress is expected to be achieved this 
year by those developing the export trade for type- 
writers, fountain pens, and other business machines 
that will be shipped out for Southern usage. 

Much of the good understanding and good neigh- 
borliness held to be most worthy of cultivation with 
our very good neighbors to the south springs from sta- 
tionery leadership. And from the activities of such 
American giants of industry as the International Busi- 
ness Machines Corporation, whose far-seeing president, 
Thomas J. Watson, has done so much to call atten- 
tion to their culture and art and outstanding Latin 
American artists through a pageant of their pictures 
ani portraits which has travelled extensively the 
country over. 

Familiar Slogans Used 


Familiar are now becoming translated slogans of 
the American office equipment world—business cries in 
promotion and advertising girdling “todos los paises 
latinoameridanos” (all the Latin lands of America) — 
and these stirring slogans are becoming Spanish re- 
frains that are new signs over the times on Southern 
horizons. 

To mention a few of the great American leaders in 
the stationery business machine and office equipment 
world who have been forging ahead in “los dias de 
reconstruccion y de renacimiento del comercia,” or 
days of reconstruction and the rebirth of commerce, 
since La Postguerra, these may be chosen at random: 
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Remington Rand, with campaigns for greater distri- 
bution of “as maquinas de escribir,” as its typewriters 
become in latin lingo; A. B. Dick & Company of Chi- 
cago, furthering more extensively its “Duplicador Mim- 
eograph”; Eversharp, Inc., also of Chicago, whose 
famous slogan becomes for Spanish-speaking peoples: 
“No por anos, ni por vida .. . sino garantizado para 
siempre,” meaning not for a year or a lifetime, but 
guaranteed forever. 

The Parker Pen Company advertises to reach los 
latinos americanos as follows: “Escribe al instante 
—seca en el acto’’;—for writing instantly, dries imme- 
diately. . . . The Burroughs Adding Machine Com- 
pany of Detroit, far from home, makes Burroughs a 
familiar name—even nostalgia to American turistas— 
for the Burroughs corporation urges the Latin Ameri- 
cans to seek Burroughs information from its numerous 
representatives spread out in a network of vast pro- 
portions over a large Southern area. “Todos los paisas 
latinoamericanos,” it informs them, “hay represen- 
tantes de Burroughs que con gusto daran cuantos 
informas se les pidan.” 


Carry Prestige Southward 


Waterman’s fountain pen, too, and Smith-Corona 
typewriters are among other leaders that may be 
mentioned as carrying forward “el prestigio”’ or the 
prestige of American prowess and superiority of its 
office equipment into those yearning republicos,—el 
mundo comercial that squares away to the South. 

Everywhere, as in the case of some of the large 
American conquistadores de comercio,—Cortezes of 
commerce—there are springing up “distribudores auto- 
rizados,” or the authorized distributors or dissemina- 
tors of products of aggressive American firms that 
talk and sell in Spanish the finest office equipment of 
the export field. 

The new blood in Congress and new administrators 

(Turn to page 36, please) 
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The Stationer, Specialties and 


the Buyers’ Market 





By N. W. THUL 


irmstrong Stationery Co.., 


Cincinnati, Ohio 





HE MOST IMPORTANT PROBLEM lurking in the 
minds of stationers throughout the land is “How 
can we maintain our present volume of sales in the 
coming buyer’s market?” The answer, of course, is 
increased sales effort, or shall we say, a revival of the 
lost art of selling. But in what direction shall this 
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sales effort be focused? New territories? More sales- 
men? New lines of merchandise? 

In this period of rebuilding sales forces, revamping 
lines and reviewing sales policies, the question of 
“specialties” is bound to creep in for serious consid- 
eration. The amount of effort which a stationer will 
decide to devote to specialty lines depends on a num- 
ber of things, first of all, his own type of sales- 
mindedness. 

There is the stationer whose pride and joy is his 
store. He recognizes the trend from over-the-counter 
1947 
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buying to over-the-customer’s-desk buying, but he 
still resents it slightly. He will spend good money on 
modernizing his store. but still feels that the outside 
salesman’s commission is merely added expense. This 
type of stationer is more likely to select specialties 
such as gift items, which can be sold in the store. 

Then there is the stationer who goes whole-heartedly 
along with outside selling, holds sales meetings, and 
educates his men in the demonstration and sale of 
all his products. He gives his men territories, or lists 
of customers, which they call on regularly at stated 
intervals, and endeavors to help them sell these cus- 
tomers all their office needs. From the papers read 
at the last convention, it would appear that the out- 
side forces of a majority of NSA members operate 
on this “milk route” idea. 


Another Viewpoint on Selling 


There is a third school of thought, however, which 
believes in concentrating all effort on specialized lines 
cf equipment and selling from a “systems” viewpoint. 
These men agree with the well-put arguments of the 
specialty manufacturers that time spent in selling 
staple merchandise can be taken away from you on 
price; that time spent on specialties will insure repeat 
business and the staple merchandise orders will come 
to you without solicitation. 

Regardless of which school of thought you indorse, 
or how you are affected by many other factors, such as 
size and location of store, size and calibre of sales 
force, size of territory and how well it is covered by 
direct-selling specialty organizations, the problem of 
allocating sales energies is of the utmost importance 
to-day in planning for tomorrow. Two kinds of spe- 
cialties cannot escape. consideration—“gadgets” and 
larger or broader items. 

Many stationers operate successfully with both gen- 
eral salesmen and specialists. Each one has something 
the other lacks. Talk to a direct-selling specialty 
salesman, and he will admit that he envies the office- 
supply salesman—his easy entré, acquaintance and 
friendship with the buyer, his many opportunities for 
observing possibilities for improvements in systems 
and equipment. The typewriter salesman observes the 
stationer getting the ribbon business; the duplicator 
salesmen sees him take the paper business. 


This Kind Hasn’t Time 


Ask an office supply salesman how he likes seeing a 
new chair or file or bookkeeping machine appear in 
his customer’s office without having been consulted 
about it, and he will say; 


“Oh! I haven’t time to concentrate on sales like 
that. If I spent too much time in demonstrations and 
follow-ups, I wouldn’t be able to get around on schéd- 
ule and I would lose some customers.” ° 


Put these two men together, working harmoniously 
and in intelligent co-operation, and you have the 
world by the toes. But it is not as easy as it sounds. 
Many problems are involved. What about the cus- 
tomer who wants to give his staple business to the 
specialist? What about the general salesman who 
wants to swing the specialty deal all by himself? What 
about the customer who objects to having two men 
call on him from the same house? Ask a dealer who 
has both general salesmen and specialists, and he will 
tell you his pet schedule for remuneration or splitting 
the commission. But there is more than that involved. 
There is pride and jealousy and the buying habits of 
the customer. It requires a very fine balancing of 
personalities to get the most out of the customer by 
giving him the best advice and the best service. 


As for planning in our organization, we are inclined 
to go along with the milk route theory and depend 
on general salesmen if at all possible. Our sales force, 
which was entirely depleted during the war, is build- 
ing up one by one after a progressive course of inside 
training. We shall try to see that they know an 
addressing machine, a bookkeeping machine, a cal- 
culator, a tabulating machine and a duplicating ma- 
chine when they see one. We shall see that they have 
a slight knowledge of continuous forms and shake- 
out forms. We shall see that they know how to make 
a minor filing survey and draw up a simple printing 
form. We shall try to teach them to demonstrate 
an automatic shift visible binder and a machine post- 
ing tray. 

These Teachings Will Help 


We shall encourage them to carry things with them 
that the customer can examine at his desk. Above all, 
we shall teach them the value of time, and the ad- 
vantages of full coverage, both of customer lists and 
range of items offered to each customer. The balance 
between the two; that is, seeing the most customers 
and selling each customer the most goods, will have 
to be adjusted by them as they learn from practical 
experience. 

If we find we need specialists, we have ideas as to 
the lines they will handle, but that’s a different story. 
At any rate we are trying to out-guess the future, but 
the trouble is (this isn’t bragging—we’re all in the 
same boat) the orders are still piling in so fast, we 
haven’t much time to think! 


What Is Specialization? 





O ANSWER THE $64 Question, “What is Special- 

ization?” swiftly and briefly, the definition is not 
difficult to find. Neither is it complex; in fact, it is 
very simple, since concisely in fewest words, it is “a 
striving towards perfection.” 

There are no hard and fast rules governing the 
matter in what is often referred to as an Age of 
Specialization, but in the case of the office appliance 
and stationery salesman from office to office, it is a 
step-by-step procedure. In the first place, he has 
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By STAFF MEMBER 


to learn more about less and less to specialize. One 
has to detail, define and narrow the lines ... take 
one single article and amply concentrate upon it. The 
specialist learns all the ins and outs or all the nuances 
and innuendos of the ingenious gadgets. Gadgets to 
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the average American are always intriguing, for after 
all, this is Gadget-Land. 

Information is usually readily available about every 
new article or gadget for the office ... any product 
or system for adaptation to the particular needs of 
the little office lady or other prospect. And from time 
to time sales drives and sales promotion can feature 
by means of special campaigns the little contrivances 
for greater convenience. 

In this event, if you are specializing in an article 
or gadget properly you will soon see within it more 
than anyone else, who merely looks at the form or 
outline or simply observes the surface. You, on the 
other hand, really go into it and get at the core, so you 
can dwell on every detail. Every use and purpose of 
the little article that comes under the head of office 
supplies and stationery can be made clear and plain 
to “spark” the buying urge of the prospect. 


When every little detail has been learned with punc- 
tillio—when the special function of the item has been 
mastered—the salesman is then well primed for action 
and for selling. He is in position to take it out and 
sell it with zest to the best advantage. 

Furthermore, the specialist is somewhat altruistic 
at base. He has an irrepressible yen for all work in 
offices to be properly fulfilled —efficiency to be 
upped, speed and dispatch fully served .. . perfection 
realized in these and other respects, if possible. 

Therefore the true specialist never rests until every 
office on his beat or every bureau in his bailiwick has 
had an opportunity to secure the new gadget. 

By virtue of his little “first-aids” and day-to-day 
helpfulness, he raises standards of office efficiency and 
business administration through the land and affords 
better values with more and better things for all 
office people. 


How the Brown Shop Does It 








HE BROWN SHOP, 190 E. Colorado St., Pasadena, 

has been in the same location for practically 40 
years and maintains a reputation as one of the lead- 
ing stationery, commercial printing, office supply and 
book stores in southern California. 

Proprietor Herbert F. Brown outlines a few general 
rules applying to the general training of both inside 
and outside sales people. His system has worked 
successfully over a period long enough to make it 
worth the earnest consideration of anyone going into 
this line of business. 

In the first place, Mr. Brown points out, no person 
can go outside as a salesman until he has worked for 
a considerable period of time inside and learned the 
merchandise from A to Z. The inside work also makes 
the salesman conscious of the importance of details 
and in addition has a tendency to build up in him 
a greater spirit of co-operation. 


Creates Store Consciousness 


After a man does go outside he represents the store 
as a whole, although selling one particular line of 
merchandise and working under one department head. 
In other words he is completely store and institution 
conscious. The inside apprenticeship does that for 
him. 

By habit and instinct, the outside salesman keeps 
his eyes open for potential sales in any department 
and automatically refers such potential sales to the 
right department head. Co-operation is second nature 
with him. 

For the sake of convenience, system, and proper 
division of work, the store is thought of as divided 
into three main departments. The social stationery 
department takes up one-eighth of the store and is 
located at the front. The book department takes up 
three-eighths of the store and has a central location. 
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Salesmen Specialize, Yet 
Represent Entire Store 
in Service 


The commercial department takes up the remainder of 
the main floor and spreads into the mezzanine. Com- 
petition and co-operation among these departments 
gives spirit to the institution. Each department head 
gives a weekly report to the other department heads, 
and the report is sufficiently detailed to keep all de- 
partment heads well acquainted with all merchandise 
in the store. They are not allowed to forget the other 
fellow, and incidentally they do not want to do so. 

The number of items in a place like this is quite 
amazing and if this constant weekly contact were not 
vigilantly maintained, salesmen surely would get rusty 
and behind the times. The commercial department 
alone has 5,000 items, the social stationery depart- 
ment (including pictures) has 1,000 items, and the 
book department on the average has 50,000 books. 
This means of course that salesmen must dovetail 
their thinking or gradually become neglectful. Com- 
petition, plus, co-operation, among department heads 
and among sales people can not be over emphasized 
as a means of keeping up a complete institutional 
interest. 

Big Telephone Business 


Telephone sales have through the years become a big 
thing. There is a battery of twelve telephones and 
the girls are not just telephone girls, they are sales 
girls as well, trained for the job with a thorough 
knowledge of all the merchandise in the store, gen- 
erally speaking. They are constantly in touch with 
the sales people both inside the store and outside the 
store. Their thorough training lifts much of the 
burdensome detail from the heads of departments, 
leaving all department heads free to look after admin- 
istrative details. By the same token the sales people 
are required to keep in touch with the telephone girls 
and to co-operate in every way possible. 

Display is a major consideration in this store and 
it always has been. Windows are constantly being 
changed and all fixtures are especially built with the 
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thought of greater display values. Most counter tops 
and shelving fixtures are built with the proper slope 
to show the merchandise as the customer approaches. 
For the most part, the fixture has a display on top 
with shelving for extra stock below. Most fixtures are 
portable and are built so they stand alone as individ- 
ual fixtures or can be grouped, two or three into one, 
when necessary. The first impression one gets on 
entering this store is the completeness of the stock. 
Careful display gives this impression. The stock is 
out where it can be seen and seen from a distance. 


Maintains Own Delivery, Insignia 


Mr. Brown is enthusiastic over the value of a store 
like this maintaining its own delivery system. The 
name Brown Shop is fortunate as it gives the store a 
chance to maintain a permanent color scheme, brown. 
The delivery trucks are brown with black for em- 
phasis. The well known Brown Shop insignia is on 
all trucks, is used on the stationery and played up 
wherever it can be emphasized. Parcel delivery com- 
panies are all right in their place, Mr. Brown feels, 
but he places great stress on his own trucks as fine 
advertisements, proclaiming the Brown Shop wherever 
they go. The value of this outside publicity to the 
outside salesmen can not be over estimated, for the 


Brown Shop is known far and near. A salesman in 
his own territory is never a stranger. 

The Brown Shop management believes implicitly in 
using plenty of direct-by-mail publicity. Desk calen- 
dars are sent out, 1000 each month. They are mailed 
with the statements and can be seen on desks all over 
the territory. These are thought of as good friends 
of the outside sales people, for they are there ahead 
of them as reminders. Naturally the value of such 
mailing pieces increases with the years, and the plac- 
ing of them on desks throughout the territory tends 
to become habitual. It is persistence in such mailings 
that counts, Mr. Brown thinks. 

Gift merchandise is featured in a big way in the 
Brown Shop. Even in the commercial department 
gift merchandise is featured in a reasonably large 
way during the holiday season. All of this has through 
the years tended to build up store traffic and the more 
the store traffic increases the better it is for the out- 
side sales people. In other words, the greater the 
number of people that visit the store the better it is 
for the outside man representing the store. 

Briefly, these are the fundamental ideas behind the 
success of the Brown Shop, an institution that has 
maintained prestige in a rapidly growing area for 
nearly 40 years. 





Beaver Dam Typewriter Shop Points 


the Way to Business 


By GEORGE ROMAN 





( FFICE APPLIANCE DEALERS, do not bury your- 
J selves in the busy business sections of your city,” 
is the advice offered by Eugene Todryk, proprietor of 
the Beaver Dam Typewriter Shop, Beaver Dam, Wis. 

Mr. Todryk has moved his shop from the center of 
Beaver Dam’s business district to its new home one 
mile out of the city limits. He selected a site on State 
Highway 33, a well-traveled road. The new building, 
30 x 60, boasts a knotty pine display room. 

Although much remains to be done, Mr. Todryk 
reports a 30 per cent volume increase since conducting 
his business at the new location. He expects to do four 
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Look to the Highways for 
Your New Location 


times the business when the entire organization is 
again running smoothly. 

There are three principal reasons which prompted 
Mr. Todryk’s choice of his unusual location: 1. The 
parking problem. 2. Space to build for the future. 
3. The belief that nearness to other establishments 
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decreases rather than increases the value of property. 


Customers for office appliances, sales or service, 
want to park their car at the door of the shop. Pri- 
vate parking areas downtown for the smaller busi- 
ness are next to unheard of. At his new location, 
driveways and parking areas can be added as needed 
or desired. 

Downtown expansion problems are difficult ones. 
The business at the typewriter shop had expanded in 
its downtown location. The problem of finding more 
space to accommodate the increased volume empha- 
sized the uncertainty of any location. Too much space 
involved unnecessary overhead and too little made 


it impossible to accept the volume increase. The right 
size building, provided it could. be found, was like 
buying a five-year wardrobe for a healthy, growing 
boy. The problem has now been solved. As the volume 
grows the building grows, like a house that expands 
with the family. 

It is commonly accepted that business men should 
herd together to form business districts, such as shop- 
ping districts, financial districts and wholesale dis- 
tricts, for the convenience of customers. Mr. Todryk 
does not believe this applies to his office appliance 
business. 

“People went by without seeing me,” he said. They 
see him now. The shop stands by itself alongside the 
road without even an intersection to slow down the 
passing motorists. But, they see him all right. 

The increase in volume has been reflected mainly 
in the service department. New machines are not 


coming through fast enough to offer an estimate of 
the value of the new location. Service business is now 
coming from communities for miles around. The shop 
is advertising itself. 

A new service man has been hired and is being 
trained under the on-the-job training program. When 
his training is completed, another veteran will be 
added to the organization. 

The shop offers service on typewriters, adding ma- 
chines, duplicating machines, cash registers, check 
writers and other office equipment. It handles: Under- 
wood typewriters and Sundstrand adding machines 
exclusively in Dodge and Jefferson counties. Files, 
desks and other office equipment are stocked. Rentals 
and rebuilt machines are also offered. 


Use Customer’s News Letter 


A news letter is sent to 2,000 readers every two 
months. Information on new machines, help for users, 
and suggestions for timely repairs are made in each 
letter. 

The success of the Beaver Dam Typewriter Shop 
supports those who advocate decentralization in the 
belief that business men have never recognized the 
opportunities in marketing freedom offered by the 
automobile. 

Before you bury yourself look around you at the 
miles of open road, at the cavalcade of customers. 
Maybe somewhere is your bit of land where you can 
flex your muscles and breathe fresh air beneath a 
smoke-clear sky. The highways out of your town lead 
to the future. 


Employment Agency Supplements Sales 





66 HEN TYPEWRITERS became non-existent, 

some system had to be devised to supplement 
subsequent loss in volume,” says Basil Bodwalk, man- 
ager of Office Machines Corporation, Washington, 
D. C. “We found ourselves with extra space for which 
we were still paying rent in our high-rent downtown 
location. An office worker’s employment agency was 
the ideal solution for two reasons: 1. There is a con- 
stant demand for office workers in the nation’s capital. 
2. We had a full understanding of the type of workers 
needed due to our constant connection with offices in 
sales and repair.” 


Ford Employment Service occupies half of the show- 
room of Office Machines Corporation’s “Typewriter 
Headquarters,” 718 14th St. N.W. There was little 
extra expense involved in setting up the service other 
than the purchase of two office desks and three arm- 
type school desks. Mr. Bodwalk interviews male appli- 
cants and a woman employee handles female inter- 
views. 

A “Stop Gap” Service 


Commercial and office worker positions such as 
stenographers, typists, bookkeepers, clerks, and all 
types of office machine operators, are the only type of 
applicants accepted by Ford. “This specialization was 
decided on because it was not our intention to open 
a full-time agency, but rather a “stop gap” measure 
to “help pay the rent,” remarked Mr. Bodwalk. 
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Twenty to 50 jobs are at present being filled by the 
service. Most of these are from their regular list of 
2,000 employers. This list is mainly from embassies, 
political parties and department stores. 

After application blanks are filled out, references 
are checked and a call made to employers desiring 
the applicant’s type of work. In addition to the phone 
calls daily ads are run in the “Help Wanted” columns 
of newspapers. 

The charge for permanent placement service is 25 
per cent of first month’s pay, or approximately one 
week’s pay. This is paid off at one-third each pay day, 
with a five per cent discount if full fee is paid on first 
payday. Temporary placements, ten weeks or less, 
are charged ten per cent of total amount not to 
exceed one week’s pay. 


Lists Are Kept Active 


Lists of applicants are Kept active by requiring a 
phone or personal call every ten days or the name is 
dropped from the list. This eliminates calling long 
lists of people only to find they already have a job 
as well as assuring a person is interested in work. 

A sign in the window of the 14th St. shop attracts 
attention of the large amount of foot traffic along 
this street. Text is “Wanted—Office Workers—aAll 
Kinds. Stenographers—Typists—Bookkeepers—Clerks 
—Top salaried positions. Welcome—Ford Employment 
Service.—Come In.” 
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h machine. going through our KemiKlean 
58 is given pai ing care to prolong the 
r insu! quality of work done and 
a More reeponsive operation s el your machine. 
department of our business is devoted to 
creating friends by serving you and your em- 
ployees to the best of our ability. 


ASHLEY- McCORMICK CO. 


“Office Outfitters” 





Bridgeton, New Jersey 
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REDUCED FACSIMILE OF CERTIFICATE DELIVERED WITH MACHINES CLEANED 
BY ASHLEY-McCORMICK 


Timesaving Innovations in Office 


Machines Repair Shop 


By CHARLES LARCOM 





N JUNE OF 1946, Ashley-McCormick Company, 

Bridgeton, N. J., moved to their new office machines 
repair shop located on the second floor of the retail 
sales department. Henry Howell, manager of the 
repair department, put all his years of experience to 
work in designing one of the most modern shops of 
to-day. Time and labor-saving devises include small 
parts storage in glass jars, two-tube fluorescent lights 
for each work bench, ample storage space for large 
parts in steel lockers and an efficiently-arranged 
cleaning room. 

Specialty of Ashley-McCormick Company is the 
Kemiklean process, a system whereby each machine 
is thoroughly cleaned, oiled and wrapped in black, 
heavy-weight wrapping paper before being delivered 
to customers. Wrapping assures each machine will 
be dust and dirt free upon delivery, a service which 
helped to make Ashley-McCormick almost a byword 
in South New Jersey when repair work is required 
on office machinery. 


Have Specialized Equipment 


All cleaning and oiling is accomplished in a 12 x 6- 
foot room located in conjunction with the main re- 
pair shop. Equipment consists of a two-section metal 
tub measuring 60 x 30 inches and waist high. One 
section of this tub contains a special cleaning solution, 
from which the name “Kemiklean” is derived, and 
the other section contains hot water. Next on the 
cleaning line is the blower unit which measures 36 x 
28 inches, having a rotary platform in the center for 
simple moving of machines and a one foot square 
exhaust vent which carries away fumes. A motor- 
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driven suction fan draws the fumes from the blower 
unit to the outside air. Next in line is the oil dip, a 
30 x 30-inch steel tub, where machines are given an 
oil soak to assure each part is thoroughly oiled. Last 
is the dryer oven, 40 x 32 x 28 inches deep. This oven 
is heated by a infra-red bulb while air is circulated 
by a one-eighth horsepower fan. The unit is closed 
by a steel roll cover. An interesting side-light is that 
all this equipment was custom-built to meet the needs 
of Ashley-McCormick’s repair shop. The dryer unit 
was a filing cabinet which Mr. Howell found would 
just serve the purpose. All other units were built 
by a welding shop. 

Ranged along the other wall of the cleaning room 
is a two-foot parquet table where machines are placed 
between the various operations or while units are 
waiting to start the process. 


Fire Danger Removed 


All switches and bulbs in the cleaning room are 
completely vapor-proof to eliminate fire danger. This 
safety factor was installed due to a fire in the for- 
mer shop. 

Though all types of office machinery are repaired 
in the shop, most of the equipment is directed toward 
more efficient handling of typewriters (which form the 
bulk of this shop’s repair work). Between 150 to 175 
machines are routed through the shop during summer 
rush periods. ‘Therefore, three of the four repair 
benches are used almost exclusively for this type of 
work, while the fourth table is set up for Mimeo- 
graph repair. Each typewriter bench is located next 
to one of the three windows at the front of the shop. 
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The Mimeograph bench is placed between the cleaning 
room and the first typewriter bench. Two of the type- 
writer benches are 48 x 28 inches, one is 68 x 28 and 
the Mimeograph bench is 48 x 28 inches. Each of 
the benches have a one-foot wide steel shelf raised 
one and one-half feet above work-surface level and 
running the entire length. Spare parts and tools are 
stored in the 8 x 18-inch drawers built in with each 
bench. Maximum amount of light is obtained on re- 
pair work through placing benches perpendicular to 
windows and by two shaded 40-watt fluorescent bulbs 
above each of the work surfaces. 

Unique in parts storage are the glass jars which are 
used for small parts storage; such as carriage bear- 
ings, ribbon selectors, indicators, screws, bolts and 
bearing of all types. There are two cases containing 
470 of these jars. Each of the wooden cases have 18 
shelves which display 12 to 15 jars, according to the 
size. This jar system was devised by Mr. Howell. He 
has two grandchildren and noting the large amount 
of baby food jars which were being wasted, he de- 
cided they could be used for some purpose in the shop. 
Shelves are lettered A-B-C and the jars are numbered 
1-2-3 on steel strips which are nailed to the wooden 
cases. All parts are catalogued in a directory accord- 
ing to their position, such as, A-6 or C-14. This sys- 
tem has solved one of the main problems of office 
machinery repair shops, a definite inventory of parts. 


Drawers for Larger Parts 


Parts which are too large for the jars—typewriter 
desk clamps, space bars, feet and ribbons are stored 
in a 90-inch drawer and 60 x 34 x 12-inch steel filing 
cabinet. Contents of each drawer are plainly marked 
on small cards attached to the front. 

Machines are stored on four steel racks. Two of 
the racks contain machines which are to be repaired, 
one is for completed work and one contains machines 
which are to be overhauled for sale through the re- 
tail store. 

Ashley-McCormick’s four repair men work both in 
the shop and outside to cover a district of five coun- 
ties for repairing machines which do not require 


removal to the shop. Experience of these men range 
from six to twelve years in this business and one man 
is learning the trade under the GI Bill of Rights. 
Overhaul work is returned to the shop by private auto 
or, in the case of large shipments during the summer 
high school trade, by the store truck. 

Upon receipt of a machine, all information such as 
name of owner, name of machine, number of machine 
and type of work required, is recorded on two cards. 
One is attached to the machine and the other is filed 
for later reference. Then, regardless of the type of 
work required, the machine is completely torn down 
for inspection of worn or broken parts. After remov- 
ing the feet, roller and other rubber parts, the machine 
is started through the cleaning process. First it is 
completely blown out, removing all eraser crumbs and 
dirt. Second, a soak in the “Kemiklean” solution 
removes all dirt from numerous slots and nooks. Third, 
the machine is dipped in hot water to remove all 
trances of the cleaning solution. Fourth, the machine 
is again placed in the blower unit where all water is 
removed. Fifth, machines are placed in dryer until 
thoroughly dry. Sixth, an oil dip assures each part 
to be thoroughly rust proof and freely operating. 
Seventh, again the blower is put into operation, 
thoroughly removing all excess oil. Finally, the ma- 
chine is dried again. Although this may seem to be a 
long process, customer satisfaction has more than 
repaid all extra work involved. During busy seasons, 
as many as four machines are going through cleaning 
on a production line basis. 

After cleaning, equipment is repaired and reassem- 
bled, checked with work tabs, and wrapped in black 
wrapping paper to await delivery to customers. 

Included with each machine is a slip of paper, 
which resembles an insurance policy, headed by the 
statement: “This machine is wrapped to keep it clean 
and protected.” In the center of the policy is a 
reproduction of a typewriter with the words “Kemik- 
lean” printed across it. Text of the policy explains 
the purpose and aims of Ashley-McCormick’s “Kemi- 
klean” process, which is to assure a working, dust 
and dirt free machine on delivery. 





BUSINESS “AS USUAL” 


With all the anxiety so many business men feel over getting business, it 
does seem there might be -a little more careful attention given actual and 


potential customers. 


I wrote a salesman, asking for information about a certain product in his 
line. I told him I wanted a reply by a certain date—giving him ample time. 
I never got a reply to my letter. He waited until he called a month later. 

I wrote a prominent business man, a leader in his industry, to arrange 
a business deal to his advantage. He was advertising for just such responses 
as mine. I have not heard from him yet. 

I entered a business man’s office to get quotations on certain of his products. 
He was so much afraid I was there to sel] him something that, for fifteen 
minutes, he did not give me a chance to explain my errand. Result: I was in 
no buying mood when I finally got his attention. 

I turned an order for repair work over to a man who presumably knows 
his business. Neither time nor queries brought any word about the job until 
I took a trip to his shop to compel his attention. 

I sent a commission to a metropolitan agent to be executed within any 
reasonable time. Months—not weeks but months—passed and no report. 
Letters brought no response until, at last, a registered letter—‘Return receipt 
desired”—got results, after I had lost all interest in the matter. 

These are just a few actual, not imaginary, incidents in a time when the 
business houses mentioned are clamoring for business and complaining they 


don‘t get enough. 
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—Frank Farrington 
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Firm’s Specialty Is Non-competitive : 


Business Builder 


By WILLIAM H. MORRISON 





HILE IT IS QUITE TRUE that competition is the 

life of business and actually helps business, it 
does not follow from that that a lack of competition 
is not to be desired. A line or even a specialty in which 
there is no competition is very often an excellent busi- 
ness builder. Such is the case with the Ohio Business 
Machines, Inc., 1100 Prospect Ave., Cleveland, Ohio. 
This concern, of which R. A. Novak is president and 
general manager, specializes in rebuilding, repairing 
and overhauling the more complicated office machines 
and as such has a exclusive business in the Cleveland 
area. Such machines as Comptometers, calculating 
machines, Addressographs, Mimeographs, Multigraphs 
and the like are completely torn down, overhauled and 
when necessary rebuilt in the firm’s own repair shop. 
Ohio Business Machines, Inc. has been established for 
some years and in that time has built up an enviable 
reputation for this class of work for which there is a 
large demand in the Cleveland area. The firm does 
not handle these machines since they are sold by fac- 
tory representatives or branches located in Cleveland. 


The shop where such machines are torn down and 
rebuilt is under the supervision of E. Ray. The shop 
operates under the GI training set-up and has three 
former GI’s who are being taught the work of tearing 
down and rebuilding these more complicated office 
machines. 

This specialty has been most helpful in building 
up business in the other lines that are handled from 
the same location. The set-up of this firm is some- 
what unique from office equipment firm set-ups and 
worthy of attention. 


Firm Sees Bright Future 


Believing that the future of the office equipment 
business is bright despite the uncertainties of the 
present, this firm has recently taken over the City 
Desk Company. Good will, stock and everything of 
the City Desk Company were purchased but instead 
of combining that business with that of the Ohio 
Business Machines, Inc., each is operated under its 
own firm name but from the same premises. The desk 
firm is managed by R. G. Wrighton. Another separate 
venture of this firm but with the same ownership 
is the Adding Machine Sales & Service Company, of 
which E. R. Pfahl is manager. This firm handles add- 
ing and calculating machines and services them. One 
other separate venture also housed in the same prem- 
ise is the F. T. Mills Distributing Company, which is 
under the management of F. T. Mills. This firm de- 
votes itself entirely to handling the Old Town line 
of typewriter ribbons and carbon paper for which the 
firm has the franchise for three counties in the Cleve- 
land area. This business is both wholesale and re- 
tail. It has been found that splitting up the different 
lines into a separate firm each with its own manager 
who is responsible for the conduct of the business has 
worked out much better than handling everything 
under one firm’s name. 
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EXTERIOR AND TWO INTERIOR VIEWS OF THE STORE OF 


OHIO BUSINESS MACHINES, INC. 


To take care of the increased business and better 
handle it the parent firm has just installed two clean- 
ing machines which can clean and wash every type 
of office machine. One of these machines is a No. 2 
TW Aja-Dip made by the Magnus Chemical Company, 
and the other is a Gray Mills Agitor. 

“By specializing in the rebuilding of the more com- 
plicated office machines we have built up a reputation 
in the Cleveland area that has materially aided us 
in developing business in office equipment in general,” 
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says Mr. Novak in discussing his business. “Now that 
we have taken over the City Desk Company we expect 
to find our regular clientele coming to us for their 
desk needs. Already, that trend has definitely shown 
itself. I am firm in the belief that an office equipment 
firm can get further quicker with a specialty that is 
well developed than any other way.” 

Under present conditions with supplies of merchan- 
dise none too plentiful this firm is confining itself 
to newspaper advertising, using the local Cleveland 
daily newspapers. However, an extensive advertising 
campaign that will make use of radio, direct-by-mail 
and newspapers is in the planning stage to be used 


just as soon as worth while supplies of equipment is 
available. 

Unlike many in the office equipment and supply 
line this firm handles no stationery items. The near- 
est approach to this is the typewriter ribbon and car- 
bon paper franchise that has recently been taken 
over. It is not Mr. Novak’s intention, however, to go 
into the smaller items. His belief is that the bigger 
items such as equipment and furniture offer a suffi- 
ciently large business field to enable a firm to special- 
ize in such lines, give expert and prompt service with- 
out bothering with the countless small items that take 
more time, often, then they are worth. 


Specialized Selling Increases 


Repeat Business 





66@) PECIALIZED SELLING of posture chairs has led 

to repeat sales from satisfied customers in all 
lines of merchandise,” stated Charles Peeper, president 
of Clark-Peeper Company, St. Louis, Mo. “Customers 
do not realize the many advantages this type chair has 
in their standing and sitting posture. If a salesman 
can make such a sale resulting in a satisfied customer, 
naturally when some other need arises, the customer 
will think of the same salesman. 

“Since most customers do not recognize the need 
for such a chair, an educational selling program must 
be followed,” Mr. Peeper continued. “Schools and the 
armed services spent a great deal of time stressing 
the advantages of constantly standing and sitting 
erect, but most people immediately forget all this at 
once, or do not take the trouble to correct their present 
methods of standing and sitting. This is all pointed 
out to the customer with the explanation of how our 
chairs will help them. The appeal of something new, 
plus recalling all those talks and speeches about pos- 
ture in school and the army, will usually start them 
thinking about the chair. This type of sitting is such 
a change from the former position that it is usually 
necessary to leave a demonstration model in the office 
to allow a prospective customer to become accustomed 
to it. Demonstration models are left anywhere from 
two days to a week. This is enough time to prove to 
the prospect that the chair will do everything which 
the salesman claimed. 


Must Be Sold on Product 


“Salesmen must, in order to sell in this type of edu- 
cational campaign, be thoroughly sold on the product 
to do a complete job,” he continued. “This type of 
chair is more expensive than ordinary types and of 
course the exact color scheme of the office furniture 
can not always be matched. Unless a salesman has 
his rebuttals to these two main objections thoroughly 
outlined and actually believes in the product, he will be 
unable to sell. We have one specialist who handles 
most of our sales of this line. He has made a thorough 
study of posture from the health and comfort angles, 
which are the main selling points. The slight differ- 
ence in color objection is usually overcome by pointing 
out that the main interest is the customer’s back and 
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Charles Peeper Tells About 
Posture Chair Merchandising 


not the color of the curtains or walls. The man’s wife 
can worry about that, for we are matching his back 
and not the color scheme. Overcoming the too much 
money objection presents much the same problem. 
Usually pointing out the health aspect will cover this.” 

Clark Peeper’s chairs are frequently recommended 
by doctors of the city with patients who are suffering 
from back ailments resulting from improper posture. 
This angle is not stressed to any great extent as people 
are chary of blanket recommendations of doctors, 
though they will follow their own doctor’s advice. 
“We have even been recommended by a local tailor,” 
smiled Mr. Peeper. “His theory is that his patrons’ 
suits will fit better if their posture is improved. There- 
fore the posture chair is the ideal equipment to assure 
this for men who must sit all day.” 

Demonstration of the chairs requires most of the 
sales to be made by the outside salesman, as the pros- 
pect will have a better idea of how the chair will fit 
into their needs if they are in their own office. 


Chairs Hung for Display 


Chairs are displayed in the store by an ingenious 
method of hanging them on the wall. This raises them 
up to full view of the customers. There are four of 
these “wall hanging” units along one side of the store, 
displaying four chairs apiece. Back legs of the chairs 
are placed on a wooden board extending one foot from 
the wall. Then the backs of the chairs are slipped 
behind a pipe screwed to the wall at each end. Cus- 
tomers merely pick the chair they would like to try 
and it is slipped from the wall display. In addition 
to the display advantages of this system, Clark Peeper 
have used this wall space which otherwise would be 
wasted. This point is valuable due to the limited dis- 
play space of their store. 

“Through the exceptional selling job which our men 
have done on posture chairs, customers are more apt 
to take their opinion on other types of office furni- 
ture and supplies,” Mr. Peeper concluded. 
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Specialization Develops Excellent 


Typewriter Business 





organ VARY in their purchasing power. 
There are some customers who buy one type- 
writer and some who buy more. Yet all together they 
contribute to volume and profit. 

F. M. Piggott, head of the F. M. Piggott Company, 
Bay City, Mich., office appliance and stationery firm, 
is proud of the fact that he has one customer to whom 
he has sold 400 typewriters. There are several other 
excellent accounts in the 14 counties in Michigan 
which his firm covers who buy many typewriters dur- 
ing a year, and these accounts are cultivated very 
assiduously by the Piggott firm. 

One man on the Piggott service staff spends one 
half to one day per week at the plant which bought 
400 typewriters, servicing the machines and keeping 
them in first class condition. Mr. Piggott points out 
that these “super-star” customers do not shirk on 
maintenance cost. They know the value of constant 
maintenance. They have discovered from experience 
that such service is the cheaper in the long run. 

“We sell and service typewriters in the woodcraft, 
ship building, city and school fields,” declares Mr. 
Piggott. “Good products, plus good service and will- 
ingness to serve are responsible for the fine progress 
we have made. Naturally with so many good accounts 
in the typewriter field, we find that one account often 
recommends another and thus helps us in our sales 
work.” 


Story Illustrates the Point 


Mr. Piggott tells a story which illustrates how good 
will and service pays. Years ago a newsboy in Bay 
City came into the Piggott store with his father. The 
OFFICE APPLIANCES, 1947 
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Piggott Serves Large and 
Small Customers with 
Equal Zeal 


boy wanted to buy a typewriter, but had very little 
money for a down payment. However, Mr. Piggott 
knew the boy very well, was acquainted with the fam- 
ily and sold the boy a machine. Years later this same 
boy came back into the Piggott store. He was now a 
successful business man and he reminded Mr. Piggott 
of the incident of many years ago. This same man is 
now buying from the Piggott firm to the tune of many 
dollars per year and has been for many years. 

Mr. Piggott is a great believer in the inherent hon- 
esty of the human race. From his 50 years in busi- 
ness he feels he knows whereof he speaks. 

People in Bay City do not ask for a written guaran- 
tee on products they buy from Piggott’s. They receive 
a manufacturer’s guarantee, of course, and they also 
have a verbal guarantee from Mr. Piggott. He per- 
sonally guarantees to stand behind any machine or 
piece of furniture, new or used, for one year from 
date of purchase. He cannot recall any time that 
he had to go back on that guarantee, although there 
were a few circumstances which looked suspicious. 
But in the long run the policy has been an excellent 
good-will and trade builder. 

Mr. Piggott says he has been in the office appliance 
business for 15 years. Prior to that time he sold men’s 
clothing for 35 years. Today, he has a fine three- 
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story building in prospering Bay City and he does an 
excellent business. 

His back log of orders for safes, desks and type- 
writers total more than $15,000 at the present time and 
go back as far as December, 1945. Customers for these 
items do not get discouraged, Mr. Piggott says, as they 
are willing to wait for a good line of office appliances 
and the service which the local firm extends with 
those lines. 

Piggott handles the Allen line of safes, the Jasper 
furniture and all leading office appliances, includ- 
ing L. C. Smith and Corona typewriters and adding 
machines. 

While a separate department is maintained for 
office furniture, it is seldom that these products are 
taken out of the crate or package, unless the package 
shows damage. In this event, the furniture is in- 
spected, repacked and shipped out or delivered to the 
patiently-waiting customer. 

The same holds true for steel equipment, files, cash 
boxes, index files, index card catalogues and all steel 
products handled by Mr. Piggott. There are evidences, 
however, that increased sales in this equipment will 
result when more items come on the market, making 
it a good long range line to market. 


The Piggott firm also stocks a complete line of art- 
ists’ supplies, colors, drawing pencils, drawing boards 
and woodcraft supplies. Interested pupils come to 
the store not only from Bay City, but from surround- 
ing rural districts for such supplies. 


School Supplies Are Profitable 


School supplies are a very profitable department of 
this store. Mimeograph machines, duplicators, inks, 
stencils, paper and special examination note books 
are among the many items carried. Customers know 
that the Piggott firm has a large stock and come here 
from considerable distances. Aiding customers in fill- 
ing their needs is an important salespolicy that pays 
the firm handsome dividends. 

A good feature is that the firm’s service department 
will call for and deliver any machine to any nearby 
school or other institution for service or repair, and 
this is handled as promptly as possible. 

Mr. Piggott advertises in school publications, local 
newspapers and he also uses some movie screen adver- 
tising. He thinks that some very excellent results 
can be secured through the right type of advertising. 
Proper advertising, plus good will and customer satis- 
faction make an unbeatable combination, he states. 


Demonstrations and Checking Buyers’ 


Needs Build Inked Ribbon Sales 





THOROUGH ANALYSIS of each user’s needs, 

backed up by specialty demonstrations and a wide 
inventory permitting “custom service” has built the 
outstanding typewriter ribbon sales volume of Comfort 
Printing & Stationery Company, St. Louis. 

The Comfort store has “specialized” in fine type- 
writer ribbons and carbon paper as twin units for 
many years, according to George Byder, manager of 
the commercial stationery supply department in the 
“Comfort Corner” store at 9th and Locust Sts., in 
downtown St. Louis. There are many opportunities 
to increase sales, and more important, opportunities 
to elevate typewriter ribbons into better unit prices 
through demonstrating the advantages of top-quality 
merchandise, Mr. Byder has discovered. 

The commercial stationery supply division of Com- 
fort Printing & Stationery Company has specialized 
through carrying only one manufacturer’s product, 
this, however, embracing some 60 varieties of type- 
writer ribbons for various machines, particular pur- 
poses, and including a wide range of colors. “We have 
collected three top lines from a wide choice of the 
manufacturer’s product,” it was pointed out, “which 
means three price ranges to meet each type of prospect 
—those interested in maximum efficiency, in maximum 
appearance-value in letters, or economy-minded pros- 
pects. The fact that we stick to one manufacturer’s 
output scores simply because the line is well advertised, 
and there is seldom any sales resistance on this basis.” 

The bulk of Comfort’s typewriter-ribbon sales vol- 
ume is accomplished through outside salesmen, 15 
of whom cover the city office district. Each salesman 
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hits his prospects “armed” with a variety of sales 
approaches which go far beyond merely writing up 
orders in a salesbook. One of the most attractive ideas, 
of course, is the manufacturer-sponsored book of 12 
coupons, which are sold for the price of ten—permit- 
ting quick ordering of specific typewriter ribbons on a 
coupon basis over an extended period. Comfort Print- 
ing & Stationery Company likewise extends the cou- 
pon idea over carbon paper, with the same type of 
book, but with coupons differently numbered. “Coupon 
books have this advantage,” it was pointed out. “The 
office manager, interested in economy, appreciates the 
saving possible, while the unit sale is large enough 
that salesmen can be depended upon to push it.” 

Since there is a “gentlemen’s agreement” among 
all stationers in the St. Louis area against “sales” on 
any commercial stationery item, it has required dra- 
matic “showmanship” to make the Comfort store out- 
standing for typewriter ribbons, according to the man- 
agement. There are no tie-in sales, no discounts, or 
any such markdown promotion permissible. Thus, full 
credit for the steadily-growing typewriter ribbon sales 
volume goes to simply good merchandising. 


Surveys Made Before Sales 


“Merchandising” in calling upon offices, is trans- 
lated into careful analysis of the market by each sales- 
man. When contacting a new account, one of the first 
things a Comfort Printing & Stationery Company 
salesman does is to check the consumption of type- 
writer ribbons, the stock number and type of ribbon 
used, and make a general survey of use. This, invari- 
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ably, turns up many selling opportunities—such as 
business offices using a too-black ribbon where a 
longer-lasting lighter inked type would be more de- 
sirable; the wrong grades, which result in too quick 
using up of ribbons, and so forth. Comfort salesmen 
carry actual samples of ribbons in their pockets, and 
if possible, arrange for practical demonstrations. 
Showing two different qualities of ribbons on an actual 
machine, salesmen point out that often purchase of 
an inexpensive ribbon is actually a waste—inasmuch 
as the top-quality, top-priced ribbon will last any- 
where from two to three times as long as the lower- 
priced variety. “Our leading ribbon, selling at $1.65, 
is guaranteed to be able to produce from 17,000 to 
19,000 letters before it will need replacement,” it was 
pointed out, “whereas most of the standard grades 
which we find offices using are good for only from 
8,000 to 9,000. It is simple for salesmen to point out 
the 50 per cent or better saving which is possible in 
using top-quality ribbons. Whenever possible, we in- 
vite the office manager to make an actual test—point- 
ing out that little things count in economical opera- 
tion of a large-scale business.” 

Another bit of common-sense efficiency is illustrated 
by introducing office managers to silver-tipped rib- 
bons which make it possible for a secretary to change 
the ribbon on her machine without smearing her 
hands—this requiring her to spend several minutes 
cleaning her hands whenever the change is necessary. 
It is pointed out that silver-tipped ribbons will not 
soil the hands. This saves a substantial amount of 
time, where 30 or 40 typists are involved. 


Show Importance of Ink 


Another economy factor often presented is the 
choice of inking of the ribbon. Comfort Printing & 
Stationery Company has found that many offices are 
using too heavily-inked black ribbons on elite type 


typewriters, which produces unsightly, blotchy copy, 
requiring careful handling to prevent smearing. When 
the office manager is shown that a lighter-inked rib- 
bon will be better for elite machines and heavy-inked 
for pica type, he is usually well enough impressed to 
react favorably. 

Chief considerations, the Comfort commercial sta- 
tionery management believes, are ascertaining the type 
of ribbon which will best fit the machine and the type 
of work being done on it, and impressing this fact 
upon the prospect. Office managers are first asked 
how many clear imprints they expect from a ribbon, 
and are always surprised to find out how many may 
be guaranteed. Comfort salesmen point out that a 
ribbon has a lot to do with making clear carbons, and 
demonstrate that ribbons of varying texture play 
different roles in production efficiency—one type re- 
inking itself 75 per cent more rapidly than others. 

A sales builder of novelty appeal which has proven 
valuable is the fact that Comfort’s typewriter ribbon 
inventories include some dozen colors which salesmen 
suggest to prospects looking for something unusual in 
letterhead correspondence. The salesmen watch for 
brightly-colored letterheads used by their prospects, 
and suggest ribbons to match—including brown, blue, 
green, purple, and a wide variety of colors sure to 
harmonize with printing inks. A large number of 
offices have converted to using colored ribbons for 
special correspondence and invoices with good results. 
St. Louis businessmen know that the store carries 
these colors constantly in stock, and that they will 
not be left “high and dry” after inaugurating a new 
color in correspondence. “Carbon and typewriter rib- 
bons are not merely ‘cold fact merchandise’,” it was 
summed up. “If the salesman will take the trouble 
to romance ribbons a bit, and include hard-head 
economy in his sales approach, he is bound to do a 
better selling job.” 


Specialize in Speedy Service 





PEED AND YET MORE SPEED is a “specialty” of 

the progressive stationery store in itself. It’s a 
little specialty, moreover, that is as tangible as 
any commodity or article the stationer sells. Take, 
for instance, the nifty slogan of those long-time sta- 
tioners of Seattle, “Trick & Murray—in a Hurry.” 

Speed is emphasized—not only in the slogan, but 
throughout. A messenger used with sales promotion 
and advertising of Trick & Murray is graphically vis- 
ualized as “burning the wind” to stimulate this hurry- 
up factor on which business has been developed 
through the years. 

Now, too, it’s sudden service—swift and sudden— 
for the Foster Pen Shop, stationery and greeting card 
store located at 1410 Fourth Ave., in the heart of 
Seattle’s metropolitan section. 

Briskness and dispatch are both highlighted in 
current little ads of the Foster Pen Shop—small pellets 
of advertising packing powerful punches for pen re- 
pairing. The sudden service of the Foster stationery 
shop and pen store shows how pens are shuttled in 
and out for greater volume of repair in a single day. 

“In at Eleven ... Out at Five” is their motto, to 
Show how swift they are in the speedy attention to 
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pen repairs, and they indicate, moreover, in building 
sales that due to this frequency and speed, facilities 
and equipment of their major specialty, that most 
pen service runs around only $.49. 

Speed has ever been a factor in the development 
of stationery business. “American Quick” is often a 
handle by which foreigners know us and refer to us. 
“Time is Money” is a phrase that we have coined 
since the American businessman and especially the 
stationer has been known for the alacrity with which 
he handles business matters, and the necessity for 
rushing out stationery “on the dot,” for a big busi- 
ness deal or contract may depend upon it. 

Speed, therefore, is indeed a specialty of the station- 
ery trade. No matter what commodities are handled, 
speed can be turned to excellent advantage and ac- 
count, and to good stationery business, when it is 
made the real specialty of the house—the specialty 
behind the specialty—an action specialty that gives 
wings to every sale. 

Folks do not brook delays—but fume over ihem. 
Americans have a natural abhorence of waiting, and 
hate being required to do so. It’s speed, therefore, 
that gets ’em,—and that keeps ’em coming for supplies. 
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kach Man Has Own Territory 
and Sells the Complete Line 








R. A. THOMAS 





HE GRIMES-STASSFORTH Stationery Company, 

737 S. Spring St., Los Angeles, Calif., is handling 
the outside sales work under a different system than 
that used in the days before the war. The new system 
is working out much better and so is being retained, 
according to R. A. Thomas, general manager. He is 
speaking of the systems department. 

In the old days a general salesman made the first 
contact, and he was followed by specialty salesmen, 
each trained specifically to present one line of mer- 
chandise. Let us say that one specialty salesman han- 
dled Mimeograph materials, another filing systems, 
another carbons, and another ribbons. It must be 
said that the training every man received made him 
very thorough in knowing his own line. 

However, Mr. Thomas states that he realized the 
objections to it. The first lies in the number of men 
calling on the customer, probably always taking up 
more of the customer’s time than he should have been 
required to give. Four or five men each making peri- 
odic calls meant a lot of calls. A second objection was 
the fact that no one of the salesmen, save perhaps the 
general salesman, saw the the whole picture very 
clearly. He was interested in selling one thing and so 
was not apt to give a well-rounded survey to the de- 
tailed needs of the man on whom he called. Another 
objection lay in the fact that there was a natural 
tendency to high pressure just a little, at least that 
was true in some cases. A still more important objec- 
tion is particularly worthy of notice. It is simply this: 
it is more simple for a customer to identify one man 
with a supplier than to identify half a dozen men 
with a supplier. Too many men calling on the same 
man split up the pé@rsonification, so to speak. It is 
much more simple for a customer to have one man 
filed in the recesses of his mind as the representative 
of Grimes-Stassforth than it is to have a greater 
number so filed and so identified. 

In the old days, too, the general salesman making 
the original contact had to explain that Mr. So-and-So 
would come along to talk over Mimeograph needs, and 
Mr. So-and-So would come along to discuss filing 
system needs, and so forth. That was some job for the 
general salesman and a bit confusing. 


Now, One Man Does the Trick 


Under the new plan, one salesman does the trick 
in a given territory, generally speaking a small terri- 
tory. That man is schooled in all lines of merchandise 
that are sold from the systems department. He goes 
about his limited zone as the individual representative 
of Grimes-Stassforth and immediately becomes iden- 
tified in the customer’s mind as the Grimes-Stassforth 
man. The customer has to think of no one else and 
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By J. E. TUFFT 


when the order is placed he knows that the next order 
will be placed with the same man and on a Specific 
date. If Mr. Jones calls on him today it will be Mr. 
Jones, and not Mr. Smith, who will come next time. 
Naturally the salesman becomes better acquainted, 
due to the fact that he shows up more often and has 
a visit involving more detailed conversation. Normally 
the salesman now makes a weekly visit. 

The salesman naturally becomes whole-office mind- 
ed, and not half-office minded. He automatically sees 
the whole picture and develops a mental habit much 
more detailed. His eye sweeps over the whole situa- 
tion. Moreover he learns to anticipate the customer’s 
complete needs in a much more comprehensive man- 
ner and so can more successfully guard the customer 
against office supply shortages. There is now a more 
even spread of emphasis, so to speak. 


Customer Gains Confidence 


Mr. Thomas has become satisfied that a customer 
soon gains much more confidence in a salesman who 
can handle a complete picture then he ever could 
acquire in a salesman dealing with an incomplete one. 
The salesman now is regarded as much more of an 
authority than he was under the old system. Versa- 
tility always inspires confidence for it speaks of capac- 
ity and thoroughness. 

The new system leads to more ready observance of 
missing equipment and gives better chance for the 
casual suggestion in reference to missing equipment. 
“Would it not be to your advantage to install so-and- 
so? Would it not save time and lead to greater ac- 
curacy? Think that over and we'll talk about it on 
my next trip around.” That is the type of casual 
suggestion to which Mr. Thomas refers. Clearly if a 
salesman is not conversant with the whole office 
set-up and if he does not have a primary interest in 
the entire office procedure he is not apt to be in 
shape to offer such casual suggestions that lead to sales 
and also lead to better office efficiency in the cus- 
tomer’s business establishment. 


Teaching Office Planning 


The one-man-on-the-limited-territory idea natural- 
ly means a different procedure in sales meetings. Now, 
in addition to trying to drive home instructions on all 
merchandise in the whole department, the sales man- 
ager leads the way in teaching office planning. Each 
salesman must become skilled in office planning. He 
must learn to see where waste motion abounds and 
must be able to point out where time can be saved 
and production increased. In case of a new customer 
just establishing himself in business, the salesman 
must be able to plan the whole office set-up, if need 
be. Since all salesmen in the entire systems depart- 
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ment are now doing the same thing, and since all 
need the same training, the matter of training is not 
so difficult as one might expect. The salesmen, since 
they are all selling everything and since all are having 
the same problems, are able to help each other. They 
all talk the same language. 

Once you plan an office for a man and Set up his 
office procedure system for him, you have made a 
friend who is pretty apt to stay by you through thick 
and thin. He feels he has a trained and efficient 
friend on whom he can rely. The salesman actually 
is thought of as a friend, almost in the light of a 
family doctor, and that is not stretching it. 

Of course in helping a man set up a system in a 
new set of offices one has to watch the man hours. 
The salesman must not put in too much time for he 
has calls to make on his entire beat. This situation 
is met by having women go from the Grimes-Stass- 
forth plant to take care of the details on installation. 
The salesman does the planning, frequently blue print- 


ing the floor plan. The actual handling of the details 
of getting things in order can then be handled by the 
women also trained for the job. The salesman himself 
can check up very readily on his repeated trips around. 
Man hours of course are important. 

Briefly, that is the experience that the Grimes- 
Stassforth Stationery Company has had in outside 
sales work in the systems department. Both systems, 
that of having the salesman specialize on one line 
of supplies, and that of having him grasp the whole 
picture and then take entire charge of a definite ter- 
ritory, limited in area, have been tried, and tried over 
a period long enough in each case to give rather a 
clear idea of results. Mr. Thomas finds the latter 
plan the more desirable plan. - 

Since the Grimes-Stassforth Stationery Company is 
one of the largest firms of the kind on the West Coast 
conclusions reached after such thorough trials are 
surely worth careful consideration by other firms in 
the same line of business anywhere. 


Stick to Top Price Lines in Selling 


Leather Goods 


By BERT MERRILL 





T IS JUST AS EASY to sell a better-price leather 

briefcase as a cheap one, and the customer is 
going to be much more satisfied in the long run, ac- 
cording to J. W. Kalbus of the Strawn-Kalbus Office 
Supply Company, Nampa, Ida. 

Mr. Kalbus, who was a lieutenant colonel in the 
Army Finance Division before starting up his hand- 
some office supply and furniture firm in central-Idaho 
Nampa, has applied Army methods to much of his 
store management. For one thing, he believes that 
national-brand merchandise only should be featured, 
and has laid out his store so that it is primarily an 
“exhibit” of famous lines, each clearly identified by 
overhead signs. For another, he spent a month on 
research into various aspects of the city before open- 
ing the store—with the result that new departments 
to meet specific needs in Nampa are included. Among 
them are a book department, rental library, and a 
new better-price leather goods department. 

The $500 inventory carried is all stocked just inside 
the door to the Kalbus store, where passersby can 
see it. Neat arrangement includes six separate bins, 
all enclosed in cream woodwork, and lined with soft 
felt—which Mr. Kalbus feels necessary to prevent 
scratching the merchandise. The choice includes brief- 
cases and billfolds, keycases, shaving kits, fitted and 
unfitted cases, catalogue cases, cigarette cases, and 
a group of handsome ring binders in various leathers 
for gift purposes. All are shown in bins which “fit the 
merchandise” neatly, and are kept dusted off daily 
with soft cheesecloth, again to prevent scratching or 
filming the merchandise. “We believe that leather 
goods must be kept clean and live looking at all times 
to give maximum eye appeal,” Mr. Kalbus stated, 
“which of course is the reason for daily dusting and 
the felt-lined fixtures.” 

National brands are featured exclusively in the 
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leather goods display, with also the provision that all 
are in the better to top price brackets—no low price 
leather goods whatsoever. Likewise, all of the items 
are in rich natural or cordovan brown leather, which 
Mr. Kalbus knows from Army experience appeals most 
to men, and will constantly keep them proud enough 
of their leather items to polish and protect them. 
“Many of us in overseas service in the Army found 
that leather goods must be kept carefully to prevent 
molding or damage of other kinds,’ Mr. Kalbus said, 
“therefore, whenever we Sell any such item, we handle 
it carefully and with respect, giving the customer the 
impression that the briefcase or kit is a thing of 
beauty which he should appreciate.” Mr. Kalbus feels 
that dyed leathers, particularly bright colors, destroy 
the natural beauty and eye appeal of fine leather, 
particularly where men are concerned. 


Stock Made Accessible 


Because he believes that there are hundreds of op- 
portunities to sell fine leather goods, Mr. Kalbus has 
arranged the stock for maximum accessibility, but 
not so open that small items such as wallets or leather 
keycases are easily pilfered. “We find that simply 
keeping a stock of eye-catching, natural leather goods 
right where every customer sees it when entering is 
our best sales tool,” he pointed out. “Silently sug- 
gesting themselves as anniversary or business gifts, 
these items solve the problems of many women who 
wonder what to buy a man. In addition, each sales- 
person in the store has instructions to suggest the 
leather goods display whenever the subject of gifts, 
for men particularly, comes up. Greeting card cus- 
tomers, for example, offer an excellent source of 
prospects. Whenever a lady buys a greeting card 
for a man, we simply ask whether she intends to send 
a gift as well, and then point out the leather goods 
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display. Invariably, the customer is interested enough 
to look over the stock, and frequently what would be 
a $.25 card sale is transformed into a $30 briefcase 
sale.” 

Mr. Kalbus feels that leather goods deserve special 
promotion of this type in view of the larger markup 
possible. Whereas in his small Idaho city the usual 
profit on most lines averages around 40 per cent, the 
leather goods department shows consistently 50 per 
cent or better, without interfering too greatly with 
the other lines in the gift classification. Although the 
brand new store has had little time to check its 
turnover, Mr. Kalbus expects to turn the leather goods 
stock at least five times a year, and possibly seven. 
“Small town people seem to give each other more 
gifts than in the city,” he smiled, “which is one reason 
for the success of the department.” 

Although some price resistance is of course encoun- 
tered to the 100 per cent top price leather goods line 


shown, Mr. Kalbus has adopted the idea of simply 
talking leather in terms of longevity. He tells each 
customer that the store could sell briefcases and bill- 
folds at half the price, and give half the satisfaction— 
but that it prefers instead to stand behind every 
leather item as a gift which will last for many, many 
years. With farm incomes at an all time high, this 
isn’t hard to put over—and there are almost no sales 
lost because the customer feels the price is excessive. 

Lastly, Mr. Kalbus plans to list off the names and 
addresses of each office manager, business head or 
executive in the area, and add to this information 
their birthdays and other anniversaries. An outside 
salesman will call on employees of these executives, 
to suggest and sell leather goods as business gifts, as 
well as soliciting the man’s family. All these ideas 
point to an unusually well-managed leather goods 
department which, as the Idaho office supply firm has 
proved, can pay off in greater profits. 


“Romances” Stapling Machines to 


Attract Sales 





ECAUSE ORDINARY hand stapling machines are 
B so commonplace an item, many Stationers forget 
to “romance them” for building sales, according to 
the Mississippi Stationery Company, Jackson, Miss. As 
a result, unless there is an urgent need for a stapler 
in the customer’s office, the chances are he will never 
give them a thought. 

At the Mississippi store, stapling machines are mer- 
chandised as energetically as any specialty of the 
store, by means of a store-constructed display fixture 
resembling a pyramid, on which nine leading brands 
and sizes of staplers are arranged, one to each level 
on a series of successive shelfs up each side of the 
pyramid. This lifts the choice above the level of sur- 
rounding merchandise, and at the same time encour- 
ages store customers who may have come in for filing 
supplies, ink, and so forth, to experiment with the 
variety shown. 

The fixture is located at one end of a steel display 
table at right angles to the wrapping desk at which 
every customer pays for his merchandise or receives 
the package. Consequently, it is only a couple of steps 
from the wrapping desk to the stapler display, offering 
the customer a chance to amuse himself during the 
moments while his package is gotten ready for him. 
“Every store carries staplers, and the customer can 
find them in dozens of competing retail establish- 
ments,” it was pointed out, “but he will be most likely 
to buy the stapler from the office supply house which 
encourages him to experiment with the variety of 
types on the market.” 


Mississippi Stationery 
Company Sells by Special 
Appeal 


At the top of the pyramid are a pad of scratch 
papers and blotters and old cardboard pieces which 
the potential stapling machine buyer can use to try 
out the nine varieties shown. Each stapler is separated 
from the others, and convenient for slipping in a piece 
of paper and stapling it. The fact that all are on dif- 
ferent levels also makes the display appeal to short 
or tall men, since there is always one at the correct 
height on each side of the pyramid. 

Through an average selling day, it is claimed, about 
half of the cutomers coming to the wrapping desk 
stop to examine the stapler display and to hammer a 
few staples. As a result they become interested in 
how different makes operate, and if there is any need 
for a machine, usually buy it. “We found from this 
system that only a few of our customers knew that 
there was such a stapler as one which makes its own 
staples from a spool of wire, or one that could be 
operated like a pair of pliers,” a salesman explained. 
“And when store customers stop to handle the sam- 
ples, it gives us a chance to point out the difference, 
and to sell them on the spot.” 





Selling is easy if you go at it hard; but 
it’s hard if you go at it easy.—Bates 
Brevities, published by Bates Manufac- 


turing Company. 
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: jorities Plan Helps Sol 
: Monthly Priorities Plan Helps Solve _- 
‘ Pv 
i e 
‘. 
» Portable Typewriter Problems 
s 
s 
d HE MANY PROBLEMS incurred by the stationery By ROBERT LATIMER 
r department of Gus Blass Company, Little Rock, ; 
n Ark., in registering “priorities” on new portable type- 
e writers have been solved by putting this system on a 
S, monthly-renewal basis. 
S Formegly selling a huge yearly volume of portable 
S typewriters, the Blass stationery department has been new monthly-registration plan—-whereby when a cus- 
Is besieged with orders for them since the first ship- tomer applies for a portable typewriter, he is told that 
S ments of new machines have been arriving. Far more’ the store will do everything possible to make delivery 
customers than machines will be the rule for many during the next 30 days. At the same time, he is in- 
months to come, according to the management. There- formed that the list is destroyed at the end of the 
fore, the store has allowed customers to register ad- month, and that to keep the registration “alive” he 
vance orders for portable typewriters, to receive them must return next month, and register. “This simply 
according to the order of the names listed. means that if the customer isn’t sincerely anxious to 
The registrations, however, have resulted in ill-will, buy a portable, she won’t come back,” it was ex- 
mixups, and many other difficulties. First, less than plained. “And thus every name on the list each month 
a third of the people who hasten to sign up for a_ is a genuine customer ready for delivery. We find that 
new portable accept delivery, according to the store— people who really need a typewriter for school, office 
finding a machine elsewhere or buying a second hand work and travel do not mind re-registering, once the 
typewriter. “This results in a lot of deadwood in the idea is explained to them—and there is thus no time 
~~ field” it was pointed out. “Useless names carried wasted in telephoning listed customers only to find 
month after month with no surety that the customer that they are no longer interested.” 
will buy.” Also, when a machine was delivered to The idea likewise keeps the element of irritation 
Customer No. 6 on the list, there were sure to be out of deliveries—for with much fewer names to deal 
complaints from Eight and Nine, who felt that some- with, the usual prospective buyer knows exactly when 
one had gotten ahead of them. her turn will come up, and that the store is giving her 
All of these nuisances have been eliminated by the every advantage of her turn. 
END OF TWENTY-SECOND ANNUAL OFFICE SPECIALTIES SECTION 
oh 
ch LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
ad THE UNACCEPTED ORDER 
ce : 
f- By Norris L. Hayward 
rt 
ct OW, IF SILAS ALWARD, an office appliance man in good and regular 
standing, gives an order for carbon paper to a traveling salesman, and it is 
ut specified on the order blank that it is not to be binding until accepted by the 
sk wholesaler, then, of course, this clause governs, and Alward has no recourse 
a if the wholesaler rejects the order. 
in All this is elementary enough, but, suppose that the wholesaler neither ac- 
ed cepts nor rejects the order, Alward waits for more than a reasonable time, 
iis and demands the paper. 
at “Your delay for an unreasonable time is the same as an acceptance of my 
wn. order,” Alward contends. 
be “No—you have no claim until I've accepted the order, and there's never 
od. been a direct acceptance,” the wholesaler retorts. 
He The law on this point is not clear, but the Tennessee Supreme Court in a 


case reported in 214 Southwestern Reporter, 917, has ruled in the buyer's favor. 

“Delay in communicating action as to the acceptance may amount to an 
acceptance itself. When the subject of a contract, either in its nature or by 
virtue of conditions of the market, will become unmarketable by delay, delay 
in notifying the other party of his decision will amount to an acceptance by 
the offeror. Otherwise, the offeror could place his goods upon the market, and 
solicit orders, and yet hold the other party to the contract, while he reserves 
time to himself to see if the contract will be profitable,” is a quotation from 
the actual words of the Court. 
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Does Your Fire Insurance Give You 


Adequate Coverage? 





ROBABLY NO OTHER BUSINESS necessity is so 

little understood and purchased so haphazardly as 
fire insurance. When a businessman buys fire insur- 
ance, he generally tucks the policy away without 
reading it. Safe in the thought that his business is 
properly insured, as a rule he pays no more attention 
to the policy until renewal time. If a fire occurs he 
may realize that one or more conditions required by 
law to be stipulated in the policy have not been ful- 
filled by his organization, which, as a result, suffers an 
unexpected loss. 

In doing research work on this subject, interviewing 
many retailers, including office appliance dealers, also 
fire insurance counselors, we discovered many policy- 
holders, who had unintentionally committed some act 
which rendered the policy void. Fully believing that 
they were protected against certain fire losses, they 
woke up too late, or found after spending considerable 
sums year after year at maximum rates, that every 
necessary advantage was available at lower rates, 
either with or without certain adjustments that could 
be made at comparatively little expense. 


Six Reasons for Over-payment 


From an analysis of our survey work sheets we have 
compiled these six reasons why policyholders are either 
paying too much for adequate protection or are not 
adequately covered, also remedial suggestions gleaned 
from counseling with experienced fire insurance buy- 
ers and Sellers. 

—l. Over-insurance. The purpose of fire insurance is 
to reimburse the insured for a loss by fire. The policy 
promises to indemnify the policyholder to an amount, 
not exceeding the actual value of the property at the 
time of the loss, limited to the sum specified in the 
policy. Because the property owner is in a better posi- 
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By FRED MERISH 
Business Analyst and 
Financial Counsellor 


tion to know the value of his property, the burden is 
placed upon him for procuring adequate insurance. He 
has nothing to gain from over-insurance. The amount 
of protection must be based upon the actual replace- 
ment value of the property at the time the fire occurs. 
That does not mean that an old structure should be 
insured for enough to build a brand-new structure, 
but it should be enough to build a new structure less 
the depreciation accumulated on the destroyed prop- 
erty to the date of the fire. Ascertain what the prop- 
erty is worth at the time the policy is written so that 
the protection carried approximates real value. To 
determine accurately the “present value,” large con- 
cerns obtain from accredited sources reports showing 
fluctuations in the prices of building construction from 
year to year and they use these figures to determine 
the “present value” of buildings covered by their pol- 
icies. Periodical adjustments somewhat along these 
lines would save thousands of dollars for dealers who 
are paying premiums far in excess of “present value,” 
yet “present value” is all that they can collect if the 
property is destroyed by fire. 


Don‘t be Under-insured 


—2. Under-insurance. Much money is also lost be- 
cause policyholders carry too little insurance. In many 
cases, failure to carry sufficient insurance involves co- 
insurance, a term misunderstood by many. Fire insur- 
ance premiums are generally predicated on the as- 
sumption that all policy holders will carry a certain 
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percentage of insurance to value, usually around 80 
per cent. Regardless of the loss, if the policyholder 
does not carry insurance up to the actual percentage 
amount of the value of the property, he is co-insurer 
for the difference that should have been carried. One 
policyholder reported a big loss because the 80 per 
cent co-insurance clause was not clearly understood. 
His plant was worth $100,000. He carried $60,000 in- 
surance, but should have carried $80,000 or, 80 per cent 
of value. A fire caused a $50,000 loss. The policyholder, 
being insured for $60,000, and because the loss was 
only $50,000, expected to collect $50,000. He got $37,500 
of three-fourths of $50,000, because he had insured for 
only three-fourths of $80,000, the necessary 80 per 
cent of actual property value. Had the policyholder 
carried $80,000, he would have collected $80,000 on an 
$80,000 loss. With full coverage under an 80 per cent 
co-insurance clause, only the last 20 per cent of a com- 
plete loss falls on the insured. 


Consider Replacement Cost 


At this time, when building materials and building 
labor are scarce and high, many policyholders may 
also be under-insured when replacement value is con- 
sidered. The dealer who insured a building for $25,000 
in pre-war days, when building costs were much lower, 
may find that if he experienced a total fire loss that it 
would cost him much more to replace the property 
than its insured value. Dealers should check their 
policies in the light of current building costs to see 
if they are carrying enough insurance. Talk over the 
matter with your insurance agent or counselor. 


—3. Fire Hazards. Many policyholders could save 
money on premiums by installing preventive equip- 
ment or making structural changes. In one case sur- 
veyed, by protecting the floorway opening from the 
basement to the first floor, installing fire extinguishers, 
fire shutters, cleaning rubbish out of the basement, 
making electric wiring conform to the National Elec- 
tric Code and using prescribed containers for storing 
and handling inflammable liquids, one policyholder 
saved $175 yearly on fire insurance premiums. There 
are hundreds of cases where the removal of fire haz- 
ards or the installation of fire preventive or fire-fight- 
ing equipment would save thousands of dollars yearly 
for policyholders. 

In this connection, also consider the high cost of 
building today and the long time it may take to get 
replacements, resulting in considerable loss of busi- 
ness. Because of the critical building situation, a fire 
is even more costly today than in pre-war days so the 
dealer should take every possible precaution to prevent 
conflagration. 


—4. Periodical check-over of policies. Many dealers 
check over their policies only at renewal dates, some- 
times not even then, depending upon their agents to 
send through renewals automatically. In the mean- 
time, many hazards may have developed to void the 
policy or burden the dealer with a risk undesired. 
Repairs and alterations to a building often render 
the risk more hazardous than was contemplated when 
the policy was written. One policyholder sustained a 
loss through working overtime, thus increasing the 
hazard because of the greater danger due to over- 
heated machine bearings and less strict supervision. 
He was not covered because he had not received the 
insurance company’s permission to operate. Shut- 
downs for a long period are usually considered an 
increased fire hazard because of less vigilant watch- 
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man service and reduced efficiency of plant fire fight- 
ing equipment. - 
Periodical check-over of policies enables the dealer 
to safeguard his interests all the time. A fire insur- 
ance policy is written on the basis of conditions pre- 
vailing at the time it was written. Any change sub- 
sequently may render the policy void or suspend it 
while a hazard not covered in the policy continues. 
The insurance company should be notified of an in- 
crease in hazard and written recognition procured. 
To assure an audit of all policies at least once yearly, 
one policyholder has them expire with his fiscal year, 
thus, the chance of neglecting policy renewals is 
slight, it fixes undivided attention on fire insurance 
at one time and tends to make the work of inspection 
thorough. Periodical check-overs are helpful in as- 
certaining that co-insurance clauses are not being 
violated and that any changes in assets or ownership 
are reflected properly and all holdings described fully. 


—5. Pig-in-poke purchases. A dealer who is very care- 
ful about getting value on other purchases too often 
buys insurance hit-or-miss, from a friend or lodge 
brother, not knowing what he is getting for his money. 
Some buy insurance on price, which is as unwise on 
insurance as on feed or farm equipment. We found 
cases in our survey where policyholders were paying 
twice for some insurance because they had bought it 
piecemeal from anyone, resulting in overlapping cov- 
erage between two policies, which means paying twice 
for the same thing. In other cases, we have found 
too much insurance on stock, too little on the building, 
too much on equipment, and so forth. In such cases, 
policyholders are paying for enough insurance but it 
isn’t in the right places and they may have only 
a 50-50 chance of collecting in full if a loss occurs. 

Determine if your policies are eligible for supple- 
mental endorsement, covering losses from tornado, 
hail, falling trees, explosion, riot, aircraft damage, and 
so forth, additional features available for a small 
additional sum, eliminating the carrying of separate 
policies at greater expense. If you divide your insur- 
ance among several agents, see that all use the same 
form, then all policies on the same property will be 
on an equal basis, should it be necessary to adjust 
a loss. 

Adequate Coverage Needed 


Insure adequately, spreading out the cost to make 

it easier to pay than when this expense all falls due 
at one time. 
—6. Get adequate information. There are so many 
different angles to fire insurance, so many different 
conditions to meet to make a policy fit a business, that 
the policy holder can be excused if not thoroughly 
conversant with the subject. But he can be criticized 
for not acquiring the necessary technical knowledge 
he lacks from other sources. From our field work, 
we find that less than 20 per cent of those charged 
with buying fire insurance understand it enough to 
buy it safely. About 15 per cent purchase the aid of 
outside insurance technicians. Expert part-time as- 
sistance, at regular intervals or when needed, is the 
safest procedure where an insured is dubious about 
his fire insurance problems. The expense is not heavy. 
Agents selling fire insurance also give such counsel, 
but we found losses where these individuals co- 
operated, mostly due to the fact that the policyholders 
did not furnish sufficient data to assure adequate pro- 
tection and minimum rates, because the policyholders 
did not know what information to furnish. 
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They're Doing It This Way— 





(Editor’s Note—We’ve asked a number of leading of- 
fice supply salesmen what they believe will be the most 
important points wise salesmen will make into their 
“bibles” for selling in the big market coming up. Mr. 
Fair has condensed their suggestions into the pointers 
below which represent a perfect “bible for bigger sales” 
for every office supply salesman in the months ahead). 


TUDY LITERATURE CONSTANTLY—so many new 
ns” changes are coming forth that even old timers 
are going to have to brush up again and keep brush- 
ing up to have a full working knowledge of their 
products, selling points and know what they are talk- 
ing about. 

CONFIDENCE WILL BE MOST IMPORTANT—a lot 
of make-shift office supplies appeared on the market 
during the war shortage and the failings of this mer- 
chandise will be remembered for months to come; half 
of tomorrows selling will be getting the confidence of 
customers. 

PROMPT AND EFFICIENT SERVICE—tomorrow this 
will be more important than it has ever been before; 
this means immediate attention to the csutomer’s 
orders, filling them and delivering them as soon as 
it is possible to do so. 

KEEP MUM ABOUT COMPETITORS AND COM- 
PETITIVE LINES—the temptation will be present to 
knock our competitors when the going gets tough; 
it’ll be no more wise to do this tomorrow than it was 
in pre-war days. 

STAY WITH STANDARD PRICES—competition is 
going to get tough one of these days soon; our first 
temptation is always to cut price or make price con- 
cessions or concessions on terms in large quantities. 

NO ONE-CALL STUFF ANY MORE—since we didn’t 
have too much to sell during the last year it may have 
been wise to do a lot of one call business and where 
no sale was made to forget the prospect; from now 
on it’s back to the old selling .. . call and repeat calls 
and keep at it until that outlet is on our account books. 

DON’T BE A WISE GUY ON NEW DEVELOPMENTS 
—every new development gets so much publicity today 
that the average customer knows about it before we 
do; know only one thing better than your customer— 
your lines! 

BE A FRIEND TO COMPETITIVE SALESMEN—par- 
ticularly in other lines which may parallel our own 
for they can often give us good leads and good selling 
ideas and if they like us won’t hesitate to do so since 
we're not competing with them in their fields. 


Loafing Doesn’t Make Sales 


MAKE EVERY MINUTE COUNT—vwe can’t afford to 
waste time waiting to see prospects or retail or loafing 
around; there’s too much to be done, too many orders 
to be filled. Those of us who have operated in a 
leisurely way before the war are going to have to re- 
adjust ourselves to some rapid-fire eight-hour days 
of calls. 

MAKE HAY WHILE THE SUN SHINES—take ad- 
vantage of present conditions, of customer’s eager- 
ness to buy; when the store gets a consignment have 
it sold before it arrives. Don’t be tempted to let im- 
mediate unavailability of any item forestall an im- 
mediate sale. 
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CHECK UP ON SALES—find out how the last pur- 
chase the office delivered to the customer worked out; 
let his satisfaction with it create enthusiasim for what 
you are about to sell him this time. 

USE SALES LITERATURE—don’t toss it aside the 
first time you reach a waste basket; manufacturers’ 
sales literature will be read now .. . everyone is so 
hungry for information he’ll give thorough and con- 
siderate attention to every such piece of literature. Use 
it to help tell your story . . . use it to sell. 

FILL OUT ALL ORDERS COMPLETELY—let’s don’t 
have any mistakes in deliveries; business tomorrow is 
going to the office supply firm which makes the fewest 
mistakes in its dealings with its customers. 

BE CAREFUL OF WHAT YOU JOKE ABOUT—right 
now everybody is on nerves on political questions and 
the hundreds of other problems confronting us in get- 
ting readjusted; salesmen are going to have to be more 
careful now than ever before of what they say, of the 
comments they make. Best bet is .. . stick to “Pat- 
and-Mike” jokes and selling office supplies. 

SELL QUALITY AND PERFORMANCE—those are 
the two things which are going to make lasting sales 
for a long time to come in the future; they are what 
everybody is interested in now and will continue to be 
interested in for a long time to come. Forget price sell- 
ing; that’ll come soon enough. 


Must Know Your Competition 


KNOW THE OTHER FELLOW’S LINES—not only are 
we going to have to know every detail of our lines 
but we’re going to have to know the other fellow’s 
lines as well; study every line of reading matter and 
advertising in the trade journals; study the other fel- 
low’s selling literature when you can get your hands 
on it. 

HAVE SOMETHING NEW EVERY TIME YOU CALL 
—our customers are so eager for something new that 
they are going to expect it of us every time we call. 
If we can’t have some new merchandise then we may 
well see to it that we have new information about 
our old merchandise or information about new mer- 
chandise we are going to have “very soon.” 

DON’T TRY OUTSIDE SELLING—taking on spare 
lines or spare business ventures is going to take 
precious time we do not have to give to such projects; 
that’s another change from pre-war days, then we had 
a little extra time for those things .. . we’re not going 
to have it in the month’s ahead. 

DON’T TRY RUSHING ACCOUNTS—we’re going to 
be tempted, because of the tremendous amount of 
work we have to do, to rush our customers; time sell- 
ing just right, don’t waste it on worthless calls but on 
the other hand don’t try to rush calls too much. 

STICK TO THE TRUTH—DON’T MISREPRESENT— 
we may be tempted to exaggerate or make promises 
we know the office cannot fulfill in order to rush a 
sale and be off to the next call; don’t do it now or 
ever—the fellow on the other end is less in the mood 
for this kind of treatment now than he has ever been 
before. 
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Who’s Afraid of the Big, Bad ‘No!’ 





SALESMAN CONNECTED with a leading manu- 

facturer of office furniture confided in me the 
other day, ‘“There’s only one thing I’m afraid when 
tackling a hard boiled buyer. I don’t need to be afraid 
of being physically assaulted, of having an atomic 
bomb dropped on me, of having missiles thrown at 
me, or of being insulted. Those things don’t happen 
and, of course, I don’t even think of them. When I 
shrink from contacting a cranky buyer, the thing I 
fear, and I admit it, is nothing but a sour, maybe 
sarcastic, ‘No.’ ” 

That man owned up to a bugaboo that most of us 
would deny gets to us, but we know perfectly well, 
it does give us nervous jitters—sometimes, perhaps 
often. I’ve recognized its signs in salesmen who have 
called to sell me on some proposition they were afraid 
I would turn down. And I admit for a long time I 
had the reputation of being pretty rough with sales- 
men, though I did learn better after a while, when 
I discovered I was losing more by not listening than 
the salesman was by not getting a hearing. Too, I’ve 
had this sort of buck-fever oftener than most men 
with some sort of proposition to sell and I don’t claim 
I am yet entirely immune. 

I can understand how it is that a salesman can 
set out with confidence to meet a buyer and find his 
confidence oozing away as the moment of contact 
draws near. We forget, in connection with buyer con- 
tacts, that, as Kipling put it, “It isn’t the fact that 
you're licked that counts, but how did you fight, and 
why?” 

After all, why should one be afraid of a rough turn 
down? There isn’t going to be any physical pain, any 
injury to body or to reputation. One “No” more or 
less won’t ruin a salesman’s standing or set a business 
man back on his heels unless he is so weak-fibred that 
he can’t take it and come back for more punishment. 


Don’t Ask for a “No” 
Sometimes we make it easy for the prospective pur- 
chaser to hand us the “No” we dread. We almost ask 
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Timid Salesman Invites 
Negative Answer; Right 
Manner and Correct Words 
Help Ward off Rejection 


for it. I recall a young man coming to me and asking, 
“You don’t want to hire a cheap chauffeur, do you?” 
I did happen to want a chauffeur just then, but I 
didn’t want the kind he indicated, a man who was 
so lacking in assurance that he could proclaim him- 
self a cheap skate and tell me I didn’t want him. 

When a man with something to sell puts his propo- 
sition in the negative, it is because of some feeling 
of timidity. He doesn’t have quite the confidence in 
his proposition to face his customer and look him 
squarely in the eyes and take the attitude, “This pen 
is a leader in the field of fountain pens, Mr. Green. 
No other pen offers any advantage over it. You'll be 
proud to own one and happy whenever you use it. Let 
me tell you something about it.” A confident manner 
with words to match will help a man to rise above fear 
of the worst the customer can do to him. There is 
really nothing to fear. No man’s “No” need disturb 
one more than temporarily. A man’s “No” isn’t neces- 
sarily any nearer final than a woman’s. The right 
manner and the right words will overcome it in many 
cases. 

Sales are not made with everyone saying “No.” 
When seeking to put over a sale it’s important to keep 
the other fellow’s “No’s” out of the business. Don’t 
make it easy for him to say “No” by telling him how 
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difficult it is to get goods and how long you have had 
to wait to get orders filled. Don’t, even if you believe it, 
intimate that certain products of the post-war period 
do not come up to the pre-war quality. Don’t put into 
his head thoughts about strikes and transportation 
problems that will help him to justify his “No” as 
well as to get him started talking on matters not con- 
nected with the proposition in hand. 


Buyers Know the Conditions 


If your attitude is going to be, “Who's afraid of 
the big, bad “No!” you need to concern yourself with 
the present day obstacles to doing business only by 
building up an adequate answer to all the objections 
prospects advance based on those conditions. You 
know why you can’t get deliveries on steel equipment, 
why you can’t even place orders on certain wood items. 
Not only lack of raw materials stand in the way, 
along with shortage of labor, but unwillingness on the 
part of many makers to accept new orders in the 
face of the backlog of unfilled and unfillable orders 
already piled up. The men to whom you want to 
sell and those who come to you wanting to buy have 
good sense about all that and can understand the 
validity of your explanations. They are in a hurry 
to buy, but they know they can’t get the products 
that are sold up for months ahead. (Parenthetically; 
I will admit it’s hard to keep customers sold for a 
year or more on items they thought they had to have 
at once, when they ordered. I have customers I’ve 
kept waiting for more than a year for steel files and 
office chairs, and for anything I can see, they may 
have to wait a year longer!). Patience on the part 
of the American business man seriously in need of 
equipment may cease to be a virtue one of these days. 

I think customers are sometimes hurried into a “No” 
by the salesman who is too anxious to close up the 
sale and doesn’t give the customer time to sell him- 


self. A lot of sales are made to people who sell them- 
selves. Many things are bought rather than sold, and 
people given an opportunity to examine a product 
that interests them will sometimes come to a favor- 
able decision without any urging. They are the ones 
who don’t want to be crowded and if they are crowded 
they are just enough contrary minded to say “No” 
when they would rather buy. 


Customers Can’t Be Hurried 


There are not too many men who can buy on the 
slap-dash method. Most buyers want to take time to 
think it over if the purchase involves anything of im- 
portance. 

The purchaser of a single grade A filing cabinet, let 
alone a counter length row of them, needs time to 
give a careful inspection of the files, finding out by 
handling them rather than merely by listening to 
what a salesman says about them. Every salesman 
can recall cases when he just let the customer paw 
over the goods and the sale made itself. There are 
probably more people than we realize who will sell 
themselves without more than the necessary informa- 
tion from the seller. There are people who resent 
being hurried into buying even the things they want. 
There are people who become confused when hurried. 
Often the salesman who dreaded or feared a possible 
“No,” is himself responsible for getting it. 

It may be presumed that seasoned salesmen never 
get stage-fright, never think of being afraid of a 
big, bad “No!” They have experienced the ups and 
downs of being successful and of failing until the 
worst they can imagine happening does not do more 
than cause them to set their jaws more firmly and 
go back into action. Nevertheless, it may be presumed, 
too, that more salesmen than one would think, do have 
in the back of the mind something that could be con- 
sidered a fear of the big, bad “No!” 





THE UNITED STATES LOOKS TOWARD LATIN AMERICA IN 1947 


(Continued from page 15) 


at the helm, causes the American businessman on 
the threshold of 1947 to give a long lingering look at 
Latin America. He may reasonably expect to make 
more of it than was ever made before. Office equip- 
ment opportunities beckon and many a most aggres- 
sive Argentina or Brazilian businessman feels the 
impulse to take on distribution . . . to become perhaps 
un representante or distribuder autorizado of leading 
American lines. 

With the turn of the New Year rounded and spring 
in the offing, many will wish to go South to investi- 
gate possibilities and perhaps locate as individuals in 
business there. But the best advice given along these 
lines from those who know indicates that one must 
make certain of two things—a connection with some 
well-established American corporation going into that 
field and a knoweledge of Spanish. 


Don’t Go Down “Cold” 


Going down to Latin America “cold turkey” to make 
a cold canvas or cold beginning has been held as 
almost impossible of “cracking the ice,” especially 
without good language equipment or means of opening 
up lines of communications and contacts with these 
people. To crack the shell it has been held necessary 
to express one’s self adequately, if not facilely, in 
Spanish . . . (in Brazil Portuguese, of course, and in 
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Haiti French.) 

That pent-up demand that has remained pent-up 
in some quarters because full production was not able 
to be achieved as soon as anticipated because of mul- 
tiple strikes and manifold material shortages is ex- 
pected to give heavy impact to new requirements for 
much merchandise in varied office equipment fields. 

Many a prominent office equipment comoany has 
already become a sort of keystone in the arch of good 
neighborliness . trail-blazers of important new, 
close-to-home markets . . a bridge to reach the 
business of the Southland .. . and its more promising 
possibilities as populations ever sweep onwards in those 
republics. 

Moreover, there’s no business like the stationery 
business in its broadest implications, with its writing 
and recording implements for developing commercial 
ties of every nature, friendship and neighborliness, 
and drawing peoples of this continent closer together 
...in a tighter, more understanding family of nations. 

No other commodity can quite fill the bill in this 
relationship. Stationery, business machines and office 
accessories have “what it takes” to promote unity and 
solidarity like nothing else in the business realm— 
cementing bonds of friendship and fellowship which 
may help mightily to solve international problems on 
this side of the world. 

1947 
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Selling Office Layouts Is Profitable 





By J. E. BULLARD 


URING THE COMING years more and more atten- 

tion will be given to the problem of reducing the 
cost of distribution. In solving this problem, more 
records are going to be needed than have been kept in 
the past. All sorts of distribution cost studies can be 
expected to be made. This means offices must be more 
efficient if all the needed records are to be available 
and the cost of keeping them is not to be too high. 
One of the first steps toward greater office efficiency 
is arriving at the best possible layout. 

In the factory we have visible evidence, not only of 
what makes an efficient layout, but also the degree to 
which it reduces costs. Automobiles and a great many 
other products could not be sold at as low prices as 
they are, were it not for the straight production and 
assembly lines. It, therefore, is interesting and may 
prove instructive to review what has happened in the 
factory. 

When the first electric central station started oper- 
ating in this country in 1882, Frederick W. Taylor was 
making studies and conducting experiments in the 
direction of greater efficiency in the factory. Out of 
what he did there came a growing interest in search- 
ing for ways and means of making it possible for every 
one working in a factory to accomplish more with less 
effort. 


Other Efficiency Engineers Followed 


Mr. Taylor can be considered as the first efficiency 
engineer but as the years went by more and more men 
set themselves up as efficiency engineers. There were 
two problems these pioneers faced. One was to sell the 
idea of higher efficiency to prospective clients and 
the other was making good on promises that produc- 
tion costs could be decreased. 

Today, in the office efficiency field, there are organi- 
zations and individuals doing for the office what those 
first efficiency engineers did for the factory. Probably, 
however, the sales resistance in this field is not as 
great as it was in the factory 50 to 60 years ago. In 
any case there always is the factory to hold up as an 
example of what can be accomplished. 

A concern smaller than could afford to employ a 
high grade efficiency engineer was helped tremendous- 
ly by central stations and their power salesmen. In 
those days power did not sell for the present low rates 
but a power user did not have to pay as much as now 
for either fuel or labor. Installing a motor in place of 
the old engine and belting it to the line shaft meant 
an increase in power costs, in most cases, and did 
not result in other savings sufficient to offset this in- 
crease in cost. To sell power, therefore, the power en- 
gineers had to be at least efficiency engineering 
minded. They had to make new layouts for the power 
user, select the number of motors which would keep 
the investment from going too high and apply the 
drives which would result in lowered production costs. 

Some power companies went to considerable lengths 
in making tests and doing a good deal of efficiency 
engineering. In that way it became possible to sell 
electric power at three times the rate of the cost of 
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fuel for an internal combustion engine generating the 
same amount of power. The central stations and 
these power salesmen were performing pretty much 
the same functions that office appliance dealers and 
their salesmen are now and probably will to an even 
greater degree in the future. They were showing their 
customers and prospective customers how to get more 
done at less cost. 


Other Experts Called In 


A factory larger than some given size wouid not 
depend upon the services of the power salesman alone, 
at least after sufficient interest had been aroused. 
Instead, production and efficiency engineers, with or- 
ganizations qualified to do the job desired, would be 
called in. The same situation exists in the office. Above 
a certain size it is more satisfactory to all concerned 
for the office to call in a qualified expert organization 
to study the conditions and to make the layouts and 
improve the systems in such a manner as to lower 
office costs, to enable the office workers to get more 
done in a day with less effort on their parts. 

There are many more small offices than large ones, 
however, and these have to depend upon the manu- 
facturers, dealers and their salesmen. At least it is 
not always easy to convince them they can afford to 
call in outside experts. It may become easier in the 
future because the growing tendency to call in out- 
side accountants to make out tax returns could get 
even the small business man into the frame of mind 
where he would consider calling in professionals to 
help him solve his office layout and appliance prob- 
lems. 

If one could see side by side an 1880 factory and a 
1946 factory, he would be amazed at the progress 
which has been made. Everything has changed, the 
layouts, the machines, the materials of which the cut- 
ting tools are made, heat treating apparatus and vir- 
tually everything else. Mr. Taylor had not gone very 
far in the study of speeding up machining when it be- 
came apparent something much better than the carbon 
steel then used was needed for cutting tools. This 
problem was tackled by the metallurgists and the re- 
sult today, has been that the present alloys used for 
cutting tools are many times more effective than car- 
bon steel ever was. 


Motor Research Paved Way 


In much the same manner, central stations and 
power salesmen learned there were urgent needs for 
motors with characteristics different from any then 
in existence. Research produced these motors. Today, 
it is possible to find a motor which has the right char- 
acteristics for any load which is being considered. Had 
not this search for higher efficiency been conducted it 
is probable there would not have been the advance in 
machine design, in metallurgy, in electric motors and 
in other fields there has been. 

Exactly the same thing can be expected as a result 
of increasing office efficiency. The picture of the kinds 
and sizes of machines which will help to increase office 
efficiency become clearer as progress is made in the 
direction of more efficient office layouts. When com- 
paratively little attention is given to the relation of 

(Turn to page 207, please) 
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There’s More to Office Furniture 


Business Than Selling Furniture 





66 E HAVE ALWAYS CONTENDED that there is 
much more to the office furniture business 
than simply selling office furniture,” says U. L. Henzy 
of the Wagner-Henzy-Fisher Company, 1852-54 Euclid 
Ave., Cleveland, Ohio. That crisp remark aptly de- 
scribes the background of this outstanding middle 
western firm that is one of the few firms in the coun- 
try that offers to the business world centering in 
northern Ohio a complete furnishing service for offices. 
Office furniture, often a sideline with office equip- 
ment dealers, is believed to be a line sufficiently broad 
and with ample sales potentials to warrant exclusive 
attention to it, rather than a divided interest. This 
firm from its beginning has devoted itself exclusively 
to office furniture, including desks, chairs and files, 
in short every thing in the furniture line that goes 
to make up the furnishings of a complete office. From 
its beginning the firm has carried a full line of office 
furniture in both wood and steel, but unlike almost 
every other dealer in such merchandise it has never 
merchandised its wares as such. In this respect the 
firm is radically different from almost every other firm, 
even firms that are exclusively devoted to office 
furniture. 

The Wagner-Henzy-Fisher Company believes that 
office furniture is only a part of the completely fur- 
nished office, that the carpeting or other floor cover- 
ing, the wall finish, the draperies, the lighting, the 
painting, and air conditioning all enter into the com- 
plete picture. Further than this the firm believes 
that even with a skilled selection of office furniture 
an office can present anything except an attractive 
and inviting appearance if the floor covering, the wall 
finish, the lighting and those other things that help 
to make up an office are not selected with equal care 
and with keen regard to the part they play in making 
up the whole. 

With this business creed as their guide this firm has 
Slight interest in selling a desk or a chair or some 
other piece of furniture. It is the contention of the 
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By GEORGE W. PERRY 


members of this firm that that sort of selling simply 
cannot be done with any great amount of lasting 
satisfaction to either the customer or to the firm sell- 
ing in that way. Accordingly, selling is begun at the 
point where few office furniture dealers ever reach, 
the office itself. Until something is known about the 
office—where the furniture is to be used, how it is 
otherwise furnished, how it is decorated and son on— 
these people show only very moderate interest in a 
sales potential. 

This definitely different way of handling business, 
begun when the firm began, has been the reason for 
building up a business that serves northern Ohio as 
no other firm serves that section of the country. Per- 
haps the first noticeable thing about this firm is that 
those who represent it and call upon prospects go 
empty handed. They carry no brief case, no catalogs, 
no sample photos of furniture available, nothing 
usually carried by sales representatives who seek to 
sell something. In fact, these sales representatives 
who call on prospects and potential prospects make 
their calls with no idea in mind of selling anything. 
It is their sole purpose to make contacts, to get ac- 
quainted with those in authority in offices who make 
purchases. All selling, all effort toward selling is 
done in the show rooms of the firm itself with none 
of it being done in the office of the prospective cus- 
tomer. 

After a contact has been made, after an acquaint- 
ance has been established, the potential customer is 
invited to the show rooms of the Wagner-Henzy- 
Fisher Company so that he may see office furniture 
in its proper setting and displayed to the best ad- 
vantage. But even at this point, where a prospective 
customer is asked to visit the showrooms of this firm, 
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office furniture as such is definitely not talked about 
or discussed.. Discussion centers around the office as 
a whole, what effect the owner wishes to convey, what 
ideas he has in mind which, when carried out, will 
produce the kind of office that his business merits. 


Complete Service Is Offered 


Offering as this firm does a compete furnishing 
service for offices, they handle not only the office 
furniture but also the carpeting or flooring, the wall 
finishes and painting, the ceiling decorating or finish- 
ing, the draperies, the lighting and the air condition- 
ing. These are the things, along with office furniture, 
of course, that are discussed, but never as separate 
items but, rather, as component parts of a finished 
whole—the completed office completely furnished and 
ready for the office personnel to take over. Such sub- 
jects as the color scheme of the office, the character 
of the office desired, the kind of business it serves, 
whether a traditional or a modern atmosphere is 
desired—these are the keynotes of sales talk with this 
firm and office furniture is mentioned only in its 
relation to the office as a whole. 

It has been found that businessmen as a whole, 
regardless of how apparently fixed may be their idea 
of what their office should be, are really eager to get 
the suggestions and opinions of an expert in office 
furnishing, something which is all too difficult to 
obtain in the office furniture trade. Having built 
up an enviable reputation as decorators and furnishers 
of complete offices the Wagner-Henzy-Fisher Com- 
pany more often than otherwise is called in and given 
complete charge of laying out a new office or revamp- 
ing an old one. In fact, the greater portion of this 
firm’s business is of that nature. 

To do this sort of a job thoroughly and properly, 
measurements are taken and suggestions of the office 
owner noted. From that point on it is a highly-skilled 
operation to work out color schemes, floor covering 
materials, wall finishes. painting, draperies and all 
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A STUDY IN HARMONY. WAGNER-HENZY-FISHER CO. COMPLETE INSTALLATION. 


the rest of the things so that all, when assembled 
will combine into a most attractive whole. When all 
of this has been settled, a floor plan is laid owt and 
a perspective drawing made so that the office owner 
can graphically see what his new office will look like 
before anything has been touched. With this approved, 
the workmen of the Wagner-Henzy-Fisher Company 
set to work making a reality of the perspective, work- 
ing toward that time when a finished and completed 
office can be turned over to the owner, lacking only 
the personnel needed to operate it. 


Sometimes Refinish Old Furniture 


It sometimes happens that a customer will have 
some Office furniture that will fit into the new office 
perfectly well with the exception of the color of the 
finish. In such instances this firm will refinish the 
old office furniture in keeping with the color scheme 
of the new layout. The firm maintains its own refin- 
ishing shop where expert workmen skillfully refinish 
used desks so that they may be used in the same 
office with new furniture without attracting attention. 

In many of the jobs that this firm handles, the 
office layout as finally worked out lends itself best 
to specially-built custom furniture. This firm main- 
tains its own shop for the building of custom furni- 
ture, all made according to original plans and designs 
worked out by the firm’s staff. Besides the refinish- 
ing and custom building shops, the firm also main- 
tains a complete upholstery shop where upheolstering 
in both cloth and leather is done. This shop not only 
handles the upholstery work for custom built furni- 
ture but also reupholstery of office furniture where 
it is needed. 

In order that customers of this firm may get a 
better idea of how different wall finishes look, as well 
as different paint schemes and color combinations, 
the various offices of this firm are finished in varied 
styles. Customers contemplating a change in their 
office find that an inspection of the model offices 
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soon helps them decide which wall finish, which color 
scheme, which decorative combination best suits them. 

Two large display rooms show traditional office 
furniture against a background that is pleasing and 
restful to the eye. However, with the trend in office 
furniture very definitely toward the modern and away 
from the traditional, the firm intends to revamp one 
of these showrooms and make it over for the display 
of the modern type of office furniture. 

Besides these two show rooms there is a basement 


showroom that is already devoted to the modern in 
office furniture. The separation of the two types of 
furniture goes a long ways to giving each its proper 
display and greatly aids the buyer in judging which 
style he wishes to follow in his office renovation. 

To the rear of the firm’s location there is an alley 
with a large warehouse across from it, affording the 
firm ample storage space for furniture as well as 
supplies used in its custom furniture and upholstery 
departments. 


Sale Provisos Hold Floor Sample 





WO DISTINCT INNOVATIONS in office furniture 

merchandising have been introduced among St. 
Louis office supply firms as a means of meeting the 
tight inventory shortage problem. 

St. Louis’ seven leading office furniture retail out- 
lets, all troubled by inability to meet the needs of well- 
established customers, while at the same time at- 
tempting to supply newly-organized business firms 
desperate for desks, tables, files and office machines, 
have taken advantage of long-established good-will 
to set up two original plans. 

The first is an idea whereby office furniture show- 
rooms may continue to show “samples” even though 
every piece of furniture on the floor is actually sold. 
Under this plan, old-line customers may purchase new 
desks, tables, chairs, lamps and files, as they come on 
the sales floor—however, with the provision that the of- 
fice allow the stationery store to continue to display the 
furniture until another item of the type ordered can 
be found to replace it. In other words, should a large 
bank build two additional offices, requiring furniture, 
the store will sell the requisite desk, table, chairs, and 
appurtenances as requested—but, however, asking the 
bank’s purchasing agent to allow the store to con- 
tinue to display the entire ensemble on its own sales 
floor until another sample can be obtained. Thus, the 
old customer obtains some measure of satisfaction in 
that he actually owns the furniture, and often pur- 
chases long before the new offices will be ready to 
accommodate it. At the same time, the office supply 
firm is spared the embarrassment of a yawning empty 
space on the sales floor. Naturally, most purchasers 
would prefer immediate delivery of the furniture ac- 
cepted, but finding that this is impossible, due to the 
unwillingness of the office supply firm to get along 
without samples, each takes “the next best thing” 
and assumes ownership of the furniture. 


The Idea Catches On 


This idea has become prevalent in many stationery 
stores, to the point that it now covers everything 
down to filing cabinets and even small accessories for 
office management. “We would be hard put to it to 
continue business without an actual sample to demon- 
strate to our customers,” one store manager indicated. 
“But by asking the customer to allow the purchased 
furniture to remain on display for 90 days or so, we 
at least solve the situation from our standpoint. Our 
customers are so happy to obtain the furniture that 
they will usually agree to this without argument— 
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secure in the knowledge that we will make delivery 
as soon as possible. In most cases, we have been able 
to replace the floor-sample display before the proposed 
90-day period is up—all of which is to the good.” 

Going farther, another stationery store operating 
two floors of office furniture displays, has found that 
an adaptation of this idea enables them to create good- 
will among new business firms being formed, and 
through fulfilling emergency requirements of such 
customers. 

New Firms Seek Items 


This store, like many others, has been approached 
by dozens of new firms started up since the war 
began—many of them as a direct result of war-time 
operations. With 95 per cent of the available furni- 
ture already consigned to “regular customers” of many 
years standing, the store formerly was forced to turn 
down such new firms altogether. “This worked an 
undue hardship on new businesses,” the manager 
pointed out, “inasmuch as most of these were ready 
to start operation, while extra-furniture orders by our 
old customers were contingent upon completion of 
new additions and remodeling. Therefore, we went 
to one large concern, which had purchased a dozen 
desks and accessories, and asked them to let us sell 
the same furniture to a newcomer to St. Louis busi- 
ness—with the proviso that we were certain to be 
able to fill the order by the time the first customer 
desired. We got acceptance on this idea, delivered the 
order and have gained a worth-while new customer 
without displeasing the old.” 

The plan operates the following way—any furniture 
which is being “held for delivery” contingent upon 
completion of facilities, comes under this heading. 
When a newly-organized business requests furniture, 
the store’s records are scanned, for that furniture 
which is being held against future orders. Then, the 
buying office states whether it will be able to replace 
the furniture in storage by a certain date. If the lat- 
ter’s report is in the affirmative, a request goes to the 
original purchaser promising delivery on the date 
originally set, but asking to sell off the furniture now 
in storage—usually needlessly occupying valuable 
space. Then, later on, both customers have been 


served. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


OOKING you straight in the 

eye of your television re- 
ceiver, OFFICE APPLIANCES, we dare 
to voice our firm belief that Jan- 
uary, 1947, marks the dawn of 
another decade of progress and 
prosperity for your office outfitting 
store, alive and alert to NEW 
YEAR OPPORTUNITIES! In this 
line of progressive thought and 
action tune in on this lead-off 
message, No. 1 on our hit parade 
of contributions, quoted from a 
St. Paul Stationer: “What do 
folks think about? The same as 
they talk about. It’s people, sel- 
dom things. Or it’s things in re- 
lation to what they’ll do to, or 
for, people. Your advertising 
should glorify the merchandise 
by telling how it fits the needs, 
desires or vanities of people.’ And 
our Minnesota fellow office out- 
fitter tucked in one more clipping 
pertinent to first-of-the-New- 
Year planning, as he put it, and 
both credited by him to a little 
publication of his most popular 
newspaper’s display advertising 
department. .. . Here it is, and 
we concur in his thought that it 
is worthy of pasting in your hat 
and memorizing and acting 
upon :— 

“James Truslow Adams says we 
Americans got that way because 
we historically moved to new 
frontiers. We can stay that way 
and for the same reason, too. 
Was there ever a time better 
equipped with frontiers of thought 
and action for imaginative men 
and women that the important 
years which lie immediately 
ahead?” 


of * 


... And geared along with this 
same line of creative thinking is 
this ONE HUNDRED WORD, 
count ‘em, ONE HUNDRED po- 
tent, pert and peppy words, ad- 
vertisement of Gimbel’s of Phil- 
adelphia that an eastern manu- 
facturers’ representative took the 
time and thoughtfulness to send 
us to present on our Monthly 
BUSINESS BUILDER broadcast. 
. . . Stand by for this important 
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transcription, released at _ this 
convenient time for your reflec- 
tion: 
“THE RIGHT OFFICE 

CAN DO A LOT FOR YOU! 

*It can sell you, give visitors 
the impression you want them to 
have. 

*It can make your work more 
efficient, if it is designed just for 
your business. 

*It can build pride and confi- 
dence on your part and on the 
part of your staff. 

*It is as indispensable to good 
business as the right home is to 
good living. 

That’s why so many of Phila- 
delphia’s leading firms are having 
their offices done by 

GIMBELS 
Call C. G. Burroughs, manager, 

Walnut 3300, Extension 3110” 

Unquote ... and it will interest 
our eastern traveling friend and 
all others listening in to know 
the November issue of Poor Rich- 
ard’s Almanac, official publication 
of the Poor Richard Club in a re- 
cent issue carried this same ad- 
vertisement. Incidentally, the ad- 
vertisements and articles alike in 
this publication are worthy of 
your regular observation. 


1 * * 


“SALESMANSHIP is the ability 
to handle customers with pains- 
taking care, without undue pres- 
sure, always seeking to be helpful 
and never losing sight of the cus- 
tomer’s point of view.” 


* * * 


At this point in the Business 
Builder’s program, we bring you 
the concluding part of “Let’s Talk 
Windows Again” featured on last 
month’s broadcast: 

“You'll remember that in mak- 
ing sales a smile and an alert atti- 
tude go a great way, So you'll see 
that your window, outside and in, 
is sparkling with cleanliness and 
freshness and that it is well il- 
luminated with bright artificial 
light the minute late afternoon 
sets in. 

“Those few little facts surely 
are simple enough, yet they form 
the skeleton framework of every 
really good window. 

“This is an era of ‘The eyes of 
desire.’ Never before was so much 
retail selling consummated on that 
one sense of sight alone. You've 
got to make people look if you 
want to make them want. And 
your window is your ‘look 
maker!’ ” 
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“There’s nothing new about the 
matter, except the general recog- 
nition of its tremendous #mpor- 
tance. The Oriental merchant 
spread out his rugs where poten- 
tial customers could see them; the 
itinerant merchant of two or 
three centuries ago strung his 
trinkets up about the scaffolding 
of his booth; and all of us are ac- 
customed to watching the spieler, 
the ‘ballyhoo man’ as he holds 
forth on the wonders to be found 
by stepping inside. 

“And, though the simile is not 
a delicate one, your window is 
your ballyhoo man, eating up 
wages all the time. See that he 
does his work. 


“After all, the ballyhoo man 
and the display window both exist 
for the same purpose, the same 
object—namely, to get the passing 
populace interested enough to go 
inside, whereas, in the case of the 
window, no money passes until 
after people are inside. The win- 
dow will attract attention, will 
interest people, and will even send 
them into the store in a buying 
frame of mind. A window that 
does that has done a mighty good 
job. The rest depends upon the 
service the customer finds inside 
the store.” (From The Coach ... 
See December Business Builders 
for Part No. 1.) 


* * * 


USE OUR IDEA EXCHANGE 
SERVICE. 


*~ * x 


As a brand new department of 
this BUSINESS BUILDER 
BROADCAST, we offer a definite 
IDEA EXCHANGE SERVICE. As 
before, send in as many ideas as 
you wish, and we will send in ex- 
change direct to you an equal 
number. These are indexed by 
subject, so specify if you wish any 
particular phase of BUSINESS 
BUILDERS that may prove help- 
ful. From time to time we will 
refer to these by our file num- 
bers. For example take our No. 
2002, Subject, “Attitudes in Sell- 
ing” ... This is a “Go-Getter” 
and a good _ prime-the-pump 
item for a sales meeting and we 
will gladly RUSH it to you. Ad- 
dress us as before, Box 2153, 
Spokane 2, Wash., care of Shaw 
& Borden Company, OFFICE- 
EFFICIENTLY YOURS, Ralph B. 
Ortel. 


ab, 3B, 38, 2 
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EDITORIAL 











The State of 
the Industry 


®@ Price breaks are not evident in the office equip- 
ment and supply industry. In fact, commodity 
prices in general are advancing rather than re- 
treating, according to the latest release of the 
National Association of Purchasing Agents. In- 
creases over a month ago are slight, with instances 
of prices running wild very rare. Reductions in 
prices are mostly in soft goods and at retail levels 
among merchants who overestimated holiday buy- 
ing by consumers. No similar situation is appar- 
ent in commercial stationery and equipment. Prices 
are holding steady or rising slightly to compensate 
for increased production costs. 


© Of $999,712,000 worth of surplus property of- 
fered for sale by the War Assets Administration 
on January |, 1947, $5,216,000 worth was in the 
category of office furniture and machines. This 
represents a little over one-half of one per cent 
of the nearly one billion dollars worth placed on 
sale. The largest concentration of materials pro- 
duced in this industry was in the Los Angeles, 
Calif., region, where $1,015,000 worth was offered. 
Atlanta, Ga., was second, with $752,000, and Cin- 
cinnati, Ohio, third, with $536,000. By adding the 
$365,000 worth made available at San Francisco, 
Calif., the four regions reveal a combined offering 
of substantially more than half the total surplus 
for the entire country. 


@ In the office machine division, production has 
not been able to supply demand, but the situation 
is expected to change by late spring or early 
summer. Return to active sales competition be- 
fore the end of 1947 is indicated. 


® According to Standard & Poor's Industry Sur- 
vey dated January |, 1947, office equipment sales 
in 1946 “ranged between $325 and $350 million, 
compared with the 1941 record of $250 million. 

. Unless checked by strikes, the annual rate of 
sales in the first quarter of 1947 may reach $375 
to $400 million, and profits should be impressive." 

—W. S. L. 





We're Thankful for Friends 


@# THEIR ACCOUNTING will not appear in our 
income tax report or the profit and loss balance, but 
this is the time of the year that we are thankful for 
friends who in the holiday season just past took time 
out from day-by-day labors to extend best wishes. 
OFFICE APPLIANCES prizes its circle of friends in the 
industry, holds them to be tangible accounts the 
worth of which transcends anything else written 
upon the books in black ink. May we sincerely say, 
“Thank you, one and all?” 


— -_-e ewe 


A good character is priceless. It is worth more 
than a big bank account. Good character can make 
a good bank account but a bank account cannot 
make a good character.—By Paul Wielandy, in 
“Selling Slants by an Old Drummer.” 


~-_eem- 


Give Your Governor a Lift 


@@ “THERE ARE THIRTEEN MEN in this country 

. . committed to your service through their re- 
sponsibility for the operations of the 13 NSA Districts 
in the United States,’ declares General Secretary 
Paul E. Burbank in a recent article in the National 
Stationer. Mr. Burbank points out that NSA has or- 
ganizationally planned the regional districts to give 
dealers with problems peculiar to their own areas 
the opportunity of solutions that on a national scale 
would not be adequate. 

These regional governors, working at the expense 
of personal time and energy, need more than passive 
support of NSA members in their areas. They need 
more than the assistance of two or three loyal helpers. 

General Secretary Burbank has stated that the 13 
governors hope to complete dealer membership ex- 
pansion and also act as liaison officers with their 
regional districts and the Association offices in Wash- 
ington. These are tasks which can not be completed 
without having more shoulders placed to the wheel. 
Are you giving a lift? 


HERE AND THERE 





MARCH OF DIMES IS HELD 





SON OF DIEHL EQUIPMENT 

PRESIDENT RECEIVES MEDAL 

AT COLUMBUS AIR STATION 

Lt. Cmdr. William R. Diehl, son 
of William E. Diehl, president of 
Diehl Office Equipment Company 
Columbus, Ohio, recently received 
a bronze star medal in impressive 
ceremony at Columbus Naval Air 
Station. Two former shiomates met 
during the ceremony when four men 
were decorated for their work 
against the Japanese. 
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Capt. John G. Foster, Jr., pinned 
the medal on the tunic of Lt. Cmdr. 
Dieh! and told the assembled 200 
sailors and marines, ‘Cmdr. Diehl 
was an old shipmate of mine. | am 
proud to give him this medal.” 

The medal winner was a person- 
nel officer on a carrier in the South 
west Pacific and the award was for 
going far beyond his assigned duties 
while the Japs were attacking and 
the American flyers were taking off 
to meet them. 


OFFICE APPLIANCES, 


JANUARY 15-30; NEED FOR 
FUNDS GREATER AFTER ‘46 
The 1947 March of Dimes, spark 
plug of the never-ceasing battle 
against infantile paralysis, is being 
held January 15-30, it has been an- 
nounced by Basil O'Connor, presi- 
dent of the National Foundation for 
Infantile Paralysis. 
The need for funds, Mr. O'Con- 
nor states, has never been greater, 
since the nation has just emerged 
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1 | 
HEY called him “‘the wizard of Menlo Park” 


—this American genius whose inventions have bene- 


fited all mankind. 


From his crowded workbench came the electric 

light, the phonograph, the motion picture camera and 
Rll, g ) P 
projector. 

Always, his mind goaded him on to new inven- 
tions, new discoveries. Often, he left to others the 
translation of some of his basic ideas into practical 
and workable form. 

To Marconi, Edison made available his discov- 


eries that led to the development of radio. 


To Alexander Graham Bell, Edison licensed his 
carbon transmitter, which made the telephone and 


the radio microphone commercially practicable. 


And to a struggling young Chicago inventor, 
A. B. Dick, Edison licensed his early work in the field 
of stencil duplication...the electric pen,experiments 
in “autographic”’ duplicating ink. So interested, in 
fact, did Edison become in young Mr. Dick’s con- 
cepts of duplication of materials typewritten or 
drawn that he assisted with his own hands in the 


development of the duplicating process. 
The modern Mimeograph brand duplicator and 
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the stencil sheets, inks, and supplies that go with it 
are many steps forward from the humble begin- 
nings of seventy-odd years ago. But as the clear, 
crisp copies—in black-and-white or in color—roll 
out of the Mimeograph brand duplicator in your 
office, school or church, this Edison Centennial 
Year, remember, it was American genius, working 
in the American way, that created this low-cost 
means of rapid written communication. A. B. Dick 
Company, Chicago; The Mimeograph Company, 
Ltd., Toronto. 




















The Mimeograph brand duplicator is 
made by A. B. Dick Company, Chicago 


MIMEOGR APH is the trade-mark of A. B. Dick Com- 
pany, Chicago, registered in the U. S. Patent Office. 
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from the worst epidemic of polio 
in the history of the Foundation. 

"United States Public Health 
Service figures show,’ says Mr. 
O'Connor, "that the 1946 polio 
epidemic is second only in severity 
to the great epidemic of 1916, 
which was the worst in recorded 
history. This means that not only 
was the Foundation called upon as 
never before to supply expensive 
equipment, personnel and every 
other aid known to modern science 
to the stricken, but it is still being 
called upon to assist those who 
have not yet achieved maximum 
recovery. And there are more of 
these than ever before. 

"The National Foundation also 


FIGHT 


INFANTILE 
PARALYSIS 





MARCH OF DIMES 
JANUARY 15-30 


spent millions of dollars during 1946 
in medical-scientific research to find 
the cause of infantile paralysis,"’ Mr. 
O'Connor continued. "It will con- 
tinue to do so, until that cause i 
discovered and rendered harmless." 

"The American people," said Mr. 
O'Connor, "have been most gener 
ous in the past in supporting the 
fight against infantile paralysi 
through the March of Dimes. Indi- 
cations are that they will be even 
more generous this year because 
they know that this fight is their 
fight. They realize that the March 
ot Dimes is the best insurance they 
can obtain against polio.” 





THAT "LONGEST COMMUTER" 
TRACY VAN BUREN, SCORES 
WITH LARGE SAILFISH CATCH 

The "longest commuter in the 
country," Tracy Van Buren of the 
Sturgis Posture Chair Company 
Sturgis, Mich., who flies to Key 
West, Fla., every two or three 
weeks, brought in the fifth sailfish 
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in a row November |0 caught 
aboard Capt. Leo Maxwell's "Heidi 
Ho.” 

Both Van Buren and Capt. Max- 
well were reported as the envy of 
surrounding fishermen and skippers 
when they exhibited their 6-foot, 
|0!/,-inch catch at Key West. The 
proud owner had the big fellow sent 




















TRACY VAN BUREN 


to Miami for taxidermy soon after 
reaching shore and friends may 
soon view it in his office at Sturgis, 
Mich. 

Mrs. Van Buren and a son have 
been spending the winter at Key 
West in their new home, !025 Laird 
St. Mr. Van Buren “commutes” 
regularly from Michigan. 


GORDON KICKELS DOES HIS 
WHISTLING ON BASKETBALL 
COURT AND IT'S AT A FEE 
No wolf is Gordon Kickels of 
C. L. Barkley & Company, Chicago, 
but he does plenty of whistling. 
Gordon's whistle-blowing activity 
is confined to the basketball court 





ai as pace 





GORDON KICKELS 


where his sharp blasts single out the 
fouls of over-zealous cagers and 
bring applause or boos, as the case 
may be. And with this modern 
fast tempo of the cage sport, the 
genial, lanky salesman and retiring 
president ot the Great Lakes Trav- 


elers Club does plenty of stepping. 

In such demand that his calendar 
lists from 80 to 100 games a sea- 
son, Gordon keeps busy evenings 
throughout the late fall and winter 
months. Besides Chicago high 
school games, he officiates for De 
Paul, University of Chicago, Elm- 
hurst college and larger schools. 
State conducted tournaments and 
National Catholic tournament at 
Loyola University are on his whistle- 
blowing agenda. 

Gordon starred at De La Salle 
high school in Chicago and played 
pro basketball with the Cicero Mer- 
chants. 


ARMY HAS PEACETIME JOB 
RECRUITING CAMPAIGN ON 
TO AGAIN FILL UP RANKS 
During World War II it was easy 
to think of the Army as a mag- 
nificent fighting organization, and 
easy to forget its peacetime as- 
signments. But now the Army is 








back at its regular jobs, with new 
ideas and new projects. 

Thus, a recruiting campaign is 
now being waged to build and 
maintain the army of more than a 
million men on an_ all-volunteer 
basis. 

The Corps of Engineers is busy 
with flood-control projects, dams, 
port improvements; the Medical 
Corps takes up atomic energy as it 
applies to medicine; wartime activ- 
ities of the Chemical Corps already 
have found new civilian applica- 
tions; electronic wonders only 
touched on during, the war are be- 
ing further developed by the Signal 
Corps. All along the line, Army 
skills and facilities are being put to 
work for the benefit of the civilian 
economy. 

To do this task, the Army is 
holding out better financial attrac- 
tions for young men. The new pay 
scale, which starts out buck pri- 
vates at $75 a month, is further at- 
tractive when the extra free items, 
allowances and benefits are add- 
ed up. 
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PANAMA-BEAVER 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 








HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





NEW YORK OMDA ELECTS REUBEN JASKOW 

About 60 members were on hand to participate in 
the election of new officers at the regular monthly 
meeting of the Office Machine Dealers Association of 
New York, Inc., held on Tuesday evening, December 
10, at the Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, New York, N. Y., announced that 
Secretary Jessie I. Taylor, Globe Typewriter and Add- 
ing Machine Company, Inc., New York, N. Y., was 
unable to attend because of illness caused by a recent 
automobile accident. He then called upon R. L. Brown, 
newly appointed executive secretary, to act as secre- 
tary for the meeting. In introducing Mr. Brown, Presi- 
dent Ritchie remarked that he was not a newcomer 
by any means, having spent some 40 years in the in- 
dustry. He was formerly connected with the Royal 
Typewriter Company; Noiseless Typewriter Company; 
General Typewriter Exchange; Underwood Corpora- 
tion, portable division; Wholesale Typewriter Com- 
pany; and operated his own used typewriter business 
under the name of Brown Typewriter Company. 

Secretary Brown, in acknowledging the introduc- 
tion, declared he was glad to be back and associated 
with the industry after an absence of a few years spent 
in doing war work for the Government. 


Enroll Two New Members 


In the absence of Paul I. Gross, Mailers Service & 
Equipment Company, New York, N. Y., chairman of 
the membership committee, who was unable to attend 
because of illness, President Ritchie reported the addi- 
tion of two new members—Rudolph L. Kaufman & 
Son, New York, N. Y., and National Typewriter Serv- 
ice, Flushing, L. I., N. Y. 

James T. Lafferty, Underwood Corporation, reported 
that the New York delegation to the NOMDA mid- 
year convention, at Miami Beach, Fla.,“had a grand 
trip.” 

For the benefit of members who were unable to 
attend the mid-year convention, Charles F. Krause, 
counsel, reported on the session, giving his listeners 
an outline of the program and the topics discussed. 
In concluding his talk, he stressed the advantages of 
attending NOMDA conventions, the opportunity of 
meeting and getting acquainted with fellow members 
from different parts of the country, pointing out 
the advantage of exchanging opinions which, in his 
opinion, is helpful to both the individual and the 
industry. He advocated threshing out problems by 
local associations and presenting them to the National 
Association, which assembles all data, makes surveys 
and investigations and then takes action in the inter- 
est of those concerned and for the benefit of the 
industry as a whole. 

The next order of business was the election of offi- 
cers for 1947, with Samuel Hutter, Checkwriter Com- 
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pany, Inc., New York, N. Y., presiding. The following 
were elected: 

President, Reuben Jaskow, Batlin & Horowitz, New 
York, N. Y.; vice-president for Manhattan & Bronx, 
Dave Silvers, American Business Machines, New York, 
N. Y.; vice-president for Brooklyn & Queens, Paul 
Kramer, Brownsville Typewriter Exchange, Brooklyn, 
N. Y.; vice-president for Long Island, George T. Carr, 
Carr’s Typewriter Exchange, Great Neck, L. I.; vice- 
president for New Jersey, Edward Stoll, Dobke Type- 
writer Exchange, Jersey City, N. J.; vice-president for 
Connecticut, Ralph Neumayer, National Typewriter 
Company, Hartford, Conn.; secretary-treasurer, George 
Purvin, Superior Typewriter Company, New York, N.Y. 

President Ritchie remarked he was going to miss 
being president after holding office so long. He de- 
clared he was happy that the membership, now over 
200, had shown such a fine increase in the last few 
years and that the treasury was in such fine shape. 
He thanked all officers and committees for their splen- 
did support and co-operation during his term of office 
and pledged his help to the new officers. 

President Reuben Jaskow then took the chair and in 
his opening remarks praised Mr. Ritchie and the out- 
going officers for the fine job they have done and 
expressed the hope that the new officers would do 
as well. He urged all members to attend meetings 
regularly and keep informed on new developments. 
Lauding the fine spirit of co-operation and helpful 
relationship shown in the past, he asked that it con- 
tinue for the future, pledging his utmost in support 
and co-operation. 

Edmond Radigan, Radigan Sales Company, Staple- 
ton, Staten Island, N. Y., and New York State legisla- 
tor, offered his assistance in any way that would be 
constructively helpful to the association. 

The balance of the meeting was devoted to discus- 
sion of topics and problems of importance to the 
industry, with many members taking part in the dis- 


cussion. 
eI 


OKLAHOMA OMDA MEETS AT OKLAHOMA CITY 

The Oklahoma Office Machine Dealers Association 
in session at the Hotel Huckins, Oklahoma City, Okla., 
on December 8 and 9 attracted 66 registrations from 
Oklahoma, Texas and Kansas. 

A special guest speaker was James P. Ward of 
Shipman-Ward Manufacturing Company, Chicago, 
who provided an informative adress about things that 
concern dealers generally, including Government sur- 
plus and instruction to GI dealers about acquiring 
machines. 

Another main address was delivered by Jeff Wil- 
liams of Chickasha, Okla., introduced by Fred Stand- 
ley. A former typewriter salesman and now a pro- 
fessional after dinner speaker, Mr. Williams used as 
his theme, “There is a middle road to which we can 


steer our destiny in national affairs and preserve our. 
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form of Government.” Contrary to the doctrine of 
many “fuzzy thinking” writers and commentators, he 
said the nation need not accept Communism or any 
other kind of “ism,” but can build an economy that 
is fair to labor, manazement and all classes—“‘if we 
will accept our individual responsibilities in national 
and local affairs.” 


Voted Honorary Membership 


Mr. Williams was voted an honorary membership 
in the organization following his address. It was sug- 
gested that he be on the program of the NOMDA 
meeting this year and also address the regional ses- 
sion im the springz. 

Wren Graham, Anadarko, Okla., made an inter- 
esting talk about his use of a new washing machine 
to clean typewriters and other office machines. 

President Lee Hodgkinson, Lee Hodgkinson Type- 
writer Exchange, Hobart, Okla., presented Art Barsh, 
Remington Rand, Inc., Oklahoma City, as master of 
ceremonies at the banquet. Entertainment was fur- 
nished by Mrs. Fredia Young, talented musician and 
comedian who is secretary to Jeff Williams, speaker 
at the convention. 

Among the guests present were Tony Kartous, Ames 
Supply Company, Dallas, Tex.; F. E. Feigle, Remington 
Rand, Inc., and Mr. Konrath, Royal Typewriter Com- 
pany, both of Dallas; Tony Kopeitz, Business Equip- 
ment Company, Wichita, Kans., who delivered a mes- 
sage from Wilber E. Walker, Wilber E. Walker Com- 
pany, Wichita, Kans., the district governor, pertaining 
to plans for the next district meeting. 

A report was made by D. J. Adair covering the 
NOMDA mid-year convention at Miami, Fla. 


New Officers Are Elected 


Following report of the nominating committee, 
headed by J. W. Densford, Shawnee A-C Typewriter 
Company, Inc., Shawnee, Okla., the following officers 
were elected: 

Chairman of board—Lee Hodgkinson, Lee Hodgkin- 
son Typewriter Exchange, Hobart. 

President—Robert H. “London, Typewriter Service 
Company, Tulsa, Okla. 

Vice-president—Fred Standley, Chickasha. 

Secretary-treasurer—Sam Payne, Enid Typewriter 
Company, Enid. 

Directors—D. J. Adair, Tulsa; Ira R. Densford, Semi-. 
nole Typewriter Exchange, Seminole; J. H. Hopper 
Oklahoma City; and Henry Reese, Altus. 

From Oklahoma City, James P. Ward went to Shaw- 
nee, Okla., on the invitation of J. W. Densford, to be 
the speaker for the Rotary meeting. His talk was on 
“Sizing Up People.” 

ae eee 


HERB FOLEY ADDRESSES CHICAGO OMDA 


Tuesday evening, December 10, was Smith-Corona 
night for the Chicago Office Machine Dealers Associa- 
tion. Two things highlighted the meeting—an infor- 
mative address by Herb Foley, Chicago manager for 
L. C. Smith & Corona Typewriters, Inc., and the 
presentation of a Corona Clipper portable typewriter 
to a fortunate dealer. Jack Carter was the happy 
recipient of the machine. 

Mr. Foley outlined the tremendous market that 
exists for all types of merchandise and then particu- 
larized in reference to portable typewriters. He em- 
phasized the need for and the value of advertising, 
pointing to his own company’s extensive program as 
an example. Greatly enlarged copies of Smith-Corona 
advertisements, arranged around the walls of the 
rooms, were visual evidence of Mr. Foley’s contentions. 

In speaking about the problem of deliveries, Mr. 
Foley stated that his company was, of necessity, oper- 
ating on an allocation basis, each dealer receiving 
machines in proportion to past purchases. Returning 
to the subject of market, Mr. Foley reminded dealers 
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that they were not so much in competition with each 
other as they were with all merchants for the con- 
sumers’ dollars. Potential buyers of portable type- 
writers were also being solicited by salesmen of auto- 
mobiles, refrigerators, radios, and so forth. The mer- 
chant with the best sales promotion program will get 
the most business. As a conclusion for his talk, Mr. 
Foley showed a large reproduction of a picture of a 
Smith-Corona Silent typewriter in operation. The 
picture revealed the machine as virtually vibration- 
less and consequently silent in service. 

Special entertainment was provided by a ventrilo- 
quist who played to a responsive audience. 

Bob Goldblatt, Star Typewriter Company, was pres- 
ent for the first time since his recent illness. Bob 
thanked the members of COMDA for their thought- 
fulness during the time he was “out-of commission,” 
and gave further expression of his appreciation by 
passing cigars to all present. 


Final Report on Dinner Dance 


Reporting on the association’s recent dinner dance, 
Burns Marvil, Ames Supply Company, told of a sub- 
stantial profit before taxes. He turned over the profit 
in the form of a check, the amusement tax to be 
paid directly from the association’s treasury. After 
appointing Frank Kline, Manufacturers’ Typewriter 
Clearing House, chairman of the committee to audit 
the association’s records for 1946, President Jack 
Weiner, Belmont Typewriter Service, installed the new 
officers and turned the gavel over to the new presi- 
dent, Chet Creevy, Creevy Service. Following brief 
reports of the National Office Machine Dealers Asso- 
ciation’s recent mid-year convention in Miami Beach, 
Fla., the meeting was adjourned. 


SEE tiie cee One 


ILLINOIS OMDA MEETS AT PEORIA 


The Illinois Office Machine Dealers Association in 
meeting at the Hotel Jefferson, Peoria, on Saturday, 
December 7, elected Van W. Haverton, Van’s Type- 
writer Company, Peoria, president succeeding B. W. 
Stephens, Paxton Typewriter Company, Bloomington. 

Elected with Mr. Haverton were Harvey Miner, Miner 
Business Machine Company, Kankakee, as vice-presi- 
dent, and Vern Reck, Typewriter Sales & Service, 
Danville, re-elected as secretary-treasurer. 

New directors appointed are Thomas Shay, Engel- 





VAN W. HAVERTON 


hardt Shay Typewriter Company, Champaign, and 
C. J. Stoltie, Stoltie’s, Galesburg. The retiring presi- 
dent, B. W. Stephens, automatically becomes a di- 
rector. 

Gene Taylor, past president of NOMDA, gave a re- 
port on the recent mid-year convention at Miami, Fla. 

Cliff Shaffer, Columbia Ribbon & Carbon Manufac- 
turing Company, addressed the Illinois OMDA on how 
to sell ribbons and carbons as an extra and easy 
money item and furnished a demonstration on how 
the high-pressure door-to-door salesman would do it. 
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Aluminum Adjustable Chair 
THE COMFORT MASTER JR. 
No. 3257 


1 in 
day, 
ype- 


ton. 
iner 
‘esi- 
vice, 





gel- 


The Comfort Master Jr. brings a new sense of “practical working comfort” 
to the executive. Upholstered with foam rubber and covered with plastic 
coated fabric, it is smart in appearance. It has five adjustments in order to 
fit each individual user. It is guaranteed for ten years, and will last a busi- 
ness lifetime without expensive upkeep. Production of this model is at an 


all-time high and should soon begin to catch up with demand. 


and 
resi- 
di- 


THE GENERAL FIREPROOFING CO. 


. re- Youngstown 1, Ohio 
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easy 
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MELIND ANNOUNCES NEW RUBBER BAND LINE 

The Louis Melind Company, 362 W. Chicago Ave., 
Chicago 10, Ill., has announced the new line of “Just- 
rite” rubber bands which were given a “sneak preview” 
to the industry at the National Stationers Association 





MELIND QUIK-PIK TOP PACKAGES 


convention in October. The company claims this new 
band is superior to pre-war bands, and is unexcelled 
for strength, elasticity, color, weight and uniformity. 
It is available in all standard sizes and is packaged in 
pleasingly designed pound and quarter-pound pack- 
ages. The packages have the “Quik-pik” top feature, 
making the carton a handy dispenser. 








= 
OFFER NEW TYPE OF DESK TRAY 

W. P. Frambes & Son, 907 S. Alvarado St., Los 
Angeles 6, Calif., are offering the new Roll-A-Trays, 
manufactured of Masonite tempered Presdwood. The 
product has roll top and, according to the manufac- 





FRAMBES NEW ROLL-A-TRAYS 


turers, opens and closes with slight pressure of the 
finger. 

Finished in grained walnut, bleached mahogany or 
metallic gray the Roll-A-Trays are of the executive 
type with two compartments, or the secretary type, 
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pictured herewith, with three compartments for sta- 
tionery and two for envelopes. 

The dimensions are 10 inches wide, 7 inches high 
and 18 inches deep. 

Immediate shipment is promised, the Roll-A-Trays 
packed six to a carton. 

Oe 
REYAM INTRODUCES A LIQUID PLASTIC 

Reyam Plastic Products Company, 1525 E. 53rd St., 
Chicago 15, Ill., has introduced a new liquid plastic 
used as a finish for floors, typewriters, desks, chairs, 
and all office furniture including files or safes. 

Designed for any metal or wood surfaces, the prod- 
uct is called Reyam Plastic Finish and is said to be 
easily and simply wiped on with a cloth. The manu- 


REYAM PLASTIC FINISH 


facturers claim that the plastic flows out smoothly 
and dries to the touch in ten minutes, and in six to 
eight hours dries hard, leaving a brilliant surface that 
is impervious to most alcohols, acids, atmospheric and 
climatic conditions. 

The product retails for $1.95 a pint, sufficient to 
cover about 200 square feet. A special introductory 
trial order is possible. 

———xX_—=-  —__—_ 
INTRODUCE BREVITYPE, KEYBOARD SHORTHAND 

Brevitype, a new method of keyboard shorthand de- 
scribed as “brief typinz,” is presented by the inventor 
as the answer to the stenographer’s prayer for the 
simplest shorthand system which ingenuity can devise. 

The inventor, Wendell V. Kirkpatrick, San Diego, 
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Look what high schoo 
taught us! 


Here’s about as important and authentic 
a picture of Royal Portable Typewriter 
preference as we have ever been able to 
give you! 

Just look ... an impartial survey among 
high school students proved to us that... 


Royal Portables are preferred by as many high school students 


| students | 












as are the second and third most popular portables combined! 


HIS WAS no hit-and-miss study, either. Ques- 
§ kote: were completed by 33,896 students 
in 446 high schools all over the United States! 

You know that high school students are your 
biggest potential customers. Right across the coun- 
try they list cameras, bicycles, and portable type- 
writers as the three things they want most. 


And this eye-opening survey proves that there 1s 
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as big a demand for Royal Portables as there is for 
any two other portable typewriters. 

Such overwhelming preference for Royal is worth 
considerable to you. It’s your clue as to which port- 
able typewriter you should feature. It’s your tip to 
merchandise Royal Portables . . . because Royal 
once again is proved to be the leader! 

Don’t ignore the findings of this survey among 
high school students. It amply demonstrates that 
the demand is for Royal . . . so take advantage of 
the ever-increasing wave of Royal popularity. 

Display Royal Portables in your windows. . . on 


your counters . . . feature them in demonstrations. 


REMEMBER, these high school students are your 
No. 1 market. Let them know you carry Royal 
Portables, and, sure as shooting, they’ll be ordering 
their No. 1 choice—the Royal Portable! 


ROYAL PORTABLE 


THE Standard Typewriter in Portable Size 
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Calif., claims that he has combined the best features 
of typewriting and other modes of writing into a 
streamlined device, silent in operation, and weighing 
less than three pounds. 

Brevitype prints English letters in combinations 
representing the phonetics expressed by standard 
shorthand abbreviating principles. Whole words are 
printed at a single stroke by depressing several keys 
simultaneously. 

The keyboard of Brevitype, consisting of three rows 
of eleven keys each, utilizes 20 of the 26 letters in 
the alphabet. Their arrangement is the same as that 
of the standard typewriter keyboard. Ten of the re- 
maining keys are duplications of the most used vowels 
and consonants. Figures are in the shifted position 
of the middle row. Complete words and phrases are 
printed on folded paper tape which refolds into a 
receptacle after passing through the machine. 

Kirkpatrick patented Brevitype in January, 1941. 
Production could not be undertaken during the war, 
and he continued to develop and perfect the machine. 
The corporation is now getting into production at 
its plant in Chula Vista, near San Diego. 

As rapidly as the machines come off the assembly 
line, business colleges in the United States and Canada 
will be licensed to teach Brevitype. 

In conjunction with the corporation, an affiliated 
school featuring Brevitype is operated at 310 C Street, 


San Diego 1. 
9 


INTRODUCE NEW TYPEWRITER SUPPORT 
The Sted-i-leg Company, 1257 S. La Brea, Los 
Angeles 35, Calif., has introduced a new typewriter 
support which, it is claimed, completely eliminates 
vertical desk vibration. All of the movable parts 
are inside the all-metal cylinder and are protected 
from dirt and grease. The Sted-i-leg support is made 





STED-I-LEG TYPEWRITER SUPPORT 


with a ball-locking mechanism which the manufac- 
turers claim can not slip out of adjustment. 

The company says that the support reduces type- 
writer and desk wear, uneven-looking work, frayed 
nerves, inefficiency, and eliminates typing on a spring- 
board. Information can be secured by writing the 
Sted-i-leg Company. 

= 
DEVISE NEW “ERRORLESS” TYPEWRITER 

A “visible line” typewriter has been engineered 
and patented, not yet in production, by the Associated 
Development and Research Corporation, 150 Broad- 


way, New York, N. Y. 
With a standard keyboard and operation identical 


52 


to the present machine, the new product is declared 
to print an entire line at once, allowing the operator 
to correct mistakes in the set-up before printing. 
Electrically-driven, it is declared to assure even pres- 
sure on all keys, allow justification of lines and center 


‘ A 4 
Sa. 
Ce 
BEGG TS 


~~ “Se 





“VISIBLE LINE” TYPEWRITER 


without the necessity of typing a rough copy first. 

The inventors declare that their machine makes 
dictation to the typewriter easy, eliminates deprecia- 
tion due to the eraser dust, and provides for the simple 
change of type faces and type sizes ranging from 
six point to 18 point. 

2 
CUFF-ETTES OFFERED FOR PROTECTION 

Anglers Products Company, 93-06 Corona Ave., Elm- 
hurst, Queens, N. Y., is supplying Cuff-ettes, form- 
fitting translucent plastic cuffs. These are available 





NEW CUFF PROTECTORS 


with nine different colored cloth bindings. They may 
be cleaned with damp cloth or rinsed in soap and 
water. Fastened with sturdy clasps, the Cuff-Ettes 
retail at $.50 a pair. 


9 -o——— 





STYLED FOR THE LADIES—L. E. Waterman Co., is re- 
introducing its V-Line ladies model pen and pencil 
sets. After being discontinued during the war because 
of production and materials shortages, the ladies’ type 
sets are now available in jet, blue, red and gray. The 
1357-V model here pictured is being marketed for $19.25. 
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2’S SCINTILLATING 


\ \\ 
NEW SHOW TO BE AIRED 


BY 155 CBS STATIONS 
. 

“The Adventurers’ Club”, Sheaffer's smashing new radio 
program, is another vital stimulant to your sale of Sheaffer 
products, based on the true exploits of members of the world- 
famed organization of the same name. 

Here is a program designed to capture the imagination and 
brand loyalty of your customers at a time when they’re in a most 
receptive mood . . . 11:30 to 12:00 A.M., E.S.T. on Saturday, 
while “Sheaffer's Parade,” Sheaffer's regular, high-rating Sunday 
afternoon show, will also continue to build your profits. Imagine 
the impact of these two popular, network shows .. . impact that 
will send your Sheaffer sales soaring to a new high. 


TWO GREAT SHEAFFER SHOWS NOW! 


SUNDAY: "‘Sheaffer’s Parade,” starring Carmen Cavallero and Clifton Utley, noted news analyst. 
3 P.M., E.T.; 2 P.M., C.T.; 1 P.M., M.T.; 12 Noon P.T. NBC Network. 


SATURDAY: “The Adventurers’ Club” 11:30 A.M., E.1.; 10:30 A.M., C.1.; 9:30 A.M. M.T.; 8:30 
A.M., P.T. CBS Network. 


SHEAFFER'S 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA 
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Top-Well Bottle 


Only Sheaffer's SKRIP comes in 
the bottle with the Top-Weil, the 
patented Sheaffer feature that 
keeps Skrip always at the top. 
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OFFER NEW TYPEWRITER SOLDERING GAUGE 

The Keg-Master typewriter soldering gauge, per- 
fected by Paul Kegovic to do an accurate soldering 
job on typewriters and to save time by eliminating 
the removal of type-bars and segment, is distributed 
by Ames Supply Company, 564 W. Randolph St., Chi- 
cago. In designing the gauge, Mr. Kegovic gave con- 
sideration to simplicity and ease of operation. 

It is claimed that the gauge can be attached to 
every make of typewriter, standard or portable, in 





KEG-MASTER SOLDERING GAUGE 


back of the type guide by means of an adapter or 
clamp, depending upon the model. 

Various attachments to the Keg-Master are fur- 
nished, and are explained in the attaching instruc- 
tions. 

si nist ite 


BRATTON OFFERS NEW TYPE OF SWITCH 
The Bratton Corporation, Columbus, Ohio, is offer- 
ing a newly-designed silver contact snap switch to 
replace the conventional slide type contacts on elec- 
tric magnets used in certain types of dictating equip- 





BRATTON NEW TYPE SNAP SWITCH 


ment. The manufacturers claim that the switch can 
be attached easily to any type of electric magnet and 
is especially designed to fit any type of Ediphone 
magnet. The switch is a revision of the silver contact 
relay type, used during the war by the radio and 
aircraft industry. It is claimed that silver contacts 
will not burn, pit, or corrode due to continuous arch- 
ing of the current. Information concerning the new 
product can be secured by writing the Bratton Cor- 
poration. 
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SHANK OFFERS DESK COMBINATION SET 
The Memomarx ball point pen is combined with a 
five-year diary and address book in a new products 
offering by Shank Leather Goods Company, 230 Fifth 


a 





SHANK PEN, DIARY COMBINATION 


Ave., New York 1, N. Y. The No. 3307 one and five-year 
diaries are 6 x 434 inches in size, made with fine 
padded leather cover, in assorted colors and gold 
tooled. 

The No. 3306 address book, in combination with 
Memomarx ball point pen, is available in fine padded 
leather cover, also gold tooled. 

———-7—-  —_—— 


LE SHORE OFFERS HANDY PHONE INDEX 

The LeShore Corporation, Long Island City, N. Y., 
is offering a new Tel-Eze Snap-on Phone Index de- 
signed for easy attachment to the telephone, and 
providing a personal directory of phone numbers at 
the finger tips of the user. The device is made of 
light weight black or white plastic. 

The index holds a set of visible alphabetical index 
cards of 50 per cent rag content paper on which tele- 
phone numbers and names may be listed. The capac- 
ity of the cards, easily removed, is more than 600 


names. 
rt 9 


MELIND OFFERS RUBBER CEMENT DISPENSER 

A new rubber cement dispenser is a recent addition 
to the line of the Louis Melind Company, 362 W. Chi- 
cago Ave., Chicago 10, Ill. A molded-in gasket in the 
self-sealing rubber cap is a feature of the item. The 
company claims that the brush is made of the finest 
bristle obtainable. Simplicity of use is the keynote 





r 





NEW MELIND CEMENT DISPENSER 


of the entire unit and the dispenser is individually 
packaged in yellow and dark purple carton for either 
counter or window displays. 
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si JUST RULED PAPER 
- @ Columnar Pads and Accountants’ 
Work Sheets embody plus values in 
quality, color and finish of paper that | 
= afford clearest legibility to figures | 
nid and avoid eye strain and fatigue. [% 
at | 
= Light rulings in most effective [i 
iex color combinations avoid line con- 
ne fusion, and make figures stand out fj 
600 sharply. | 
; Rulings with pens set to metal FF | 
* templates cannot vary. They as- 4 
hi- sure uniformly correct spacing for 
dollar and cents columns and pro- 
est mote speed and accuracy in compil- 
ote ing figures. 
Ask for Circular D1215 
>>> WILSON JONES Co. 
ELIZABETH CHICAGO NEW YORK 
KANSAS CITY SAN FRANCISCO BOSTON | 
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It’s a DESK —It’s a FILE —It’s BOTH! 


eres UTILITY 





A new profit maker! 


PENDAFLEX DEALERS HAVE A GREAT NEW PROFIT MAKER IN THE NEW OXFORD PENDAFLEX STEEL 
UTILITY DESK. 


Every office needs this unique two-in-one desk and 24” capacity Pendaflex filing unit. 


It’s more than a file with a working surface attached. It’s a new kind of desk that 


provides usable, active filing space instead of inactive, wasted drawer space. 


Clerical work and the orderly arrangement of papers for quick selection or reference 
go together. And they get together with utmost efficiency in the Utility Desk, to save time 
and effort on all clerical work on filed papers, or for any desk work requiring constant, 
speedy reference to filed material. (Perfect too for mail or correspondence sorting.) 


And that’s no ordinary file, but PENDAFLEX, the original hanging folder file that 
brings a new thrill—discovery of the world’s fastest, easiest filing method. 


Your customers are everywhere, and your profits immediate. Large offices will want 
them in quantities. Any small business with limited but essential writing-filing activities 
will find the Utility Desk a triple miracle: desk, file and typewriter-stand for the price of one! 


Pendafiex dealers, order a stock at once. And profit from this new item that now widens 
the scope of Pendaflex by offering new applications for the popular Oxford hanging folder 


that has revolutionized filing procedure in offices everywhere. 


OXFORD FILING SUPPLY COMPANY, INC. 


340 MORGAN AVENUE 125 SOUTH 8th STREET 
BROOKLYN 6, N. Y. ST. LOUIS 2, MO. 


Nationally Advertised 


Oxford “Pendaflexers’’ and Utility 

Desks are now being advertised in Na- 

tion’s Business, United States News, 

and Purchasing magazines. Inquiries and 

. : orders are coming in fast—these new 

All shipments subject to Pendaflex steel equipment items are 
strikes and embargoes. going to be the sales sensation of 1947! 


*Ree US. Pat. OF 
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The desk top folds down against the 
side, taking up less room when stored 
and not in use. 

(Note the large working surface 
when file cover is closed—size over 
all is 42 by 24 inches.) 





pei ee eee 
In many applications — 
hetter than a standard desk! 
When working with large quantities 
rEEL of letter size material, the Utility 
Desk provides 24 inches of filing 
space at the finger tips. 
If more than 24 inches of refer- 
nit. ence material must be handled, a 
“Pendaflexer” unit alongside doubles 
the filing space available for instant 
-hat reference. 
Standard desks provide drawers, 
but frequently these are used for 
nothing but inactive storage. The 
Utility Desk uses that space for ef- 
mee ficient handling of active papers. 
a This folding steel desk is really 
ant, catching on fast. Here are some en- 
thusiastic dealer comments: 
“A natural for gas stations, neigh- 
borhood stores, and other small busi- 
that ness people.” —“It’s the only type- 
writer stand large enough for stout a ein 299 * 
people.” — “People are starved for This is “RIGHT NOW profit” merchandise 
esks, sen ; 
vant WHAT HAPPENS TO MOST OF THE ORDERS YOU PLACE TODAY? 
re “Delivery in 5 months’ is normal. Your profit is 5 months away. 
ities “Delivery in 3 months” is fast. Your profit is still 3 months away. 
one! “Delivery at once’’ is sensational! And your profit is immediate! 
Yes, that’s the sales opportunity you have with Oxford Pendaflex 
dens Utility Desks and “Pendaflexers”. : 
DESK FOLDS WHEN NOT IN USE Your order placed today will be shipped from merchandise we 
»lder have in stock. You can sell actual merchandise, instead of a deliv- 


ery promise, and make an immediate profit on orders you place today. 

Your customers will like it—getting their new Pendaflex filing 
equipment at once. 

Your salesmen will like it—earning commissions at once on 
today’s sales. 

You will like it-making an immediate profit on the orders you 
place today, instead of waiting months. 

So place an order today for “Pendaflexers” and Utility Desks— 


a for “RIGHT NOW” profits! 
a ek 





Or if you want the file alone— 
Oxford ““‘PENDAFLEXER”’ 


Here it is without the desk. Mounted on casters, it rolls 
anywhere. Sell it for desk-side use. It keeps needed file 
information always at the finger tips, easily and quickly 
found in quick-reference Pendaflex filing folders. 

You'll find many opportunities to sell “Pendaflexers” 
— for executives, clerical workers, and wherever files are 
searce and quickest reference is needed. 

Packed in individual cartons—no troublesome assem- 
bly, ready for immediate use. Finished in Olive green 
only, and available in letter and legal sizes. 
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AUTOPOINT OFFERS NEW INDEX PRODUCT 

A new product in the index field is offered by the 
Autopoint Company, 1801 Foster Ave., Chicago in the 
form of an instant-action index, with a separate 
compartment for memo sheets. The Autopoint Index 
is now available for stocking by the trade, the com- 
pany recently announced. The company asserts that 
only one operation is necessary to open the index 
at any letter desired; at the touch of the correct key, 





bie e 





NEW INDEX—Views of new 
Autopoint index, shown both 
open and closed. 





specific information, phone numbers, addresses, price 
lists, or recipes can be instantly located. 

Index cards are 4 x 5 inches, with ample writing 
room, and can be removed easily by typing. One 
hundred loose memo sheets are included in a com- 
partment in the base, combining writing pad and 
information file in one handsomely styled index. 
Cards are numbered so they can be replaced consecu- 
tively after entries are written in or typed. Dealers 
can secure information on details and prices by writ- 
ing the Autopoint Company. 


SEE citi ccentinc 


SERVICE OFFERS 24 POPULAR SIGNS 
Twenty-four popular signs in new color treatment, 
to retail at $.20 each, are offered by Service Products, 
Inc., 2035 S. Calumet Ave., Chicago 16, Ill. These signs 
are on durable %-inch presswood with red lettering 

on buff background. Size is 534 x 814 inches. 


To facilitate display of the signs, an assortment of 





SERVICE PRODUCTS, INC., SIGNS 


144 is packed with a counter display unit, containing 
six each of the 24 subjects. 

The signs are adaptable for office, factory, home, 
and general use. 











WELLS POSTURE-RITE CHAIRS IMPROV&tv 

The Wells Office Furniture Company, 725-33 South 
Wells St., Chicago 5, Ill., has announced several im- 
provements in its line of Posture-Rite chairs. The 
tubular metal frame is triple plated with a hard chrome 
finish. A new seat cushion is equipped with four 
springs to prevent sagging. The back rest has been im- 
proved to assure positive adjustment. 

With improvement in quality the manufacturer an- 
nounces a reduction in list price from $46.20 to $41.40 


2 


INDIANA METAL PRODUCTS EXPAND LINE 

The Indiana Metal Products Corporation, Rochester, 
Ind., has just completed their new plant and are now 
making the Edon 100% Adjustable Light Fixture, for- 
merly owned by the Edon Products Company of Chi- 
cago. The product is declared to be positively posi- 
tioned by hand adjustment with sealed friction joints 
eliminating screws and nuts. 










—_@— 9 —____ 


KANSAS CITY FIRM OFFERS 
COSTUMERS 

A mass purchase of fine wood has made 
it possible for the Fixture Manufacturing 
Corporation, 312-14-16 Blue Ridge, Kan- 
sas City, Mo., to offer costumers to the 
industry without limit while the supply 
lasts. Made of genuine quarter sawed 
oak in natural or walnut finish, these 
costumers have an 18-inch base and an 
overall height of approximately 71 inches, | 
weighing five pounds each. Four sturdy 
brass hooks are supplied. The retail price 
is $12.00. 


—_—_—_» = ————__—_ 








MACO ANNOUNCES ’47 CHRISTMAS LINE 

The J. L. May Company, New York, N. Y., manu- 
facturers of the MACO products, have announced to 
the trade that they are now ready with their 1947 
Christmas line, which will be substantially the same 
as the 1946 offerings. 

The item prominently featured is the No. 100 com- 
bination cabinet assortment, containing 100 units of 
gift tags, cards, address labels, and embossed metallic 
seals—attractively packaged in display cartons. 

The sample line is now ready for distribution and 
orders will be accepted for delivery in the summer. 

An illustrated folder and price list may be obtained 
by writing the J. L. May Company, 111 W. 19th St., 
New York 11, N. Y. 


<_< ___ 


W. P. LEE SELLS BUSINESS AT LOUISVILLE 

W. P. Lee of Louisville, Ky., has sold the W. P. Lee 
Company at 130 S. Fourth St., to the Moise Office Sup- 
ply Company, the new proprietors taking over on 
January 1. 

Ill health forced Mr. Lee to dispose of his business 
and retire to his home at 1703 Edenside Ave. He has 
no financial interest in the Moise Office Supply Com- 
pany, a firm that will carry a complete line of office 
supplies and business machines. Proprietor Moise was 
formerly with the Meffert Equipment Company at 
Louisville. 
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As New a Yi a Sie 


You can count on the New 626R to help} 
meet 1947 sales budgets. 


Available in oak, 
walnut finish, gen- 
uine walnut, green 
and gray finish. 


fs 


ef 
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with 
Foam Rubber Upholstery 


The 626R ‘'Champion’’... 
An executive chair now takes its place in Gunlocke’s 
new fast selling line. Sales resistance breaks down 
when you demonstrate these salient features: 


Working Comfort all day long... 
Adjusted to fit with natural support in upright or 
relaxed positions. 


Modern Styling. 
Note the steambent front and arm support. It’s typical 
of Gunlocke’s design leadership. 


Durability... 


Built as only Gunlocke builds them .. . to eliminate 
frequent replacement. 


we 4 








Robert Ornduff, Jr., representing Charles E. Davis, 
manufacturers’ representative covering the western 
states for several companies, dropped in at OFFICE 
APPLIANCES’ headquarters December 5 while on his way 
to Boston for a meeting of the sales organization of 
the Moore Pen Company. Mr. Ornduff, working with 
Mr. Davis, gives most of his attention to three of the 
western states. He expected to remain in the East 
long enough to contact several manufacturers, after 
which he was to return to his territory. 


E. J. Mitchell, manufacturers’ representative, whose 
home for lo these many years has been in St. Louis, 
dropped in at the offices of this journal for a visit on 
December 10 after making a call at Associated Sta- 
tioners Supply Company across the street. With the 
holidays approaching, Gene was confining his field 
work to a few short trips. Few salesmen are as well 
acquainted with industry affairs in the Sixth, Seventh 
and Eighth Districts as Gene. From the time NSA 
regional meetings were invented he has been active 
in association affairs. 


C. J. Castro of C. J. Castro & Cia. S.A., Caracas, 
Venezuela, called upon us on December 11 accom- 
panied by Scott Parnham of Wells Office Furniture 
Company. Mr. Castro had spent considerable time in 
the United States, was to fly to New York, and shortly 
go by plane from there to Caracas. His company is 
agent for Venezuela for the full line of Remington 
Rand, Inc., and other products. A world traveler, Mr. 
Castro has visited 33 countries in 18 months. Various 
visits and a year spent at the University of Michigan 
have made him well acquainted in the United States. 
He is confident of excellent business for his own coun- 
try during the next several years at least. 


Daniel De Herrera, Herrera Bicaurte & Cia., Bogota, 
Colombia, signed his name in the Guest Book on De- 
cember 13. At one time in the employ of The Globe- 
Wernicke Co., in Cincinnati, his company is G-W 
agent for Colombia. He spent some time at Globe- 
Wernicke headquarters and with personal friends in 
Cincinnati, planning to return to that city after a 
brief stop in Chicago. His trip included calls upon 
manufacturers of various office products. Among con- 
cerns represented besides Globe-Wernicke are the 
Meilink Steel Safe Company, Hall-Welter Company, 
Bostitch Company, and two Swedish manufacturers— 
the Original Odhner A.B., and Svenska Skandex A.B. 


Karel F. H. Bonnekamp of Karel F. H. Bonnekamp, 
Jr., manufacturers’ representative, Amsterdam, Hol- 
land, called at our offices by appointment on Decem- 
ber 27. His company, which has been established for 
many years, acts as exclusive sales agent on a com- 
mission basis and sells to jobbers for re-sale. The 
purpose of his trip was to contact American manu- 
facturers and to arrange for shipments of merchandise 
from sources which have been dried up so far as Hol- 
land is concerned for some six or seven years. Arriving 
in New York, he went at once to Canada, stopping 
next at Cleveland and then Chicago. He planned to 
stop another day in the Ohio city before going on to 
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New York where he was-to stay ten days or more 
before returning to Amsterdam. 


Frank K. Lumpkin, Kent Industries, St. Joseph, M1., 
dropped in at O. A. headquarters for an interesting 
visit January 2. He was the first visitor of the new 
year. Mr. Lumpkin’s company manufactures an ink 
eradicator and a dispenser under the trade-name of 
“E-Race-it.” Although the product is new, he reports 
a gratifying reception wherever it has been shown. 
His trip was in connection with sales and sales pro- 


motion. 


Samuel Leber of Consolidated Wire Products Com- 
pany, New York City, signed the Guest Book January 
3. Long active in the sale of stapling machines, he 
was on a business trip to do promotional work on a 
new stapler described elsewhere in this issue, which 
has some interesting and important features. Formerly 
as sales representative his territory was the East. As 
a manufacturer he is developing plans to cover the 


entire country. 
ee 


ANNOUNCE DETAILS OF JUSTOWRITER DEAL 

Charles R. Ogsbury, president of Commercial Con- 
trols Corporation, Rochester, N. Y., announced Decem- 
ber 17 that the Security and Exchange Commission 
has granted to Commercial Controls Corporation an 
exemption from the provisions of Section 17 (a) of 
the Investment Company Act of 1940, permitting 
Commercial Controls Corporation to acquire Justo- 
writer Corporation as a wholly-owned subsidiary. 

Involved in the deal were 11,465 shares of preferred 
stock of Commercial Controls and an _ undisclosed 
amount of cash. 

Justowriter Corporation was formed in April of this 
year for the purpose of taking over certain develop- 
ment projects from International Business Machines 
together with the physical assets concerned with those 
projects including the Rochester plant on Leighton 
Ave., its machinery, inventory and personnel. Justo- 
writer currently employs nearly 700 men and women 
at its Leighton Ave. plant. 

At that time, T. C. Campbell, previously the gen- 
eral manager of the Electric Writing Machine division 
of IBM was elected chairman of the board, and 
Charles R. Ogsbury, president of Commercial Controls 
Corporation, was elected president of the new corpo- 
ration. Both will continue in the same capacities 
under the new set-up. Herbert Sweemer will continue 
as assistant secretary and assistant treasurer. 

Although Justowriter will be a wholly owned sub- 
sidiary of Commercial Controls, it will retain its cor- 
porate existence and will continue to manufacture 
component parts for IBM. Since its formation, how- 
ever, the company has also engaged in the manufac- 
ture of an automatic typewriter under the name of 
Flexowriter. A sales organization is being established 
for the national distribution of Flexowriters. 


——_e—=>—e—___. 


F. W. SAMSON IS NEW MOORE PRESIDENT 

F. W. Samson, since 1938 vice-president of the Moore 
Push-Pin Company, Philadelphia, Pa., has been elected 
president and general manager of that company. He 
succeeds the late John R. Davies, who died on Novem- 
ber 23. 

The other officers of the 46-year-old firm, manufac- 
turers of picture hangers, maptacks, push-pins and 
thumbtacks, are Herbert A. C. Rauchfuss, vice-presi- 
dent and treasurer, and N. B. Slater, secretary and 
assistant treasurer. 

Mr. Samson is a graduate of the Wharton School, 
University of Pennsylvania, class of 1921. After his 
graduation, he entered the textile field and served as 
production manager for several of the largest full- 
fashioned hosiery mills in the country before joining 
the Moore Company in 1936. 
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@ At Farnham’s we have always been of the opinion 


that advertising is a must for a stationery store! Sur- 
veys tell us that the stationer can only aim at 20% 
of the populace—so he must advertise in order to 
attract as large a portion of that 20% as possible. 


For a great many years we ran conventional daily 
ads in the local newspaper, but we were never really 
satisfied with the results. 


Then, about six years ago, Minneapolis became 
very “column conscious”. A local gossip column cre- 
ated quite a stir and the papers started to carry the 
nationally syndicated copy of well-known writers. 
This widespread enthusiasm gave us the idea of using 
a column as our store’s weekly advertising medium. 
Realizing that a man who could write in a breezy, 
down-to-earth manner was essential in this type of 
work, we secured the services of a young advertising 
man who had just this kind of talent. After much 
discussion and elimination, we decided upon OFF 
THE AVENUE as the title of the column. It was 
chosen for the rather obvious reason that our one 
store at that time was located off the main “drag”. 


Sunday was found to be the best day to run the 
column—and we contracted for space on the front 
page of the second section of the newspaper. 

This advertising campaign was not an overnight 
success. It took a year of concentrated effort to smooth 
out the rough edges. We had to double the size from 
75 to 150 inches—and we learned that only by keep- 
ing the same format, having it appear on the same 
page, in the same position, Sunday after Sunday — 
could we get good results. 

The pattern we follow to this day is to eliminate 
all references to technical merchandise. Rather than 
speak about a business ledger—we feature items with 
a wide appeal, such as Eversharp Pens and Pencils, 
scotch tape and social stationery. So far as we know, 
we were the first dealer to make light of product 
names in advertising. This was years before Henry 
Morgan and Arthur Godfrey achieved fame for doing 
the same thing. Our most recent example of this 
occurred with the introduction of the Eversharp CA. 
We devoted an entire column to this event with grat- 
ifying results. 


Recently, we added a personal touch to the column. 


Our writer regularly mentions his baby daughter, — 
Susan, and some of the companies’ employees by 


name. As a result we get many letters € 
giving advice on baby feeding, washing 
our employees look forward to s 
print and this has imp ; 
But, above all vel 
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G/W's FILES AND 
"SAFEGUARD" MAKE 
FILING MY 
FAVORITE ..JOB! 





Globe - Wernicke 


“SAFEGUARD’ FILING SYSTEM 


—™ 
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SAFEGUARD FILING 
OUTFITS 


Customers really go for these easy-to- 
buy, easy-to-use Outfits. They come 
ready-packaged for use in any 1-, 2-, 3-, 
or 4-drawer letter size file. Everything 
is included— guides, miscellaneous folders, 
individual folders, gummed labels, out 
guides, and instruction sheet. It’s handy 
to show, simple to sell, and stimulates a 
steady flow of repeat business. Initial 
dozen brings you a supply of the famous 
Find-i-tis booklet, and a handsome 
counter piece for displaying an actual 
1-drawer Outfit. 





GLOBEART 
STEEL FILES 


Precision-built for feather- 
touch operation, even when 
filled to capacity, these world- 
famous ‘‘7000 Line”’ cabinets 
are first choice with discrimi- 
nating buyers everywhere. 
Top quality materials and expert de- 
Sign assure years of lasting dependa- 
bility, enable you to sell them with 
complete confidence of customer satis- 
faction. Get your share of business from 
hundreds of live prospects in your terri- 
tory NOW! 


HERE’S WHAT DEALERS SAY: 


“We are selling a Safeguard Outfit with practically every 
G/W filing cabinet”... “It’s so much easier to sell the 
cabinets when we feature Safeguard with them’’... “Safe- 
guard Outfits and G/W filing cabinets sure help to sell each 
other”... THAT’S what we mean when we keep saying 
“They Go Together!”’ It spells profits you can’t afford to 
miss—and it builds continued customer loyalty! Many 
proved selling aids available without charge. The Globe- 
Wernicke Company, Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke arene.” 


Bookcases 
STEEL FILING CABINETS Stationers’ Supplies 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 
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London, November 21, 1946. home sales manager; and B. S. Pears, production 
' ir Majesties. the Kin superintendent. 
oer eeeeans, ohees 8, Ser ee . When William E. Hutchins, export sales manager, 


and Queen, paid an official visit to the City of Leices- 

ter mo mee a civic reception, the Imperial Type- (Turn to page 183, please) 
writer Company, Ltd., had the honor of welcoming 
the royal party to the head office and factories on a 
tour of inspection. 

Their Majesties arrived at the main Imperial en- 
trance at 11:20 a.m. and the imposing frontage of 
the building, gaily decorated for the occasion, looked 
bright and colourful on a sunny autumn day. Their 
Majesties received a tumultuous welcome from the 
large crowds lining the roadways as they stepped out 
of the open car to be greeted on the pavement by 
J. Holland Goddard, chairman of the Imperial Com- 
pany. The Queen was deeply impressed by the display 
of huge chrysanthemums. The Imperial building bears 
a plaque commemorating the fact that it was the best 
building designed by a Leicestershire architect over 
a period of three years, and when Their Majesties’ 
attention was drawn to this the Queen said, “It’s a 
yeautiful building.” 

As the party entered the reception hall, Miss Gladys 
Ellingworth, who has been with the company for 30 
years, presented a bouquet of carnations to the Queen. 
J. H. Goddard then presented the following directors 
and senior members of the staff: 


Arthur Pateman, managing director; Charles V. 
Goddard, director; Roger M. Evans, director: Walter 
Burt, secretary; J. Wombwell, M.B.E., works manager; 
W. E. Hutchins, export sales manager; H. C. deRaeve, 


THEIR MAJESTIES VISIT IMPERIAL 


Top—The King and Queen of England watch newly-com- 
pleted typewriters undergoing tests on the mechanical exer- 
cising machines in the assembly department of the Imperial 
Typewriter Co., Ltd. A. Pateman, managing director, is on 
the left and J. H. Goddard, chairman, is on the right. 


Bottom—The King shakes hands with W. E. Hutchins, export 
sales manager. R. M. Evans, director: C. V. Goddard, di- 
rector; and A. Pateman, managing director; are at the left 
after having been presentéd to His Majesty. J. Holland 
Goddard, chairman, stands at the right of the royal visitors. 
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wy JASPER GHAIR CO. ., 


Interest to every Dealer of Office Furniture! 
kk wk kw ok ok 


Jasper Chair 


JASPER, INDIANA 

















REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 
7 > 327 Sunset Drive, North 105 Orpheum Bidg. 
Geo. A. Litchfield, Sales Mer. St. Petersburg, Florida Seattle, Wash. 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 3644) New York, N. Y. 
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OFFICE APPLANCES MANAGERS ELECT AVERY 

The New York Office Appliance Managers Associa- 
tion held their regular annual meeting and dinner at 
the swanky Canadian Club, high up in the Waldorf- 
Astoria Hotel in New York City, on December 6. H. 
Carlton Arvey, Addressograph-Multigraph Corporation, 
was accorded the highest honor the Association can 





ANNUAL MEETING—Views from annual meeting of New 
York Office Appliance Managers Association: 

Top—Johan A. Noonan, Kee Lox Mig. Co.; Edward Ma- 
loney, Moore Business Forms, Inc.; G. J. Schmucki, Monroe 
Calculating Machines Co.; H. L. Maley, Remington Rand, 
Inc.; D. W. Barr, guest of Moore Business Forms, Inc.; William 
Schulhof, guest of Office Publications Co.; Ernest J. Ferris, 
guest, retired from Addressograph-Multigraph Corp, 

Center—Carol Lyttle, Dictaphone Corp.; W. B. O'Donnell, 
guest; P. A. Bennett, A. B. Dick Co. 

Bottom—P. A. Bennett, A. B. Dick Co.; C. G. Woosley, Yaw- 
man and Erbe Mig. Co.; R. H. Fisher, International Business 
Machines; L. M. Bonnewell, Todd Sales Co,; A. L. Dunphy. 
Ditto Sales & Service; H. Carlton Avery, Addressograph- 
Multigraph Corp.; R. W. Davidson, guest. 


pay one of its members by being chosen unanimously 
to the office of president for 1947. 

The congenial group gathered early for a short ses- 
sion of refreshment and good fellowship, and then 
the dinner. And what a dinner, arranged by that peer 
of hosts, John A. Noonan, Kee Lox Manufacturing 
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Company. Alaska reindeer steak was the piece de 
resistance. 

President P. A. Bennett, A. B. Dick Company, wielded 
the gavel and welcomed all. Particularly, did he speak 
in glowing praise of hospitality of the Canadian Club 
and of their host, Mr. Noonan. In delivering his swan 
song, President Bennett passed quickly over the diffi- 
culties and problems of the New York managers. He 
expressed the opinion that the conditions experienced 
this past year were apt to continue for a couple of 
years, perhaps attaining a somewhat more even keel 
in 1948. He characterized 1946 as a tough year in 
New York. 

New Officers Announced 


President Bennett then announced the following as 
elected officers for 1947: 

H. Carlton Avery, president, Addressograph-Multi- 
graph Corporation. 

Edward Maloney, 
Forms, Inc. 

R. H. Fisher, secretary-treasurer, International Busi- 
ness Machines Corporation. 

Elected to the board of control were John A. Noonan, 
Kee Lox Mfg. Corporation; and Fred A. Greis, Under- 
wood Corporation. 

President-elect Avery expressed his appreciation of 
the confidence his associates had placed in him to 
head this group of managers who had really earned 
their spurs and graduated to the largest branch offices 
in the country. President Avery then introduced the 
guests: R. W. Davidson, IBM, past president in 1940; 
E. J. Ferris, former president in 1927; George C. 
Wheeler, eastern manager, OFFICE APPLIANCES; and 
William Schulhof, Office Publications. 

The guest speaker of the evening was former pres- 
ident, W. B. O’Donnell, International Business Ma- 
chines Corporation, who reminisced for a few minutes 
to say he had always enjoyed his years of experience 
with the Association. 

Launching into the theme of his address, he ques- 
tioned, “I wonder if we know where we are going. 
In this particularly lush sellers market, are we train- 
ing our sales force soundly in the art of selling?” He 
expressed the conviction that the men of his audience 
who are managers of the largest offices in the office 
equipment and appliance world would not be fooled 
by the conditions experienced in the present market, 
saying that already there is a tendency to tighten 
up a bit. “What have we done to prepare our organ- 
izations for the decline?” he asked. “The only solution 
to insure the continuity of your work, aims and your 
own security is to train some younger man to assume 
your responsibility. Take advantage of these times to 
train younger men, for therein lies the future of the 
industry.” 

E. J. Ferris was called upon for remarks. “Associa- 
tion with you men is one of the finest recollections I 


vice-president, Moore Business 
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Sfe Victory Transfer Storage Cases 


ad 
. . and here are _ good reasons why: 


board—not corrugated. Will not tear—stands the load it is 
supposed to carry. 


Pe SOLID FIBRE BOARD~— Constructed throughout from heavy fibre 


not rock when in place—slides off stack without effort. 


2 Sree EASILY—Tops and bottoms are smooth. This case will 


at the factory. No mess or fuss to put into use—less chance of 
coming apart. 


E> NO GUMMED TAPE-—FEntire case is one piece and copper stitch- 


COVER ATTACHED~—It’s part of the case and extends clear 
across. No confusing flaps to close like ordinary cases. 


m ONLY ONE FASTENER—The wrist flicks and it’s open—flick— 
Pit’s locked tight. The fastener is on the side - - - out of the way 
when stacking. 





The YB Victory is made of 


Extra Heavy Fibre Board 





The J Victory has 


smooth Tops and Bottoms 





The Suis Victory i 


Metal Stitched 





The JPR Victory has an "4 
i? 
hi 
Mi 








The YR Victory locks tight with 


Only One Fastener 





fits 








rr 


Perplezxzed. ? 





If you have a customer who is wondering 
what to do with overflowing records that 
must be saved, but are seldom referred to, 
introduce him to the VICTORY storage 
case. He will know what to do after that 
- - - he will call you and re-order. Check 
the features on the preceding page again 


and you will know why. 


The Weis Manufacturing Company 


Sf ue 


Monroe, Michigan 





NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


30STON 10: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
OMAHA 8 OKLAHOMA CITY 1 FoRT WORTH 1 HOUSTON 2 
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Cental TODA 


‘The Shocking Miss Pilgrim’s’” granddaughters 
..the millions of typists of today ave made 
the American office a warmer, more humar 
place. Vital part of the national economy.. 
nithout the typist, the office as we know it 
today just couldn’t exist. Like Miss Pilgrim, the 
modern typist knows her work is easier wit! 
the New Remington typewriter. ..it goes faster, 
more smoothly; and that now, with Keyboard 
Margin Control*, setting margins is simple — 
cll she has to do is “Flick the Key — Set the 
Margin! Modern businessmen, too, like the New 


KMC* Remington...for its beautiful typescript, 


for its operating efficiency, for its flexibility. 
Cnn ths 
yee this New KMC* Remington... call your 


nearby Re minntan Rand office or representative. 


“Keyboard Margin Control and KMC, Trade K’ark. Copyright 1946 by Remington Rend Inc 
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The Shocking Miss Pilgrim" — 20th Century-Fox Tech- 


nicolor production starring Betty Grable and Dick 
Haymes, supported by Gene Lockhart, and soon 

to be seen in your local theater — portrays just 
how shocking the very idea was in 1873 

that a woman could work along 


side a man in a business office. 


THE FIRST NAME IN TYPEWRITERS 


Makers also of world-renowned Remington Rand Portable Typewriter 
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have,” he said. “It is a lonescme job beinz manager 
of a New York office bearing the responsibility for 
some 20 per cent or more of your respective companies’ 
output and the experiences of you men were of in- 
estimable value in sustaining me in my endeavors.” 
He expressed his pride in having been associated with 
the office appliance industry which he believes has 
tremendous expansion possibilities. “I congratulate 
any young man who selects this industry for his life 
work,” he said. 

R. W. Davidson, after stating some experiences in 
which the Association had assisted him in the past, 
left the thought that a definite need exists for basic 
training at higher schools of education in the pro- 
fession of selling. Thus, the managers would be able 
to acquire men trained in the theory of selling to 
develop into practical salesmen. 

In closing, President Avery pledged himself and 
other officers to carry on the traditions of the Asso- 
ciation to the best of their ability. 

OFFICE APPLIANCES expresses its pleasure in being in- 
vited to join the New York Office Appliance Managers 
at this successful annual meeting. 
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145 ATTEND GLTC ANNUAL CHRISTMAS PARTY 

Shortly after noon on Friday, December 20, members 
and guests began arriving in the West Room of the 
Sherman Hotel for the annual Christmas party of the 
Great Lakes Travelers Club of Chicago. In addition 
to a luncheon ticket, each one present had a gift for 
a boy or girl. Later in the afternon the gifts were 
taken to the Anzel Guardian Orphanage con Chicago’s 
north side. 

Two special guests occupied places of honor at the 
head table. They were “Less” Crowl, president of the 
National Stationers Association, and Paul Burbank, 
general manager of NSA. Less timed a visit to Chicago 
in order to be present at the party and Paul made 
a 20-hour round trip by air in order to attend. They 
were greeted with enthusiasm when they spoke briefly. 

Proceedings started by indulgerce in liquid refresh- 
ments provided by Bill Smith, Ace Fastener Corpora- 
tion, past-president and honorary active life member 
of GLTC. Then came a delectable luncheon during 
which incidental accordion music was played by Jerry 
Shelton. 

GLTC’s President Gordon Kickels started as chair- 
man of the meeting, welcoming everyone and ex- 
pressing his thanks to all members of the club for 
what they had done during 1946 to make GLTC ac- 
tivities successful. He introduced some out-of-towners, 
including Harold Atwocd, former member now located 
in the East; Bill Lashbrook of Esterbrook Pen Com- 
pany, who represented the travelers in NSA District 
No. 5; Larry Stockstill, National Office Supply Com- 
pany, Waukegan, Ill.; and Bob Heck, Frank Mashek 
Company, chairman of the Christmas party commi.tee. 
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Bob presented Less Crowl and Paul Burbank, who 
individually expressed a great appreciation for the 
services rendered by GLTC members prior to and 
during NSA’s great conventions in Chicago. Bob also 
introduced the members of his committee and then 
read a telegram from Ed Manning, Stein Brothers 
Manufacturing Company, who told of his regret in 
missing a Christmas party for the first time in ten 
years. 

Benny Allen, American Pencil Company, took over 
and presented the McFee Trio—Pa, Ma and Jerry 
(Slugger, about 7 years old) who sang effectively, 
finishing with “White Christmas.” 

Jerry Shelton went to the microphone to render 
some solo numbers on the accordion interspersed with 
some hilarious stories. The meeting proper was then 
adjourned, although many remained to partake of 
the still adequate supply of Bill Smith’s liquid con- 
tribution. 

Sea Se en 


INDIANA OMDA MEETS AT INDIANAPOLIS 

Members of the Indiana Office Machine Dealers 
Association convened at the Hotel Severin in Indian- 
apolis on December 16 for a luncheon at noon and a 
program of talks and business. 

On the agenda were a highlight review of the 
NOMDA mid-year session at Miami, Fla., explanations 
of ways being used by members to get more business, 
a talk on how to save existing orders for school type- 
writers, and discussions of unions in the office ma- 
chine field. 

H. I. Martin, Underwcod Corporation regional man- 
ager, explained his company’s system of distribution 
for portable typewriters and made interesting com- 
ment on dealer policies. 

President Allen Connolly announced that the next 
meeting would be held in the Greystone Hotel, Bed- 
ford, Ind., on January 20, this to be an open and 
informal meeting including a tour of the famous lime- 
stone quarries. 

—_—_?——>>2-—___ 


WINNIPEG STATIONERS ELECT OFFICERS 

W. C. Borlase, Office Specialty Manufacturing Com- 
pany, Ltd., was elected president for 1947 at the six- 
teenth annual meeting of the Stationers Association 
of Winnipeg, held December 10. Elected with Mr. 
Borlase, who succeeds J. C. Irvine of the Willson 
Stationery -Company, Ltd., were: 

Secretary—C. Vernon Nobbs, Luckett Loose Leaf, Ltd. 

Treasurer—F. J. Dool, G. R. Bradley & Company, Ltd. 

Auditor—J. Francis, Reliance Ink Company, Ltd. 

Guild Club—Andrew Liddell, W. J. Gage & Company, 
Ltd. 

Matt Esdale, on behalf of the members, presented 
the retiring president, J. C. Irvine, with a suitable gift 
as a token of appreciation for the work done during 
his tenure in office. In taking over, President-Elect 





NOTABLES AT THE GLTC CHRISTMAS PARTY 


Left: Jerry Shelton, accordianist and raconteur. 


Center: Party committee with NSA executives—tirst row, Brown Hardison. 
Modern Stationer; Earl Collins, Rockwell-Barnes Company; Less Crowl, Blade Printing & Paper Company, Toledo, Ohio, : 





NSA president; Paul Burbank, NSA general manager; Gordon Kickels, C. L. Barkley & Company, GLTC president. Second : 
row: Benny Allen, American Lead Pencil Company; Stan Golon, American Pad & Paper Company: Dick Singer, The Globe- 
Wernicke Co,; Bob Heck, Frank Mashek Company, Christmas party committee chairman: E. J. Williamson, Elmer Krumwiede ~ 


& Associates. Right: 
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The McFee trio—Pa, Ma, and Jerry. 
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Monroe Adding-Calculator AA-1 
Full Automatic 
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Operators Who Know 
Prefer the MONROE 


Wherever Monroe Machines are used, operators quickly voice 
their preference for them once they’ve experienced Monroe’s 
“Velvet Touch” . . . discovered the energy-saving ease of opera- 
tion ... the amazing speed and simplicity with which the day’s 
work flows. 

Only progressive-minded engineering—streamlined efficiency 
in every functional detail—could build and hold this prefer- 
ence for Monroe. It made the Monroe Adding-Caleulator 
famous ... the world’s standard Calculating Machine for over 
a quarter of a century; it brought instant acceptance to Monroe 
Listing Machines, and to Monroe Accounting Machines whose 
modern design permits new methods and new economies in 
mechanical accounting. 

Ask our nearby representative about the advantages of 
Monroe equipment for today’s figuring and accounting needs. 
Nation-wide company-owned maintenance service and experi- 
enced systems counsel assure peak efficiency at low-upkeep cost. 
Send for your copy of the Monroe Simplified Payroll Plan. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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Borlase assured the members of his whole-hearted 
co-operation and desire to carry on for the best 
interests of the association. 





NACS DIRECTORS CONVENE—Meeting on December 7 at 
the Jung Hotel in New Orleans, La., in conjunction with the 
southern regional session, the 1946 board of directors of 
the National Association of College Stores made final plans 
for the national convention to be held at the Hotel Statler in 
Cleveland, Ohio, on April 27-30. Shown, left to right are: 
Seated—H. H. Hays, Berea College Bookstore, Berea, Ky.: 
E. C. Rather, University Co-Op Society, Austin, Tex,; Norman 


M. Gay, Boston University Book Stores, Boston, Mass.; A. W. 


Littlefield, vice-president, Barnes & Noble, Inc., New York 

City: and George Racine, Student Book Exchange, Evanston, 

Ill. Standing—Charles Lofgren, manufacturers’ representa- 

tive, Sanford Ink Company, Chicago; John Jenkins, St. Louis 

University Book Store, St. Louis, Mo.; Fred Davis, Citadel 

Canteen, Charleston, S. C.; and Russell Reynolds, executive 
secretary, NACS, Chicago. 
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PLAN NINTH DISTRICT NSA CONVENTION 

Committees have been chosen and plans are pro- 
ceeding for the Ninth Regional District meeting of 
the National Stationers Association to be held at Mon- 
roe, La., on March 21, 22 and 23. A. V. Breard is dis- 
trict governor. 

It is announced that all hotel registrations should 
be sent to Drew Davidson, Davidson Office Equipment 
Company, 210 N. Second St., Monroe, La. 

Joint headquarters will be maintained at both Hotel 
Frances and Hotel Virginia and prompt registrations 
will make possible the securing of rooms. 

Tentative committee appointments are: 

Reception—A. K. Kilpatrick, chairman; Bill Rother- 
mel, Harbert Parker, Jr., Marion Taylor, Fielding 
Phillips, Morris Hansell, and Henry Wiseman. 

Entertainment—Merton Abington, A. K. Kilpatrick, 
Briscol Trousdale, R. G. Breard, Doris Chase, Bud 
Lewis, Mrs. Henry Mayo, and Albert Trotter. 

Registration—Ervin Kilpatrick, chairman; Mrs. Tem- 
ple, Bob Burns, Clarence Dubos, Art Carrow, O. D. 
Mann, Mary Hale, and Mrs. Roy Barr. 

Hotel Registration—Drew Davidson, chairman; Mil- 
ton Ford, Jr., Roy Barr, Leslie Ross, Ed King. 

Golf—Bernard Levi, chairman; Tom Riley, Charles 
Regan, Frank J. Link, Al Marschall, and Ward Silla- 
man. 

Publicity—H. C. Mayo, chairman; Bill Elidridge, Mil- 
ton Ford, Guy Lowe, Joe Roddy, Mr. Moreland, and 
Tom Ketchings. 

Ladies’ Reception—Mrs. Evelyn Green, chairman; 
Mrs. A. K. Kilpatrick, Mrs. A. V. Breard, Mrs. Bernard 
Levi, Mrs. Roy Barr, Mrs. Briscol Trousdale, Mrs. Mil- 
ton Ford, Mrs. Bob Burns, and Mrs. Merton Abington. 


—————-— 9-9 


TOPEKA FIRM ENTERTAINS EMPLOYEES 
The Western Stationery Company, Topeka, Kans., 
was host to its 51 employees and their families at a 
Christmas party at the Hotel Jayhawk. Christmas 
cash bonuses were given to 29 regular employees with 
six months or more of service.—PJP. 
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TOM GILLICE ELECTED PRESIDENT OF GLTC 

The principal activity at the annual meeting of the 
Great Lakes Travelers Club, held in the Sherman 
Hotel, Chicago on Friday, December 27, was the elec- 
tion of officers to serve during 1947. Tom Gillice, 
Rockwell-Barnes Company, wheel horse of the organ- 
ization, was elected president. Tom is one of the old 
reliables who is always on a committee and always 
active. He was secretary of GLTC for many years 
prior to 1942. At the National Stationers Association 
convention in Chicago, Tom was on the job rendering 
yoeman service as a committee chairman or member. 

The remaining offices were filled as follows: Ray 
Eichenlaub, Service Steel Products Corporation, first 
vice-president; Walter Lennartson, OFFICE APPLIANCES, 
second vice-president; Robert Heck, Frank Mashek 
Company, third vice-president; Russell Ragan, Amer- 
ican Pad & Paper Company, treasurer; Brown Hard- 
ison, Modern Stationer, secretary. 

Prior to the election, reports of 1946 officers and 
committee were: presented and the following men 
accepted into membership: Arthur S. Jansky, Carter’s 
Ink Company, and Arthur T. Grabanek, J. L. Hanson 
Company. 

Before handing over the gavel to the new presi- 
dent, Gordon Kickels, C. L. Barkley & Company, spoke 
briefly about his term as chief executive of the club 
and thanked all who had contributed to the successes 
achieved in 1946. President-elect Tom Gillice took 
over and adjourned the meeting after pledging his 
best efforts to the club in the coming year. 





ALLIED EXECUTIVE HOLDS SALES MEET—Division Man- 

ager Harry J. de Burgos (second from left) of Allied Carbon 

& Ribbon Manufacturing Corp., recently held a successful 

sales meeting in San Francisco, Calif., as the climax to a 

swing through the territory. The men with Mr. de Burgos 

represent the sales organization of the Bertrand Supply Co.. 
Allied’s distributor in northern California. 


——_e—=>—e—____ 


ILLINOIS COLLEGE OF COMMERCE 50 YEARS OLD 

President Benjamin Franklin Bellis was the prin- 
cipal speaker at a banquet observing the fiftieth anni- 
versary of the Illinois College of Commerce, Chicago. 
Friends gathered at the Graemere Hotel on Friday 
evening, December 6, for the event commemorating 
a half century of service in business training.: For 34 
years of this time, Dr. Bellis has served as president. 

The role of the business school in progress of the 
industry was well outlined by Dr. Bellis, who declared, 
“Only a few years before 1896, the business school was 
concerned primarily with teaching bookkeeping and 
penmanship. But when the typewriter gradually re- 
placed handwritten correspondence, the business col- 
leges added courses in stenography and typing to their 
curricula. In the intervening years they have more 
than kept pace with commercial and industrial prog- 
ress—they have helped to set that pace, by constantly 
anticipating the needs of the business world. Today, 
their objective is to meet all the demands of an in- 
creasingly complex national economy by preparing 
young men and women for useful performance and 


OFFICE APPLIANCES, January, 1947 











“= 
nn 
ras 


T- 


nd 
en 
r’s 
on 


SAL ROR E ATM PE MITRE AN SRSA AREY SP PRIEST 


si- 
ke 
jub 
ses 
90k 
his 





| ae Mearhs of Progress 


a In a successful company there will naturally evolve, down 
o" pe through the years, improvements and refinements in product, 
rgos in appearance, in trademark design. This is particularly true 
Co.. of Standard where every day is dedicated to progress, to 

research, and to new ways of doing better even the smallest 

things. In all our activities, one desire is paramount, — to 
OLD produce the finest in everything we make. The Standard 
rin- Trademark epitomizes this policy. It is our unequivocal guar- 
ree antee of quality. When you own a Standard Duplicator you 
ago. have the ‘‘Crowning Achievement in Fluid Duplicating”’. 
iday Standard Duplicating Machines Corp., Everett 49, Mass. 
ting 
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lasting leadership in the greatest of all careers today 

that of business. Courses of study have been broad- 
ened constantly; teaching methods have been kept 
abreast of the latest techniques; business education 
has been made a fully complementary force with aca- 
demic education in training useful and valuable 


citizens.” 
oc ie + 


VISIRECORD DISTRIBUTORS ARE ENTERTAINED 

The Visible Index Corporation recently was host to 
ViSIrecord distributors at the Westchester Country 
Club, Rye, N. Y. Purpose of the dinner was consolida- 
tion of sales and other plans for 1947, selection of a 
sales manager and establishing of a new sales policy. 


Shown in the accompanying picture are: outside 
circle—Frank Smith, New York, N. Y.; E. E. Gray, St. 
Louis, Mo.; Henry Wise, Birmingham, Ala.; M. Levin- 
son, Springfield, Mass.; H. Poulton, Indianapolis, Ind.; 
J. J. Flannery, Jr., Baltimore, Md.; J. H. Drury, Har- 
risburg, Pa.; A. E. Gorling, Cleveland, Ohio; C. S. 
Douglas, Rochester, N. Y.; James Robertson, Cincin- 


nati, Ohio; Phil R. Murphy, Chicago; O. K. Burnett, 


Albany, N. Y.; M. R. Moreno Sanchez, Mexico, D. F.; 
George Buttery, Standard Oil of N. J.; William Schul- 
hof, The Office; W. T. Whitehead, National Bank of 
Detroit; E. C. Norrington, vice-president and treasurer, 
New York, N. Y.; Herbert Weston, president, New York, 
N. Y.; C. B. Snelling, Ottawa, Canada; George W. 
Eckhardt, vice-president, John H. Graham Co.; Wil- 
liam Cravens, Washington, D. C.; J. R. Topping, vice- 
president and secretary, New York, N. Y.; H. A. Gripe- 
koven and Willard A. White, Detroit, Mich.; F. R. 
Maunsell, Montpelier, Vt.; R. H. Frantz, Detroit; B. S. 
Paskin, Washington, D. C.; J. R. Johnson, Providence, 
R. I.; S. L. Greibel, Minneapolis, Minn.; James E. Sohn 
and G. L. Anderson, New York, N. Y.; inner circle— 
H. S. Burrowes, New York, N. Y.; Ed Cutler, Montpelier, 
Vt.; P. A. Clark, Albany, N. Y.; Clyde F. Allyn, San 
Francisco, Calif.; W. C. Bowles, Long Beach, Calif.; 
L. G. Padgham, Albany, N. Y.; William Bracy, Salt 
Lake City, Utah; O. B. Moore, Los Angeles, Calif.; J. 
De La Bogue, Montreal, Canada; S. S. Miattison, New- 
ark, N. J.; D. H. Wyle, New York, N. Y.; Arthur R. 
Wall, Greensboro, N. C.; J. E. Walton, Pittsburgh, Pa.; 
C. M. Bell, Boston, Mass.; L. E. Poirier, Philadelphia, 
Pa.; M. Rennex, Bridgeport, Conn.; H. M. Kelsall, 
Hartford, Conn.; W. A. Beal, Nashville, Tenn.; C. H. 
Venema, Detroit; R. T. Danahy, Buffalo, N. Y.; and 
A. Mark Rudiger, Buffalo, N. Y. 


H. A. Gripekoven of Detroit was announced at the 
dinner as being the choice of the company as vice- 
president in charge of sales. 

Warren T. Whitehead, executive vice-president of 
the National Bank of Detroit, addressed the group of 
viSIrecord distributors from the United States, Can- 
ada and Mexico on “VISIrecording at the National 
Bank of Detroit.” 
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HOLD REM-RAND SALES MEET AT SYRACUSE 


Mid-state branch office personnel of Remington 
Rand, Inc., assembled at the Syracuse, N. Y., branch 
office in the Denison Building recently for a general 
sales meeting. 

Backlog of orders for the de luxe model No. 5 port- 
able was announced calling for a year’s production 
by the 1,800 workers employed in three shifts at the 
Syracuse plant. 

Charles H. Esselstyn of the Syracuse office had 
charge of the meeting, which was attended by more 
than 50 representatives from Auburn, Binghamton, 
Elmira, Oneonta, Potsdam, Utica and Watertown. — 
GET. 
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CONVENTION VISITORS—A delay in photographic process- 

ing prevented publication of this picture in the December 

issue. Shown attending the Office Equipment Dealers Dinner 

Club of N. Y. convention are (left to right) H. J. Boling, High 

Point Bending & Chair Co.; James A. Wallace, Jasper Office 

Furniture Co.; Ed J. Beckmann, New Indiana Chair Co.; and 
A. F. Krieg, Jasper Seating Co. 
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EXHIBIT WILL FEATURE OMA ANNUAL SEMINAR 


Every inch of space is already reported sold for the 
exhibit which will feature the Annual Seminar of the 
Office Management Association of Chicago to be held 
February 3, 4, and 5 at the Stevens Hotel. The equip- 
ment display is to be held in the large exhibition hall 
of the hotel from 2 to 10 p.m. each day of the seminar 
and exhibit committee reports that the average ex- 
hibit area for several of the national manufacturers 
is larger than that for any previous office display. The 
committee anticipates the unveiling of many new 
models of office machines at this year’s show. 

Salaries, service and stability—the three S’s of busi- 
ness management—will be the theme of the three-day 
conference, discussed by an impressive list of business 
authorities and educators. 

Dr. Robert E. ‘Brecht of the Wharton School of 
Finance will sound the keynote for the entire seminar 
at the 10 o’clock morning session on February 3. Other 
speakers will include Arthur Ralph of the Metropolitan 

(Turn to page 100, please) 





VISIBLE INDEX CORP. DINNER AT WESTCHESTER COUNTRY CLUB, RYE, N. Y. 
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NAME NEW UNDERWOOD REGIONAL MANAGERS 

New regional managers of Underwood Corporation 
at Cincinnati, Ohio, and Detroit, Mich., have been 
announced by W. F. Arnold, vice-president and gen- 
eral sales manager at the company’s New York City 
headquarters. 

W. J. Modrack was named regional manager at De- 
troit, supervising the activities of the branch offices 

















J. AMcDEVITT 


W. J. MODRACK 


at Flint, Grand Rapids, and Kalamazoo, Mich., and 
Toledo, Ohio, as well as Detroit. Mr. Modrack joined 
Underwood in 1920 as an accounting machine sales 
representative in Cleveland, Ohio, and was trans- 
ferred to Detroit in 1925. 

J. A. McDevitt was named regional manager of 
Underwood at Textile Building, 4th and Elm Sts., Cin- 
cinnati, to supervise the activities of the Dayton, 
Hamilton, and Springfield, Ohio, offices as well as the 
Cincinnati regional office. Mr. McDevitt joined Under- 
wood as a typewriter salesman in 1932. 


————_e—= 9 ——_—___—_——_ 


SMEAD BUYS G-F FILING SUPPLY DIVISION 

Further details have been announced regarding the 
purchase by The Smead Manufacturing Company, 
Hastings, Minn., of all facilities and inventory cover- 
ing the filing supply division of the General Fire- 
proofing Company, Youngstown, Ohio. (Purchase was 
revealed in story in November issue of OFrricE APPLI- 
ANCES, page 112.) 

A new plant has been acquired at Logan, Ohio, 
from which point Smead will service its dealers east 
of the Mississippi river. This, it is announced, will 
result in lightening the load on the main plant at 
Hastings, Minn., and the three feeder plants located 
elsewhere in Minnesota and Wisconsin. In working 
out this arrangement, it was Smead’s desire to give 
better service to dealers both in the East and West. 

Smead will continue to manufacture in the East the 
same line of General Fireproofing filing supplies, in- 
cluding the Super System, Simplified System, roll bear- 
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ing guides, metal tag guides, Super Card Index Sys- 
tem, and the miscelianeous supplies which have been 
produced for a quarter of a century by General Fire- 
proofing. 

“We believe with the addition of the many fine items 


in the G-F line to Smead’s well-rounded program, we ~ 


will give all Smead dealers a very fine selling arrange- 

ment,” states Harold J. Hoffman, secretary-treasurer 

of The Smead Manufacturing Company. 
——————— 2 —___ 


GREENSTEIN LAUNCHES PEN-RITE CORPORATION 

J. C. Greenstein, known for his innovations in the 
desk set field, has formed his own organization under 
the name of the Pen-Rite Corporation. The new com- 
pany is located at 133-50 Roosevelt Ave., Flushing, N. Y. 
Pen-Rite will feature a moderately-priced line of 
fountain pen desks sets, with onyx and marble sets 
in the higher-priced brackets. 

Mr. Greenstein was general manager for the Union 
Pencil Company more than seven years. 

Pen-Rite now has available a number of creations 
designed to retail from $1.00 up. 

The new firm is experimenting with new develop- 
ments to be announced in the near future. 

ee 


BOORUM & PEASE APPOINTS SHEARMAN 
The Boorum & Pease Company, through its vice- 
president in charge of sales, Leo V. Downey, recently 
announced that Arthur C. Shearman will be district 
sales manager in the territory from Maine to Wash- 
ington, D. C. Mr. Shearman will make his headquarters 





ARTHUR C. SHEARMAN 


at the New York Sales Office, 349 Broadway. He will 
be assisted by W. L. Harrington, who has been trans- 
ferred from the general sales office in Brooklyn, N. Y. 

Boorum & Pease made these appointments with the 
view of giving the dealers the greatest possible co- 
operation for the successful operation of their busi- 
ness, states Mr. Downey. 
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The first presentation of Gunn's commercial 
lines will be made in our next advertisement. 
Some of the features pioneered by our famous 
Coronet desk will be incorporated. “The new 
Gunn yardstick will render obsolete all earlier 
standards of design and structure. 
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BRATTON CORPORATION OPENS NEW OFFICES 

The Bratton Corporation, Columbus, Ohio, formally 
opened its new modern offices and plant November 
18. The Bratton building incorporates all of the very 
latest in architecture for the display of their two 
specialties, dictating machines and the new line of Red 
Feather products. 

The new ultra modern entrance with its glass door 
and Terrazzo stairway lends a modern touch. To the 
left of this striking entrance is a display window 
which embodies a five-degree angle-slanted glass that 
eliminates any reflected light from the street and 
allows glare-free vision at all times. The window is 
said to be the largest single plate of glass in Columbus, 
and its striking design provides a beautiful appearance 
to the three-story Bratton building. 

The first window display of the new quarters fea- 
tured Red Feather products with the emphasis being 
laid on the showing of the new 
Copy Chief, which was introduced 
at the National Business Show in 
New York City last October. The 
red, white, and blue advertising 
colors gave the new Bratton display 
room a modern color touch usually 
not associated with office equip- 
ment establishments. 

The special design of ceiling re- 
cessed lights adds extremely bril- 
liant illumination, two solid ribbons 
of fluorescent fixtures extending 
the full length of the display room 
into the display window. The win- 
dow is spotlighted to make possible 


VISUAL FRONT HIKES SALES—lIn three 
months since completion of a _ store 
modernization program resulting in the 
store shown below, Eriksen’s, Inc., office 
supply retailer at Toledo, Ohio, reports 
a 20 per cent increase in the number 
of sales transactions. The management 
claims that the huge glass “visual” 
front is largely responsible, affording 
an unobstructed view from the side- 
walk. Top picture shows the former 
building occupied by Eriksen’s, Inc. 





NEW BRATTON QUARTERS—These pic- 
tures reveal the attractive window dis- 
play facilities (upper leit), modern of- 
fices for executives (lower left) and 
striking entrance (right) of new quar- 
ters for Bratton Corp., Columbus, Ohio. 
The new modern offices and plant were 
formally opened last November and 
provide advantageous and attractive 
display and working space for Bratton. 


the featuring of one item or the distribution of light 
over the complete window. Two large mirrors at the 
rear of the display room add the appearance of in- 
definite length to the ceiling fluorescent lights. R. A. 
Bratton, president of the Bratton Corporation, points 
out that the illumination in the new show room per- 
mits a fine night display of the company’s products. 

The Bratton building is located in the heart of 
Columbus across from the state capitol. On the. front 
of the building has been erected a ribbon letter stain- 
less steel sign extending the full height of the struc- 
ture. The letters are lighted with two-tube neon 
lamps in the new brilliant “power” green and are 
easily visible from a block and a half distant. 

The new location was planned and started by the 
late A. A. Bratton, founder of the Bratton Corpora- 
tion, and the present management completed the 
project with the expectations of fulfilling his vision. 
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| SYMBOL OF CRAFTSMANSHIP 


By means of visual communication, ancient man has transmitted to us a 
record of his colorful, often tragic upward climb through the centuries. The 
Cuneiform tablets of Mesopotamia and the Rosetta Stone of Egypt have 
faithfully interpreted long dormant civilizations to our modern senses. Man 
has always inscribed or set his seal upon works of which he is proud and 
that he knows will endure. The M&V symbol too, stamps the Mittag & 
Volger carbon papers and typewriter ribbons as quality products backed by 


pride in workmanship—your assurance of satisfactory performance! 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 





FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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CURTIS 1000, INC., HOLDS GRAND 
OPENING 





A. J. Nordstrom, Correspondent 


Curtis 1000, Inc. held a grand opening of 
their new and enlarged plant and store- 
room at Chatsworth and University Aves., 
St. Paul, on November 18 and 19. 


{ Curtis 1000, Inc., began business in 1882, 
nd was known as the Curtis Printing Com- 
any until 1915. This company was incor- 

porated under Illinois laws, but due to 

another company using that same name, a 

new corporate name “Curtis 1000, St. Paul,” 

was adopted, the number designating the 
address on University Ave. as well as the 
telephone number. 

In 1915, Curtis 1000° operated but one 
plant, located at the present address in St- 
Paul. This plant consisted of one floor and 
a basement. Increased: business required 
Addition of a second floor in 1925. 














During these early years of its existence, 
Curtis did but little business in St. Paul, 











tates by traveling salesmen and in more 


fis of its orders being sold in northwest 
emote .areas by mail. 
* 


‘In 1932, a decision was made to open an 
ffice equipment division of the company. 
e{The first move was to purchase the DoMore 
chair franchise for seven northwest states. 
Later growth meaht adding more lines. 


Rapid cry depasnent office furniture and 


; Bought DoMore Franchise 


stationery depag@ments made it netessary 
to rent outside Space for*storage’and dis- 
play. Operating difficulties made the pres- 
ent addition desirable in order to house the 
company’s business under one roof. The 
new addition gives the St. Paul firm some 
40,000 floor feet of space. 


The east end of the new addition is de- 
voted to the display of office furniture 
and equipment. The lighting is of the latest 
modern fluorescent type, running diagon- 
ally across the ceiling. The walls are in 
green and gray and the floor covering in attractive 
rubber tile. 

An efficient envelope printing department and an 
enlarged shipping room with loading docks occupy 
the balance of the addition’s first floor. The basement 
is devoted to stock storage, and a new elevator is 
handy for transporting working stock to the shops. 


Employ 140 Salesmen 


Curtis 1000, Inc., employs 140 salesmen in the nation. 
Branch plants are operated at Hartford, Conn. and 
Cleveland, Ohio. The St. Paul addition is the first 
step in a series of expansion plans of this progressive 
organization, as plans are already under way for 





PARTIAL VIEW OF INTERIOR OF CURTIS 1000 NEW QUARTERS 


further expansion, and the opening up of new plants. 

H. H. Cowie, a life-long resident of St. Paul, is 
president and general manager, and makes his head- 
quarters in the St. Paul office. G. E. Wheeler is vice- 
president and manager of the St. Paul plant. Directors 
include J. B. Howard and T. L. Hanson, both of Hart- 
ford, and Henry Curtis of St. Paul. 

Floyd Kongsvik, Governor of the seventh regional 
district of the National Stationers Association, has 
been appointed merchandising manager of this com- 
pany, and Ray Scott, sales manager of the western 
division. 

Plenty of parking space is available for those who 
want to shov in leisure at this new and modern dis4 
play room for everything pertaining to office needs, 


OFFICE FURNITURE AND EQUIPMENT DISPLAY ROOMS AT ST. PAUL FIRM 
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THAT STAND FOR 





It’s time right now to make sure your office equipment and procedure are organized 
on the most efficient basis possible. Obsolete equipment, inefficient methods, time-consuming 
practices should be thrown out in preparation for that time, which we all know 
is not far off, when business men will once more have to learn to sell. 


Ask your Art Metal dealer what he can do to improve the 
functioning of your office routine. He will gladly make recommenda- 
tions based on his experience gained in hundreds of similar cases. 
ART METAL Desks, Files, Chairs, Cabinets and Counters 
make work easier and increase efficiency. POSTINDEX Visible 
Files for Sales, Purchasing, Production, Personnel, Costs, 

Payroll and other departments provide a fast, accurate 
means of record control. 

WABASH Indexing Systems and filing supplies make 
efficient, easy to use record space of your office files. 


Call your Art Metal dealer today. 


442464466464 


EEL OFFICE EQUIPMENT 
X VISIBLE RECORDS 
CLE FILING SUPPLIES 


ART METAL ST 
POSTINDE 
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ROYAL’S ROYTYPE SUPPLIES HIT SALES MARK 

James F. Vreeland, Roytype division sales manager 
for Royal Typewriter Company, announced recently 
that Roytype carbon paper had hit an all-time sales 
record. Mr. Vreeland stated, “During the first nine 
months of the current year, this product showed an 
increase of 25 per cent over any similar period on 
record. These sales were further hizhlighted by an 
ever-increasing volume of our top grades—Park Ave- 
nue, Vulcan, Vertex and Wax Back. Total sales of all 
Roytype products for the same period also hit an 
all-time high, exceeding any full year in our history.” 

At the same time, it was announced that the dupli- 


cating machine products field of Royal is to be opened | 


up, field leaders for this new Roytype move being 
Eddy Talbert and A. W. Ruppert. 
—————_—— -o—____ 
R. J. KOCH ELECTED HEAD OF IMA 


R. J. Koch, president of Felt & Tarrant Manufactur- : 
ing Company, Chicago, manufacturers of the Comp- | 
tometer adding-calculating machine, was elected 


president of the Illinois Manufacturers Association 


at their fifty-third meeting, held December 10 in the — 


Stevens Hotel. Last year, Mr. Koch served as first 
vice-president and he has held many important com- 
mittee posts. 








NEW LIGHTING FOR STUDY-OFFICE— 
Utilizing the comparatively new 64-inch 
long slim instant-starting fluorescent 
lamps, an edge-lighted Plexiglas mural 
creates a dramatic background in the 
combination study-office of the newly- 
remodeled Sylvania Lighting Center in 
New York City. Meanwhile, the same 
type fluorescent lamps, recessed in 
coves along the walls, produce ap- 
proximately 25 footcandles of general 
illumination for the room. The long 
slim fluorescent tubes are installed ver- 
tically and recessed in fixtures on either 
side of the mural so that the Plexiglas 
sheet carries light across its painted 
and etched surfaces. The lamps in the 
coves are mounted horizontally. 

























FUL-VU DISPLAY AT WARD’S—Arthur 
King. manager of Ward's, Stationers, 
Boston, Mass., believes in tying in all 
of the promotional facilities available 
when conducting a sales campaign on 
any particular line. Thus, the observ- 
ance of Cooks’ Ful-Vu week at Ward's 
recently brought forth the display here 
pictured when all of the various Ful-Vu 
envelopes, protectors, binders and visi- 
ble displays were demonsiraited by 
Ward's both in the store and in the 
field. Attractive store displays and 
newspaper advertisements were used, 
as well as ietching window displays. 


84 
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Ss NATIONAL 
tural 2 VERTICAL VISIBLE S ~ 
mill | wan wns 
ected a ve ails” 
ation fa — 
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first 
com- 
iICE— 
i-inch 
scent 
mural 
n the 
ewly- 
ter in 
same 
din 
neral The NATIONAL VERTICAL VISIBLE 
1 ; oe : 
1 ver: provides three visible margins for 
either ; 
ciglas every record card... 
tinted 
n the 
y: 1. HORIZONTAL — for Visible Signalling 
2. DIAGONAL — for Visible Indexing 
3. VERTICAL — for Visible Data 
Thus it goes one step further than other types of 
visible control . . . visualizing the indexing and signal 
: ; ‘ Regular No. 1810 National Vertical Vis- 
information plus actual postings to the record cards. SPE 
ible Trays are used in this handy three-tray 
Ideal for large and small businesses of all kinds . . . unit, affording wriple capacity vp to 2000 
: records within operator’s reach. 
for all types of records . . . stock, purchase, costs, equip- 
: Three openings in top of stand make it 
ment inventory, payroll, personnel, analyses, sales, 
easy to fasten in stock trays . . . just as 
collections, installment ledger, financial, government, easy to remove. The stand is all-steel con- 
—/ utilities, school, professional, personal. struction in modern gray crinkle ‘finish. 
Adjustable height is 18 to 30”. Steel shelf 
Units are complete, ready to use with Tray, Guides at bottom. four 2” swhel case: = 
and Forms. Stock forms on “Eye-Ease” Ledger are avail- 
an vera 
able for many types of records. Stock No.| width gis | 
; Adi. Three 
9033 | 18% | 21% — “a 
WRITE US FOR FURTHER INFORMATION Sionds alee evellétlé tacdaal 






or two No. 1810 Tray units 






NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASSACHUSETTS 


NEW YORK CHICAGO BOSTON SAN FRANCISCO, 





OFFICE APPLIANCES, January, 1947 85 





1947 
















— F pag = docu id fay The 
‘ arylan ce Sup °., 
4 lll W. Baltimore St., Baltimore, 
Md., recently celebrated its 
tenth anniversary. Pictured: 
Upper left—retail store for 
shopping to music. 

Upper right—the store extends 
for six stories up. 

Center left—Display of metal 
furniture. 


Center right—Executive furni- 
ture display. 
Lower left— Office of sales 


manager. 
Lower right—Sales department 
with representatives at work. 





ROYAL OBSERVES FIFTIETH ANNIVERSARY 

Royal Metal Manufacturing Company, 175 N. Mich- 
igan Blvd., Chicago, is observing its fiftieth anniversary 
beginning this month, taking cognizance of the fact 
that from a modest beginning in 1897 in Chicago, 
Royal has developed into an outstanding manufac- 
turer of metal furniture. 

From the 1897 sturdy foundation, the concern is 
now serving business and the professions with Royal- 
chrome seating for offices, reception rooms, shops, 
restaurants and transportation stations. Industry is 
offered a complete line of factory seating. And, when 


conditions permit, the company will again assist 
schools and churches by supplying metal folding 
chairs. 


Today, Royal owns its own seven-story building on 
Michigan Ave., in Chicago; owns a large, complete 
factory at Michigan City, Ind.; operates an assembly 
plant at New York City; owns a complete factory at 
Preston, Ont., and plans to open a west coast office 
later. 

In connection with the anniversary, the Royal man- 
agement, claims the following “firsts” introduced to 
the metal furniture industry: 

1897—First with wire chairs, and thus 
modern metal furniture. 


first with 
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1908—First; with metal folding chairs, developed spe- 
cially for a baseball park, later Royal introduced a 
home decorative folding chair. 

1912—First with tubular steel furniture. 

1917—First with metal factory chairs. 

1933—First with another firm to popularize chro- 
mium furniture. 


1946—First with the all-metal seat construction 


principal for chairs and settees. 
1946—First with a ball-bearing swivel stool. 


1947—First with a movable hydraulic chair which § 
is declared to require no maintenance and have nu-7 


merous exclusive features. 


The company was founded in 1897 by Joseph Salo- 


mon and made great development during the 1930's 
under Irving Salomon, who gave up active participa-) 
tion to assume chairmanship of the board. The pres- 
ident today is Joseph M. Miroff. 

6 PEO It 


UNION PENCIL APPOINTS REPRESENTATIVE 


The Union Pencil Company, Inc., New York, N. Ys" 
recently announced that the Joe M. Davis Company, } 


416 W. 8th St., Los Angeles, Calif., has been appointed 
as representative for the west coast area. Joe Davis, 
widely known to the stationery trade, will cover the 
eleven western states. 
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SPEED-O-PRINT 
CORPORATION 


161 E. GRAND AVE, CHICAGO 11 ale ass 
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Stencil | 
oP oe, $24.50 Write for beautiful Full-color illustrated catalog Speed-~O-Scope $29.F0° 







Prices slightly higher West of Rockies 





Speed-O-Prnts NEW AUTOMATIC FEED 
Rotary Stencil » Liberator Junior WUPLICATOR | 





Specializes tn Reproducing 2¥2x)0Hx9?, in. COPIES 


THE IDEAL DUPLICATOR FOR RESTAURANTS, 
DRUG STORES, HOTELS, CLUBS AND MANY 
OTHER BUSINESS AND SOCIAL ORGANIZATIONS 


Ready Now! Here’s the answer to the widespread dealer-consumer 
demand for an efficient, simply operated duplicator! Its versatility 
is unmatched in the duplicating field. Countless thousands of users 
of small size forms will buy the Junior for its adaptability to their 
specialized needs of reproducing 24x 5 to 6x 9% inch forms. And 
because of its great savings in reducing the cost of reproducing 
these small forms major business establishments will buy it in addi- 
tion to their standard size duplicators. 


Prices Slightly Higher West Of The Rockies 


SPEED-O-PRINT CORPORATION 


161 EAST GRAND AVENUE CHICAGO II, ILLINOIS 








AUTOMATIC FEED 


$9Q°° 


COUNTER ATTACHED, 86.50 


(Plus Excise Tax) 


IDEAL FOR REPRODUCING — 
MENUS ¢ POST CARDS 
BULLETINS v PRICE TAGS 


ALL SIZE INDEX CARDS 





PROGRAMS ¢ ANNOUNCEMENTS 


= = & ~& 


ALL SIZE GOVERNMENT 
FRANKING CARDS 


¥ PLUS ENDLESS OTHER FORMS 





OFFI 





For out of peace comes ambition, out of 
ambition comes work, and out of work 
comes the prosperity which makes men 


contented 





CORRY-JAMESTOWN Sjee Py MANUFACTURING CORP. 


Branches in Principal Cities 


Corry, Penna. 
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'h7 forecast: INCREASE 


Chamer POSTURE CHAIR COMPANY, INC. tits’ 
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Industry Honors Edison 


HE nationwide observance planned for the hun- 

dredth anniversary of the birth of Thomas A. 
Edison on February 11 has especial significance to 
the office appliance industry, for in this field, as well 
as many others, America’s greatest inventor made 
notable contributions. John Coakley, 40 W. 40th St., 
New York, N. Y., is chairman of the Thomas A. Edison 
Centennial Committee. 

It was in the development of the typewriter, the 
Mimeograph, and dictating machines that the inven- 
tions by Mr. Edison are particularly noteworthy. 





——— 


AN EARLY INVENTION—Thomas A, Edison examines cylin- 
der from his business phonograph, one of his first products. 


Christopher L. Sholes, hailed as the inventor of the 
typewriter, received Mr. Edison’s assistance in 1871 
for making the first successful workinz model. It 
was then that the inventor applied his practical 
knowledge to some of the problems of the typewriter, 
collaborating with Sholes. 


Invented Electric Pen 


The Edison Electric Pen, which is the basis for the 
Mimeograph manufactured by the A. B. Dick Company 
of Chicago, consisted of a small electro-magnetic 
engine mounted upon frame work which is secured 
to the top of a pointed tube. Within the tube was a 
common needle fastened to the end of the shaft, which 
gave an exceedingly rapid vertical motion by cams 
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EDISON’S ELECTRIC PEN 


upon the rotating engine shaft. Writing with the 
electric pen upon a sheet of common writing paper 
placed on a good firm blotter produced characters 
composed of innumerable holes punctured in the 
paper by the rapid projection of the n2edle from 
the tube. The result was a paper stencil which pro- 
duced 5,000 copies on bond paper and on tracing paper 
yielded 20,000 copies. A miniature flat-bed press was 
used to produce the copies from the stencil. It was 
on March 7, 1876, that Mr. Edison applied for a patent 
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MARKING & 
STAMPING 
DEVICES 
ARE SOLD 
AROUND 


THE WORLD 
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ORDER YOUR 


Fe. DATING STAMPS: 


NOW FOR 
1947 


‘aA r 4 





THE "CROWN" LINE OF DATERS AND NUM- 
BERERS ARE OF THE HIGHEST GRADE 
THROUGHOUT BANDS ARE DEEPLY 
MOULDED WITH 8 YEARS ON THEM 

ONE PIECE ALUMINUM DRUMS FOR EASIER 
TURNING OF BANDS .. . HIGHLY NICKEL 
PLATED FRAMES FOR NEATNESS AND APPEAR- 

ANCE... 

















THE "STAR" DATERS AND NUMBERERS 
ARE THE INEXPENSIVE BRAND — MADE 
TO SERVE WHERE THE BEST IS NOT 
NECESSARY .. . BUT A GOOD 
STAMP IS NEEDED— 
AVAILABLE FOR IMME- 
DIATE DELIVERY 


RASTEWART 


Se OMAN PANN Aa 


80 DUANE ST.NEW YORK 7,N.Y 
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BANDES 


“SUPER-TEX" 
CLIPBOARDS 


"Back Again and 
Better Than Ever’ 


Here’s good news every seller of 
quality products has been waiting for! 
The Bandes “Super-Tex” Clipboard is 
again available with pre-war quality 
spring steel, plated clip . . . guaran 
teed unconditionally. Clip has smooth 
free action—easily depressable but with 


strong, firm tension. 


Mounted on 4” U. S. Gypsum 
‘Hardboard,” Bandes “Super-Tex” 
Clipboards are smooth on both sides. 
Merely by reversing the board, a second 
writing surface becomes immediately 
available when on step ladder, in stock 
room, in truck or wherever a writing 


surface is not otherwise available. 


Prices only slightly advanced over 
pre-Pearl Harbor cost (approximately 
10%). Better order now! Accumulated 
back orders will be given preference, 
but new orders are being solicited for 
partial shipment after December Ist. 


JULIUS BANDES & CO., INC. 


126 West 22d Street 


“Office Accessories of Quality” 


New York 11 











on his invention of the “electric pen.” Licenses cover- 
ing the pen were later obtained by the A. B. Dick 
Company of Chicago. 

Mr. Edison’s work on the phonograph, which he in- © 
vented in 1877, produced the dictating machine which — 
is in such common use in offices today. Among the 
many improvements which he devised for the dictating 
machine was the universal electric motor for operat- ~ 
ing it on either alternating or direct current. The 
dictating machine is regarded as Edison’s major con- 
tribution to the field of office appliances. 

The Telescribe, which Mr. Edison invented in 1914 
to record both sides of a telephone conversation, has ~ 
had adaptations in combination of the telephone and 
the dictating phonograph. 

The death of Thomas Alva Edison occurred at — 
Llewellyn Park, West Orange, N. J., on October 18, © 
1931, at the age of 84. Surviving were the widow, 
Mina Miler Edison; four sons, Thomas Alva, Jr., Wil- 
liam Leslie, Charles and Theodore; and daughters | 
Marion Edison Oser and Madeleine Edison Sloane. 


When stricken with his fatal illness, Mr. Edison was | 


devoting himself to his investigation of the possibility 
of growing rubber in continental United States. 


New Year 
lester S. Crowl * Paul E. Burbank 
NSA GREETING—This card bearing 
an artist's sketch of Less Crowl, NSA 
president, and Paul Burbank, the or- 
ganization’s general secretary, car- 
ried greetings for the Christmas sea- 
son and the new year of 1947. 
ROMS ee ST oe 


SHEAFFER ANNOUNCES NEW APPOINTMENTS 

The following new appointments were recently an- 
nounced by the W. A. Sheaffer Pen Company, Fort 
Madison, Iowa: 

Eastern sales manager, Jack H. Asthalter; western 
sales manager, Joseph A. Donahue; merchandise man- 
ager, R. H. Whidden; and manager of the New York 
area, Walker G. Hall. 

Mr. Asthalter, Mr. Donahue, and Mr. Whidden, all | 
of whom recently returned to the company after a 
leave of absence, during which time they served in 
the Navy, will continue to make their headquarters 
company in the capacity of eastern manager of the 
in the home offices at Fort Madison, Iowa. 

Mr. Hall, who was previously associated with the | 
chain store division, will have his offices in Sheaffer's | 
New York branch. 

raexeniigg gillian 


KRILOFFICE, INC., TO HANDLE CORONET DESKS — 


Kriloffice, Inc., 164 W. Monroe St., Chicago, has re-" 
cently been appointed by the Gunn Furniture Com-j 
pany, Grand Rapids, Mich., as exclusive dealer in 
Chicago for the new Coronet desk. This distinguished 
product for office furnishing will be displayed in 
booth No. 145 by Kriloffice, Inc., at the Office Man- 
agement Association exhibit on February 3, 4 and 5 
at the Stevens Hotel. 

The Chicago firm was also recently appointed as 
exclusive dealer for the Browne-Morse line of steel 
goods. 

Now occupying 20,000 square feet of space, including, 
a modern furniture showroom, Kriloffice, Inc., plans 
to expand to the second floor of the Kriloffice Build- 
ing, thus making use of an additional 8,000 square feet 


of space. 
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PLANNED FOR 


AND EXCLUSIVELY YOURS! 


(ld Town FRANCHISE 


Powered by a master sales plan, your carbon, 
ribbon and duplicating supply department is 
streamlined for action with the OLD TOWN 
EXCLUSIVE FRANCHISE. An all-inclusive line, 
simplified stock control and hard-hitting promotional 
helps — yours alone in your entire trading area. 


The OLD TOWN FRANCHISE plan is ready to 
super-charge your selling operation right now — find 
out today whether your territory is still open. 


Hektograph and Spirit Carbon Papers * Dupliforms (Printed Master Units) 
Inked Ribbons * Typewriter and Pencil Carbons * Carbon Paper Ribbons 
Carbon Rolls * Stencil Duplicating Inks * Duplicating Fluid * Hand 
Cleansing Cream * Duplicating Supplies * And Related Items 
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@ NEW year 
A NEW BUSINESS CHAPTER! 
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The last few years have been difficult for dealers 
and manufacturers alike. The problems of ma- 
terial and labor shortages were responsible for 
our inability to supply the dealers with all the 
desks they wanted. With the coming of the 
New Year, we have hopes of rendering a service 
that comes closer to the Jasper Desk ideals. Our 
goal is to provide our dealers with all the desks 
they need and at the same time introduce some 
important changes in the Jasper Desk line. 





THE JASPER DESK COMPANY 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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VICTOR SAFE ANNOUNCES PROMOTIONS 

The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., recently announced several pro- 
motions in connection with their advertising and 
educational departments. 

H. W. Barnes, for the past four years advertising 
manager, will head up a new department as educa- 
tional director, and will devote full time to dealer 














H. W. BARNES 


salesmen’s’ schools and educational meetings. Several 


| pictures of Victor Visible Training groups have ap- 


peared in these columns during the past two years, 
and the program has proved itself a potent sales 
builder for both Victor and Victor dealers. Mr. Barnes, 
with more than 20 years experience in the retail 
printing and office equipment field from floor salesman 
to store manager, is well prepared to present the sub- 
jects in a manner which will interest men from out- 
side or store selling staffs. 

Douglas H. Emore, who has been assistant to the 
advertising manager for more than a year, moves up 























JOSEPH CARDINA 


DOUGLAS H. EMORE 


| to the advertising manager’s job. Although a relative 


newcomer to the office equipment industry, Mr. Emore 
has a background of ten years’ experience in various 
phases of advertising and art.’ He has been associated 
with agency and newspaper work as well as window 
display and has had several years experience in en- 
gineering illustration and free lance advertising art. 

Mr. Emore wil! be assisted by Joseph Cardina, who 
recently joined the company. Mr. Cardina, another 
newcomer to the office equipment business, was 4 
student of advertising and art at the University of 
Buffalo before entering the service. After three years 
in the Army Air Force as bomber pilot he entered the 
University of Syracuse for graduate work in adver- 
tising. He comes to Victor from the advertising de- 
partment of a large Buffalo retail store. 


et 
FIRM INCORPORATED AT SHAWNEE, OKLA. 
Otis G. Hobbs and Edward 6. Doerr have incorpor- 
ated the Oklahoma Office & Bank Supply, Inc., at 
Shawnee, Okla., with an authorized capital stock. of 
$25,000.—EWF. 
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RING BOOK 






It’s the HERCUL 








ES Boorum & Pease 



























Yes! Here’s a ring book that rings the bell for quality 
... convenience and value! This one book has a// of these 


‘iron-bound sales advantages: 


Manufacturers of 
Loose-Leaf Covers 
and Forms, Visible 
Equipment and 
Bound Books. 





Beat 
ORDER FROM YOUR 
BOORUM & PEASE SALESMAN TODAY 


Sen page 1, excaing 42 FOR EVERY RECORD—A WAY TO KEEP IT! 


for complete information. 
Hercules 3300 line. 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. ¢ ST. LOUIS 2: 115 SO. 8TH ST. « CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 















BETTER CHAIR CUSHIONS 





Latex foam rubber unit, 14" 


en BL SRE CR Cae ec LIST $6.50 
No. 30 STENO a3 ed . 5.50 
In brown or green corduroy. Fibre plaid back. 
In brown or green sail cloth. Fibre plaid back. 
In brown or maroon leatherette. Fibre plaid back. 


50° Shredded Latex Foam Rubber, 50% White Cotton. 11/2" 
AR SRE a eee! LIST $4.30 
No. 57 STENO SESS SN ee 3.70 

In brown or green sail cloth. Fibre plaid back. 

In brown or maroon leatherette. Fibre plaid back. 





Built like fine upholstered furniture. 
Our spring unit, white cotton filler. 


wig) 4 ai eS eee ....LIST $5.80 
No. 17 SIZE 18 x 6x 2" pe eee ae eee 5.40 
In brown or maroon leatherette. Fibre plaid back. 
All cushions leatherette welted all around and vented. 


IN STOCK 
LIBERAL DEALER DISCOUNTS AND TERMS 


May we have the pleasure of a trial order . 


CUSHIONS 
BY 









92 MONTGOMERY ST. 
JERSEY CITY 2, N. J. 
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KIRK’S AT YAKIMA DOUBLES SPACE 

One of the finest office supply stores in Yakima, 
Wash., is the newly-enlarged Kirk’s Office Supply And 
Equipment Company, located at 205 W. Yakima Ave. 

Floor space has been exactly doubled by the con- 
cern, and modern Philippine mahogany fixtures have 
replaced the former dark-colored interior arrange- 
ment. Adding to the light and cheery new interior 
effect are fluorescent lighting units in a light-colored 
Celotex ceiling. 

“O. K., It’s From Kirk’s,” is the now well-known 
and catchy slogan of this progressive company which 
is exclusive Yakima agent for Underwood typewriters, 
Sundstrand adding machines, Friden calculators, 





NEW DISPLAY FACILITIES—Showing part of the display- 
salesroom of the new Kirk's Office Supply & Equipment Co., 
Yakima, Wash. The owner-manager, Lee Kirk, stands next 
to Office Manager Patricia Lefforge, seated. Left to right 
from Mr. Kirk are Bob Johnson, mechanic; Vearl Kirby, shop ' 
manager; Roger Anderson, mechanic. Shop is in the rear. 


UARCO business systems, Ohmer cash registers, and 


Cramer posture chairs. 
The usual, and very complete list of items carried 


by an office supply company are stocked at Kirk’s, 


with customers approving such needed items as seat 
cushions, desk pen sets, chromium hat racks, sta- 
tionery, and other office items. 

Leading makes of office desks, chairs, and lamps are 
carried, and Mr. Kirk was to confer with The Globe- 
Wernicke Co. officials during an eastern and mid- 
west buying trip, soon, relative to handling that well- 
known line. 

Besides owner-manager Lee Kirk, the store’s staff 
is comprised of Patricia Lefforge, office manager; 
Charles Lefforge, Charles Breen, John Bruington, and 
Kenneth Wear, salesmen; Vearl Kirby, shop manager, 
and Roger Anderson and Robert Johnson, machine 
mechanics. As the business of the company expands 
more salesmen will be added to the staff. 

A well-equipped shop handles repair jobs on all 
types of office machines.—GC. 


ne 


CHICAGO FIRM ERECTS NEW FACTORY 

The Ellingsworth Manufacturing Company, Chi- 
cago, manufacturers of expansion covers for all types 
of loose leaf applications, have completed erection of 
a new branch factory at Paw Paw, Mich. The three 
acres of land purchased there provide site of a one- 
story, 10,000-square foot plant, additions to which sub- 
sequently will be built. 

Keith V. Anderson will be in charge of the branch, 
his headquarters remaining, as heretofore, at 200 S. 
Peoria St., Chicago. 

A considerable amount of specially-constructed ma- 
ehinery has been installed with the view of speeding 
up mass production and catching up on what now 
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TELETYPE ROLLS. Big businesses 
are continual volume buyers. 


BILLING MACHINE ROLLS. Every 
business needs them al] the time. 


BOOKKEEPING MACHINE 
ROLLS. Rapidly increasing in 
volume, in today’s machine 
bookkeeping procedure. 


CARBONIZED ADDING MACHINE ROLLS. 
Practically ALL of your customers 
continually use them. 


COLUMBIA 


OFFICE APPLIANCES, 











Chances are, you never realized how many of your customers 





are big, all-year buyers of rolls for all types of duplicating. 


You can sell rolls day in, day out. Columbia manufactures a 
complete line that’s tops in quality and performance — that keeps 


substantial profits rolling your way regardless of season. 


Start getting this business NOW! Let your customers know that 


you can supply the best rolls for a// their roll requirements. 
























Ask us for interesting details on how to get this business. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office & Factory: Glen Cove, L.1.,N.Y. 
New York Seles & Export: 58-64 West 40th $t. + Midwest Sales: Kenses City, Mo., Dwight Bidg. + Chicege 
Detroit + Mil ke mi lis + Nashville + Philadelphia + Pittsburgh + Portland, Oregon 
Cincinneti (Merris-Moers Co.) + Atiente + Alse: Lenden, England + Sydney, Australia + Milen, ttely 


eo" 





\ 









TAILOR ROLLS. Hardly a clothing pattern 
is designed or cut today without pattern 
REGISTER MACHINES. Just look at tracings. Also used by sign architects. 
all the stores, shipping rooms, 

service stations, etc. in your lo- 

cality using them! 






FOR ALL TYPES 
OF DUPLICATING 
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amounts to a backlog of practically six months’ orders 
for the Ellingsworth covers. It is expected that actual 

| operations will start at the new plant about March 1. 

_——--oe 

HARGREAVES HEADS UNDERWOOD DEPARTMENT 


W. H. Hargreaves has been named manager of the 

newly-organized personnel department of Underwood 

| Corporation, according to a recent announcement 
| made by L. C. Stowell, president. 

| Mr. Hargreaves, who joined the comptroller’s de- 








Milo No. 205A 


occasional chair 
fer the home or 
the office. 








W. H. HARGREAVES 


| partment of Underwood in March 1927, headed the 
| payroll division and personnel section for several years 
| prior to his present appointment. The new personnel 
_ department will head all activities which affect com- 


pany personnel. 
——— > —_—- 


EARL J. NOE TO ENTER BUSINESS FOR SELF 


MiLo | Earl J. Noe, 2518 Vaughan Ave., Parkersburg, W. Va., 
No. 205/’2aR | associated with the service department of the Bur- 
; ..._ | roughs Adding Machine since 1920, has resigned from 
executive office | his duties effective January 1. It is Mr. Noe’s plan 
swivel chair. | to enter the office equipment business as a retailer 
_in Parkersburg and surrounding territory. As soon 

| 


TWO NEW MiLo 

NUMBERS WITH 

MANY MORE TO 
FOLLOW. 











EARL J. NOE 


as he can get enough lines and merchandise to make 
it possible, he expects to open a small store with a 
modern service department. 

A service man at heart, Mr. Noe says he wishes 
to build up.a program that will promote the sales 
of any equipment or supplies he may handle. 

Most of the 26 years of Mr. Noe’s service with Bur- 


; ; L re) roughs were spent in West Virginia or Southern Ohio 


territories and his connections will be profitable for 
| his own business in the city of Parkersburg, popula- 
































LEATHER CHAIR CO., INC. | tion 40,000. 
203-5 WOOSTER ST., NEW YORK 12, N. Y. | NEW FIRM IS onmi . i ne ee 
ee ee | R. R. Sanders, advertising manager of the Spring- 


dale News, and the editor, Edward R. Stafford, are 
owners of the Stafford-Sanders Office Supply & Equip- 
ment Company, recently opened at Springdale, Ark. 
—EEG. 
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The Height of Comfort Desk . 


CREATED BY SHAW-WALKER 
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Don SHAW-WALKER’S 


New Low Desk “s=== 
ber gah eae om "6 OIRY 
The very first time you sit down at this desk you'll be amazed at e 


the difference this 29-inch height makes. It isn’t a slight difference. 







It’s an enormous difference! You will sail through your business 
day, alert, and at ease . . . turning out more work than ever before. 


Created by Shaw-Walker and first introduced in 1938, the 29-inch 
natural working height was nationalized as standard in 194] — 


NEW LOW DESK, ISLAND BASE MODEL 


ake The New Low Desk, another first by Shaw-Walker, is but a small 
part of the enormous Shaw-Walker franchise that is available only 


hes on an exclusive basis. 
les 


ur- 
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for 
la- 


GHAW-WALKER 


MUSKEGON, MICHIGAN NEW LOW DESK, LUXURY MODEL 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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MEMBER 


The WORLD'S 





BUSINESS 


DEPENDS ON 


DESKS 


Wherever there is Business—gov- 
ernmental, industrial, social, any 
type of business—there you will 
find the desk as the focal point 
from which all direction flows. 


ALMA Desks are sound and sturdy 
to insure years of service. They 
are made in various types and 
styles to fit the requirements of 
users. 

Down here at ALMA we contin- 
ually strive to "Do better what 
others do well". That's the big 
reason why ALMA DESKS have 
attained well merited recognition 
among users, buyers and sellers 
of office furniture everywhere. 


ALMA DESK company 


HIGH POINT, N. C. 
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WOOD OFFICE FURNITURE INSTITUTE 


MEETINGS, CONVENTIONS, DINNERS 
(Continued from page 76) 


Insurance Company, an authority on office layout and 
flow of work; G. Eckley, superintendent of account- 
ing procedures, United Air Lines; Harold North, indus- 
trial relations manager of Swift and Company; James 
Worthy, planning and training director of Sears Roe- 
buck and Company; Harry Wylie, assistant to the 
vice-president of Pure Oil Company; Fred Replogle of 
Rohrer, Hibler and Replogle; James D. Stockton, gen- 
eral personnel manager of the Illinois Bell Telephone 


| Company; Ralph Landis, manufacturing engineer of 


the wage practice division of Western Electric Com- 
pany; and Paul Gorby, assistant personnel -director 
of Marshall Field and Company. 

Reservations can be made now through the Office 
Management Association headquarters, .105 W. Madi- 


son St., Chicago. 
a 


OFFICE EQUIPMENT DINNER CLUB IN SESSION 


The regular monthly meeting of the New York 
Office Equipment Dinner Club was held on December 
2 at the Hotel Sheraton, with an attendance of more 
than 50 members and guests. 

President Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., declared the Club had made a 
fine beginning toward becoming a national organiza- 
tion. He strongly urged that more dealers attend all 
meetings in the future so they can take an active part 
in the activities. 

R. B. Booth, The Leopold Company, pinch-hitting 
for Guy Rentsler, Remington Rand, Inc., chairman of 
the membership committee, who was unable to attend 
because of illness, announced the addition of 18 new 
members. They are: Bené & Co., Providence, R. L; 
Brouse Desk Co., New York, N. Y.; Comprehensive 
Fabrics, Inc.; J. Edward Conlon, Rockwell-Barnes Co.; 
The Garfield Co., New York, N. Y.; Harold M. Mann- 
heimer, New York, N. Y.; Metalstand Co.; Olshan 
Office Equipment Co., Newark, N. J.; Pearl Desk Co., 
New York, N. Y.; Royal H. Eckert, Inc., Allentown, Pa.; 
M. Dayron & Co., Inc., New York, N. Y.; Cotterel Co., 
Harrisburg, Pa.; S. M. Levin Co., Inc., Boston, Mass.; 
Broadwin & Marks, New York, N. Y.; Martin M. Mol- 
dow Associates, manufacturers’ representatives; S. J. 
Zagel, Comeo Corp., Chicago; W. J. Linn Co., New 
York, N. Y.; and Barney’s, Hartford, Conn., making 
a total membership of 127 to date. Mr. Booth then 
moved that a get-well letter be sent to Guy Rentsler, 
Remington Rand, Inc., and to Louis Blank, A. Blank, 
Inc., both of whom were away because of illness. 


Chairman Turman Gets Gift 


President Nathan presented Moe Turman, Metwood 
Office Equipment Corporation, New York, N. Y., with 
a suitably inscribed book on furniture design on be- 
half of the Club, in appreciation of the fine job he 
had done as chairman of the convention committee. 

Mr. Turman, after graciously accepting the gift, 
proceeded to tell his listeners that the recent con- 
vention was a tremendous success in every way. He 
took the opportunity to thank his committee and 
all who had helped in the good work and declared 
his belief that the organization had turned the cor- 
ner and was well on the way to greater things. Ex- 
pressing his pleasure at the number of new members 
who had recently joined he gave as his opinion that 
many more would join in the near future. More and 
more dealers and manufacturers will turn to organ- 
ization, he said, seeking information and assistance 
as conditions change. He told of local associations 
soon to be established in Chicago, Baltimore, Philadel- 
phia and others parts of the country, and the possi- 
bility, later on, of a national association. In conclu- 
sion, he read letters from the National Stationers 
Association and the wood office Furniture Institute, 
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dependable profits to you. 
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rr, A Typist's delight. A Dealer’s bonanza. They make typing easier, stop 
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IMPERIAL 
these 4" PEER TAKERS 
9 FLL -COURSE 


ENTRE — the macu dish! 
PEERLESS-IMPERIAL RIBBONS and CARBONS 


Because they give you beautifully sharp, silk-like impressions. Because 
they have a record of acceptance and repeat business which means 


gprs: 74 Good Dinner requires dessert. 
(| pectogyORn You get cake, too, with 


> | Ahow about some extra niche, 
| delicious Tee Cream? ik: 


selling item in the office equipment field today. 


PEERLESS- IMPERIAL CO., INC. 







QNEY 





DINNER: 





IMPERTAL SPURULECA ES 


Because it is a quality hectograph carbon that meets and exceeds 
the standards of all duplicating work. Clean, sharp and with more 
endurance than a Sahara camel. It feels good to pocket those 
extra SPIRITCARB profits. 





RUBBER TYPEWRITER PADS 


They take the rhumba out of dancing typewriters, prevent machines 


slipping or skidding, deaden noise and vibration—do not collect dust. 


There is no need for a Stationer or Office Machine Dealer to get by 
on a scanty repast. PEERLESS-IMPERIAL offers you a delicious 
menu full of vitamin profits! 

You're invited. RSVP. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 


DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washington St. 
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Put “OFFICE WEEK” in SAN FRANCISCO on your calendar! 


Prepare to Attend . . . Plan your Exhibit... at the 


NATIONAL 









CIVIC AUDITORIUM - -. 


Show Headquarters in SAN FRANCISCO 
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FEBRUARY 20 to 26, 1947 (Except Sunday) 


The Business Executives 
of the West — 


. . » Manufacturers, wholesalers and retailers; im- 
porters and exporters; bankers and insurance 
men; all who administer the vast manufacturing, 
mining, lumbering, fishery and agricultural indus- 
tries of the thriving 11 Western states . . . The 
presidents — vice presidents — treasurers — sales 
managers—office managers—all who have to 
do with management and methods, payrolls and 
profits... 

... They will be there to learn better, time- 
saving, cost-saving ways to conduct every activity 
in the business office—to see and compare the 
newest in office systems, machines and equipment 


—to prepare for a strenuous, critical year of high 
production and increasing competition. 


—and the Producers of 
Business Machines, Office 
Equipment and Supplies 


... Specialists in every phase of business adminis- 
tration: manufacturers and their sales consultan’:, 
business engineers and efficiency strategists ... 
They’re San Francisco-bound to show by actual 
demonstration how their newest developments and 
products aid simplification, speed and economy 
in every business operation. 


Notify your staffs of this great West Coast National Business Show! 
Businessmen: prepare to attend! Exhibitors: prepare to exhibit! 


NATIONAL BUSINESS SHOW COMPANY— 30 VESEY STREET, NEW YORK 7, N. Y., TELEPHONE CO 7-1392 


FRANK E. TUPPER 
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EDWIN O. TUPPER 


WILLIAM A. TUPPEt 
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” Modern filing calls for faster, easier, more efficient filing in less space. 
And only Rock-a-File has all those advantages! 


Because of its revolutionary side-filing principle, the first basic filing 
improvement in 53 years, only Rock-a-File means modern filing. Pat- 
ented “‘rocking’’ compartments that open sideways make all the con- 
tents accessible all the time, save up to 40 % floor space, enable two or 
more persons to file simultaneously. 






nis: It’s so easy to use Rock-a-File . . . no heavy tugging 
n's, and pushing, no loud banging, no danger of toppling. . . 

because compartments “‘rock’”’ open and shut at slight 
’ a finger pressure. With Rock-a-File, filing is no longer a 
tual problem— it’s a real pleasure! 
and 
one A Nationally Aduertited Product 


Write or wire today for complete details 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


lt is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 


———————SSESESESESESSSS=_=_=_ 
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| Temple Emanu-El in Yonkers. The reception was attended 





| Julian-Lewis, Inc., whose topic was “The Outlook for 








sending congratulations on the success of their recent 
convention, and offers of their co-operation and assist- 
ance in planning new undertakings for the benefit 
of the industry. 

Mr. Nathan, in making his report as convention 
treasurer, announced the convention was a financial 
success. In declaring his appreciation of the offers 
of cooperation and assistance from both the NSA and 
WOFT, he felt the possibilities were great for a con- 
siderably larger convention in 1947. 


1947 Committee Named 


In this connection, he reminded his audience that if 
plans were to be made for the next convention and 
for the future welfare of the industry, a permanent 
steering committee should be appointed to work out 
those plans. He then appointed the following com- 
mittee: Moe Turman, Metwood Office Equipment Cor- 
poration, New York, N. Y. and Jack Schwander, Desks, 
Inc., New York, N. Y., co-chairmen; George B. Wray, 
manufacturers’ representative; Eugene Schwartz, -& 
American Commercial Equipment Company, New York, 
N. Y., and Seymour S. Nathan. 


The guest speaker of the evening was M. J. Julian, 














the Future.” Mr. Julian, who is organization-minded, 
expressed himself as being strongly in favor of a set 
up of local organizations throughout the country all 
members of a national organization. Such a set up 
would become a potent, powerful force for the benefit © 
of the entire industry, he said. The WOFI for the 
past year, has been making plans for the benefit of 
the office equipment industry, he declared, develop- 
ing new finishes, new colors, new designs, applicable ~ 
to modern living conditions. He went on to tell of the 
plans of WOFI for the future, including dealer helps 
such as advertising, selling and display. The greatest 
problem, as he sees it, is to make business men office 
conscious, to prompt them to replace their old, obso- 
lete furnishing with new and modern equipment. His 
advice to dealers was not to sell desks alone, but to 
sell ensembles to suit individual needs. The Institute, 
he declared, is working along those lines, developing | 
beautiful office layouts in colors for dealer use as an 
aid in selling entire office ensembles of a truly mod- 
ern and sophisticated style. In closing, he asked for 
suggestions and constructive criticisms from dealers 
so as the Institute could provide suitable dealer sales 
aid to help move merchandise faster. As evidence of 
the intense interest shown in Mr. Julian’s talk, many 
questions were asked from the floor, all of which were | 
satisfactorily answered. 








we 


of Dale Grand, son of Mr. and Mrs. William Grand, proprie- 
tors of Grand Stationery & Supply Co,, Yonkers, N. Y. The 
occasion was in celebration of Dale’s Bar Mitzvah at the 


by a host of relatives and friends of the William Grands. 
thimble 


BLAISDELL HOLDS ANNUAL SALES MEET 


The Blaisdell Pencil Company of Philadelphia, Pa., 
held its annual sales meeting on December 10, 11 
and 12. The western representatives always look for- 
ward to this event, as it gives them an opportunity 
of making contacts with the eastern salesmen. This 
sales meeting has been a very successful one, as many 
problems were discussed and ironed out, and, regard- 
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1947 
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The Style Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment. 


Dignily ° Offtciency . Comforl ; Style 


These are the salient points in modern four dimension 


office planning. They are also the four quality factors of the 
“Y and E” Planned Harmonious Unit... Selling these features 


creates satisfied, enthusiastic customers. 


YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Rochester 3, N. Y. 


The Franchise That Means (duality Merchandise 
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STATEMENT 
POLICY 


We have built up an Office Paper Fastener Business, 
every facet of which is constructed on the maintenance 
of our Retail Fair Trade Contracts by every retailer and 
on the basis of no discrimination between customers. 





Please write us for particulars on our 
plan for select distribution of Markwell 
Office Type Stapling Machines and 
Staples. 





MARKWELL MFG.CO. 


Dealer Division 
Office Products Department 
200 HUDSON ST. NEW YORK 13, N. Y. 
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less of existing conditions, the western men left Phil- 
adelphia with renewed confidence for the coming 
year. Those present were Ralph Barnett, Jack Haage, 
Harry Haller, Bill Maish, Bob Mitchell, Joe Moore and 
Benjamin Vorwick. 
———— —__— 
GREAT LAKES TRAVELERS CLUB NOTES 

Harold Hanson of Spak & Natovich, Chicago, was 
a dealer guest at the meeting of December 6. 

A member who will be a dealer guest at meetings 
after January 1 is Al Baugher, for the past ten years 
with the Chicago office of the Carter’s Ink Company. 
Al has purchased the office supply business of Adolf 
Schnaitmann, 709 Center St., Green Bay, Wis. On 
invitation from President Gordon Kickels, Al told 
something about his plans and urged manufacturers’ 
salesmen to call on him when he becomes ineligible 
for GLTC membership after the first of the year. 

Karl Kiesel reported that his predecessor as Chicago 
manager for Carter’s, Frank Harris, died on Decem- 
ber 5. Frank was well known in the Chicago territory 
because of his long term as a Carter man. 

Bob Heck, Frank Mashek Company, reported briefly 
on the Christmas party scheduled for December 20, 
and Herb Walsh, Ace Fastener Corporation, told about 
Bill Smith’s recent illness from which Herb was happy 
to report indications of recovery. 

a x * 

At the meeting on January 3, the following com- 
mittees were named to further the interests of the 
club in the year ahead: 

Publicity—Wesley Montpas, Victor Safe & Equip- 
ment Company, chairman; Walter S. Lennartson, 
OFFICE APPLIANCES; John Smythe, Geyer Publications; 
William J. Dalton, William J. Dalton, Advertising; 
J. Brown Hardison. Modern Stationer; and John A. 
Gilbert, OrricE APPLIANCES. 

Hotel—Ralph Maneval, A. W. Faber, Inc.; Harry 


Balch, Quality Park Envelope Company; and Hy ‘ 


Linden, Ace Fastener Corporation. 

Finance—Ray J. Eichenlaub, Service Steel Products 
Corporation; James B. Lynch, Browne Morse Com- 
pany; and Gordon Kickels, C. L. Barkley & Company. 


Fraternal—Hy Linden, Ace Fastener Corporation, — 


chairman; Roscoe Benge, Codo Manufacturing Com- 

pany; Ray J. Eichenlaub, Service Steel Products Cor- 

poration; Charlie P. Mueller, Dixon Pencil Company; 

and George Tapner, Industrial Tape Corporation. 
————= > 


FELT & TARRANT BECOMES A CORPORATION 

Felt & Tarrant Manufacturing Company, makers of 
Comptometer adding-calculating machines for the 
past 60 years, became a public corporation on Novem- 
ber 20, 1946. On that date, two of the major stock- 
holders sold, at a public offering, 251,340 shares of 
common stock. There are now 531,060 shares of com- 
mon stock issued and outstanding. 

The offering represents no new financing on the 
part of the company, and the present management 
will continue with the same general policies. 

To facilitate the public offering, the Comptometer 
Company was merged on October 29, 1946, with Felt 
& Tarrant Manufacturing Company, the latter becom- 
ing the surviving corporation. 

Under the new arrangement the sale, rental, and 
service of Comptometer adding-calculating machines 
and the operation of Comptometer schools, will be 
handled by the Comptometer division of Felt & Tar- 
rant, instead of by the Comptometer Company. 

On December 5, the directors declared a 35 cent 
quarterly dividend and a 50 cent year-end dividend 
payable December 23 as of the stock record of Decem- 
ber 12. 

The present officers of Felt & Tarrant Manufactur- 
ing Company are R. J. Koch, president; G. S. Bollen- 
sen, first vice-president; E. G. Samuelson, vice-presi- 
dent; Albert N. Koch, vice-president; and George 
Coupe, secretary-treasurer. 


OFFICE APPLIANCES, January, 1947 


SpE el psn ep 




















Pins 
rela 
famo 
meal 
ness 
brigt 
have 
conve 
brigh 
NEW 


OFFI 





























OAKVILLE COMPANY 
DIVISION 


S_ki 
& 











; THE YELLOW BOX LINE 


- Means Repeat Business 


Pins, Clips, Fasteners, Thumb Tacks and 
at related fastener items packaged in the 


er famous Yellow Box Line by OAKVILLE 





mean new impulse sales and repeat busi- The Home of The Famous Yellow Box Line 


es ness for you. Perfect construction and clean, oO A kK. V 7 L L E 
be 
r- 


bright finishes on these stationery items 


nt , 

4 have the added sales plus of attractive, COMPANY 

n- . ‘ , . ° . Division of Scovill Manufacturing Company 
convenient packaging in easily-identified Steamed Ie Chddietion 


bright yellow boxes. 
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The BUCKEYE “Office Special” 
lines of carbon papers and type- 
writer ribbons are easy to sell and 
quickly establish customer accept- 
ance ... This means more profits 
...and quicker repeat business. 
OFFICE SPECIAL carbon papers 
and typewriter ribbons have qual- 
ity and distinction. Write today 
for the BUCKEYE sales plan and 
free display samples. 





PEL. 

Eos cx ‘ ips 
BUCKEYE 
RIBBONS 

pr 
e All Typewriters 
¢ Billing Machines 
e Adding Machines 
¢ Hectographs 
e Multiliths 
¢ Photostats 
. 
o 


Time Clocks 
Blue Prints 


(A 
1 AKL vony & CARBON CO. 


7209. ST. CLAIR AVENUE ° 


CLEVELAND 3, OHIO 





| Sequently sent down on the freight elevator for de- 


ARMSTRONG TAKES ADDITIONAL QUARTERS 

Increasing sales has made it necessary for the Arm- 
strong Stationery Company, Cincinnati, Ohio, to take 
larger quarters. Not wishing to leave the location 
which has served since 1903, the firm moved offices, 
shipping and receiving department, warehouse and 
printing plant to 817 Main St., at Cincinnati and are 














NEW ARMSTRONG QUARTERS—Pictured are the new gen- 
eral offices (top), receiving and shipping department (cen- 
ter) and printing plant (bottom) of Armstrong Stationery Co.. 


| at 817 Main St., Cincinnati, Ohio, The building at 421 Main 


St.. is now used for retail sales only. 


| devoting the original building at 421 Main St., to retail 


sales only. 
At 817 Main St. are located the executive offices, 


| accounting department, typing and billing depart- 


ment, and outside sales department. Here, all incom- 
ing shipments are received on the freight elevator, 
checked in on the receiving tables, marked and put 
in stock on the shelves in the warehouse or in the 
floor space devoted to full cases and cartons. Orders 
are filled from these easily accessible shelves and sub- 
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of the Saturday Evening Post 


Again, the important business people in 
your community will be repeatedly told 









of the many advantages guaranteed 
o them in Sikes Business Chairs. 
Watch for future Sikes ads 
in the Post! 
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fr a DEALERSHIP 
that means LEATERSHIP 


PLEASE CONTACT 
THE SIKES REPRESENTATIVE IN YOUR AREA 
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livery. The printing plant is on the floor above. 

The old location, four floors and basement at 421 
Main St., is used for “over the counter sales.” The 
ground floor is occupied by the store and the second 
floor is being remodeled to display a limited line of 
desks, chairs, filing cabinets and other office equip- 
ment. The basement is devoted to reserve stock for 

| the store and the third and fourth floors to surplus 
| storage. 

Every day the store sends an order'to the ware- 
house for merchandise to fill up the shelves and these 
orders are delivered daily much in the manner of 
chain store operation. Communication with the store 
is maintained by a private telephone line. 

Separate records are kept on the store sales and 
expenses and the store manager shares in the profits 
of the store. 

“We have found this operation to be satisfactory 
in nearly every respect,” states President N. W. Thul. 
“The administrative work can be done more effectively 
when not subject to the many interruptions that 
occur when the executive offices are in the same 
building as the store. The telephone and mail orders 
are filled more easily since most of our stock is well 
arranged in shelves on the floor of the warehouse with 
the shipping and receiving departments on the same 


floor.” 
—— = 2 —_ 


CUSHMAN & DENISON OFFER NEW DISPLAY 

Cushman & Denison Manufacturing Company, man- 
ufacturers of the ‘“Cado” Flo-Master Fountnbrush, 
have made available for distribution to dealers a strik- 
ing three-color display for windows or counters, and 
an attractive red and black counter card. 

The window display, measuring 30 x 40 inches over- 


v 
re 
FLO-MASTER 
General’s Carbo-Weld We fig ‘itherei 
e VERURRS ar Swesres. 123 


SEMI-HEX t 
(5 Degrees) 


The quality pencil for 
efficient office work. 





Use the right pencil for the raanrns ° S 
type of work to be done. 


KIMBERLY Drawing (22 degrees) 
for artists, architects, draftsmen, 
engineers and designers. 
KIMBERLY Colored Indelible (27 
colors) for checking, drawing, wash 
painting, etc. 


SEMI-HEX Thin Colored (14 col- 


ors) for maps and blueprint work. 


KIMBERLY Duplicator pencil for 
hectograph work—medium and 
soft—also red, heliotrope, green, 


blue and yellow. 


FLO-MASTER DISPLAY CARDS 


hoa ’ ha E4e eadee So7 | all, has three panels. The Flo-Master is shown by 

f = r | actual photographs as it is used for drawing, writing, 
3 7U/ marking and painting on a variety of surfaces 

e n e id Pe n Cl uO m pd ny | Both these sales aids, the three panel display and 

| counter cards, are available free to Flo-Master dealers) 


ey pall (+) JERS eee 'who write to Cushman & Denison Manufacturing 
e Company, 135 W. 23rd St., New York 11, N. Y. 
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tions for re-sale. full profits. . 
MASTER-CRAFT Dealers can start the New Your with the comforting knowledge thet during 
the twelve months ahead, the MASTER-CRAFT sales policy will protect them against most 
types of unfair competition on loose-leaf products. 
Thus the MASTER-CRAFT Exclusive Franchise helps both to enhance the Retail Stationer's 
present success, and to remove some of the uncertainties from his future. 
Your future success may likewise be benefited by the MASTER-CRAFT Exclusive Dealer 
Franchise. Your application for the franchise, filed now, will receive first consideration when 
dealerships are available. 
MASTER-CRAFT Corporation, Kalamazoo, Michigan 
Division of The Shaw-Walker Co. 
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Their Beauty and Comfort give 
pleasing telaxation and create the 
urge for improved work ! 

a ik = 
_ Sturdy in construction juaume 
ay withstand long life, = 

% beautiful finishes, sol- & % 
3 idly upholstered in 
, 3 desired upholstery with 
© the very best spring 
3 ‘construction. Adjust- 
: ments for proper 
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A. A. PLOSSCOWE JOINS ROCHESTER FIRM 


A. A. Plosscowe, well known business equipment 
specialist, former vice-president of Rochester Station- 
ery Company, Rochester, N. Y., has become a member 
of the firm of the Heinrich-Seibold Stationery Com- 
pany, 64 Exchange St., Rochester, N. Y. 

“Art” Plosscowe, as he is known to the trade, thus 
ushers in a new phase for the latter company which 
started from a relatively small office supply store in 
1926 as the Naramore-Heinrich Company. From this 


























WILLIAM J. SEIBOLD KENNETH C. HEINRICH 





beginning in the year when the only exciting head- 


| lines in the daily newspapers were those pertaining 
| to the discovery of the inner tomb of King Tut in 


Egypt, K. Heinrich and G. Naramore founded a busi- 
ness which was destined to grow. In October, 1932, 
W. J. Seibold replaced Mr. Naramore as the junior 
partner, and the name was changed to Heinrich- 
Seibold Stationery Company. Thus began a steady 
advance and a move to more spacious quarters at 64 
Exchange St., the present location of the company. 
In 1941, one of Rochester’s old office supply stores 
known as Henry Schouten Company, was acquired 
and the business continued. Later, a third store was 
opened in a downtown office building. 


Now, by way of celebrating its twentieth year in the 


office supply business, the store has entered a new 


phase with the admittance of Mr. Plosscowe in the 














ARTHUR A. PLOSSCOWE 


firm. Having made an outstanding success in the office 
furniture field, Mr. Plosscowe will greatly expand that 
department. 

With the acquisition of such well known lines as 


| Shaw-Walker steel office furniture and filing equip- 


ment, Gunlocke office chairs, Loepold desks and tables, 
Lyon shop equipment, Victor Visible systems cabinets, 
and others, the company hopes to make its influence 
felt over a wide area of the great state of New York. 
Additional space has been leased to house the fur- 
niture and shop equipment departments, and more 
salesmen will be added to handle the expanded volume 
of business. The main store at 64 Exchange St., has 
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The recent purchase by the Smead 


Manufacturing Company, Inc., 
Hastings, Minnesota, of the Gen- 
eral Fire Proofing Company’s Filing 
Supply Division, is important to 
you for the following three reasons: 

(1) Both Smead and G-F deal- 
ers will profit by this change be- 
cause each of the two companies 
will be concentrating on the type of 
production which best suits them. 

(2) Smead dealers will profit 
because of the additional manufac- 
turing center in the Eastern terri- 
tory. The greater portion of the 
orders written for the eastern half 


MANUFACTURING 


LOGAN, OHIO 









of the United States will be shipped 
from the Logan, Ohio, plant. This 
will expedite shipments for the 
western half of the United States 
from the general headquarters at 
Hastings, Minnesota. 

(3) Increased output in stra- 
tegic locations within the market, 
added skilled manpower and con- 
certed attention toward constant 
improvement and production of 
new items, means that you, as a 
deserving Smead dealer, will get the 
finest items available in the filing 


supply line. 





COMPANY 
HASTINGS, MINN. 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 


maximum service and satis- 
faction to the user. 


LITTLE Dealer Franchise 
protection eliminates com- 
petitive chiseling. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 


requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 






“QUALITY EXCLUSIVELY SINCE 


AF 


MAMUFACTURERS 


ITTLE 


Inc s 


Factory, Rochester, N Y. 
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spacious window displays and modern illumination, 
Counter displays are given brightness and attention 
value through ingenious spotlighting. In addition to 
the office furniture and supply stock, the stores handle 
| greeting cards, gifts, leather goods and all the other 
items that make up a well stocked “business man’s 


department store.” 


“The addition of Mr. Plosscowe to our firm,” stated 





EXPANDING ROCHESTER FIRM—The Heinrich-Seibold Sta 
tionery Co., Rochester, N. Y., is expanding its office furniture 
and supply stock. Top picture is of exterior of store. Middle 
picture shows the stationery and office supply department! 
and bottom view is of the office furniture section. 


Mr. Heinrich, company president, “is important 
our post-war sales program. With the initial deman@ 
for goods being met, we will soon sell under norma 
conditions, and our company must be aggressive.” | 


== 


INCORPORATE METAL EDGE TAB COMPANY F 

Metal Edge Tab Company, Inc., 7249 Arsenal St, 
St. Louis, Mo., has been incorporated by Thomas & 
Heeter and Julius F. Dieckman to do business 
office supplies and equipment.—EWF. 
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We'll let you in on it! It's loaded with sales and 
profits—and a wide open market that is made- 
to-order for aggressive office appliance dealers. 
Executives need Invincible Metal Filing Cabinets 
with the Concealed Safe Unit. It's ideal for the 


* A i) safekeeping of valuable papers at the office or 


at home. It’s a practical idea for a big market. 


Fale ceeeneted. sate Invincible Metal Furniture Co., Manitowoc, Wis. 


unit is a patented 
Invincible Exclusive. 


VINGBL 
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IGRERTESI 
S R.C.Allen 


Business Machines 


ADDING MACHINES Ad CASH REGISTERS 
BOOKKEEPING MACHINES @ CALCULATORS 


Made by R. C. Allen Business Machines, Inc. 
678 Front Avenue, N. W., Grand Rapids 4, Michigan 
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Yes, like every dependable performer, 
STRATFORD REGENCY 
actually gets fan mail! 


The folks who’ve been reading about Stratford Regency in leading 
national magazines and in over 40 newspaper supplements are constantly 
writing to rave about the beauty, writability, downright dependability 
of this fine pen. And dealers send delighted reports of the high turnover 
and consistent profits Stratford Regency brings them . . . of the increase 
in store traffic created by distinctive Stratford displays. 


Let the intensive national advertising campaign of 

Stratford Regency work for you! Increase your profits 

further by featuring the displays—including the om 

unique single pen display—in your windows, on your AT 
counters. Use our free mat service for your important THE MAGIC 
seasonal promotions. Get your share of Stratford RETAIL PRICE 


Regency sales—now! We'll be backing you to the limit! ] 0 0 sk 





DEPENDABLE PENS and PENCILS 


STRATFORD PEN CORPORATION + SALZ BUILDING « NEW YORK 1, N.Y. 
*Protected and sold under Fair Trade contracts at $1.00 + Stratford anc) Regency—Reg. U. S. Pat. Off. 
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The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 


only conveys your sales letters, letters of quotation, etc 


the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kratt 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 

Attractively printed to your copy, the Two-Gether comes in 

m7xl0to11%4%x1l14v. Als 


desired. Flap 


a range of sizes fro 


plain where so of First Class Envelope is 


printed in bold reverse type showing that a message is 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 
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E. L. LARSEN OBSERVES ANNIVERSARY 

It was a proud moment for E. L. Larsen, owner of 7 
the E. L. Larsen Company, Owosso, Mich., when on | 
October 2, 1946, he celebrated the nineteenth anni- ~ 
versary of his company. 


As Mr. Larsen put it in a large pre-anniversary ad. 
“Nineteen Years of Progress” and he went on to say, | 
— folks—This is what you have helped us — 

uild.” 

A disastrous fire in 1932 failed to slow down the © 
progress of the Larsen Company. When the firemen 
pulled away from the scene of the fire, Mr. Larsen ~ 
salvaged what he could from the store and opened ~ 
temporary store quarters across the street. 


Today, the large, modern, newly redecorated and | 
remodeled store is well stocked. 














Book Line Expands 


In 1943, Mr. Larsen expanded his business to make © 
room for an office furniture display setup. At the time 
office furniture was hard to get, so he stocked a mod- © 
est supply of juvenile books in the area that was left. | 
This department of books became so popular that 














































STYLED FOR DISPLAY—Part of the new office supply and 

equipment department of E. L. Larsen Co., Owosso, Mich., 

where display counters are set at right angles from the 
wall for more effective presentation of merchandise. 


the section devoted to books has been enlarged. Mr.” 
Larsen has added adult fiction and non-fiction books 
and they sell very well. He reports that the book line’ 
also increases his store traffic considerably. 

It is claimed by Mr. Larsen that his book depart- 
ment is the most complete for any town in the 15,000 
population class in Michigan. When office furniture’ 
becomes more plentiful, Mr. Larsen plans to add still 
another display room to handle this line. 

“We feel that we can expand our book section still 
more in the future,” declares Mr. Larsen. “People are 
doing a lot of reading, and they have the income s@ 
that they can build home libraries.” 

Mr. Larsen also does very well with office supplies 
and equipment. He features everything for the office; 
including steel files, and index card boxes, Shaw- 
Walker desks and one to four drawer steel files. Lead= 
ing lines of pens are handled and merchandised by 
means of excellent display and good salesmanshipa 


“We have many good stores in Owosso and near 
by territory,” declares Mr. Larsen, “and we do 
excellent business with them. We give them goo 
service and that is what they like. Our repeat orde 
from such firms are very vital to us.” 

The gift section at Larsen’s is very complete am 
is a section where one can get gifts and novelties 
suit many occasions. Scrap books, photo album 


OFFICE “APPLIANCES, January, 18 





FOUND WHERE 
BUSINESS SUCCEEDS 


Business Equipm ent : 
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desk sets, book ends, playing cards, chess and checker 
sets are offered, just to mention a few. 

In the stationery department, one may purchase 
outstanding lines and this brings many customers to 
the store. An extensive greeting card display sectional- 
izes cards for every occasion. In addition, Larsen’s 
stocks a special line of juvenile cards. 

Serving generally a 25-mile area, Larsen’s does a 
large amount of direct mail advertising, in the form 
of personalized letters. Results are very good from 
this sort of advertising, reports Mr. Larsen. In addi- 
tion, the store uses newspaper display space regularly. 

Another department in the Larsen establishment 
which attracts many patrons is the Mimeographing 
section. Notices and cards and bills are printed for 
schools, churches and organizations in the immediate 
vicinity. This department not only brings a profit, 
but it increases the store traffic considerably, resulting 
in additional sales of office appliances and stationery. 

This business man finds that it pays him to set 
some of his display counters directly at right angles 
from the wall, instead of in the reverse orthodox 
fashion. He has used some of his counters in this 
position for years and he says that it increases dis- 
play, due to the fact that it attracts the attention of 
the customers more quickly. Under such a setup there 
are no wall displays but plenty of space between the 
display cases for customers to browse about, or to be 
served by clerks. 


Formed Stationers’ Club 


In 1936 Mr. Larsen was instrumental in establishing 
a stationers’ club in Michigan. This later became the 
“Stationers of Michigan.” Mr. Larsen served as secre- 
tary of this organization for nine years. 

During the war, as was the.case with many station- 
ery firms, Mr. Larsen and his staff has difficulty in 
repairing al. typewriters sent to them, due to short- 
age of labor and materials. However, the firm was 
able to keep the machines of numerous customers in 
operating condition and their efforts in this direction 
were appreciated by many quite a number of whom 
are buying regularly at the Larsen store. 

Mr. Larsen looks forward to an excellent office ma- 
chine business in the coming year or so and will seek 
this market very intensively, he says. 

The Larsen establishment employees nine persons, 
including Mr. and Mrs. Larsen, at the present time. 
Two of the servicemen are former GI's, taking a course 
in salesmanship under the GI educational law. 


—- 


FABER 25-YEAR CLUB ADDS NEW MEMBERS 


Seven new members were recently added to the 
roster of Eberhard Faber organization’s 25 Year Club 
at the group’s second annual dinner, attended by more 
than 100 employees and officers of the firms at the 
Hotel Granada, Brooklyn, N. Y. 

Frederick G. Huber, vice-president and treasurer of 
the Eberhard Faber Pencil Company, presented 25- 
year pins to Endora Randell, Mary Breslin, Isabel 
Metzger, Elizabeth Muller and Arthur Brockman. He 
announced that Agnes Lepatka and John McGill, who 
were unable to be present, would receive their pins 
at a later date. 

Mrs. Eberhard Faber, wife of the firm’s late presi- 
dent, whose father founded the company in 1848, was 
an honored guest. 

Officers of the club are Frank Engle, president, who 
made the welcoming address; Joseph N. Campbell, 
vice-president and toastmaster at the dinner; Edith 
Anderson, secretary; and Lester J. Stephens, treas- 
urer. Henry Peters, absent because of illness, is chair- 
man of the board of directors. 

The Eberhard Faber organizations include the Eber- 
hard Faber Pencil Company of Brooklyn, Eberhard 
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Faber Rubber Company, Eberhard Faber Corporation, 
Eberhard Faber Pencil Company of Canada, Eberhard 
Faber Industrial of Brazil, and the Graphite Pencil 


Company. 


———_—e 


SANTA CLAUS VISITED FARNHAM’S 
Santa Claus was no mythical character to the em- 
ployees of Farnham Stationery: & School Supply Com- 
pany, Minneapolis, Minn., this past Christmas. After 
a pre-Christmas season of unusual rush for employees 
in selling office supplies, desk equipment, and gift 
items to buyers with long Christmas lists, Arthur J. 


Walker put his employees on the receiving end and : 


played Santa Claus with a gigantic Christmas party 
on the second floor of Farnham’s new home, 301 S. 
5th St., Minneapolis. 

Work, worry, and old man gloom were chased to the 
roof-top of the modern five-story Farrham building 
on Monday evening, December 23, as 80 employees 
(from both Farnham stores) gathered for an evening 
of Christmas season fun. First there was the “pause 
that refreshes,” then a full-course turkey dinner 
served by one of the city’s leading caterers. Speeches 
were short and to the point, were eagerly listened to 
as they were a prelude to distribution of bonus checks. 

The evening’s fun included “Bingo,” fortune telling 
and dancing. Farnham’s employees during every 
working day enjoy Music by Muzak. For the party, 
special arrangements were made with the Muzak 
Corporation to send appropriate dance music over the 
many large loud speakers throughout the building. 
It was a big Christmas at Farnham’s—a fitting wind- 
up of a good 1946, a bright forecast for a good 1947. 

ai Sg 

AL BAUGHER BUYS OFFICE SUPPLY BUSINESS 

Al Baugher, for ten years on the sales staff of the 
Chicago office of the Carter’s Ink Company, has pur- 
chased the office supply business conducted by Adolf 
Schnaitmann at 709 Center St., Green Bay, Wis. All 
details of the transaction were completed by January 
1 and Al moved his family to Green Bay. 

Always active in association affairs, particularly in 














AL BAUGHER 


relation to the Great Lakes Travelers Club, Al has 
made a study of progressive merchandising methods 
for retailers. He acquired this knowledge for the 
purpose of aiding Carter dealers in the Chicago terri- 
tory. The information will stand him in good stead 
as he takes his place at the other side of the counter 
and becomes a retailer himself. 


———————— > —_— 
JOHN A. SNYDER APPOINTED BY DELBRIDGE 


John A. Snyder, formerly with George F. Cram Com- | 


pany, Inc., Indianapolis, Ind., is again in sales pro- 
motion work, being appointed by Delbridge Calculat- 
ing Systems, Inc., St. Louis, Mo., as dealer sales pro- 
motion manager. 

Mr. Snyder is actively engaged in promoting the 
sales of the Delbridge line of calculating systems. 
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.... Everybody wants to © 
get into the act 








A well known comic’s famous punchline about Umbriaggos (in this in- 
stance, new companies) is true. Everybody is trying to get into everybody 
else's act. But the old-timer still relies upon the old-line firms and friends. 


He still prefers to do business with a company that has proved its worth. 


Steelmaster is a reliable source of supply for all your office equip- 


aes Steelmarter Product iu Your Futura. od 
V 











Filing Uprights Junior Card Filing Systems 
Futura Card Cabinets Rotarian Plastic Letter Trays 
Futura Cash, Bond and Office Boxes Futura Multi-Units 
Desks* Visibles* 
Moldmaster Plastic Trays Chairs* 
Hang Files* Tidy Desk-Master 

* (Soon) 


aS STOTT. 


THE Futuna SILVER GREY SERIES 


ART STEEL SALES CORPORATION * 300 EAST 145th STREET » NEW YORK 51, N. Y. 













































SPECIFICATIONS 


The units are fabricated of furniture steel, elec- 
trically welded and equipped with four free rolling 
ball bearings to each drawer. 

Plastic hardware and finished in Fadlara silver grey 
to harmonize with all surroundings. 

Units are 16” deep and come equipped with ASCO 
build up feature, to provide for additional units 
for every record keeping need. 


Styled by Fatara in Grey “Lustrelite” 


Cupboard is equipped with lock (No. 3002). Di- 
mensions are shown below. 


Futuna MULTI-UNITS 


A personalized filing system for every office, 
home or small enterprise to safekeep all cor- 
respondence, letters, bills, documents and 
records. 

No. 3001 consists of two filing cabinet drawers 16” 
deep and come equipped with ASCO build up 
feature to provide for additional units for every 
record keeping need. 


Styled by Patura in Grey “Lustrelite” 


No. 3002 has one filing cabinet drawer and one 
safe or cupboard compartment equipped with lock 
for storage of bookkeeping records, articles or 
other valuables. 












































Putera JUNIOR FILING SYSTEMS 





























No. WIDTH HEIGHT DEPTH SHIPPING WEIGHT 
Futura 3001 147¢} in. 301% in. 16349 in. 53 Ibs. 
Futura 3002 147 in. 3014 in. 16345 in. 50 Ibs. 
Futuna BASE 14% in. 51% in. 1635 in. (included above) 











sont Steel Sales Corp. 





300 


EAST 145TH STREET 





+ NEW YORK 51, . 
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Sted madler now offers its —— “As Multi-Units singly or in combination, 


—_— 


_ 


making the same —- for every possible filing requirement. 


_ 





~ QP _ — a 
The No. 3001 —— — No. 3002 —— mo Na es — and No. 3002L 
x a e 
and No. 3002L 








therefore. 
= 


The No. 3000 =p: is a single letter file drawer and No. 3000L (s)--- is the same 
(= x ~ 


letter file drawer equipped with lock. 








— is the cupboard which comes equipped with lock. 


et 


The No. 3000S - f»—=> 


_—_ 


Multi Units may now be purchased individually. This will enable the engineering of 
these Steelmaster Multi-units Junior filing systems for any and all filing requirements. 


The No. 3000 B -=- is the base which may be purchased separately. The No. 3000X 


= — a ~ rage a 
a — ,is the bracket bar engineered to fit the No. 3000 mall — to provide for efficient 


support for hang folder filing. 











No. DESCRIPTION WIDTH | HEIGHT | DEPTH | SHIPPING WT. 
ie ~ | 2 LETTER FILE DRAWERS “ga CE — . a 
Falura 300! ) annie 142 in. | 30Yyin. | tein. | 53Ibs. 





| LETTER FILE DRAWER 
Futura 3002 | icurtoaro 147 in. | 301 in. | 16in. | 50 Ibs. 
2 LETTER FILE DRAWERS 
Fatura 30011 EACH EQUIPPED WITH LOCK | 1411, in, | 30V ia. | 16%, 54 Ibs. 


| LETTER FILE DRAWER with lock 


Futura 30021 A agg Algae 14,7; in, | 30! in. | 16 in. 51 Ibs. 




















Futura 3000 | LETTER FILE DRAWER 1455 in. | 121 in. | 16 in. 18 Ibs. 
Feature 30001 | | LETTER FILE DRawen 14; in. | 12 in. | loin. | 18 Ibs. 
Futura 3000S | i cumonun Eouirren 14z% in. | 12> in. | 16 in. 13 Ibs. 
Futura 3000B | sase surrort 1455 in. | 5Wzin. | 16 in. 5 Ibs. 





BRACKET BAR FOR 


Petura 3000X | iincine roLoer FILING 
All List Prices F.O.B. Our Factory, N. Y. 


| Be Steel Sales (Corfe. 3200 EASt 145TH STREET + NEW YORK 51, N.Y. 
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Futura MULTI-UNIT) eer 
JUNIOR FILING SYSTEMS 


| FOR EVERY FILING NEED | 
rH t/774 Sales Corp. 300 EAST 145TH STREET + NEW YORK 51, N.Y 























A QUALITY STORY 
IV A QUALITY MARKET 


In 1947 Harter will advertise every month 
in three leading management magazines— 
Fortune, Business Week, United States 
News. These publications reach the men 
who make up your best market—the top 
executives of business and industrial firms 
throughout the United States. 


Harter means quality. And quality is what 
your customers want today above all else. 
The time has passed when chairs could be 
For his sold merely because the demand was great. 
Harter COFP From now on quality comes before avail- 
ability. We are telling the story of Harter 
quality in national advertising aimed direct- 
ly at the quality market of top management. 


aE fh! PY GO ncn 
20 YEARS OF QUALITY 
—=" 1947 = 


‘ This Ad Appears In LI (a D | Cc iD 
. alee sna eens 18 + Al fs} R T E R 
ae 


_ @Unitéd States News, January 10 i: 2 2 es Mic#H !iG@ A WN 
; : } STEEL CHAIRS » POSTURE CHAIRS 
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ROYAL MAKES PROMOTIONS, APPOINTMENTS 


“R E A D f wd G” HK. C. Draper, Royal Typewriter Company’s sales 


policy and research manager, recently announced that 


“RITING’ | David H. Collins, formerly branch and home office: 


o personnel manager, has been named to succeed F. P. 

< | T re METIC” and Ryan in the sales department. Mr. Ryan is now as- 

| sistant to President M. V. Miller. J. W. Dolen, an 

employee relations specialist, has been appointed per- 
sonnel manager of the company. 

Mr. Collins steps into this important sales post with 
an impressive record behind him. After being grad- 
uated from Princeton University, he joined Royal’s 
advertising department in 1931. He was advanced 


successively to positions of general sales analyst in 
1934, foreign statistician in 1937, and branch sales 


D. H. COLLINS J. W. DOLEN 


correspondent in 1942. In 1943, he became personnel 
| manager, in which capacity he organized the per- 
sonnel department, initiated the use of aptitude tests 
to assist in the selection of new employees and worked 
on the development of standard practices to insure to 
- | Royal employees fair compensation for their work and 
id | greater opportunities for advancement. 


P J. W. Dolen, the new personnel manager, is a former 
? employee relations supervisor for Sperry Gyroscope, 
W hi 

ih that Fourth E Accounting Department Changes 
| W. H. Parks, Royal Typewriter Company’s comp- 
%& ¥& ¥& School equipment, manufactured by Rowles, | troller, has announced a series of promotions and 
and the choice of thousands of school buyers for half | transfers in conjunction with an extensive account- 

a century, is now distributed only through established | '"® branch reorganization program. 
dealers. Get your share of the nation's vast school | In the reorganization, many promotions and 
s t 4 | changes became effective November 1. L. G. Rasmus- 
expansion business by featuring these famous products. | sen, former Chicago cashier, was promoted to district 


Increased enrollments plus long-delayed expansion pro- | auditor for the midwestern territory. A. C. Kaupert, 
grams and the public's willingness to provide money for former Dallas district cashier, was promoted to Chi- 


fi cago cashier. He had been handling special duties in 
the tools of education have created the market and the Ghtenas since his return from se er . 
sales opportunity you have long been waiting for. 


Promoted to Cleveland district cashier is Robert 
* %& & As the on-the-spot supplier ok Datles echatl Leichliter, former assistant, who replaces G. W. Mearl- 
equipment, a large slice of this big market can be yours. 


ing, now in a sales position at Indianapolis, Ind. 

, 2 , Effective December 1, W. J. Hertzog, former assistant 
Enjoy the advantages of Rowles product leadership with | Philadelphia cashier, was promoted to Pittsburgh dis- 
satisfied customers and easily made, profitable sales. trict cashier. On or about January 1, Carl McKelvy 
¥i : : assumed the duties of Dallas district cashier. And 
If you are not familiar with the Rowles line, write today | in Los Angeles, T. A. Cassel has been named branch 


for Catalog No. 252 and latest confidential Price List | Cashier. 
W. H. Lewis, formerly with the Royal Typewriter 





No. 252A. 
4 Menutact § Scheat Baek Company’s portable division, has been transferred to 
ratte ine 1896 = the sales department as a special representative, under 
the direction of Sales Manager D. B. Starrett. Mr. 


| Lewis will visit the various branch managers to render 
assistance with especial attention to storeowners. 
Discharged about a year ago from the Navy, in 
which he served as a lieutenant commander, Lewis 
returned to Royal as portable district representative 
for Michigan, parts of Indiana, and Ohio, where he 
operated prior to his enlistment in 1942. 
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at this season of the year, when in spite of wars. 
problems and dissension, Goodwill and generosity 
prevail. We seem to count our blessings rather than 
our troubles, we look for the goodness in man rather 
than the evil. This custom has prevailed for 1900 
years. [t is good and will always prevail. 
| fe ; : 
- We at Neva-Clog count as one of our greatest 
S 
d blessings. the Goodwill of our many friends and cus- 
0 
d tomers, the tolerance shown when it has been so 
r difficult to meet the demands. the indulgence on 
‘ the part of all on our inability to give the service 
you have been accustomed to and have a right to 
5 expect and so- 
d to one and all—We extend our sincere thanks and 
rf best wishes. 
t, 
- 
n 
o 
: NEVA-SLOG PRODUCTS, Inc. 
BRIDGEPORT. CONN. 
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...one of baseball’s rarest com- 
binations. For years, they have 
exemplified the ultimate in 
team-work. Thinking of them 


makes one realize the interde- 





pendence of many things in life. 
We are naturally most conscious 
of the relationship between a 
good file and good filing sup- 
plies. If they are both of top- 


notch quality, what a successful 





DURATEX VERTICAL 


FILE FOLDERS combination they make. Thus 






when Durability Filing Supplies 
team up with a good file, they 
automatically spell peak filing 


efficiency ; 









VERTICAL 
FILE GUIDES 


Established 1921 


i 
[. 1. BARRLEY & CU. 
Manufacturers of Filing Supplies 


CHICAGO 7, IkL 


JEFFERSON STREET 
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WALL PAPER USED FOR OFFICE WALLS 


The Wall Paper Institute recently opened new offices 
in New York City at 400 Madison Ave. Although the 
offices are strictly functionary, wall paper has proved 
an attractive and suitable background for all the rooms 
in the office. Using different papers in each, it has 
been tied together by having complementary colorings 
leading the eye easily from one room to another. 

Because of the nature of the Institute, it was deemed 
advisable to select papers which were frankly wall 
paper and which were most appropriate for office use. 
Therefore, the decorators, Intramural, Inc., chose a 
light and airy scenic for the reception room. This 
green floral on a white background set the color theme 
for the entire establishment. 

The greens in the reception-room paper are re- 
peated in a weave paper used in the work room which 
is designed for use by editors and decorators. Besides 
carrying out the monochromatic theme, the paper is 
declared to be a smart choice for the emphasis on 
texture rather than pattern. 

A geometric design of Greek key influence was 


WALL PAPER OFFICES—New offices of Wall Paper Institute. 
400 Madison Ave., New York, N. Y., attain a decorative 
effect through use of wall papers. At top is work room, 
strictly modern, in which the bluish-green woven stripe and 
blending woodwork are used. Bottom picture is of executive 
office where a muted grey background is accented with 
medallions of yellow and beige. The woodwork and floor 
covering carries out the same shade of grey, blending well 
with mahogany furniture used in equipping the model office. 
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In sports, in life, in business—nothing can take the place of » 
superlative performance! That’s why you and your customers ¢ 
will prefer All-Steel-Equip Files. It’s the quick-turnover line, the# 
profit line—it’s the dependable line that’s backed by more 
than 34 years of engineering experience. 
















Because of current nation-wide conditions, we, like so 
many other manufacturers, cannot guarantee delivery in 
terms of the usual schedules. We’re sure, however, that you'll 
find All-Steel-Equip Files well worth waiting for. 


ALSO 2, 3 OR 
5-DRAWER SIZES 

















Rigid Frame Constructiod 
is provided by torqhe 
blate reinfo rcoement 
under each drau vi shelf. 






We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. 


Lasting, chip-roof 
finish. Hardutre of 
genuine bgonze, 
beantifully designed 












é 
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Drawer fronts are 
flanged back and are 
uelded to bottom—pro- 
viding extra strength! 





Built for strength! 
Sturdy 6-post frame, 
rigid cross-bracing, 
full-opening drawers. 















ALL-STEEL EQUIPMENT, INC. 


600 Cleveland Avenue, Aurora, Illinois ( 
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What is ACCO? 








Acco is a service. Nearly all 
ACCO Products are designed for improving the 
safe-keeping of papers—permanently or tempo- 
rarily. 

Paper fastening, paper binding, record 
keeping, filing, are all important functions which 
ACCO Products enable the business man to do 
better. So much better, in fact, that ACCO has 
become the known standard of quality in the field. 

Your customers know ACCO, Give them 
ACCO—and make sure you know and stock the 
whole ACCO line so that you may make the most 


from the service ACCO renders. 





ACCO FASTENERS 
ACCOBIND FOLDERS 
ACCOPRESS BINDERS 
ACCOFLEX BINDERS 


ACCO FLATS 





ACCO CLAMPS 


ACCO CLIPS 


ACCO PUNCHES 
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| 
| 
ACCO STENOPAL 
| 
| 
| 


ACCO 


PRODUCTS. INC. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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Is This a Portrait of Your Business? 


Would a picture of your business reveal you as playing blind man’s buff — 














without complete facts? If your records are not giving you a// the vital data 
you need when you need them, you are working blind. Acme Visible Record 
Systems bring to light the record facts so necessary for executive action and 
control. Find out about Acme’s time and money-saving efficiency — how it 
speeds and simplifies record keeping procedure. Have an Acme man analyze 


your record needs. Contact us today — you will receive prompt attention. 


“ete t4 @ time “saving tome lise Fecotdé S, JSAP PE 
Je Crety tecotd and ¢ ove tay Lasireedd 


ACME VISIBLE RECORDS, INC. 


heme eduls Records, tn: 122 SOUTH MICHIGAN AVENUE «¢ CHICAGO 3, ILLINOIS 












Reprint of Our Message in National Magaiznes 
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ORAIEFULLY YOURS 


FINEST CUSTOM QUALITY 





We have just completed our most successful year. 


In spite of the many difficulties in obtaining materials 
and suitable labor, we were able to increase our pro- 
duction in 1946 more than 300% over our highest 
pre-war schedule. More important-—-we were able to 
maintain our high standards of quality in materials, 
workmanship and attractive durable finishes, during 
a period when “quality products” were hard to find. 


We gratefully pay tribute to our many customers— 
both old and new—whose confidence and successful 
presentation of our MIDCO the Perfectlite lamps 
have contributed so largely to our success. 


As we enter the New Year, let us give recognition to 
the fact that the consumer will demand more and 
better things for his money, and will no longer buy 
“just anything” but will have to be sold on the merit 
and value of the product. 


MIDCO the Perfectlite portable desk lamps are easy 
to sell because they represent the highest achievement 
in lighting efficiency, quality construction, attractive- 
ness and competitive value. 


We pledge the continuance of our policy to make 
ONLY the finest of portable lighting units with the 
highest sales appeal—at the lowest posible price. 





Model 100é—now available in three attractive 2-Tone Finishes: Corduroy 
Brown and Gold Wrinkle, English Antique Bronze and Gold and Metal- 
lescent Gray and Silver. 


Write for more detailed information and discounts. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, IIlinois 
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| picked for the area occupied by clerical workers so 


that there would be no distracting patterns to catch 
the eye of girls operating typewriters, adding ma- 
chines, and other mechanical devices. 

The executive offices are able to use the more tradi- 
tional patterns because they have the dual function 
of offices and conference rooms. 

It is interesting to note that suitable papers were 
available in regular stock lines to meet every need. 
In no case was it necessary to go outside the regular 
commercial lines to find the desired patterns or color- 
ings. 

The entire office decoration is an excellent example 
of how wall paper can be applied in good taste to 
produce an interesting, yet not ornate setting for any 
business organization, states the Wall Paper Institute. 


<-itesonesigllliinithsecesclhai 
EVERSHARP BUYS BASIC BALL-PEN PATENTS 


Eversharp, Inc., has evidenced its faith in the revo- 
lutionary capillary action as the writing instrument of 
the future by purchasing outright the American and 
Canadian patents and patent rights, according to an 
announcement by Martin L. Straus, II, president. 

“We believe this to be an economic move,” Mr. 
Straus declared, “since through savings on royalty 
payments we expect to have our purchase price re- 
turned within a relatively short time. 

“Equally as important is the fact that this purchase, 
plus the more than $1,500,000 we have invested in 
developing and perfecting this writing instrument 
through our own research, constitutes the strongest 
possible evidence of our faith in the Eversharp CA 
as the pen of the future and in the strength of the 
patents purchased.” 

The price of the patents, which give Eversharp ex- 
clusive rights to manufacture and sell the CA in the 
U. S., Alaska, Hawaii, the Philippines, Central America 
and the Caribbean, was $1,100,000, according to Mr. 
Straus. 

The original United States Letters patents were 
issued to Eterpen, S. A., of Buenos Aires, on October 14, 
1941, and December 2, 1941, and cover certain features 
of Eversharp’s sphere-point pen, and especially the 
capillary action method of feeding the fluid to the 
“magic sphere.” 

By the purchase Eversharp also acquired ownership 
in its territory of eight applications for further United 
States patents covering further improvements on the 
new writing instrument and now pending in the Patent 
Office. 

ee an 


F. H. LAWSON COMPANY EXPANDS PLANT 


In an expansion of plant facilities, The F. H. Law- 
son Company has completed a new, two-story, modern 
steel and concrete building at Evans and Whateley 
Streets, Cincinnati, which will house their general 
offices and a cafeteria seating 150 employees. 

Another new unit fast nearing completion is a large 
warehouse with 64,000 square feet of storage space. 
These new projects will increase the Lawson plant 
facilities to more than 8% acres of .floor space. 

The completion of these buildings occurs on the 
130th anniversary of the company’s founding, in 1816. 
Today, The F. H. Lawson Company has the distinction 


‘of being, west of the Alleghenies, the oldest manu- 


facturer of sheet metal products in the United States 
and the oldest company which has remained in the 
control of the same family over a period of five gen- 
erations. 

A number of specialized lines of products are manu- 
factured by The F. H. Lawson Company, which is 
recognized as a leading builder of bathroom medicine 
cabinets for homes, hotels, ships and institutions. An- 
other Lawson line of products is for institutional and 
office use—utility receptacles, sandurns, cuspidors, 
desk files and waste baskets. 
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Put yourself in the 


RED FEATHER © 











1]. copy CHIEF DUPLICATOR A precision 
machine — fy}}, 


s chronized—automatic iakine ate syn. 
a” 
Team up with a SUPERIOR line o 2 62.0 UGH 


‘ li ‘ e 6 t a i d supp li OS gives clear, even COLD light. 
i!) 


ENCILS FoR ANY MAKE MACHINE 
ite ~ yellow — blue— won’ clog type, 
Unaffected by climatic co 


I g 1 F F 4 S nditions, 
Ss | 


| 9 with wide $5 
g 
Cc Py Pp ‘ p ether 


inciples to turn out the best copies 5. DUPLICATOR INKS—SEVEN COLORS 
: Ww ating princ 
on basic new oper 


Scientifically blended for free Printing. 
tomatically. Fact-O-Scope light- 6. INSTANT DRYING CORRECTION FLUID 
ver seen... QU 
you have e 


7. STAIN-REMOVING CREAM HAND 
il printi CLEANER 
i uniform, unsurpassed stencil printing. 
oratory tested to insure 


8. INSTANT ACTING TypE AND PLATEN 
CLEANER 





YRES AND Sizes 


eléction of guides, 


lies lab- 
h even, COLD light. Famous Red Feather supp 
table with even, 








itories available. 
There are still a few key territori 
Dealers — 


Write TODAY for details. 


RED FEATHER PRODUCTS, LTD. CALIFORNUAD 
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All Metal 

“ ADJUSTA-LITE” 

PORTABLE i 

No. 1222—Single Tube 

Patented flexible arm— 

adjustable height } 

Finished in Morocco t 

Brown é 

r 

All Metal C 

STUDENT MODEL E 

No. 300—Single Tube ie 

Finished in Morocco Brown 

p 

All Metal h 

2-LAMP EXECUTIVE MODEL C 

No. 1028—Two 18” tubes ; je 

Solid bronze appointments e: 

Finished in Morocco Brown va 

. , pe 

OFFERS THE COMPLETE LINE 8 

tl 

OF PORTABLE FLUORESCENT... : 

it tir 
i ial . . e u Cl 
CAe-en tebe. Me, 1200 There are no "missing links''. Whatever the needs of as 
: 18” tub | 
vibdadtr thiaenee Srewe your customers may be, Van Dyke can supply them. - 
Versatility is one of the outstanding features of this a 
comprehensive line. You'll find Van Dyke Fluorescent - 
as much at home on the student's desk as in the busi- “ 
ness office. For the best fluorescent lighting plus attrac- fo 
: ‘ = . f 
tive styling always look to Van Dyke for leadership. =o 
wi 
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" 
| All Metal | bis 
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| ALL PURPOSE MODEL oa 
All Metal _ No. 2000 su 
“ADJUSTA-LITE” CLAMP ON ___ Single 18” tube I 

i No. 1201—Single 18° tube Finished in Morocco Brown of 
i Ranenbhd Genthle Gea Solid bronze appointments chi 
i adjustable height F 
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EVERSHARP ANNOUNCES EIGHT PROMOTIONS 


Eight promotions in the sales management organ- 
ization of Eversharp, Inc., including the elevation of 
Marshall Brayman, San Francisco, Calif., to domestic 
sales manager of the writing instrument division, were 
announced recently by Tom Emerson, vice-president 
in charge of domestie sales. 

At the same time Mr. Emerson revealed that two 
new sales regions have been created, with headquar- 


Save 
[slage Dollars. 


s in St. Louis, Mo., and Pittsburgh, Pa. 
we e WITH A 


USPM LETTER SCALE 


“These moves give full effect to our post-war organ- 
ization plan started four years ago,” Mr. Emerson said. 
“During the past year, our group has shattered all 
records for the sale of writing instruments. The pro- 
motion of these men from within the ranks is recog- 
nition of the contributions they have made to this 
record. We now have a sales organization of 103 men, 
in six regions compared with 32 men when the present 
ibe Eversharp management assumed control of the com- 
pe pany in 1940. During that time, we have increased 
: the sales of our pens and pencils from $2,000,000 to 

almost $30,000,000 in 1945, and this year’s figures 
will be even higher.” 

He also announced the appointment of Harvey S. 
Olson, Chicago, as domestic sales manager of the’ 
Eversharp, Inc., shaving instrument division. All ap- 
pointments were effective January 1. 

Mr. Brayman, who will be in charge of pen and 
pencil sales for the continental United States, with 
headquarters in Chicago, has been in charge of Pacific 
, Coast sales operations for the last two years. After 
joining the company in Seattle in 1940, he became 
eastern regional manager in New York in 1944. He 
returned to San Francisco in 1945 as West Coast 
regional manager. 

Truman Renz, who joined the company in 1941 and 
has served as Mr. Brayman’s assistant during the 
past year, has been elevated to regional manager in 
E San Francisco, Calif. Anthony Love, who started with 
the company two years ago in California and later 
moved to Denver, Colo., becomes Renz’ assistant. 

Appointed to direct the two new regional organiza- 


=_ oS CO 





se 
tions are Jack Hammill at St. Louis and Bart J. Mc- 
Closkey at Pittsburgh. Mr. Hammill has been Chicago W ASTED penn} 5 
of assistant regional manager, while Mr. McCloskey, who calpain walt te add up to lost dollars when 
joined the company in 1941 and has served in several old-fashioned letter siaie: — ‘inaccurately on an 
m. southern and eastern states, was promoted from the that automatically gives udena ee with a scale 
his Philadelphia territory. Don Pruess, of the Richmond, ine postage on all eninge computa- 
Va., region, will succeed Mr. McCloskey as assistant ment tone, Letter Scale is a sensitive i 
snt regional manager in Philadelphia. Dorr Babcock was sees. ae Speed, accuracy and presse 
promoted to assistant manager in the Chicago region New, sdeiaiaer eco insures errorless reading. 
Isi- which is headed by George L. Mason. packages or round ee a platform holds letters, 
Mr. Emerson also announced that sales headquarters 20 ounces and 3 pales You Two capacities: 
ac- for the shaving instrument division had been moved will gladly demonstrate it for ve USPM specialist 
from New York to Chicago. Harvey S. Olson, newly- pee * you. Call him today, 
appointed domestic sales manager, has been associated me Systems and Equipment 
with Eversharp since 1940 except for a tour of duty oa et Every Mailroom Need 
with the U. S. Navy. pas ea oe Reornen mailroom 
———-—=e —___ equipment to fit your p oman and 
TSA NAMES GROUP ON INDUSTRY STUDY quirements, Our “Blueprint” Folder 
The Transcription Supervisors’ Association at New it t0 Dept. OAT7 et Weite for 
i York City has announced the appointment of a com- Metered Mail $ 
mittee to study and pass on to its members informa- Openers...Engnn Letter and Parcel Post Scales 
f ; : Envelope Sealers... Multi -+-Letier 
tion about new office appliances, business machines, room Equipment... Endersographe ee Atixers...Mail- 
| supplies, and other products of interest to supervisors bende "+ Tiehatograph Systeme 
* of central stenographic, typing, and dictating ma- of the Office Monogemon’ nec rmemment Display 
chine departments. Hotel Stevens, Feb. 3. 4 ond ¢ neo” 


Recognizing the need to keep abreast of the latest in 

' office equipment, but handicapped by pressure of work, 

| the members have decided on this course as the ogghew ge eon 
solution to the problem of keeping up to date. eee 

\ The committee will be called the products com- 


\ mittee and will be headed by Mrs. Mae Turbush, Fire- ‘ | : 

man’s Fund Indemnity Company, New York. Members DIVISION N q RO [ S 

of the committee will be assigned to scan the business g _—— , . 
magazines for details about new or forthcoming prod- Rochester 2, New York CORPORATION 
ucts of special value to departments using typing and Commercial Controls Conede ttd., Toronto 1, Ontario 





reproducing equipment, and once a month the find- 
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KEEP IN STEP with the huge SwINGLINE leadership 
promotion...hard-hitting, attention-getting, color- 
ful advertising and dealer helps...the dream team 
of all progressive dealers. This spells quick repeat 
profits . . . consumer satisfaction and good will... 
all resulting from SWINGLINE’S speediest stapling 
team. 

KEEP IN STOCK swINGLINE’s 100° ROUND WIRE 
Staples. They’re pre-tested for hardness and 
tensile strength to assure greater penetration and 
prevent buckling. They’re precision-engineered, 
100°, uniform and purposely round to eliminate 
excess glue, prévent clogging. A real teammate 
to the SWINGLINE Stapler with its famous open 
channel for split-second loading. And remember 
—SWINGLINE’S 100°, ROUND WIRE Staples fit all 
standard staplers. 


GET SET NOW! Capitalize on SWINGLINE’S coop- 
eration for bigger volume and more profits! 


SPEED PRODUCTS COMPANY, INC. 
LONG ISLAND CITY 1, NEW YORK 
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SELITUNAL BUUALCASES 


Now in 
Production 


pone wert ere tT) 


eh 


No. 800 SECTIONAL BOOKCASE 
Two—!I1"' Sections, One—9" Section. 
Height 48", Depth 12", Width 33!/," 





ry 

| HIS Bookcase is well made . . . the Sections are 
joined with metal couplings for strength. The glass in 
this Bookcase can be cleaned easily because of the conven- 
ient removable doors that run on roller bearings and on 
a metal track. Wood used is maple and gum with an 


excellent finish. . . . Walnut color only for the present. 


MICHIGAN DESH CUMPANY 


GRAND RAPIDS 1, MICHIGAN 


Room 16100-A Waters BUILDING 


PERMANENT EXHIBIT SPACE MERCHANDISE Mart Geawe Rapes: Macn. 
Curcaco, Int. 
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ings will be presented to the executive committee for 
vote as to the articles or appliances most likely to 
interest the members. These will then be written 
up and sent out as flyers with current mailings to the 
members. 

An exhibit of the products chosen in this way will be 
held at the Association’s April dinner meeting in the 
Hotel Sheraton, Lexington Ave. and 37th St., New 
York City. ° 

In taking this action the Transcription Supervisors’ 
Association continues its efforts to serve its members 
in a practical way, its purpose being to “promote the 
practical and economical operation of central steno- 
graphic, typing, and dictating machine departments, 
through the pooling of ideas, information, and ex- 
periences.” Established since 1930, the Transcription 
Supervisors’ Association is an actively growing or- 
ganization of women supervisors of central transcrib- 
ing departments in large companies located in Metro- 
politan New York, and representing such widely varied 
fields as banking, insurance, manufacturing, broker- 
age, law, utilities, as well as commercial and industrial 
concerns of all types. The membership totals 140 su- 
pervisors, all of whom. influence the buying of equip- 
ment and supplies for their departments, and includes 
some women office managers and a small percentage 
of commercial school educators admitted as associate 


members. 
ERA ey 


a 
FOUMTAIN PENS MECHAN 





NEW WEAREVER C-700 CASE DEAL—A com- 
pact wood cabinet for permanent counter 
display shows a representative assortment of 
Wearever pens and sets in a range of prices 
and having a total retail value of $112.30. 
This lively sales builder is offered by David 
Kahn, Inc., North Bergen, N. J. 
Eo - 


TOPEKA FIRM MAKES APPOINTMENTS 

Two new appointments in the Hall Lithographing 
Company, office supply dealers at Topeka, Kans., were 
announced recently by Clarence Severin, president. 

Mrs. Marian McLenon was promoted to the position 
of secretary to the president. She has been with 
Hall’s for more than 17 years, and is being advanced 
from the job of manager of the Mimeograph depart- 
ment. 

Milton Thompson, who has been with Hall’s one 
year to the day, as a salesman in the Mimeograph de- 
partment, was moved up to the head, Mr. Severin said. 
Mr. Thompson came here from Fort Wayne, Ind., 
where he had eight years’ experience in Mimeograph 
Sales work. 

“eyes appointments were effective as of January 

, 1947. 

Five employes were retired at the close of business 
December 31. They averaged slightly more than 39 
years each in service to the organization, and are 
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| we are again manufacturing 


Respirator'| 
Chair Cushions 


| 

| having secured an allocation of 

natural rubber sufficient to pro- 

_ duce approximately fifty percent 
of our normal production. 

Limit orders, and do not exceed 
| three dozen for any one specified 
| shipment. 
Cover materials are scarce and 

we request the privilege of sub- 
| stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 


L. M. Biekett Co. 


| Watertown, Wisconsin, U. S. A. 
a EEeneneeneanea Snnnnnenneneiennen camel 
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SHALLCROSS 
STENCILS 





NOW AVAILABLE 


in a NEW, cool green, eye-appealing package—a 
carton as modern and progressive as SHALLCROSS 
DOUBLE COAT STENCILS. 





The winning combination—a package designed for 
selling—a product designed for customer satisfac- 
tion. Long-fibered imported tissue coated with 
TWO special solutions gives SHALLCROSS 
DOUBLECOAT STENCILS extra strength, extra 
durability PLUS extra smoothness for artwork that 
means quality duplicating ALWAYS. 


PRICE LIST AND SAMPLES 
ON REQUEST 


The SHALLCROSS COMPANY 


Mancfacturers of 


Inks -Ribbons -Stencils-Papers 
FORTY EIGHTM and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 
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being retired on the Hall benefit plan, Mr. Severin 


declared. 
Four employed in the Hall Lithographing Company 


| were Webb C. Stevenson of the sales department; 
| Thomas J. Mackey, city salesman; Miss Maude Adams, 


paymaster; and Mrs. Lee Brown, bindery. 

Fred F. Swartz, employee of the Hall Stationery 
Company, was retired from a position as stockman. 
—GMH. ° 

SEE cents cee? 
APPOINT HORDER MERCHANDISING MANAGER 


Harry G. Horder, president of Horder’s, Inc., Chi- 
cago, recently announced that Willard A. Richardson 
has been appointed to the newly created position of 
merchandise manager. 

Mr. Richardson brings to the Horder organization 
a wealth of experience which will be of value in this 
work. For 12 years he served as vice-president of V. P. 
Womrath, Inc., New York City, a multiple store organ- 





WILLARD A. RICHARDSON 


ization specializing in the selling of books and sta- 
tionery. He has had many more years of similar 
experience with other well known retail sales organiza- 
tions in both the Atlantic and Pacific seaboard fields 


' as manager of merchandising and buying divisions 


featuring stationery items. 

Mr. Richardson’s duties at Horder’s will comprise 
the supervision of merchandising plans and merchan- 
disé-packaging, particularly with respect to the “World- 
Wide” line (Horder’s own line of business forms, also 
sold by the Associated Stationers Supply Company, 
Horder’s wholesale affiliate). 

Mr. Richardson’s principal office will be located at 
the Horder Chicago headquarters. His present resi- 


dence is at 2136 Lincoln Park West, Chicago. 


Oe 


SOUTH AFRICAN PUBLICATIONS SHOW PROGRESS 

The OFrFIceE APLIANCES, through the courtesy of 
Arthur Tunley, Johannesburg, South Africa, has re- 
ceived a number of interesting South African publi- 
cations which mirror the progress this country is 
making in industry and trade. 

The journals are replete with illustrations, timely 
articles, and advertisements of internationally-known 
companies including a number in the United States. 

The South African Industry & Trade published an 


| industrial edition last September which is particularly 


outstanding, a tribute to the publication whose policy 
since 1907 has laid the foundations of South African 


industry. 
——— 


OPEN NEW FIRM AT MITCHELL, S. DAK. 

The Reynolds Office Equipment Store was recently 
opened at 114 W. Fourth Ave., Mitchell, S. Dak. F. D. 
Reynolds is manager, assisted by Harry Huffman. The 
firm occupies the remodelled front offices of the 
Mitchell Business College building. Office equipment 
including desks, files, typewriters and adding ma- 
chines, is being handled. 
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an AMAZING Prorit OPPORTUNITY. 
CREATED 4by FEDERAL LAW 











INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE Tax Record that offers your customers every essential feature. Original, genuine : 
LIBERTY TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 


essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 


<—S PLACE SAMPLES OF ALL INCOME TAX RECORDS SIDE BY SIDE AND 9 OUT OF 
10 OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 


Merchants and professional men of all kinds buy LIBERTY TAX RECORDS to have a simple, easily kept 
record of business income and expense, and to avoid tax penalties and overpayments. The LIBERTY is a sure 


REPEATER. Once used, always used. 


FREE SELF DEMONSTRATORS 


FOR WINDOW AND COUNTER USE 


Generous Discounts 
for High Markup 


ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 








30 year established retail price 


$ 5 00 
Improved 1947 Edition 
Strictly up-to-date 








Tax Record Specialists for over 30 years 
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IMMEDIATE 


DELIVERIES 
MEILINK WALL SAFES 


$i 
Ps 






3 TUMBLER 


COMBINATION LOCK 
| HOUR 
Always Convenient 
Easily Consealed FURNACE TESTED 
DEPENDABLE PRACTICAL 


CASH IN on this 
HOME MARKET 


Home owners are becoming more conscious of the 
necessity of proper protection for their valuable 
records—bonds—jewelry, etc. The low cost of the 
Meilink Wall Safe affords this protection to any 
home owner. 


Newspaper Mats and Dealer Helps available. 


EASY TO SELL 
SIMPLE TO INSTALL 


Either into new or old homes 


Fits into any type wall 
construction — mounts 
flush in the wall — or 
floor. Two models avail- 
able—order samples— 
regular dealers’ discount 
— quick deliveries. 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 
NEW YORK . CHICAGO 

















142 


Calendar of 
Industry Activities 











March 9-12. Wholesale Stationers Association, Hotel 
New York, New York, N. Y. H. C. Whittemore, Secre- 
tary-Treasurer, 250 Fifth Ave., New York, N. Y. 

March 21-23. District No. 9, NSA, Hotel Frances, 
Monroe, La. Armand Breard, Regional Governor, Mon- 
roe Office Equipment Company, Monroe, La. 

March 28-29. District No. 8, NSA, Hotel Muehlebach, 
Kansas City, Mo. Roy Moreland, Regional Governor, 
Schooley Printing & Stationery Company, Kansas 
City, Mo. 

April 15-18. District No. 12, NSA, Los Angeles, Calif. 
Edward H. Wobber, Regional Governor, Wobber’s, San 
Francisco, Calif. 

April 21-22. District No. 12, NSA, San Francisco, 
Calif. Edward H. Wobber, Regional Governor, Wob- 
ber’s, San Francisco, Calif. 

April 24-25. District No. 10, NSA, Hotel Utah, Salt 
Lake City, Utah. A. W. Stevenson, Regional Governor, 
Steve’s Office Supply, Ogden, Utah. 

April 27-30. National Association of College Stores, 
Statler Hotel, Cleveland, Ohio. Russell Reynolds, Ex- 
ecutive Secretary, 189 W. Madison St., Chicago 2, Ill. 

May 2-3. District No. 4, NSA, General Oglethorpe 
Hotel, Savannah, Ga. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 9-10. District No. 5, NSA, Netherlands-Plaza 
Hotel, Cincinnati, Ohio. Merritt Ober, Regional Gov- 
ernor, Stationers, Inc., Indianapolis, Ind. 

May 19-20. Stationers’ Guild of Canada, Vancouver 
Hotel, Vancouver, British Columbia. Fred Smart, Sec- 
retary-Manager, 210 Dundas St., West, Toronto, Can- 
ada. 

May 25-27. District No. 6, NSA, Pere Marquette 
Hotel, Peoria, Ill. G. O. Stevens, Regional Governor, 
Stevens, Maloney & Company, Chicago. 

June 6-8. District No. 11, NSA, Hotel Davenport, 
Spokane, Wash. Ralph B. Ortel, Regional Governor, 
Shaw & Borden Company, Spokane, Wash. 

June 19-21. District No. 3, NSA, Hotel Brighton, 
Atlantic City, N. J. W. H. Patterson, Regional Gov- 
ernor, Johnstown Office Supply Company, Johnstown, 
Pa. 

Sept. 28-Oct. 2. National Stationers Association 
Forty-first Annual Convention and Eleventh Merchan- 
dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 740 
Investment Building, Washington, D. C. 


ooo 


SMITH METAL ARTS OPENS DISPLAY ROOM 

Smith Metal Arts Company, Inc., Buffalo, N. Y., 
announces a change in their middle western repre- 
sentation. All business in that area will now be 
handled through their own newly-established midwest 
display room, 1211 Merchandise Mart, Chicago, under 
the exclusive direction of Harry J. Neggesmith. This 
display room, together with similar displays in Los 
Angeles at 1104 Brack Shops and in New York at 
200 Fifth Ave., will present permanent and complete 
showings of Smith Bronze Wares. The Pacific Coast 
display room will be under the administration of 
Walter G. Bilger. Grafmueller-Hamilton, Inc., will 
direct the New York display room. 

Mr. and Mrs. Fred C. Smith will be in attendance 
at the Chicago display rooms during the gift show 
and at the New York gift show. It is announced that 
the line to be displayed will include articles not 
shown since pre-war days, together with recent devel- 
opments in modern and traditional designs. 


OFFICE APPLIANCES, January, 1947 














Another Miracle from-Plastics 














Working Miracles of 
@ Long Life 
@ More Copies 
@ No Slipping 
@ No Curling 


Longhorn Plasti-Carbon “XO >... time again with the type- 
is a newer, finer, better-work- writer keys—it still gives sharp, 


. ing carbon paper. Developed from ~ clean copies and makes more copies per 


| miracle-working plastics, it is sheet than any other type of carbon paper. 

| processed to eliminate wax from Plasti-Carbon gives perfect performance 

. the back of the sheet. Roll it into a too on all standard and noiseless type- 

, typewriter — it won’t slip. Let the writers, bookkeeping and billing machines. 
air be hot or cold, damp or dry — ; ——_ 
it won’t curl. Pound it time and AMERICAN CARBON PAPER MFG. COMPANY 


Dept. OA, Ennis, Texas 
CLIP THIS COUPON FOR YOUR 























: | 
< ! 
; | 
t SAMPLE OF PLASTI-CARBON | Please send me a sample of 
r : Longhorn PLASTI-CARBON. 
, For a trial sample of Longhorn Plascti-Carbon, clip the | : 
4 coupon to your letterhead and mail to us. We want you to | Name rep ds 
p see this superior carbon paper — to pick it up and feel the | yey een 
t difference in its thin crispness —to test it for its better- | 
f working qualities. We think you will see then why | Company Title 
u Plasti-Carbon will help you build greater carbon paper | 
sales and profits. ! City Zone State 
e . 1 
N 
t AMERICAN CARBON PAPER MANUFACTURING COMPANY 
t 


GENERAL OFFICES AND FACTORY... ENNIS, TEXAS 
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FLUORESCENT DESK LAMP 


ideal for o fice or home 
Designed and engineered for 22% more correct 
light by one of the nation’s leading colleges. Out- 
standing profit-maker. Base and column are 
of unbreakable, cast white metal with all-steel 
shade. Crinkled baked enamel finish in deco- 


rators’ colors: brown, blue, coral, wine, green. 


56 SUlls 0 WN 


@ Wide color range makes an Acme at 
home in any office. 

ee lIts richness appeals to the most dis 
criminating executive. 

e Its economy makes it ideal for use 
as a student. 

e@ Standard parts guaranteed by leading 
manufacturers. 


@ All electrical devices U/L approved. 
NATIONALLY ADVERTISED 


Merchandised with mats, booklets, decals, 
string tags, point-of-sale aids, sales training 
manuals and other selling helps. 


For Further Information, Write or Wire Dept. 21 





FLUORESCENT COMPANY, INC. 
965 FIFTH AVENUE, NEW YORK 17, N.Y. 


“‘ANOTHER Luocoso 820 B89 ¢-t2” 
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WINDOWS WIN LETTER WRITING WEEK AWARDS 

The Paper Stationery and Tablet Manufacturers 
Association, Inc., 527 Fifth Ave., New York, N. Y., 
recently announced the winning entries in the win- 
dow display contest held in connection with the na- 
tional observance of the Ninth Annual Letter Writing 
Week, October 13-19, 1946. 

Photographs of entries were judged upon the basis 
of their attractiveness and effectiveness in expressing 
the 1946 theme, “Keep Friends Near With Letters.” 


PRIZE-WINNING WINDOWS—These windows were prize 

winners in Group B, stationers, of the recent National Letter 

Writing Week window display contest. Top: R. P. Lewis 

Co., Saginaw, Mich., first prize; center, S. C. Toof & Co. 

Memphis, Tenn., second prize; and bottom, Mather Book 
Store, Alton, Ill., third prize. 


Contestants were divided into department ‘stores, 
stationers, variety chain stores, and drug storés and 
other retailers divisions. 

The R. P. Lewis Company, Saginaw, Mich., won the 
$100 first prize in the stationers’ division. Second prize 
of $40 went to S. C. Toof & Company, Memphis, Tenn., 
and third prize of $25 to Mather Book Store, Alton, II. 

The R. P. Lewis Company prize-winning window in 
the Saginaw, Mich., branch at 128 N. Washington 
Ave., was designed by Don Nichols, the display man- 
ager. 
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BATES QUALITY PAYS EXTRA DIVIDENDS 
IN LONGER, MORE SATISFACTORY SERVICE 





























When it comes to office equipment the best is the least expensive inthe longrun. That's why Bates Office Aids 
are considered the leaders by the dealers that sell them and the people that use them. The big Bates ‘. 


every month in The Saturday Evening Post is selling Bates Quality to your customers. 


Bates wality products 
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TYPEWRITER 
WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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FABER SUES TO ENFORCE FAIR TRADE 


What promises. to be an interesting phase of the 
ball-point pen battle burst on the legal front recently 
when Eberhard Faber Pencil Company and the Eber- 
hard Faber Corporation, jointly, filed suits against 
R. H. Macy & Company and Gimbel Brothers, New 


York, N. Y., for damages and a permanent restrain- | 


ing order against price cutting by Macy’s and Gim- 
bel’s on the Eberhard Faber ball-point pen. 

The cause of action traces back to Macy’s full page 
advertisement in New York newspapers on Friday, 
November 22, followed one week later by Gimbel’s 
retaliatory blast. In substance, Macy offered a $3.00 
allowance on any ball point pen costing over a speci- 
fied amount, that is traded-in toward the purchase 
of a new ball point pen retailing for $12.50, or more, 

Gimbel’s promptly raised the bid by offering $4.00 
for “any fountain” pen, purchased any time, any place, 
that’s halt, lame, leaky or otherwise -unsatisfactory” 
as a trade-in allowance on any ball point pen (selling 





for $8.00 or more)—naming them by brand names— | 


and among them Eberhard Faber. 


Faber took prompt legal action, claiming that Macy’s | 
and Gimbel’s had damaged Faber’s standing under | 


contracts with dealers. 

Faber’s action serves notice on the trade that Faber 
will take whatever steps are necessary to protect its 
dealers against what could otherwise easily develop 


into a price war that would be ruinous to the retail | 


trade. 

Louis M. Brown, general sales manager of the Eber- 
hard Faber Pencil Company, notified his dealers in 
a special release, “We will do our utmost to sustain 
the soundness of the price you as our dealer have 
agreed to maintain.” The release concluded, “What 
happened in New York might conceivably happen in 
any community.” 

“The replies of the two big retailers are being 
awaited. If they persist, a court battle is on. Offering 
trade-in allowances in violation of written agreements 
with retailers is contrary to the Fair Trade Practices 
Act. If this practice were not stopped, fair trade, as 
a principle of merchandising and trade protection, 
would be sabotaged,” declare the pen manufacturers. 


a 


SPOKANE FIRM LIVES UP TO SLOGAN 


“If It’s Made Of Paper, We Have It,” reads the 
catchy slogan of John W. Graham & Company, Spo- 
kane, Wash., one of the largest book, office supply, and 
stationery stores in America. 

Running through the entire block between First St., 
to Sprague Ave., this great five-floor store is com- 
pletely and thoroughly neon-lighted. This is an im- 
portant influence on sales, as books and paper items 
are comfortably examined by customers unhampered 
by distracting glare. 

Standing just inside the First St. entrance and 
looking across the vast expanse of books, and the 
countless other paper items carried, the store slogan, 
“If It’s Made Of Paper, We Have It,” is fully realized. 

On either side of the main floor are balconies hous- 
ing every conceivable kind of textbook used in tech- 
nical subjects. 

The art department, also on the main floor but in 
a large area to one side of the main sales floor, has 
been completely modernized. Old style tables have 
been converted by store carpenters into modern dis- 
play counters. 


New Decoration Idea Used 


And here, as in every other part of the store, a new | 


type of decoration has been employed. John Masteson, 
display manager for the Graham store, explains that 
the underlying idea of this new decorative motif is 
the use of all neutral colors. There is no predom- 
inating color tone used in any part of the store. A 
neutral buff color is used for display tables. Thus, the 
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Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 





RETAILS 
FOR 


$]00 











(Dealers: attacheahis coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept, 7B-1, Merchandise Mart, Chicago 54, Ill, 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
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Survival of the 
FITTEST 


Frontiersmen battled wild animals and all sorts 
of weather under the ancient rule of survival of 
the fittest. It became a man's individual respon- 
sibility as to whether he would succeed or fail 
in his contest with the forces of nature. 


Out of the initiative and responsibility of fron- 
tier life has grown the self-reliant America of 
today, a country which emphasizes the best, and 
grows greater and greater by stressing its finest 
features. 


Initiative and responsibility are the principles 
which brought “Andy units of steel'’ into being 
and into the good will of the office equipment 
industry. They are symbols of service and co- 
operation which are translated into profits for 
dealers. Events with which you are familiar and 
over which we have no control are holding back 
production temporarily. When the supply of 
steel becomes more plentiful it will be our pleas- 
ure to step up output and again to solicit your 
business. 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 
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| important color of the merchandise itself is forced 
| into the predominant role. 


In display cases, for example, a neutral shade of 
apple green is used. In the art department the for- 
merly brilliant red-colored walls are now subdued to 
a soft pink. The use of this new color idea can be of 
direct benefit to other office appliance and paper item 


stores. 
All previously scattered display tables in this depart- 


| ment have been discarded for the modern aisle sys- 
| tem. The framed picture shop has been enlarged, and 


colored lights throughout the department play over 
dark tapestry which forms a striking background for 


- | the many beautiful art objects, figurines, and vases. 


The office appliances department is located in the 


| store’s big double basement. The inventory consists 


of a most complete stock of desks, chairs, lamps, and 


| many other needed items for office equipment. The 
| store has a branch in Seattle catering to the office 


equipment needs of that city. 
On the third floor is found the china and glassware 
department. And occupying space a floor higher are 


| the general offices of John W. Graham & Company. 


One Floor for Display 


On the fifth floor an interesting sight is presented 
the visitor. Here nothing is sold, for on this floor is 
located the wholesale department. Counter after 
counter is covered with the various items on display 
for inspection and order by dealers. Every single item 
is priced, and a feature of the department is the plas- 
tics section, where countless items made of the new 
material are displayed. 

John W. Graham & Company employs 320 people 
in its huge Spokane store. The 15 salesmen on the 
road take wholesale orders. Resident salesmen are 
maintained in Washington cities of Yakima and Walla 
Walla; in Lewiston, Ida.; and Great Falls, Mont. 

The great success story of John W. Graham & Com- 
pany is emphasized by the fact that this outstanding 
store, one of the nation’s largest of its kind, was 
founded in 1889—in a tent!—GC. 


—e— 
TEC EXPANDS MERCHANDISING PROGRAM 


Tec Pencil Company, California, manufacturers of 
the TEC line of precision loose lead holders designed 
especially for drafting trade, is expanding the sales 
and merchandising program for 1947, recently an- 
nounced D. M. Fargo, president. 

This western firm recently moved to a new manu- 
facturing location at 3512 Helms Ave., Culver City, 
Calif., where they have been able to enlarge their 
production facilities to meet the increased demand 
for TEC quality pencil leads and erasers. For the first 
time since the war, Tec Pencil Company will have 
factory representation nationally, with the appoint- 
ment of four new authorized factory sales agents. 

New York and the northeastern Atlantic states will 
be covered by H. O. Atwood Associates, 10 Thomas St., 
New York 7, N. Y. Illinois and the northern midwest 
area will be presented by Elmer Krumwiede & Asso- 
ciates, 336 S. Jefferson St., Chicago 6. Bart Fulton, 
with headquarters in the Shepherd Arts Bldg., Hous- 
ton 6, Tex., will travel the southwestern states. Carl 
Draper & Associates, 843 S. Los Angeles St., Los 
Angeles 14, Calif., has the eleven western states for 
a market. 

The new 1947 catalog and price list is now reported 
available to the trade. 


_—————-o 
INCORPORATE ST. LOUIS PEN FIRM 
The Garvey Pen Co., Inc., 4379 Duncan Ave., St. 


Louis, Mo., has been incorporated with $10,000 author- © 
ized capital stock to deal in office supplies and equip- © 


ment. Incorporators are Edward S. Garvey and Martin — 


J. Rasmussen of Clayton, Mo., and E. R. Loebe. as : 
_ Brentwood, Mo.—EWF. & 
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SLICK 
GLEAMING 
ACETATE 
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BLACK 
SHEETS! 


WHITE 
SHEETS! 
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COVER LOOKS - : ) STOCK UP! Each album comes complete with a 


rake, and with 1 white and 1 black sheet in each of 
LIKE LEA THER the six acetate mounts. (12 display pages). Page size, 


—and it's specially treat- 9x 11". Nationally advertised at 

ed for extra strength. The 5 95 
tough pyroxylin coating 
makes it moisture-resis- 


tant, too! 
nt, too . a NEW / PLACE YOUR ORDER TODAY! 


THE RAKE-—aAclever little gadget which 
makes the ring binder as easy to use as a 
loose-leaf binder. Simply push in additional 
pages. It’s quick! It's easy! 

EXTRA RAKES (1 doz. to package) 5¢ each 
EXTRA ACETATE MOUNTS 30¢ each 
1 white and 1 black sheet inserted in each 
mount. Packed 24 to a box. 


Packed 3 to a box. 


Minimum order, 1 box. 
each 
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You'll discover two things 


when you sell the Copy- Kite 





There's a big market for the Copy-Rite 
in offices, schools, industrial plants . . . 
any place where copies of typing, 
drawing, writing or outlines are needed. 
Get in on this tremendous market 


today! 











LIQUID DUPLICATOR 





Simplified design eliminates the service problem, 






fewer moving parts—20 lbs. lighter in weight. 


SUPPLY CO. ci ccoi 


A NAME RECOGNIZED BY LEADING DEALERS EVERYWHERE 
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PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 


Upon completion of its three million dollar remodel- 
ing program the seven-story Weinhard Building is 
being renamed the Lincoln Building, and will become 
the largest building containing rentable office space 
in Portland, Ore., an office building enterprise in which 
the Kilham Stationery & Printing Company is located. 

* a * 


The Okanogan Independent of Okanogan, Wash., | 
has expanded with such large quantities of office sup- | 


plies stocked as to adopt the slogan, “The Largest 


Office Supply Store in the NCW (North Central Wash- | 


ington) Area.” It has added recently new lines of 
stencils for duplicating machines, stencils of cellulose 
and inks for office equipment. 


* * * 


Eddie Shultz, representative of the Reynolds Pen | 


Company, appearing at the Ideal Alleys of Seattle at 
the time of high scores in ladies’ bowling, presented 


Reynolds pens to two girls winning individual bowl- | 


ing honors. 


* * * 


Double commemoration was given recently to Wil- | ff 


liam A. Montgomery, president of the J. K. Gill Com- 
pany, pioneer stationery store of Portland, Ore. He 
was guest of honor during the holiday season at a 
birthday dinner given at the University Club by 30 


of his close friends and associates high in the sta- 


tionery business of the section. 

This dinner for Mr. Montgomery also marked his 
fifty-second year in the stationery business. A son- 
in-law of the late J. K. Gill, who founded the build- 
ing that reaches up many floors at 5th and Stark, 
Portland, he is also the father of Nan Montgomery 
Brewster, and of Richard G. Monigomery, formerly 
a leading executive of the J. K. Gill organization and 
now the owner of his own large advertising company. 

* * * 

Plans are being made in Washington state to pour 
many millions of dollars into new office buildings for 
state offices and officials who will require unlimited 
supplies of office appliances, office equipment and of- 
fice supplies. Construction of a $10,000,000 office build- 
ing in Seattle is planned by Gov. Mon C. Walligren, 
who will strongly urge upon the new state legislature 
convening this January the imperative need for this 
set-up in the state’s chief city. The new Seattle office 
building would be in addition to a proposed new office 
building for Olympia, state capitol city, to take care 
of the expanding needs of the state government. 

The new office building at Seattle is being proposed 
aS an economy measure by the governor, who has 
cited the high rents paid out for office space by the 
state. 

* * 7 

Expanding in new directions, the pioneer stationery 
house of J. K. Gill Company, Portland, Ore., has re- 
cently purchased the entire engineering department 
and stock of this section of the Bushong Company 
of Portland, Ore. It has moved the large quantity 
of engineering tools and precision instruments and 
equipment to its large store at Fifth and Stark Sts. 

Also taken over from the Bushong Company is John 
A. McCumsey, who has been appointed as the new 
head of the large engineering and artists’ supply de- 
partment. 

Mr. McCumsey replaces as head of the engineering 
section Jack Eva, for some time with the Gill Com- 
pany, who has accepted a position in California. 

a - * 

Capitalized at $50,000, the Johnson-Cox Company, 
Inc., has been duly formed and incorporated at 
Tacoma, Wash., for an office furniture business. In- 
corporators of this enterprise, that will also engage 
in printing, are L. A. Johnson, George H. Mullin and 
Albert C. Schwab. 
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TRADE MARK 
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— Desk and Typewriter wear 
\ — Typing on a springboard 
| = Typing up or down hill 

\ — Uneven looking work 


— Frayed nerves <— Inefficiency 


PAT. 

nm. \ Get the Pacte! 
i 
,  Attractively finished 


All-metal construction 


No slippage... Ball-locking mechan- 
ism locks your STED-I-LEG in position. 


No mechanical failures 


DEALERS \ 
AND 1 All movable parts inside cylinder 
pistriputors =| are protected from dirt, grease 
WANTED or any outside interference. 


STED-I-LEG COMPANY 


1257 SOUTH LA BREA, LOS ANGELES 35, CALIF. 














- Please send complete dealer and distributor information. 
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1 NAME COMPANY 
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; ADDRESS. CITY STATE 


ss aancedwemeieaiall 





151 





Bes ane eee 


AEG MNG TIT 


Se Se ee 


ee 


2 ae Apiereaigede - 


5 r os 


FS ae AS RE 


( pial ” line-by-line) 


COPYHOLDERS 


Yts, MR. DEALER, American business employs about 
§ million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 


Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 


you... steady demand... 
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What Copy-RIGHT does 
for your Customers: 


Saves Eyes, Effort, Errors 
and up to 50% in typing 
time by holding notes 
and copy-work 
ahead at shorter reading 
. thus im- 


straight 


distance . . 


proving visibility, posture, 


accuracy, speed. Auto- 
matically points out right 
line, holds place. 
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Six Models hold papers up to 12”, 16", 
hi” 36” wide. 
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repeat business. Single 
trial sales frequently lead to 
purchases for entire typing 


staffs! 
e 


MORE AND MORE 

DEALERS EVERY MONTH 
are stocking and selling 
Copy-RIGHTs. as a regular 
item. If you haven't started 
yet, get at least one sample 
and literature with wholesale 
data. 
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MAIL COUPON NOW! 


a al ied 


Copy-RIGHT Mfg. Corporation 


Dept. D 


53 Park Place, New York 7, N.Y., U.S.A. 


(] Send literature and prices. 


(] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


eon a 


(Attach letter head please) 











VIRGINIA-CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





B. W. Ward, manager of Remington Rand, Inc., type- 
writer division at Richmond for Virginia, is recuperat- 
ing steadily from his long illness and major surgical 
operation of last summer. His friends daily welcome 
at the office. Mr. Ward presented your correspondent 
with his November bulletin, telling of the successful 





B. W. WARD 


work of his agents. F. L. Faulconer, Jr., at Roanoke, 
with a quota percentage of 168, led the branch office 
and nosed out by two per cent the team of Jarrett 
and associates at Bluefield. A. W. Paxton of Rich- 
mond led all of the salesmen in the sale of new noise- 
less machines and O. B. Martineau, Lynchburg, was a 
close second. In the sale of maintenance contracts, 
Mac McGowan was tops. 
* * * 

If the time was ever ripe for the Standard Duplicat- 
ing Machines Company, Everett, Mass., to inaugurate a 
Virginia agency, it was in September of 1943 when 
Lt. Col. William Bolling Murray of Norfolk, Va., who 
had earned high honors in the nation’s service for 
eight years, decided to settle in Richmond in charge 
of sales, service and distribution for the company. The 
first year found him doubling the business and he has 
taken in with him W. M. Todd, formerly with Reming- 
ton Rand, Inc., and the American Typewriter Exchange 


at Richmond. 
o e * 


Irving C. “Pete” Knowles of Virginia Beach, for 
many years state manager of Underwood Corporation 
at Richmond, now retired, is a frequent visitor at the 
Richmond office to see how the boys are getting along. 
He declares that “reading OFFICE APPLIANCES is one- 
of the good habits I have acquired.” 

* * * 

Jarman’s, Inc., Charlottesville, Va., a firm handling 
stationery, office furniture, printing and engraving, is 
owned and operated today by three generations of the 
same family. The original founder, James E. Jarman, 
will celebrate his ninety-third birthday in a few 
months but, despite his advanced age, he daily attends 
to varied duties at the store. S. L. Jarman, son of the 
founder, is president and has supervision of the en- 
tire plant; while Roe Jarman, formerly with Cole, 
Harding and James at Richmond, has complete charge 
of all office furniture and business machines. This 
firm enjoys the distinction of having purchased from 
many manufacturers continually over a _ 60-year 
period, and the business has increased over $100,000 
during the last 30 years. 

* + s 

Emmett Avery, Sr., state agent for Marchant Cal- 
culating Machines Company, is elated over the fact 
that his agency at Norfolk, Va., has fitted Admiral 
Byrd’s Antarctic expedition unit with electric calculat- 
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H-H-M No. 123 MONEY CHEST 
; > ¥ 3 
‘THE Herring-Hall-Marvin No. 123 and No. | az 
123-ID burglar-resistive chests represent : 
the highest standard of protection available in A T lL OW INS U R A N C E g A T E $ ! 
money chests of their class. These chests are of f 
SOLID construction, having a body of steel 1” 3 rout 
thick with round door 142” minimum thick- 
ness. These chests are rated under insurance 
ce, classification for mercantile safes as Double } 
ice Burglar-proof Class E and under bank classi- 
tt fication Class H. 
h- The outside of bodies and face of doors are 
3e- hardened drill-resistive by the harveyizing 
7 process. This means that these units are placed 
ts in a container and surrounded by a special 
ae carborizing compound, then. placed in the 
harveyizing furnace. After a specified period 
of time under certain regulated temperatures, 
at- the units are removed from the harveyizing 
ea containers then quenched in cold water. 
len This is not a skin or case hardening process, 
ho but a process that causes a penetration of the 
for drill-resistive quality to approximately 4.” 
rge deep. 
The The balance of the material of the body and I 
has door remains of low carbon content of great 
ng- tensile strength. 
nge The doors are provided with four lugs lock- 
ing behind similar lugs on the body of the 
chest. The locking bolt is checked by a key 
for changing combination lock. 
‘ion These chests have Underwriters Relocking 
the Device Label, which earns a 10% discount on 
ng burglary insurance, also Safe Manufacturers 
pint National Association burglar-resistive chests 
Group 2 label, 
Chests are finished in air engraved green 
with nickel trim. 
ling 
, is 
“the DIMENSIONAL SPECIFICATIONS 
nan, Height Width Depth 
ee ho Tos a penne 12” 13° 12%2"% 
few RBS ERTS ae ie ede 10” 10” 8%” 
ends *Handle and Hinge projection, 2/2” overall. 
the Clear opening, 7%”. 
en- Capacity, 825 cubic inches. 
Cole Shipping weight, approx. 278 Ibs. 
arge The H-H-M No. 123 and the No. 123-ID are avail- 
This able for early delivery. 
from 
year ; General Offices 
0,000 HAMILTON, OHIO 
" “5 in BRANCH OFFICES 
in New York, Chicago, Boston, Washington, 
Cal- Menufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and St. Louis, Atlante, Houston, Philadelphia, 
fact lockers - Sofe Deposit Boxes - Night Depositories - Bank and Office Safes San Francisco, Los Angeles, Detroit, Pittsburgh 
— WILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT SERER AERNCIES ALG, OVE0 Fee 
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ing machines ‘Marchants) for use in the exploration 
calculations. 


” a o 


L. W. Wellbrock, state manager of the Royal Type- 
writer Company at Richmond, declares that he anti- 
cipates good progress in 1947, with the kind of equip- 
ment available that is needed, instead of limited 
stocks. 

The Southern Stamp and Stationer Company, Rich- 
mond, headed by Sam S. Rosendorf, Jr., is leaving 
quarters occupied for more than 40 years to take a 
larger location purchased at 00 Broad St. Here, are 
available three floors and a basement, plus parking 
space in the rear. In the office furniture line they 
will handle the Leopold products, and also plan to 
expand office machines, supplies, and stationery busi- 
ness. 

J. B. Leath, handling office supplies and fluorescent 
lights at Richmond, has just finished building his own 
home in the country on the Petersburg highway. 


* * * 


James E. Gardner, president of Business Equipment 
Company and a member of the General Assembly of 
Virginia, declares, “October 29 was a red letter day 
for. the office machine business, when all office and 
business machines were decontrolled and our busi- 
nesses were restored to the system of free enterprise. 
This provided the first opportunity since war for the 
manufacturers to set their prices in line with the 
high cost of materials and labor and enable them to 
realize a small profit margin. This offers a real in- 
centive for the manufacturer to employ more people 
and increase production. During OPA control, he had 
been offering delivering merchandise to dealers at 
a loss. 

“Most of the dealers have realized all along that the 
price problem with the manufacturer was not con- 
dusive to any permanent stability in the industry, 
either from the angle of increased production or profits 
as there must always be three profits in merchandis- 
ing any article: First, the manufacturer must make 
a profit. Second, the distributor must realize a profit. 
Last, but not least, the article must be profitable to 
the consumer. When any one of these links is miss- 
ing, there can not be any permanent progress in the 
merchandising system, and I am sure that all of the 
dealers in this nation rejoice in the fact that our 
business has been restored to the system of free trade 
which is our American way of life.” 

Mr. Gardner knows about the OPA, having set up 
the rationing of office machines for OPA in Virginia 
from the beginning of the program until the close 
of the war. 


. * o 


Stationers, Inc., Richmond, Va., in a January 1 
Statement declared, “This past year was our first full 
year in business and we would like to thank the 
OFFICE APPLIANCES and the many manufacturers that 
advertise in this fine publication. It is of wonderful 
help to new and old dealers. We want to wish the 
Officers and directors and their local correspondent a 
very happy New Year.” 


———— 


CALENDARS RECEIVED BY OFFICE APPLIANCES 


The New Year brought several calendars and greet- 
ings from friends in the industry. The Orrice APLi- 
ANCES notes with thanks the receipt of calendars from: 

McFarren Typewriter Company, Pittsburgh, Pa. 
von Business Machines Company, Union City, 

; s. 

Western Bank and Office Supply Company, Okla- 
homa City, Okla. 

Art Metal Construction Company, Jamestown, N. Y 
' West Virginia Pulp and Paper Company, 35 E. 
"Wacker Dr., Chicago. 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





The most unusual Yuletide gift request recorded 
anywhere was that of an adding machine for a girl 
of nine, at Sydney, N. S. She wrote a letter in her 
childish scrawl to a Sydney daily, asking that Santa 
Claus bring her the adding machine and she, in 
return, would be sure to leave a lunch for him as well 
as a present. The people of Sydney participated in a 
discussion as to what prompted the little girl to seek 
the adding machine, while practically all the other 
little girls asked for dolls, toys, games, clothing, foot- 
wear and skates. 

o * * 

Dexter Office Supply, Calais, Me., is catering to both 
sides of the International border, in behalf of office 
equipment, with featured positions given to Under- 
wood typewriters and Sundstrand adding machines, 
both sales and service. Calais and St. Stephen, N. B. 
are twin towns on the St. Croix River and connected 
by an International bridge. The new office supply 
firm is carrying office needs of all kinds. 

- me * 

Before J. W. Tompkins was transferred from the 
Portland, Me. branch of International Business Ma- 
chines, he was bid farewell by the IBM Club there. 
It was a surprise party for Mr. Tompkins, who has 
become field supervisor of customer engineering out 
of the Concord, N. H. branch. He had been at Port- 
land for several years. 

* * * 

While Frank J. Alexander, Jr., his wife and child, 
of Saint John, N. B., were absent from their home, 
the apartment was considerably damaged by a fire 
which is thought to have originated in defective wir- 
ing. Mr. Alexander is on the office staff of J. & A. 
McMillan, Saint John, N. B., office supply retailers 
and wholesalers. 

7 ~ * 

“Give Your Bank Account Real Protection,” is the 
theme of a special campaign by Soulis Typewriter 
Company, Halifax, N. S. in promoting sales of Pro- 
tectographs. It is pointed out that the devices are 
available now for immediate delivery. 

ao ~ * 

James J. Wallis of Digby, N. S., is an authority on 
shipping, his contacts with the sea on the Bay of 
Fundy covering about a half century. Recently, he 
delivered a talk before a Yarmouth, N. S. service club, 
relating marine stories, including those about lost 
vessels. 

~ a cm 

Reported as affecting the demand for office supplies 
on both sides of the U. S.-Canada line, is an unfavor- 
able condition in potatoes, the vital crop of Maine, 
New Brunswick, Nova Scotia, Prince Edward Island, 
Quebec. Incomes of the farmers, generally, have been 
reduced as compared to a year ago, by price difficul- 
ties with the potatoes. 

os * * 

Among the items bought by ex-servicemen in the 
Provinces with their war gratuity payments have 
been typewriters, adding machines, Comptometers, 
duplicators, Mimeographs, check protectors, cash 
registers, filing systems and office furniture. Office 
appliances have been purchased for business ventures 
of various kinds in which the discharged soldiers, sail- 
ors and airmen have embarked. Typewriters have also 
been purchased by ex-servicemen and ex-service- 
women for home use and for aid in their studies at 
schools and colleges, in post-war courses financed by 
the government. 

= = 

Typewriters, adding machines, filing systems, office 
furniture and duplicators have been transported by 
air as well as by dog teams into logging camps. in 
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isolated sections of the Northwest, and on both sides 

of the border. There is a great need of logs for pulp- 

wood and lumber, and woods crews are working scores 

of miles from railroads in many instances. The opera- 

tions are heavier than usual. 
om - * 

A discount on Canadian currency, ranging from 
four to ten per cent, continues to prevail on the U. S. 
side of the border, but this is reported not to have 
affected greatly the buying volume of office needs in 
Maine, New Hampshire, Massachusetts, Vermont and 
New York. Canadians making trips to Boston, Port- 
land, Bangor, Manchester, and New York, are buying 
new and used office appliances to take back with 
them to their homes. 

ee a 


M. & V. USE UNIQUE HOLIDAY MESSAGE 


Mittag & Volger, carbon paper and typewriter rib- 
bon manufacturers, again extended their Yuletide 
greetings to the industry through the use of trade 
paper advertising that reproduced their Christmas 
greeting card. 

For their warm and sincere holiday wishes the 
Mittag & Volger Company reached across the ocean 
to select a unique reproduction of an original oil paint- 





MITTAG & VOLGER YULE GREETING 


ing by the noted English artist, R. L. Grace. By so 
doing, Mittag & Volger made themselves forerunners 
in introducing designs of a novel.and artistic touch 
not usually employed in conventional holiday cards 
and advertisements. 

This reproduction was forwarded by mail to be car- 
ried in the leading stationery trade publications and 
newspapers in order that the many friends and ac- 
quaintances of the company could share in the M. & 
V. sincere greeting that mankind may again work 
together with complete faith and be able to look into 
the future with trust and confidence. 

= 2 ____- 


MAYFAIR TAKES LARGER BUILDING 


The Mayfair Company, manufacturers of lamps, 
metal office products and loose leaf binders, was lo- 
cated in new and larger quarters in January, taking 
over a building at 315 N. Desplaines St., Chicago 6, 
Ill. The dealers’ showroom is on the first floor of the 


new quarters, a few blocks west of the loop. With 


the additional room, the company expects to speed up? 
production and add new products to the line. A 1947 
catalog is now ready for those writing the company) 
at the new address. 
1941 
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The HILCO has everything — automatic feed, 
automatic inking, accurate registration and other 


modern features . . . plus popular price. 


Hundreds of your customers — schools, churches, 
businesses, have been looking for just such a dup- 
licator. Now through an exclusive arrangement 
Technygraph can offer you a machine and a com- 
plete line of supplies of superior quality which will put 
you in this lucrative business in a competitive way. 


Write now for complete sales plans, discounts and 





delivery information. 
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HILCO FEATURES 


@ Accurate registration by automatic feed. 











@ Duplicate and triplicate forms will register with 


one another. 


@ Automatic front paper stop. Hilco does not 
miss or wrinkle paper. 


@ Rubber roller release . . . eliminates roller off- 


setting. 


@ Closed-in leakproof drum . . . insures clean- 


liness. 


@ Automatic inking . . . no brush needed. 


i 
@ Automatic feed, fast, consistent, accurate. f 
Handles sizes from postals to 9” x 14” . 





ie 

@ Automatic sheet count. Counts only printed | | 
sheets. ia 
|e 









HILCO ENGINEERING COMPANY 


THE “HILCO” LINE OF SALES DIVISION 
Oftice Appliances 429 WEST SUPERIOR STREET 
Electric Appliances Phone SUPerior 9610 
Household Appliances CHICAGO 10, ILLINOIS 





TO ALL HILCO DEALERS: 


Many dealers have noted with surprise the absence of catalogs and advertising 
material on HILCO duplicating machines and supplies since 1940. 


Here is a brief explanatione During the war, as you well remember, duplicating 
machines were frozen by the War Production Boards It was imperative that we, 
like other manufacturers, convert our plant for manufacturing war materials ex= 
clusivelye We expanded our manufacturing facilities, invested considerable 
capital in equipment and now we have a large manufacturing plante Duplicating 
machines are one of the many items we manufacture since reconversione Since we 
are primarily a manufacturing concern, we have not been able to devote any time 
to the sale of our duplicating machines and suppliese However, we felt that 
something should be done about this. 


After a considerable amount of deliberation, and with the approval of Technygraph 
Company, Techny, Illinois,we have appointed them as our exclusive distributor 

of all duplicating machines and supplies manufactured by the Hilco Engineering 
Company, beginning December 1, 1946e Technygraph products are known throughout 
the dealer trade for their qualitye This new arrangement should prove very 
desirable for our dealers, since you can purchase HILCO duplicating machines, 
stencils, and ink all from one source of supply. 





You can depend upon us to supply Technygraph Company with ample machines, so they 





will be in a position to make immediate delivery on all orderse STY 
(with 
We are deeply grateful to all of our dealers who have so faithfully favored us ig" 
with so many orders for machines and suppliese We are hopeful that you will con- au | 
tinue to be as generous in the future by placing your orders direct with Technygraph ‘ 
Company, Techny, Illinoise This is to begin December 1, 19466 HA 
Yours for a greater and larger volume of HILCO duplicators and suppliese = IL 
BAC! 
HILCO LAL COMPANY 
VA Visi 7 
He Hildebrandt. Ci 
=— 
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Again. Qoailable for Immediate Delivery 


TYPEWRITER _STANDS. 












STYLE 550 STYLE 450 STYLE 1250 
bi pets RAs ~~ he a Top Size, 17" x 24" 
Leaves, II"' x 14" Height, 26" Height, 26" 
tist $7.00 tist $8.00 ust $8.00 
F.0.B. PHILA., PA. F.0.B. PHILA., PA. F.0.B. PHILA., PA. 
STYLE 250 uist $5.90 
Top Size 14" x 17!/" F.0.B. PHILA., PA. 




















= | 
Tops and Leaves 5-Ply Veneer—Finished in Green or Walnut | 
Frames and Legs are made of heavy gauge steel. | 


STEEL STOOLS 


Built of heavy gauge steel .. . sturdy and durable . . . 
built for lifetime service. 














Finished in Olive Green with seats natural . . . 
Backs all steel . . . Square seats also. 


STYLE 720 
(with back) 


= |LIST $4.40 


STYLE 
71A 





STYLE 





* |LIST $4.60 740 ADJUSTABLE 
STYLE 
x FILING STOOL nce 
agiee < “ima tneceeaea 
. . 73A 30” to 36” , 
_— he Mtge 3 — F.0.B. Bg PA. ri ro. Pilih, PA. 


USUAL DEALER DISCOUNTS 


METALSTAND COMPANY 


1615 to 1625 MELON STREET PHILADELPHIA 30, PA. 
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A QUARTER OF A en 
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23 Standard Sizes 





STORAGE BINDERS 
20 Standard Stock Sizes 


Also any size made to order 


BANKERS BOX COMPANY 
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LEADING STATIONERS 


RECORD STORAGE BOXES | ae 
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OLDTOWN EXPANDS ITS SALES FORCE 


In connection with an increased program of pro- 
motion activities for 1947, the Old Town Ribbon and 
Carbon Company, Inc., Brooklyn, N. Y., has under- 
taken an expansion of its sales force, A. W. Young, 
vice-president and general manager, recently an- 
nounced. 

Making his headquarters 


in Los Angeles, Calif., 


























RUDOLPH OPPENHEIM ROBERT V. BARLOW 


Rudolph Oppenheim becomes western sales manager 
for the firm, with supervision of the territory from 
Denver west. 

Robert V. Barlow has been appointed factory repre- 
sentative for the states of Michigan and Ohio. Experi- 
enced in the office machine and supply business, Mr. 
Barlow has added to his knowledge with the com- 
pletion of a training course in the Old Town plant. 

Old Town interests in New England will be repre- 














RICHARD W. GOODE 


sented by Richard W. Goode, operating out of Boston, | 


Mass. 
In addition to the usual sales duties, these men 


will conduct an educational campaign on Old Town | 


products among retail salesmen, will supply dealers 
with new market research data, and will keep the 
dealers posted on the latest in ribbon, carbon and 
duplicating practices. 


= 


DITTO OPENS FACTORY BRANCH AT DALLAS 


Ditto, Inc., has opened a factory branch at Dallas, 
Tex., in Unit 2 of the Santa Fe Building with Samuel 
B. Stewart, who has been with the firm since 1935, in 
charge.—EWF. 








| 


A daughter, Karen Louise, was born December 27 
to Mr. and Mrs. Richard G. Johnson of Glen Ellyn 
at Community Hospital, Geneva, Ill. The father is 
with the Service Bureau of OFrFricE APPLIANCES and was 
formerly in the U. S. Army, serving overseas. 
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GET MORE BRILLIANT RESULTS 
IN COPY AND SYSTEMS WORK... 


With 
Fluid T 

REX-O-graph Duplicator Seppliee 
Famous for outstanding clarity and brilliance, 
in all types of copymaking, REX-O-graph 
Fluid Type Duplicator Supplies, designed for 
perfect results on REX-O-graph Duplicators, 
offer the same benefits on other machines as 
well. 

You'll save time and money, for instance with 
the REX-O-graph "Two-Part, End-Fold" Mas- 
ter Unit. Available on special order with your 
systems form processed on Master face and 
carbon impression on reverse side, it dupli- 
cates both the form and fill in at the same 
time. REX-O-graph Spirit Carbon, available 
in three types, assures brilliant copies for 
short or long runs. REX-O-graph Duplicator 
Fluid, Master Paper, Correction Pencils, 
Cleansing Cream and other supplies are spe- 
cially designed for superior results in all types 
of duplicating. 

Ask your REX-O-graph dealer for complete 
details on Duplicator Supplies—and REX-O- 
graph Fluid Type Duplicators for every type 
of copy or sys- 
tems work. Or 


write direct. 
e 

Rex - O - graph 
Model FM with 
Quick - Change 
Master Guide 
for high produc- 
tion systems 
i work, 


REX-O-graph, Inc. 


3729 NORTH PALMER STREET 
MILWAUKEE 12, WISCONSIN 


| FLUID DUPLICATORS AND SUPPLIES FOR SUPERIOR RESULTS 
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“AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"SERVICE-CONSCIOUS." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


VATIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 








CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Shirley Herbert Dye, surviving member of a general 
and office stationery business known as Dye & Dur- 
ham, located in the noted Yonge Street Arcade at 
Toronto, is now in his thirty-eighth year with the 
concern. He was born in Toronto in the year 1867, 
son of William Dye, lithographer, associated with 
a firm which published the noted Upper Canada 
Gazette. Since starting to work as a lithographer at 
the age of 12, Herbert Dye has been a soldier in the 
Canadian Northwest Rebellion of 1885, a gold miner 
in Saskatchewan and a rancher near Calgary, Alta. 
After working at his trade as a binder in Colorado, 
California and British Columbia, he came back to 

| Toronto where he bought a stationery business. 

| During his long association in the trade he has been 
| active in the Stationers Guild and the Toronto Retail 
Stationers Association. He was once president of the 
| latter. For half a century he has been a Mason and 
| a member of the I. O. O. F. For 48 years he has been 
an Oddfellow. He has served as president of the 
Bathoche Column Association, The Royal Grenadier 
Veterans’ Association and the Northwest Field Force 


| Association. 
| * * * 
| Officials of the Soulis Typewriter Company, of New 
| Brunswick, Ltd., Saint John, N. B., met recently and 
| decided to make several changes in the directorate 
along with plans for expansion of the company’s serv- 
ice facilities. 
| Howard Soulis was appointed president in succession 
to his uncle, the late Roy Soulis. Associated with Mr. 
Soulis will be his two brothers, Phillip O. Soulis as 
vice-president and manager of the firm, and Hugh A. 
Soulis as secretary-treasurer. All three brothers are 
sons of the late Major P. O. Soulis, who founded and 
| operated the Soulis Typewriter Company in Halifax 
_for more than 39 years. Howard joined the business 
| in 1931 and has had a thorough training in selling 
| and servicing office equipment. Phillip Soulis took 
over the active management of the Saint John firm 
late in 1945. Prior to his association with the Soulis 
Typewriter Company of New Brunswick, he was con- 
nected with the Halifax Soulis firm in a sales capacity 
for a number of months after returning to civilian 
life upon completion of six years service in the Cana- 
dian Army. He is a member of the executive of the 
Maritime Retail Merchants Association, Saint John 
branch. Hugh Soulis went direct from St. Mary’s Col- 
lege to the Royal Canadian Air Force and served for 
two years before transferring to the Army. He re- 
ceived special parachute training for the First Special 





| Service Force under the direction of the United States 


Army under the group scheme in which equal num- 
bers of Canadians and Americans were sent to various 


war fronts of Europe. 
* * + 


The Great Lakes Paper Company, Ltd., Fort William, 
Ont., with head office at 55 York St., Toronto, is just 
starting its modernization program which will extend 
through all departments and make possible the pro- 
duction of much greater quantities of pulp, paper and 
sulphite. The program will entail the expenditure of 
considerably over $2,000,000. It is expected that the 
program will be completed by the spring or early sum- 
mer of 1948. To produce extra steam a new 100,000 
pounds per hour steam generator will be installed. 


* * * 


Remington Rand, Ltd., Hamilton, Ont., recently an- 
nounced to its employees that it is making applica- 
tion to the Regional War Labor Board for permission 

_to make wage increases covering all persons employed 
'on an hourly basis at the plant. The increase, equiv- 
| alent to nine cents per hour, will be effective in the 
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“OPPICIAL” 


POCKET SEAL 
PAT NO d su 5 





THREE SIZES 
OF DIES 
15/e - 1344 - 2 inches 
DIAMETERS 














Hal A lie s , 
| | Jil ‘ Vif tft 


MAKES MONEY FOR YOU FIVE WAYS 


1. Gives you a splendid profit on a popular item that sells steadily 
throughout the year. 

2. Every “OFFICIAL” seal you sell makes repeat customers for 
you because everyone wants this lighter and stronger seal when 
they know about it. 

3. National advertising brings the business to your store, and 
counter displays re-tell the customer at point-of-sale. 

4. The customer who comes in to buy an “OFFICIAL” seal is also 
a potential customer for other merchandise in your store. 

5. The “OFFICIAL” seal is so convenient, light, efficient and handy 
that it has become standard with lawyers, notaries, corporation 
executives and government officials throughout the world. 


Sold by Manufacturers of Marking Devices 
Throughout the Country 











Also furnished with desk base at 
slight extra cost as shown below 
(unassembled) and above (assem- 
bled). This instantly attachable base 
makes a desk seal out of the pocket 
seal, when desired. 








| PATENTED 





SEALS - STAMPS - CHECKS 


WRITE up more profits 
with WRITE products 


WRITE products offer office work- 
ers what they demand in Carbon 
Paper and Typewriter Ribbons. . . 
more copies, cleaner copies from 
every sheet of carbon paper .. . 
long wear from typewriter ribbons 
that produce clean, sharp, legible 
work, 


For customer satisfaction that spells 
more sales, greater profits, stock 
and display WRITE products. Re- 
member—you can’t go wrong with 


WRITE! 


Immediate Deliveries 


W P { T F 420 Lexington Ave., 
& 


INCORPORATED New York 17, N. Y. 
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near future. Those working on the company’s incen- 
tive piecework will get an equivalent increase. 

This increase, combined with a wage adjustment 
made in May of this year, will result in an overall 
increase of about 13 cents an hour, which it is claimed, 
is the pattern of increases current in Hamilton at 


present. 
* * * 


Wallace A. Delehey, Toronto, former pulpwood con- 
troller of Canada, was recently appointed executive 
vice-president of the Great Lakes Paper Company, 
Ltd., with head office at 55 York St., Toronto. Hon. 
Earl Rowe is president of the firm. Mr. Delehey is also 
former manager of the Ontario Forest Industries 
Association. A graduate forester, Mr. Delehey has had 
long and extensive experience in administration of 
woods departments in large paper companies in 
Canada. 

* cd * 

The Howard Smith Paper Mills, Ltd., 407 McGill St., 
Montreal, is having a two-story filter building erected 
at its mill on Second St., Cornwall, Ont. The new 
building is to be approximately 50 x 150 feet, and of 
steel and brick construction. Plans are being prepared 
for other construction and alterations to the same 
mill. Cost of the new building is approximately 
$100,000. 

+ * R 

The Ontario-Minnesota Pulp & Paper Company, 
Keewatin, Ont., six miles west of Kenora, recently lost 
its large storage garage by fire. Loss to the building 
and contents is estimated at $25,000. 

* * * 


Richard I. Finlay, president of the United Paper 
Mills, Ltd., who died in Toronto, a few weeks ago, left 
an estate valued at $450,480. The estate was left in 
equal shares to his two children, Mrs. J. R. Stamper 
of South Africa and William C. Finlay, Toronto. 


* * * 


Bold thieves recently stole a load of fountain pens, 
valued at $5,000, from an automobile parked on a 
street in downtown Toronto. Police stated two cases 
containing 279 dozen fountain pens were taken from 
the car which was unlocked and parked outside a 
fountain pen factory. 

* * x 

The Abitibi Power & Paper Company, with executive 
offices at 408 University Ave., Toronto, recently 
awarded the contract for the rehabilitation of its mill 
at Sturgeon Falls, Ont., so that it will be possible to 
manufacture about 100 tons per day of special type 
of paper suitable for lining and packaging. It is esti- 
mated that it will cost $2,000,000 to complete the 
program. 

* * * 

The Standard Desk Manufacturing, Ltd., 4157 St. 
Dominique St., the president of whom is M. Portnoff, 
is preparing plans for the erection of a factory and 
office building on a new site on Clark St., near Crema- 
zie Blvd., Montreal. The proposed structure is to be 
two stories in height and about 120 x 200 feet. 


* * * 


T. G. Lewis, manager of the Capitol Carbon & Rib- 
bon Company, Ltd., John St., Eastview, a suburb of 
Ottawa, Ont., is erecting a store building on the Mon- 
treal Rd., in that suburb. Cost of the building is esti- 
mated at $12,000. 

* * * 

Fire which broke out early one morning recently 
in the basement of the Model Book Shop, 123 South 
Syndicate Ave., Fort William, Ont., practically reduced 
the contents of the store to a total loss. The large 
stock of stationery and office supplies and other goods 
burned so fiercely that firemen battled the fire for six 
hours before being able to bring it under control. 

The fire ate its way up into the living quarters of 
the proprietors, Mr. and Mrs. H. Walton. They were 
forced out of their apartment scantily clad when the 
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PERSONAL DESK FILE ‘e 


5 STAR 
FEATURES 
* 


Permanent 
Angular 
Metal Tabs 
* 
Permanent 
Metal Hooks 
* 

25 Point 
Green 
Pressboard 
* 

1” Cloth 


SUSPEND-O-FOLDER 


v 





| 














The SUSPEND-O-FOLDER 
Personal Desk File unit Gueent 
now comes in both letter and legal sizes. An olive green,  "xpansion 
heavy gauge steel cabinet with 25 SUSPEND-O-FOLDERS * 

_ and an assortment of easy-to-insert guides, such as A to Easy-to- 

__ 1, Days, Weeks, Special Headings and Blanks. Unit fits jrcors Tabs 

all standard desk drawers. 


25 POINT 
GREEN PRESSBOARD 





SUSPEND-O-FOLDERS fit all types of files that use suspen- 
sion folders and can be used to replace your customers’ 
worn-out hanging folders. SUSPEND-O-FOLDERS come in 
1/3 and 1/5 cuts. 






























































ADVANCO GUIDES: 3 x 5, 4 x 6 and 5 x 8 come in a large variety of designations in both 25 Point Green 
Pressboard and 17 Point Blue-Buff-Salmon Index Bristol. ADVANCO GUIDES: Letter and Legal Sizes come in 25 
Point Green Pressboard only. 





Write for Illustrated Price List 


ITA VITELY) Dis 


DIVISION OF ADV:.ANCE S Mapes COR CO 


MANUFACTURERS OF Suspend-O-Folder AND FILING SUPPLIES 
148 WEST.24TH STREET, NEW YORK 11, N.Y. - Telephone: CHelsea 3-1276 





ADMANCo 
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The Conference Desk 


means the handcrafting of fine woods 
into OFFICE FURNITURE OF.... 
BEAUTY, CONVENIENCE AND UTILITY 





Since 1876, the Leopold Company has are planning ahead for the busy profitable 
maintained a reputation of producing days ahead . . . developing new techniques 
quality and craftsmanship unsurpassed in of construction, perfecting new exclusive 
the wood office furniture industry. designs. 


Today, Leopold designers are adding war- Buy L E {] p {} L I] means 


born qualities of hardness, endurance and YOU GET COMPLETE 
mar-proof features to the natural beauty OFFICE PLANNING ASSISTANCE 
of wood . . . the exquisite charm of the 


Leopold Dealers are equipped to plan 
Leopold lines. ; 

offices in every detail. They have the 
Leopold desks are outstanding because of experience and training to suggest just 


their unusual comfort and efficiency .. . the design and arrangement that will give 


their greater, all ‘round utility. each office beauty, comfort, convenience 


and efficiency. Leopold installations seem 


Today Leopold designers and craftsmen to say, ‘‘welcome’’ to every office visitor. 


THE LEOPOLD COMPANY 


Burlington, lowa 
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smoke aroused Mrs. Walton. This is the second time | 
that the proprietor has been burned out. 


* * * | 


Meredith Simmons & Company, Ltd., is erecting a 
process building at the rear of its present plant, 371 | 
Wallace Ave. The structure, which it is estimated will 
cost $35,000, is to be one story in height and 25 x 60 
feet. 

7 * * 

The inaugural meeting of the Montreal Stationers 
Guild Club was held recently with an attendance of 
90 persons, an indication of the great interest being | 
displayed in the club’s future. 

Following the dinner, a fine address was given by | 
George Knox, Brown Brothers, one of the veterans | 
of the Guild Club in Toronto. He gave many fine 
pointers on the formation and successful operation 
of the Toronto Club. 

Brief speeches of interest were made by Len Wheat- | 
ley, president, Montreal Stationers Association, Lucien 
Hetu, and Fred Smart. The speaker was introduced | 
in French and English by Donald Campbell. 

cd * of 

Toronto and district stationers recently held their 
final golf match of the season at St. Andrew’s club. 
Sixty-two played golf and six others turned up for the 
dinner. The arrangements were ably handled by 
Maurice Charters, William Smith and Norman Kelcey. 

The Preston-Noelting cup was won by Kenneth 
Stewart, and runner-up was Maurice Charters. Lloyd 
Holden won the Luckett Loose Leaf cup, with W. Cro- 
nin runner-up. Hiram Walker shield was taken by 
John Dickinson with Ralph Short runner-up. The 
“Millionaires’” trophy was carried off by Robert 
Cranston. 


* a ” 


The Toronto Commercial Stationers Five-Pin Bowl- 
ing League recently opened its twenty-sixth season. 
There are to be 16 teams in the playing. Robert Cran- 
ston was elected president for the current season and | 
William Turner will be the secretary. Mr. Turner has 
been on the job for the past 18 years. 

* * ok 


William Knight of Knights, Ltd., Calgary, Alta., was 
recently elected president of the Rotary Club in that 
Western Canadian city. 

* * * 

Walter Harmer, Acme Carbon, Toronto, recently 
landed a 15-pound salmon while deep-sea fishing off 
the coast of Victoria, B. C. 


* 1 os 


W. A. Bordeleau, director and sales manager of 
Villemaire Freres, Ltd., 840 William St., Montreal, 
makers of bank books and loose leaf devices, joined 
the company as sales manager after 24 years’ experi- 
ence in the printing and stationery trades. He is a 
prominent member of the Montreal Stationers Asso- 
ciation and a Quebec director of the Stationers Guild 
of Canada representing the suppliers. Mr. Bordeleau 
was elected to the directorate of the company when 
it was incorporated this year. 


* * * 


The Stationers Guild of Canada was recently 
granted a charter by the Ontario Government, for 
the purpose of generally promoting the interest and 
welfare of the manufacturers, wholesalers, manufac- 
turers’ agents and retailers engaged in the stationery 
trade. Directors listed in the official notice are William 
J. O'Reilly, A. G. Lancaster, Percy F. Grand, W. H. 
Stainton, and J. S. Luckett, all of Toronto. 


* * * 


Toronto members of the Stationers Guild Club re- 
cently enjoyed a tour of the Venus Pencil Company 
Plant in that city, as the result of the kindness of | 
W. H. Smith, general manager of the firm. About 60 | 
persons witnessed the processing of pencils from the | 
lead to the finished product. George Chisholm, Denni- | 
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Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented “‘Equi-Balanced”’ 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 
ed to give enduring com- 


fort and satisfaction. 





COLLIER-KREYWORTH CO. 
RARE CARDWER MASSACRES 
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No. 1425-BR 


FOUNT-O-INK 
Writing Sets 


ARE BUSINESS 
BUILDERS 


efficiency 


economy 


beauty 
style 


Mahogany, 
walnut, jet 

and a full line of 
bright new colors. 


No. 1422-W 
A full-color catalog free to dealers. 
GREGORY FOUNT-O-INK CO. 


Los Angeles 41, California 


. 
PROGR RY FOUNT'OINK 
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son Manufacturing Company, Toronto, arranged the 
event. 
= * 7 

Mrs. Eva Burnside Gage, wife of Harry H. Love, 
chairman of the board of directors of W. J. Gage & 
Company, manufacturing stationers, Toronto, died 
recently in Toronto. Daughter of the late Sir William 
and Lady Gage, she is survived by her husband, a 
daughter, Mrs. Russell Horsefall, and a son, Gage Love. 


——_e——e 
BOWLING TEAMWORK HELPS BUSINESS 


Just as Kipling said, “It’s the everlasting teamwork 
of every bloomin’ soul,” wholesome recreation wrapped 
up in valuable publicity keeps the stationery, office 
supplies and paper store before the public. All of this 
and more—much more—may be gained by the bowling 
team of a progressive establishment. 

In Seattle, Wash., a number of the stationery, paper 
and supply houses have maintained bowling teams. 
Currently, two excellent ones are entered in the Bal- 
lard Major Loop, as the North End group of business 
teams is known. These are the teams of the Soames 
Paper Company, paced by Bill Soames himself, and 
John W. Graham Company, a pioneer Spokane sta- 
tionery house with an active Seattle branch. 

Way out in front as the league leader is the Soames 
Paper Company, with 26 games won and 19 lost up to 
December. With Bill Soames and Gil Dell making 610 
and 614, respectively, in recent bowling, they have kept 
the paper house at the top, setting a hot pace for 
their teammates. 

For the honor of the Seattle branch of John W. 
Graham Company, which spreads largely over Sprague 
Ave. in Spokane, the following quintet has been keep- 
ing the ball rollin’—J. Gilchrist, R. Muzzy, E. Corbett, 
J. David, and A. Swaigane. 

As a sideline, one of the greatest factors these days 
for treating employees right is the red-corpuscled 
bowling team—bowling for the honor of the office 
suppliers and thus making them better and more 
favorably known. 

The Graham and Soames teams have won wide at- 
tention with steady bowling activity on the Ballard 
alleys. And many other company heads can wisely 
look to bowling as bettering employer-employee rela- 
tions, as well as stationery house and customer rela- 
tionships, since progress of the bowling shop is always 
watched.—CML. 

a clita 


STANLEY L. WALLACE GRADUATES WITH HONORS 


Stanley Lawrence Wallace graduated with honors 
at the Bowman Gray School of Medicine of Wake 
Forest College, Winston-Salem, N. C., on December 15. 
He shared with another student the Weinstein award 
for outstanding work in gynecology and obstetrics. 

Mr. Wallace is a graduate of Duke University, Dur- 
ham, N. C., where he received his A.B. Degree and 
made the Phi Beta Kappa Honor Society. He is a son 
of Joseph Wallace of New York City, who has for 
years represented the Myrtle Desk Company, the Alma 
Desk Company, and the High Point Bending & Chair 
Company, in the New York Metropolitan area. Joe’s 
many friends will be happy to learn that his son, 
Stanley, has made such an outstanding record at 
Duke University and at Bowman Gray School of 
Medicine. 

OO 
OPEN TYPEWRITER FIRM IN KENTUCKY 


Stanley M. Clark of Lexington, Ky., and Claude 
Hart of Kings Mountain, Ky., opened the Somerset 
Typewriter Company at Somerset, Ky., January 1. 
They will handle sales and service for Remington 
Rand products, the office being located in the Queen 
City Supply Company building. Both Mr. Clark and 
Mr. Hart have had considerable experience in the 
typewriter field. 
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...and here 


is the 1947 
VICTOR RECORDEX 


WITHHOLDING 
TAX COMPUTER 


This is probably the most timely item in your entire 
stock. 

Everyone is discussing income taxes these days, and 
the subject will probably make conversation and 
newspaper headlines for the next few months. Why 
not capitalize on the free publicity to promote your 
sale of the Victor Recordex Withholding Tax Com- 
puter? You will jingle the cash register and render 
your customers a genuine service at the same time. 


This Victor time and trouble saver is so simple to 
use. All wage amounts for 5 payroll periods (weekly, 
bi-weekly, monthly, semi-monthly, and daily or mis- 
cellaneous) are instantly visible and deductions 
quickly referred to in a single, handy Recordex folder 
that fits desk, file drawer or brief case when not in 
use. 

Deductions listed comply with government regula- 
tions currently in effect. However, if tax law 
changes are made, Victor will have new cards avail- 
able as quickly as printing permits — these to be 
sold as card sets only, if so desired, and inserted 
in place of the 1946 schedule. 


Stuffers and showcards 








Victor 


BOOK VISIBLE 


The Book of 1000 uses is certain to 


assure you 
pleased custo- 
mers, repeat 
business and 
an opening for 
other poten- 
tial Victor 
Visible appli- 


cations. 



















NORTH TONAWANDA 
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THE VICTOR SAFE & EQUIPMENT CO. 


NEW YORK 
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TEXAS TRAVELERS CLUB NOTES 


Virginia Leonard, Correspondent 





Fred Hansell of F. F. Hansell Bros., Ltd., New Or- 
leans, and a party of friends he took on a fishing 
trip on his cabin cruiser had a harrowing experience. 
Something went wrong and they couldn’t make it 
back to port. In fact, they were out all night. Next 
morning, the alarmed families had a Coast Guard 
plane go out searching for them. Fred and his friends 
were found safe, sound—and dry—sitting on an island. 
Seems the whole crowd is taking quite a ribbing. But 
did they catch any fish? 

ob x * 

Charlie Guion of Mississippi Stationery Company, 
Vicksburg, Miss., and Mrs. Guion are receiving con- 
gratulations on the birth of a daughter. We’d like to 
add ours and include all good wishes to the young lady 
for a long and happy life. 

ed * 


Stanley H. Arey has joined the Buchanan Stationery 
Company, Wichita Falls, Tex., and is learning the 
business under the GI program. Stanley saw three 
years service with the Army Air Forces in Europe. 

* ” oe 

On December 7, a two-alarm fire swept through 
the Hesse Envelope Company, 911 Munger Ave., Dallas, 
causing $15,000 damage. The heaviest loss was in 
paper stock used in the manufacturing of envelopes, 
President F. G. Love estimating about $10,000 of the 
$80,000 stock on hand was lost. The company got one 
good break. A carload of paper due to be delivered 
fortunately had been delayed. Little damage was done 
to the printing presses and and cutting machinery 
in the plant and the company was open for business 
as usual Monday morning. 

* * * 

Lee Gash of F. F. Hansell Bros., Ltd., New Orleans, 
is the proud grandfather of a young lady named 
Charlotte Catherine Matthews, who arrived in No- 
vember. Congratulations! 

* * * 

Jim S. Edwards has purchased the Layton’s Pen 
Shop, 5 Court Arcade Bldg., Tulsa, Okla., and will 
operate it as Edwards Pen Shop. Mr. Edwards was for 
18 years connected with Field Stationery: Company, 
but for the past few months has been with Scott-Rice 
Company, both of Tulsa. 


* * * 


Surely hope Stanley M. Miller, a swell person, is 
back on his feet after his many weeks’ illness from a 
heart attack. Mr. Miller has been with Palace Office 
Supply, Tulsa, for the past 18 years. 

* * a 


The Scott-Rice Company of Tulsa recently pur- 
chased the building at 612 S. Main in Tulsa for a 
consideration in excess of $150,000 and plan to expand 
their activities, adding new lines of office furniture 
and equipment. The building is a two-story structure 
with a full basement and a mezzanine floor. H. J. 
Scott, president of Scott-Rice, and S. E. Rice, now 
deceased, started a rubber stamp business in Tulsa in 
1920 and in 1925 the Scott-Rice Company was inaugu- 
rated. They have occupied their present location at 
617 S. Main for the past 13 years. Taft Welch is vice- 
president of the organization with Obie Seale, man- 
ager of the furniture and stationery department. The 
Field Stationery Company holds a two-year lease on 
the 612°S. Main property, but they’re on the look-out 
for a new location. 

* ” * 

Charlie G. Ferrell opened his own stationery and 
office supply store, Office Accessories Company, 1617-19 
Pacific, in Dallas early in December. Charlie has a 
fine background for success, having 25 years’ experi- 
ence in the industry. For the past 13 years he was 
associated with Clarke & Courts in Dallas and made 
Many fine furniture installations in that city. The 
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BRIEF CASES 





No. 3258, size 16" x 12". Brief Case made of genuine 
split cowhide, baby walrus grain; 3 roomy pockets; bound 
fiber partitions, specially treated non-crack fabricoid gussets. 
Disappearing handles. Zipper across top. Reinforced with 
metal corners. Black and brown. Retail $8.50. 


No. 3243, legal size case with disappearing handles, made 
of genuine pigskin. 3 way heavy duty zipper allows case to 
open flat. Fully lined with 2 gusset pockets. Size I1'/2" x 
16". Retail $18.50; without handles $16.50. 


No. 3312, Same as No. 3258, made of simulated leather 
boar grain; size 15!/." x I1'/2". Black and brown. Retail 
$5.00. 


No. 3313, size |!" x 16". Regular brief case made of boar 
grain simulated leather, cowhide straps, extension lock, metal 
corners, 3 roomy pockets; top handle. Bound fiber parti- 


tions. Black and brown. Retail $3.50. 


SCHOOL BAGS 








-—————__-—-- 














No. 3308, size 10" x 14", simulated leather, boar grain, 
with pencil case attached. Cowhide corners and name plate. 


Colorful binding, assorted colors. Retail $2.50. 





PRICES SUBJECT TO 
REGULAR DEALERS DISCOUNTS 
PROMPT DELIVERY 


SHANK LEATHER GOODS CO. 


230 FIFTH AVENUE NEW YORK 1, N 
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BY USING A 


BETTER PLATEN 


Ames Supply Company 


USE A 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 
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St. 583 Market St., 


New York 7 — San Francisco 5 
19131 Commerce St.,| PRINCIPAL CITIES 191 Cain St. N.W. 
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Atlanta 3 








172 


new store is excellently located—being within two 
blocks of the center of the business district. 
*” *” * 

We heard Kenneth W. Moak, Bates Manufacturing 
Company representative, suffered a heart attack and 
is confined in a Ft. Worth hospital, but could learn 
no details. Sure hope it was a false report. 

* 7 ~*~ 


The Kie Office Supply Company, 106 No. Chaparral, 
Corpus Christi, is a new firm recently opened by 
Jack Kiedaisch. 

ca * * 

Mrs. Jack Fleming, wife of the Vance K. Miller store 
manager, Dallas, is one person whose good deeds go on 
though the war is over. At the request of Baylor 
Hospital, Mrs. Fleming is on emergency call as a blood 
donor, having type O-Rh negative which is most in 
demand. 

* * * 

Carl Miller, formerly with Houston Printing & Sta- 
tionery Company, and Max Kaplan, who was one of 
the survivors of the Lexington, have purchased 
D’Amico & Company, Houston, from Mrs. Victor 
D’Amico and have formed the Carmax Corporation. 
Mrs. D’Amico is retiring from business and is leaving 
soon for an indefinite stay in sunny California. 

* * ~ 


Parkin Printing & Stationery Company, Little Rock, 
Ark., has opened a branch store at 504 Garrison in 
Fort Smith, Ark., with Gregg Hamilton in charge. 


* * * 


The Russell Stationery Company, Amarillo, Tex., 
has completed the imposing new building which 
houses the printing, binding and lithographing de- 
partments and photo dark room. The new 8400 square 
foot structure faces on Filmore, thus extending the 
firm from Taylor through to Filmore. Because of the 
flat concrete roof, a second story can be added at a 
future date. Geo. M. Grimm is superintendent of the 
printing plant in charge of 25 employees. 

Ke oa 


The marriage of Miss Mariana Shaw to James C. 
Christe of Dorsey Company, Dallas, was an event of 
November 30. Mr. Christe served with the Army Engi- 
neers and Signal Corps in Brazil and returned to 
Dorsey Company about a year ago. Mrs. Christe plans 
to continue her work in the home office of Interstate 
Circuit Theatre in Dallas. Our best wishes to this 
fine couple. 

x a co 

J. C. Straus has joined the staff of Port Office Sup- 

ply Company, Corpus Christi, as a city salesman. 
* * * 

Capitol Office Supply Company, for many years 
located at 208 N. W. First in Oklahoma City, has 
moved to 212 N. Harvey. 

* a co 

OQ. T. Blankenship has joined the Stafford-Lowden 
Company organization (Ft. Worth) as assistant to 
Bill Northern. Before entering the service, O.T. was 
with Abilene Printing & Stationery Company, Abilene, 
Tex. 

x * * 

Speed Product’s Art Carrow and the Mrs. were 
aboard the Pan American Clipper for a pre-Christmas 
holiday on the first day commercial non-stop flights 
to Mexico City were inaugurated from Houston, Tex 

* x * 

Barney Smith, otherwise known as Geo. H., who 
has been flying the airways for Manifold Supplies, 
has decided to make Fort Worth his headquarters 
and we understand he has a contract with Mayton & 
Roddy to sweep out the store when in town, as well 
as being bicycle boy. That is, when he’s not teaching 
Dewey and Joe how to bowl. 

* * + 


That broad grin of Jack L. Donahues (Carter’s Ink 
Company) is occasioned by the arrival of his first 
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WE LIKE TO SELL 


ACE 


STAPLING EQUIPMENT 


_ ACELINER 
“World's finest stapler.” 
Staples, pins, tacks and 
hand fastens. 





judge their merits. So satisfactory has this experience been 
that we find it a pleasure to recommend Ace Stapling Equip- 
ACE PILOT ment to our customers. These excellent machines are goodwill 


One of Ace’s fines? builders .. one of our most valuable assets. 


models. Guaranteed. STEVENS, MALONEY CO. 
WM. F. DURCHSLAG, Store Manager f 
or Best 
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Merchants the world over know, 
from experience, that it pays to fea- 
ture merchandise for which a ready 


ul 


consumer demand has been created. 






Turnover is quicker and investment 


ACE CLIPPER is reduced to a minimum. And, qual- 
PLIER ity merchandise leaves a lasting im- 

A real scart Map ihe pression on the consumer’s mind. 
en a aoe. FOR GREATER PROFITS... 


Use only ACE specially treated, com 


FEATURE ACE. 


pressed staples. They have highest 


tensile penetrating strength 


SOLD THROUGH DEALERS EXCLUSIVELY 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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grandchild, a boy, born December 3 at Florence Night- 
ingale Hospital in Dallas, Tex. 
“ * * 

Miss Jeanette Foldberg of the Vance K. Miller 
(Dallas) staff journeyed to Philadelphia for the Army- 
Navy football classic and had the thrill of seeing her 
famous brother, Hank Foldberg, play right end for 
Army. Hank was named to Grantland Rice’s All- 
American team this year. 

ae * * 

Von Boechmann-Jones Company, Austin, has com- 
pletely remodeled the second floor into a 800 square 
foot furniture display room under the able direction 
of Joe Cockrell, store manager. This fine firm has 
three new salesmen, all under the GI program. They 


are Ralph Miller and Tom Brashier, outside salesmen, | 


and Stephen Romanowsky, on the floor. 
» * 


Merchant’s Printing Company, Houston, Tex., has | 


gone out of business and has sold all stock and equip- 
ment. Standard Printing & Litho of Houston (Mav- 
erick-Clarke, San Antonio) purchased the stationery 
supply stock and shelving. 


ee 


GUNLOCKE SHARES PROFITS WITH WORKERS 


For a number of years, the W. H. Gunlocke Chair 
Company, Wayland, N. Y., has carried out a plan for 
distributing, semi-annually, a share in the profits of 
the company. to their employees. The plaque here 
illustrated commemorates the payment of the first 
quarter millionth dollar to workers under this plan. 

“We are very much aware of the important part our 





COMMEMORATE PROFIT SHARING 


employees play in the success of our company,” says 
Howard Gunlocke, president. “Without our excellent 
employer-employee relations we could not hope to 


maintain production schedules and the product quality | 
Since the employees | 
are responsible in part for our success we believe it | 


for which Gunlocke is known. 


is only right that they share with us financially.” 


SS 


OLD TOWN ADDS TWO DISTRIBUTORS 


The addition of two new distributors by the Old 
Town Ribbon & Carbon Company, Inc., 


president and general manager. 

Philip D. May, with offices in the Commercial Build- 
ing, Pittsburgh, Pa., has been appointed to distribute 
Old Town products in the Pittsburgh area, while D. C. 
Hey, 417 Sixth St., South, Minneapolis, will handle 
Sales in the Twin Cities. 

Both these distributors will stock the firm’s com- 
plete line of ribbon, carbon and duplicating supplies 
and will operate under the Old Town exclusive fran- 
chise arrangement. 
OFFICE APPLIANCES, 1947 
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Brooklyn, | 
N. Y., was recently announced by A. W. Young, vice- | 


———_—_—_—_ 
9ts. Jumely 


American business is sold on the 
spirit type of duplicator. It has 
proved to be more practical for 
many purposes than any other 
type of duplication on the mar- 
ket. Users are sold on 








THE WRIGHT 


for its noteworthy contribution 
to office duplication. 


THE WRIGHT DUPLICATOR 
is a full size machine handling 
| paper up to 9 x 15". It is a 
sturdy machine with welded 
frame of heavy metal and with 
contact points hardened for 
long wear. Impression roller is 
mounted on ball bearings. Only 
one revolution to each print. 


The “Wright” is the Spirit Duplicator 
You can buy with confidence. 
Liberal Trade Discount 
Satisfaction Guaranteed 


PRICE $43.50 List 


Order a shipment of Wright Duplicators today. 
You will like them. 


Satisfaction Guaranted 

















1 DER Mg. Co., Inc. 
| Spirit Duplicators 


1330 Quincy St., N.E., Minneapolis 13, Minn. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS 4 


By McGillicudy 


* * 


Well, here we are folks— it’s 1947 — our 
second New Year since the end of the war — 
and we hope it will be a good year for you. 
This is the time of year to look in the crystal 
bal! and try to peek behind the “iron curtain” 
of the New Year. 


My crystal ball is pretty well worn (hard to 
get a new model yet) but it still produced 
recognizable, though slightly blurred, 
visions. It revealed no big surplus of paper 
stocks in the next few months — so I figure 
we'll be going along pretty much as we 
have been — doing our best to produce all 
the envelopes we can with what we have 
to work with, and seeing that our dealers 
get a fair share of our production. 


The ball flashed out some interesting figures 
about one industry . . . 
there were 49 radio manufacturers. 
beginning of 1946 there were 211. Many of 
these new ones are already passing out of the 
picture. The point is — materials which were 
not too plentiful had to be spread pretty thin. 
This is probably true in other industries, too. 


The crystal would flash out in colors every 
few minutes the words . . . “For Quality 
Envelopes buy Quality Park.” Of course, it 
doesn’t take a crystal ball to tell you that 
we really appreciate your business; that 
we are grateful for your understanding 
when we couldn't quite deliver all you 
ordered; and that we pledge ourselves to 
do our best in the year ahead. There may 
be shortages of raw materials — but there 
will NEVER be a shortage of quality at 
Quality Park. 


Best wishes for happiness, prosperity 


and good health for 1947! 


Qasliry Pk 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 





One office appliances dealer in Los Angeles, Calif., 
believes in using certain barometers systematically to 
gauge the trend of business, reasoning that no busi- 
ness is more dependent upon the general trend of all 
business than is the office appliance business. This 
man states that he keeps his eye on the want ad 
pages in the local newspapers at all times, for there 
is no better barometer than a want ad page. 

Right now, he states, want ads tell him that a 
goodly number of men, probably young men, who 
went into business hurriedly, and without enough 
substantial business training, are now finding out 
that conducting one’s own business is not so easy as 
they thought. The want ads indicate a great many 
close-outs of small businesses. It may be that a great 
many are also starting, but at any rate there can 
be little doubt about the fact that many a youth who 
hoped to establish himself on an independent basis 
in spite of the fact that the demand for merchandise 
is very marked, has not had a clear picture of business 
as it is conducted and must be conducted, and has 
suffered. 

The lesson for the office appliance man is clear. 
He must watch the trend closely and know when to 
expand and when not to expand. He must know when 
a recession is on the way and when an upswing is 
on the way. This appliance dealer believes that care- 
ful scrutiny of want ads and careful digestion of their 
contents from day to day will do more to show him 
what really is happening in the world than almost 
any other medium of information. 

* a a 

George A. Montgomery, district manager of the Edi- 
phone Company for Southern California and Arizona, 
states that the new Edison Electronic Voice Writers, 
which are now in production and are now being re- 
ceived, are meeting with great success. There are 
two models, a desk model called the Mercury, and a 
floor model called the Director. The latter is a mul- 
tiple service machine. 

Mr. Montgomery feels the outlook for the future is 
very promising. He feels that the Ediphone business 
is going to be bigger and better than ever due to the 
great industrial growth of the Los Angeles area. He 
also finds that there is a decided interest in the very 
latest office machine equipment. Four new men have 
recently been added to take care of the increased 
volume of business. 

An unusual record of service has been made in the 
Los Angeles Ediphone office by Mr. Montgomery and 
four of his associates, W. B. Buchanan, A. C. Shafer, 
W. R. Teets and W. B. Stadler. The five men have 
been associated together for 25 years, making a total 
of 125 years service for the Ediphone Company, a 
record probably not equaled by any other group of this 
size anywhere. 

By the way, Mr. Montgomery has three new grand 
children of whom he is very proud. 

¥ 7 * 


William L. Hovis, proprietor of the Addressing Ma- 
chine Equipment Company, 421 E. Sixth St., Los 
Angeles, died of a heart attack November 1. Mr. Hovis 
was born in Butler, Pa., and came to Los Angeles with 
his parents when he was ten years old. 

For a period of 15 years or more Mr. Hovis was head 
of the Elliott Addressing Machine Company’s agency 
in Los Angeles. He established his own business in 
1930. Mr. Hovis was very active in Masonic circles 
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THE MOST POPULAR 
*‘HIGHWAY’’ 
OF FILING IN 
AMERICA 











HANG-A-FILE 
CAN NOW BE 
EQUIPPED 
WITH FOLDERS 
1 TO 31 or BLANK 
INSERTS 





NO. 30 HANG-A-FILE 


IMMEDIATE 
DELIVERY 









METAL TABLE 
FOR TYPEWRITER 
AND UTILITY USE 


Olive Green Finish. 
Heavy Gauge Furni- 
ture Steel. Top — 
13" x 20"—Height 
—27". Equipped 
with casters. Shipped 
K.D. Packed 3 to 
carton. Shipping 
weight 12 lbs. each. 


An unprecedented sales opportunity for dealers 
everywhere. Join the ranks of those who are 
already enjoying substantial profits from the sale 
of the Most Popular "HIGHWAY" of Filing in 
America—HANG-A-FILE. 












Complete with 25 HANG-A-FILE folders and 
inserts. Folders supported by full length chrome 
finish metal hangers which rest on two guide rails. 


All metal file, caster equipped, finished in olive 
green enamel. Width 13!/ in., depth 18 in., 
height 27 in. 


Shipping weight 33 Ibs. Packed 2 to carton. 
Shipped K.D., easily assembled. 


Louis H. Farber 


OFFICE FURNITURE « SCHOOL EQUIPMENT 
31 EAST CONGRESS STREET CHICAGO 5, ILLINOIS 
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No. 34—FARB-A-STAND 
With 2 leaves. 

No. 33—FARB-A-STAND 
With | leaf. 

No. 32—FARB-A-STAND 
Without leaves. 















ONVERTO-BINDER 


REG. U. S. PAT. OFFICE 


THE ONLY ZIPPER CASE IN THE WORLD 
WITH THE /actented REMOVABLE RING METAL 











ae 





ere 





® Ist Quality Metal, 1”& 112” Capacity 


® Variety of Styles... Genuine Leathers Only 


CONVERTO-BINDERS may be used either as a ZIPPER LOOSE-LEAF NOTE BOOK or as a ZIPPER PORTFOLIO. 
This EXCLUSIVE FEATURE distinguishes the CONVERTO-BINDER from the ordinary portfolio. 









































Ci 


Shows the CONVERTO-BINDER 


Shows the CONVERTO-BINDER 
with the ring metal IN To remove the ring metal, simply with the ring metal OUT 
loosen two permanent screws, and 
LIFT OUT 


SEND TODAY FOR NEW ILLUSTRATED FOLDER NO. 12 


557 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
Opposite Union Station 


Monufocturers since 1920 of LEATHER Zipper Ring Binders and Portfolios 
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having been past master of the Southland Lodge, 


treasurer of the Masonic Board of Relief, inspector | 


of the seventy-ninth district and a member of a num- 
ber of important committees. Surviving is the widow, 
Bessie Hovis, who will carry on the business. 
will be assisted by Milton Bristow, a nephew of Mr. 
Hovis, who will act as manager. Mr. Bristow has 


been with the Quaker State Oil Company in the Los 


Angeles offices for the past 17 years. 
* * * 


C. Elmer Anderson, proprietor of the Anderson Type- 


writer Company, 120 E. Colorado St., Pasadena, Calif., 


returned November 26 from Miami Beach, Florida, | 
where he attended the mid-year meeting of the Na- | 
tional Office Machine Dealers Association. Mr. Ander- | 


son, who at one time was president of the association 
for several years and who also served on the ,board 
of directors, acted as toastmaster at the banquet 
which was attended by more than 500 delegates and 
visitors. Mr. Anderson reports that the convention 
was not only well attended but the programs were 
both interesting and constructive. 

Mrs. Rose B. Keller, wife of George L. Keller, the 
latter a long time employee of the Anderson Type- 
writer Company in Pasadena, died at a local hospital 
December 2 on her seventy-fifth birthday, after a long 
illness. 

* * * 

H. B. Black, manager of the Marchant Calculating 
Machine Company, 804 S. Spring St., Los Angeles, 
Calif., states that business continues to be just as good 
as ever, and that in spite of the strikes holding up 
production some deliveries are being made. Orders are 
continuing to pile up at Marchant’s, according to 
Mr. Black. 

* cs * 

N. L. Piper, manager of the Stationer’s Corporation, 
6369 Hollywood Boulevard, finds that customers are 
much more choosy than they have been for some time. 
Trade names count for much more now and the buyer 
frequently delays his purchase until he has had a 
consultation with “mamma” or the other members of 
the family, Mr. Piper says. 

Ten or more salespeople were employed to take care 
of the holiday trade. 

ok * * 

Southern California Adding Machine Company, 947 
S. Broadway, Los Angeles, has been receiving a few 
new adding machines, new check writers and a few 


Allen electric calculating machines. It has been neces- | 


sary to put on additional help in the mechanical 
department because of the large volume of repair 
work coming in to the shop. The demand for rentals 
in small machines is still very great as is also the 
demand for calculators and adding machines, accord- 
ing to P. E. King, one of the proprietors. 

. * * 


The Hygrade Office Machine Company, 1634 N. 
Cahuenga Blvd., has on hand more used office ma- 
chines that it has had for some time. Portable type- 
writers, however, are still scarce. 

Since the installation of a Magnus Aju-dip cleaner, 
this company has been doing an increasing amount of 
work for dealers, according to Don Rosen, one of the 
proprietors. 

* * * 

E. C. Roberts, one of the proprietors of Hunting- 
Roberts Company, 2223 E. 37th St., was scheduled to 
return about December 12 from Sturgis, Mich., where 
he had gone on a business trip. 


a * cd 


Harold Feinstein, proprietor of The Aldine Printing | 


Company, 232 S. Spring st., Los Angeles, reports that 


there has been absolutely no letdown in business in | 
fecent months, but rather each month is showing a | 
decided gain over the preceding month. The company | 
how has 60 employees, a real record, Mr. Feinstein | 
feels, considering the fact that everything was started | 
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Check Chart 


of SALES FEATURES 
To Look For In Any 
GOOD OFFICE CHAIR \ 


COMFORT 


A SENG Chair Action Control contributes immensely to 
bodily comfort—responding instantly to every movement 
and change of position. It is easily adjustable to suit the 
individual preference of the user. 


SAFETY 


With the chair’s reclining angle correctly controlled by a 
SENG Chair Action Control, there’s not the slightest danger 
of tipping or over-balancing. 


APPEARANCE 


Niceties of styling and finish are important in selling good 
office chairs. (While not in view, SENG Chair Action 
Controls are compact and fully in harmony with the smart 
appearance of a modern office chair.) 


LONG, TROUBLE-FREE SERVICE 


When office chairs are equipped with SENG Action Con- 
trol, a minimum of servicing is required, and years of 
trouble-free service is assured. 


TODAY, the foremost lines of quality office chairs are 
SENG Action Control equipped, Look for this sales build- 
ing feature in making your selections, 


a 


1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 
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tee 00°° QUESTION 


Tell Us Why 


Ard’s unusual growth for nationwide customer accept- 

ance has soared to the highest peak to be the young- 

est name in reliable chrome, occupying the enviable 

reputation of being the Fastest Growing in the Field. 

Read particulars below! And now the fine examples 

of Ard Chrome craftsmanship! & 
P — 























Try this graceful You'll want this ex- For gorgeous 
; ails quisite 4” fine Pedes- beauty, sturdy, 
streamlined chair tal Base with bright guaranteed longev- 
IAH4, a sturdy Chrome Plated Steel ity, tailored in 
; i ti F Column for tops 24” Duran, No-Sag 
Saas eee © to 42”, 17” diameter Spring, heavily 
skill cast iron base, crackle ag seat 
; List finish, and 
and = Price $1450 4BC ——. $1790 back, ast = 
beauty..... RS Ass scks cones W-599. 
Tet Seed r 
WRITE WD) 
FOR / 
DETAILS IK 
ON THE 
BEAUTIFUL 
DURAN 
FINISH ARM 
CHAIR— 
COMPANION i 
TO OUR 
W-599 SOON i 
TO BE t] 
RELEASED | 
and QUALITY 








The beauty of all! This -!- 
or more Chrome shaft, over 


all 74” in height, a : $479 


base, black crackle finish, 
double hooks. 12CB at ns 
List Price 


A necessity for permanent use! Sturdy 
Tray Stand with 1” tubing, triple chrome 
plated, triple heavy straps and 
cross brace’ insuring _ rigidity. $1930 
No. 38 priced at..........cccees 

List Price 


$100.00 IN CASH FOR YOU 





If you are an ARD Product user, or become one now, simply 
by completing this statement best, in the opinion of our judges, 
in 50 words or less by March 1, 1947, “I am a user of ARD 
products because _ : Ps 

or thru our nationwide authorized 


mailing your answer to us 
dealers, writing us on your own business letterhead 


ARD MANUFACTURING COMPANY 
13 VINE STREET—BOX 442—EVANSVILLE 3, IND. 


NEAREST FOOD SERVICE 
Write for Brochure—See [fGtfement AND SUPPLY DEALER 
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at scratch only a few years ago. An example of this 
growth is seen in the stationery department where 
nine people are now employed compared to only one 
person six years ago. Another instance is in the greet- 
ing card department where the full time of six people 
is taken up during the holiday season and which is 
a very productive department throughout the entire 
year. Likewise, the company now has seven outside 
salesmen, a staff which is constantly being augmented. 

Mr. Feinstein recently returned from an eastern 
trip that took most of two months. He visited Boston, 
New York, Chicago and other cities, and reports fine 
success in obtaining hard-to-get items. 

A recent addition to the commercial printing de- 
partment is an offset lithograph section, modern ma- 
chinery having been installed for this purpose. 

ck * * 

Herbert S. Brown, proprietor of The Brown Shop, 
190 E. Colorado st., Pasadena, reports the marriage 
of his son, Willard Brown, to Miss Jean Brentner, 
daughter of his business associate, Charles W. Brent- 
ner. The young people went on a wedding trip that 
took them into Old Mexico. The groom served in the 
armed forces for four years, two years of which were 
spent in the Air Corps in India. The marriage cere- 
mony was performed in the chapel of the First Bap- 
tist Church in Pasadena, with the pastor, Rev. George 
W. Hill, officiating. 

—- 


HONOR JOSEPH DIXON CRUCIBLE WAR DEAD 


At dedication exercises on Armistice Day, November 
11, 1946, the employees of the Joseph Dixon Crucible 
Company, Jersey City, N. J., unveiled the plaque pic- 
tured here in memory of the eleven Dixon men who 





as 
OOD Ge RRR IG 


DIXON MEMORIAL PLAQUE 


gave their lives in the service of their country during 
World War II. 

H. W. Armstrong, treasurer of the company, acted 
as chairman of the program. 

All employees of the various departments and fac- 
tories of the organization attended the services. 

J. H. Schermerhorn, president of the Joseph Dixon 
Crucible Company, addressed the meeting, as did 
Arthur Potterton, “y commissioner of Jersey City. 

Oe 


L. R. KINSEY TAKES OVER NEW TERRITORY 

L. R. Kinsey, 2423 First Ave., S.E., Cedar Rapids, 
lowa, recently took over the territory formerly cove 
by Lloyd Hill for Sanford Ink Company. Mr. Kinsey 
is covering parts of Iowa, Nebraska, Missouri, Kansas 
and Arkansas. 
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the trend is toward 


Po {ly chrome 
Slenutls | 





like a steady trade wind, stencil preference blows toward Polychrome, 
and the most comprehensive explanation of this trend is the quality and per- 
formance of our products. Our consistent dealer distribution sales policy works 
to the advantage of all recognized dealers. Our advertising insures demand 
and repeat business commensurate with his efforts, because Polychrome products 
do give CONSUMER satisfaction. These stencils are what you need. 


« Clear, Crisp Copy 


POLYFILM STENCIL RIBBONS 


To perfect stencil cutting in short time. 


Comes spooled, for all popular machines. ALSO We manufacture other stencils and 

Goes a long, long wey to solve your cut- ribbons, styli, duplicating inks and correc- 

ting problems. tion fluids . . . for the trade, and for 
private package merchandising. 





POLYCHROME CORPORATION 


2 Ashburton Avenue : Yonkers 2, New York 
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The BROWNE-MORSE 
Glider File 





outstanding features 
greater durability 
increased F. Q. 


What's the F. Q. (filing quotient) of your filing 
operation? It can be measured by the efficiency, 
accuracy and capacity of your filing clerks. It’s an 
important part of your business and a measurable 
cost of your business operation. 

Browne-Morse Glider Files help to increase the 
F. Q. of your filing department. Only a 5% ounce 
pull is required to open the drawer of a Browne- 
Morse Glider File. This factor alone greatly reduces the fatigue factor in 
filing . . . permits your filing clerks to file more accurately . . . increases 
their capacity. This plus the many other outstanding features of a 
Browne-Morse Glider File cuts this measurable cost of your business 
operation. The smooth performance, durability and dependability of 
Browne-Morse Glider Files make them the best designed, best engi- 
neered and biggest value on the market today. Check the features below: 





The extension arms on Browne-Morse files carry a fully loaded drawer swiftly, silently 
and easily on six case-hardened steel balls strategically fitted into the extension arms 
with engineered ball running ratios. No lubrication required. 

Bearing Type Raceways. The contour of the balls exactly fits the contour of the 
raceways of the extension arm. This scientific bearing feature eliminates the possibility 
of excessive wear... prevents the drawer from sticking or jamming. 


Key to BROWNE-MORSE 
gliding action 


Just a slight movement 
of the handle up or 
down releases the 
drawer catch. No push 
Jot ico) +o) MB (94-1 6S #0) 
pinching, no clothes- 
catching projections. 
The new hardware is 
beautifully designed 
























Patented channels and extension 
slides permit the installation of 
inserts in all openings by any- 
one without the use of tools. 
Automatic locks may also be in 
stalled in the field. 


The extension arm supports the 
drawer every inch of the way, 
whether the drawer is fully 
opened or at any point during 
its inward or outward travel. 
Drawer is supported at the bot- 
tom corner, the point of greatest 
rigidity on the entire drawer. 


Architects of Efficiency for America’s Office 


MUSKEGON B frown e = Mo rse MICHIGAN 


with aluminum satin 


finish. 


Write for the com- 
plete new bulletin 
on the Browne-Morse 
Glider File. Learn 
how you can in- 
crease the filing quo- 
tient and cut costs of 
your filing operation. 





MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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IN OTHER LANDS 
(Continued from page 64) 


was introduced the King signified his appreciation 
of the importance of export sales. After the presenta- 
tion the royal party went upstairs to the showroom 
where they signed the visitors’ book and enjoyed a 
cup of tea while inspecting a special display. They 
saw a museum of historic machines dating back to 
1872 and a collection of the company’s own early 
models. A cream and gold Imperial Model 50 machine, 
in which the King took especial interest, was the one 
shown to his father, King George V, at the 1926 Brit- 
ish Industries Fair in London. Their Majesties also 
saw a group of the company’s finished products in- 
cluding an Imperial Model 55 with interchangeable 
type-units and interchangeable carriages in five dif- 
ferent sizes. “Good Companion” portable typewriters, 
including an Arabic model, and a Hebrew Model 50, 
were also on view as being representative of the wide 
range of machines produced by the company. A selec- 
tion of parts in various stages of manufacture and a 
special section illustrating the processes involved in 
type making completed the display. 

His Majesty, the King, showed great interest in the 
design and manufacture of type, a special interest 
insofar as he needs an exceptionally large and clear 
type to use when he is called upon to make a speech. 
The company hopes to be able to supply his require- 
ments. 

The Queen took a great interest in the floral decora- 
tions and showed a considerable knowledge of flowers. 
She paid particular attention to a vase on the tea- 
table in which all the blooms came from the outdoor 
garden, and was delighted to recognize a spray of 
Viburnum. Her Majesty accepted a little sprig of this 
sweet-scented shrub and clipped it in her broach, 
saying, “I shall keep this for the evening.” 

Leaving the showroom, the royal party proceeded 
to the engraving department where they inspected 
various processes in the design of type. Accompanying 
Their Majesties were the Lord Mayor and Lady May- 
oress of Leicester, and Lord Lieutenant of Leicester- 
shire, Lady in Waiting, Equerry and Private Secretary. 
The King and Queen were escorted round the works 
by J. H. Goddard and A. Pateman, supported by R. M. 
Evans, J. Wombwell and W. E. Hutchins. Their Majes- 
ties showed much interest in the engraving depart- 
ment and spoke to many of the machinists. The 
Queen asked one operator how deep she was cutting 
the engraving and the girl replied, “Ten thousandths 
of an inch.” Before leaving this department the King 
took the opportunity of inspecting an engraving 
process through a high-powered microscope. 


Discuss Labor Situation 


From the engraving department the party pro- 
ceeded to the main assembly floor where W. Peberdy, 
superintendent of assembly, and E. D. Knew, repre- 
senting the Trade Unions, were presented. The King 
asked Mr. Knew, “Have you got the closed shop here?” 
“No, Sir,” replied Mr. Knew, “We haven’t tried that 
so far, but it is a happy shop. Our relations with the 
Management are cordial.” 

The Queen showed great interest in the company’s 
labor problems and asked whether any employees 
were returning from the forces. She was specially 
interested in women workers and said that she was 
not surprised that many of the married women who 
had worked during the war now wished to spend 
their time in their homes, especially when their hus- 
bands returned from the forces. 

Their Majesties spent some time watching newly- 
completed typewriters undergoing tests on the me- 
chanical exercising machines and the King tried his 
hand on one of the latest model “Good Companion” 
portable typewriters. An excellent view of the new 
Imperial factory extension can be seen from the as- 
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No. 1452 





New Indiana 
Chair Co. 1400 series 


First announcement of this good quality group 
brought a great response from all over the U.S, 
Shipments are moving and prospect of increased pro- 


duction is encouraging. 
Beauty of design, greater strength and durability, 


and more lustrous, crystal clear long lasting finish 
characterize this splendid series which in addition to 
numbers illustrated includes chairs without arms: No. 
1453 with chair action control and No. 1454 leg chair. 

Office furniture dealers offer fine quality and espe- 
cial value in these good chairs. 





No. 





New Indiana Chair Co. 


JASPER, INDIANA 


memBER WOOD orice FURNITURE INSTITUTE 
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YES; EVERYDAY AND 
EVERYWHERE, REYBURN’S 
SHIPPING TAGS ARE USED IN 
NUMEROUS WAYS. JUST TO 
MENTION A FEW, THERE'S 
LUGGAGE IDENTIFICATION, 
SAFE PACKAGE DELIVERY, 
STORAGE MARKING, FOR 
WRITING CARE AND USE 
INSTRUCTIONS, ETC. 


THERE IS A SIZE AND 
GRADE FOR EVERY PURPOSE 
TOO, - BULK PACKAGING 
FOR QUANTITY USERS AND 
= See CONVENIENT SMALL PACK- 
AGES FOR OCCASIONAL USE. 


DON’T OVERLOOK THE 
PROFITABLE TAG MARKET. 
KEEP REYBURN’S SHIPPING 
TAGS ON PROMINENT 
DISPLAY. 








IN HOMES 


EQUALLY IN DAILY DEMAND AND READY 
TO SERVE ARE REYBURN’S GUMMED LABELS, 
REINFORCEMENTS, INDEX TABS, NOTARIAL 
SEALS, MENDING TAPES, PARCEL LABELS, ETC. 
PROMINENT DISPLAYS, IN THEIR SMARTLY 
COLORED MODERN PACKAGES, ON COUNTERS 
AND IN STORE WINDOWS WILL BRING YOU 
STEADY, PROFITABLE SALES. 


“Buy Reyburns-and you buy the best” 





THE REYBURN MFG. CO., INC. 
PHILADELPHIA 32, PA. 


BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 


SALES OFFICES IN ALL PRINCIPAL CITIES 
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sembly department and the royal party paused to 
admire this impressive building now nearing com- 
pletion. 

Both the King and Queen showed the greatest inter- 
est in the works and stopped to speak to many of 
the operators asking them to explain their jobs. In 
fact, they were so eager to see every aspect of the 
work and took such interest in everything that it was 
impossible to keep strictly to the time schedule. 


From the assembly shop, the royal party proceeded 
along London Street, which lies between two sections 
of the works, and had a rousing reception from the 
company’s workers employed in departments which 
were not included in the tour. The Imperial Private 
Works Fire Brigade were lining the front of the 
crowd, and the Quarter Century Club, whose mem- 
ers had served over 25 years with the company, had 
a special position and their greetings were warmly 
acknowledged by Their Majesties. 

Re-entering the factory, the visitors proceeded to 
the type department where F. Hartopp, superintend- 
ent of type-making, was presented. Their Majesties 
again showed great interest in the various operations 
and asked many questions of the individual operators. 
Leaving the type department the King and Queen 
then passed through the sales office and returned to 
the main entrance after spending something like 50 
minutes in the Imperial factories. 

There is no doubt that Their Majesties’ visit marks 
a very eventful chapter in the history of the com- 
pany.—sS. S. E. 


—o—<>—e—_____ 


BRITISH OFFICE SUPPLY POSITION IMPROVES 


The office supply position in Britain is easing slowly 
despite a definite shortage still of certain lines and 
with paper and wood still showing major shortages. 
Steel is also now in short supply and prices of steel 
equipment has jumped recently. In face of these short- 
ages, however, there is a reasonably better delivery 
for many lines and many restrictions have been eased. 

Typewriters are now being delivered in reasonable 
fast supply and some of the models seen—for export 
particularly—are extremely well designed and effici- 
ently made. The present position is that the country 
is importing some 20 per cent of its 1937-9 turnover, 
which means in effect that we are getting approxi- 
mately 15 per cent of imports from the U. S. and 
Canada. 

On top of that, government disposals are now 
trickling through and one estimate places the num- 
ber so far released at 20,000. 

Actually, these machines have not yet reached the 
public but are suspended on the line through lack of 
mechanics to overhaul and okey the machines pre- 
vious to distribution. 

Spare parts are also very scarce—as in every other 
field—and are being used to build up new machines 
or to service existing machines. There is thus a limited 
hope only that these typewriters will be available in 
any fast time, but the position is undoubtedly the 
better for the fact that the machines are known to 
be there. 


There has been a very considerable improvement in 
the office furniture field, with desks, chairs, filing 
cabinets and shelving reasonably available, although 
not in wood, to any extent. Costs are still high al- 
though generally controlled and the furnishing of an 
office is a definitely expensive business these days. 


Carbons and special systems are again available and 
being actively pushed by all the companies whose 
salesmen are again back on the road and seeking 
business even when they do not always have the goods 
to back up their visits. 


This is indicative of the revival of competition which 
will be fully evident immediately supplies increase to 
any reasonable extent.—SATN. 
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Geashor ... 
Beller... 
CCleaner... 


Model “‘E”’ 


STENCIL PRINTING PRESS 


Fraived paper control! From the feed board, through the machine, 
into the tray ... AN ENDLESS STREAM! This fine new model incor- 
porates many NEW features that make for superior results. You do NOT 
have to stop feeding the MARR Model "E" when you add fresh paper 
stock! 









—_— — me 4 ! 
| 


Mall aes 











UNIQUE CONVEYOR TAPES 


that carry each individual sheet into perfect 
alignment, insure 100°/, accurate registration, 
even at peak speed! You who have tried to 
achieve this result on old fashioned duplicators 
will easily recognize the importance of this im- 
provement ... and what it means in ECON- 
OMY of time and PAPER... 
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a modern printshop new features you should investigate 
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WRITE FOR PARTICULARS 


MARR DUPLICATOR CO., Inc. 
53 Park Place, New York City, 7 
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SECRETARIAL « EXECUTIVE 


(NN, METAL OFFICE CHAIRS 


NUMBER 125 LINE... 


with Spring Back 








Luxuriously upholstered 


Bock Pad 


ALL steel construction a. 


FINISHES: Neutra-Gray, 5 "RITEFORM” POSTURE FEATURES; 
@ Brown and Green with 


matching upholstery 


List Price $36.50 


Usual dealers discount 


We suggest ordering today — 


some each color 


Satisfaction guaranteed or may 
return within 5 davs from date 


received. 


Better Dealers featuring quality products are invited to write 
for dealers plan. Our “Utility” lower priced model together with 


“Executive” arm chair models offer a complete line and a val- 
uable franchise. 

MANUFACTURERS REPRESENTATIVES 

A few travelers territories available. Please inform us fully your 


past and present relations. 


Prompt delivery 

















a] CHAIR cap., LOE a mt 


43 S. OXFORD: ST. PAUL 5, MINN. 


OFFICE APPLIANCES, January, 1947 


186 








worl 
crea 
mor: 

Or 
builc 
chai: 
grow 
princ 

WI 
for t 
inspi 


Ha 
Com; 
ply ¢ 
Fran 
ness. 

In 
office 
pany, 
Scran 

Pos 
Deem 
Wilke 
secret 
of the 

Mr. 
16, 18' 
ham ¢ 
cite h 

Sur 
Lewis, 
Mrs. } 
Sister 


Johr 
writer 
home | 
head 
St., Tc 

Born 
Guelpl 


OFFI 


2 








PA SSP ae ee 





WILLIAM S. FERRIS 

William S. Ferris, founder of the Domore Chair 
Company, died December 24 at the age of 74, his death 
marking the passing of one of the pioneers of the 
posture seating industry and one who long strived to 
popularize posture chairs for the sedentary worker. 

Starting back in 1923 with an idea and a few chairs, 
Mr. Ferris proved in several industrial plants, through 
actual demonstration, that correctly-designed, adjust- 
able chairs, properly applied to the occupant and his 
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acw AICO counter display unt 
SELF-SELLING SPEEDS TURNOVER 
SELF-SERVING SAVES TIME 





THE LATE W. S. FERRIS 





work, would aid materially in retarding fatigue, in- 
creasing physical stamina, and improvement of 
morale. 

Once these facts were established, Mr. Ferris began 
building an organization to sell and service Domore 
chairs. From this small beginning he saw the business 
grow until Domore has representation in most of the 
principal cities in the United States. 

While not active in the management of the business 
for the past few years, his keen interest has been an 
inspiration to his associates. 


i i 


HAROLD DEEMER 

Harold Davenport Deemer, treasurer of Deemer & 
Company and president of Eastern Pennsylvania Sup- 
ply Company, died December 15 at his home, 191 N. 
Franklin St., Wilkes-Barre, Pa., after a five-day ill- 
ness. He was 73. 

In 1913, Mr. Deemer founded the stationery and 
office supply business, operating as Deemer & Com- 
pany, with stores in Wilkes-Barre, Hazleton and 
Scranton, Pa. 

Possessing many civic and business connections, Mr. 
Deemer was president of the board of directors of 
Wilkes-Barre General Hospital. In addition, he was 
secretary of Conyngham Coal Company and director 
of the First National Bank at Wilkes-Barre. 

Mr. Deemer was born in Wilkes-Barre on December 
16, 1873 and started his business career with Conyng- 
ham and Company, general sales agents for all anthra- 
cite handled by Pennsylvania Railroad. 

Surviving are the widow, the former Anna Chahoon 
Lewis, whom he married on April 16, 1906; a daughter, 
Mrs. Edmund L. Dana, Kingston, Pa.; a brother, a 
sister and three grandchildren. 


it h fs 


JOHN C. SANDERSON 

John Charles Sanderson, 70, a pioneer in the type- 
writer business in Canada, died December 16 at his 
home in Toronto. For more than 30 years he had been 
head of the Dominion Typewriter Company, Victoria 
St., Toronto. 

Born in Milton, Ont., he received his education at 
Guelph and Seattle. He was a tennis enthusiast and as 
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The attractive new orange and blue AICO 
packages are labeled so that customers can visu- 
alize the exact contents. The item is illustrated 
—the size and quantity listed. This new pack- 
aging set up reduces stock loss, cuts handling 
and depreciation. 


metal counter display antl, Jr. sz 
TO DISPLAY ONE 9x11 PACKAGE 


Either of these counter display racks will im- 
prove the turnover of the smartly packaged 
AICO products. 

Improve your profit picture by making use of 
the AICO displays... package... label, and the 
recognized quality of AICO products. Send 
today for these FREE helps. ; 


FREE 
BLOTTERS 


INDEXES, DESK PADS AND 


G.9. Aiguer Compan 
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AICO-GRIP TABBING, LOOSE LEAF 


ACCESSORIES, PROTECTIVE HOLDERS 


AICO PRODUCTS 











late as last summer had played at Ward’s Island and 
Centre Island. He was affiliated with Kingston Road 
United Church and was also a member of the Toronto 
| Chess club. Besides his widow he is survived by a 
| daughter and four sons—RC. 
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MRS. ADA MAY HARTER 

TWICE as EASY to SERVICE | Mrs. Ada May Harter, 58, widow of the late Evan C. 
Harter, died at her home in Sturgis, Mich., December 

19, following a cerebral hemorrhage suffered a few 

hours before. 

The decedent was chairman of the board of direc- 
tors of the Harter Corporation and treasurer of both 
the Harter Corporation and Formed Tubes, Inc. 

Mrs. Harter’s life was characterized by her eagerness 
to help others. She served as chairman of the March 


of Dimes campaign and gave freely of her talents 
in the interests of the Business and Professional 


TYPEWRITERS 


Fastened to Desks 





When ae: 
equipped Silont Notre 


* Typewriter Base 
with eee : 





TToeTrere Dealers everywhere are 
writing to tell us how much 
time and money they save 
servicing typewriters that 
are fastened to desks when 
the typewriter is equipped 
with SILENT SENTRY... 
the sensational new open- 
center typewriter base... 
there are no screws to un- 
be fasten. 


Your mechanic simply 
slides the typewriter off the (exes WSIS 39) 
desk and goes to work. He = a ; 
cleans and repairs without {ny | Women’s Club, the Sturgis Woman’s Club, the Klinger 
Wi} Lake Country Club, and activities of the Holy Angels 


: — 

removing the base! Every “ani | , ; 

: if Catholic Church of Sturgis. She sponsored the par- 

mechanic makes more serv- re) | H | ‘le ties given each year before Christmas for the girls 
ll jl 











THE LATE ADA MAY HARTER 














ice calls in less time... when employed at the plants with which she was connected. 
your customers use SILENT The former Ada May Stanton, she was born on 





\x\ 


+ | 














SENTRY! And you make a ee cece Ny February 25, 1888 in Galesburg, Ill., the daughter of 
neat profit on every sale! : ms | William Francis and Mary Ellen (Sullivan) Stanton. 
She was married to Evan Charles Harter in 1913 in 





Elkhart, Ind. Following the marriage, Mr. and Mrs. 
Harter went to Guelph, Canada, where they lived for 
some time. In 1926, Mr. Harter became head of the 
board of directors and chairman of the Harter Cor- 
poration. In 1927 he came to Sturgis and established 
the business there. His death occurred on May 2, 1941. 

Surviving are two sons, Evan Stanton Harter and 
Walter Charles Harter and a grandson, Evan Charles 
Harter, all of Sturgis; her mother, Mrs. Mary Ellen 
Stanton of Elkhart, Ind.; two sisters, Mrs. Charles A. 
Burns of Chicago and Mrs. Frances Avery of Elkhart; 
two brothers, Harold Stanton of Elkhart and Warren 
Stanton of Montreal, Canada. 


+ +. + 
WILLIAM A. WIRTZ 


William A. Wirtz, 80, president of Allsopp and 
Chapple, book and office supply store at Little Rock, 
Ark., died December 5 at his home, 14 Longfellow 
Lane. He was a former professor of German and 
French in Parsons College, Fairfield, Iowa, joining 
the Little Rock firm in 1919. His widow, son, and sev- 
eral grand children survive.—CG. 


- f } 


Your customers will appreciate 
26 learning about SILENT SENTRY, too. 
e/ There is no other typewriter base with 
sO many commendable features, so 
convenient, so easy to use. It fastens 
the typewriter firmly to the desk, yet 
it can be moved forward and back- 
ward for individual typing conven- 
ience, or can be moved to another 
desk or stand in an instant by simply 
lifting it away. 





SILENT SENTRY not only soundproofs typewriters, but 
also makes every typewriter in an office, whatever the 
make, instantly interchangeable. Any typewriter can be 
used at any desk or stand . . . and be fastened in place 


instantly! 





Nothing to wear out or break. SILENT 
SENTRY lasts forever! Write for full 
details of our profitable dealer plan 
today. Certain territories still avail- 
able to distributors. 


BUSINESS MACHINE PRODUCTS, inc. 





96 LIBERTY STREET + NEW YORK 6,N.Y. © WOrth 2-1823 
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HOWARD NEWBERRY 


Howard Newbery, 72, retired manager of the supply 
department of John Underwood & Company, ribbon 
| and carbon manufacturers, New York, N. Y., died 


| December 11 at his home, 3366 Decatur Ave., the 


| Bronx. 


| Mr. Newbery, who was born in Liverpool, England, 
| brought with him to the United States his fondness 
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DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 
office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 
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Me New NOTICE! 


The new sturdy 


winged shelf has 
greatly increased 


the use of the Cole 


—ait > 
DESK FILE Ke 


Here at last is the te — 








answer to the busy execu- =< _ w. 
tive's and secretary's prayer. ee _ 


A work organizer and a pull 
drawer letter file combined, 
which will keep private papers 
really private. Equipped with a 
rigid and secure winged shelf for 
working convenience. 


Upper compartment with lift 
cover for current records and 
visible data. Lower filing drawer 
for other records plus a utility 
drawer set into the base. 


Made of heavy gauge furniture 
steel. Equipped with ball bearing 
rollers and four swivel casters. 
Bright smooth cadmium finished 
hardware. Guide rod operates 
in a depressed groove for eye- 
leted guide operation. 


LETTER SIZE $4675 


MODEL No. 855 
Wide High Deep 


Upper section 13” 10%” 24” 

File drawer 12%” 10%” 24%,” 
Utility drawer 12%” 35%” 24%,” 
Overall height 304,” 







IDEAL FOR 
USE WITH 
SWINGING FOLDERS 


LEGAL SIZE $5 420 


MODEL No. 859 


Wide High Deep 
Upper section 16” 10%,” 24” 





File drawer 154%” 10%” 24%” 
Utility drawer 15%” 35%” 24%,” 
Overall height 30,” 


STEEL EQUIPMENT COMPANY 


349 BROADWAY, NEW YORK 13, N. Y. 
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for cricket playing. He was an active cricketer until 
nine years ago and was also president of the West- 
chester County Cricket Club, and secretary of the 
New York Cricket Club. 

One of the original employees of John Underwood, 
he was with the company for 41 years before his 
retirement seven years ago. 

Surviving are the widow, Mrs. Florence Newbery; 
two daughters, Miss Aline Newbery and Mrs. Estelle 
Kuestner: and a son. Sidney Newbery. 

- -- -& 
FRANK FRYE HARRIS 

Frank Frye Harris, 78, of 5036 Blackstone Ave., Chi- 
cago, manager of the midwest division of the Carter’s 
Ink Company for 35 years until 1938, died December 
7 in his home. 

Before establishing himself in business as a manu- 
facturers’ representative for the Chicago area in 1938, 














THE LATE F. F. HARRIS 


Mr. Harris had a long career in the stationery indus- 
try, including his service with Carter’s and previous 
to that with Loring, Short & Harmon of Portland, Me. 

Mr. Harris was known to the industry as a man of 
exception physical and mental vigor. 

The widow, Maude, survives. 

+ + + 
BARNEY KRUCOFF 

Barney Krucoff, president of Commercial Office 
Furniture Company, 915 E St., N. W., Washington, 
D. C., died at the age of 47 at his home, 2945 28th St., 
N. W., on Friday, December 13, after being in ill 
health for the past five years. 

Mr. Krucoff founded the Commercial Office Furni- 
ture Company in the late twenties and saw it grow 
from a small beginning to one of the major firms in 
Washington for office supplies and office furniture. 

The business will continue under the comanager- 
ship oi Joseph C. Runnels, vice-president, and Law- 
rence E. Kling, treasurer. 

Surviving Mr. Krucoff are his widow, Ruby G., sons 
Neal, 11, and Larry, 7; as well as his father, mother 
and two sisters. 

+ - +; 


LEROI E. HUTCHINGS 


Yawman and Erbe Manufacturing Company has an- 
nounced with regret the recent death of LeRoi E. 
Hutchings, manager of the visible sales department 
and a well-known figure in the filing equipment field 
for the past 30 years. 

Mr. Hutchings came to Yawman and Erbe in May, 
1945, following negotiations in which Y and E pur- 
chased the rights of Visual Record Corporation of 
Washington, D. C., a business which Mr. Hutchings 
headed as president. 

“Hutch,” as he was called by his intimates, was 
expert in the field of design and operation of visible 
equipment and systems, having invented and patented 
‘Some 50 or more items in this line during his research 
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MARKING DEVICES 


DoMESTIC & EXPORT TRADE 

















Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, ete. 


PLACE YOUR NAME ON OUR MAILING 
_LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP MG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N.Y. 




















OF 


RECORD KEEPING 
BINDERS & FORMS 


WE CAN NOW MAKE 
IMMEDIATE DELIVERY 


of 


Post Binders 
Visible Binders 
Transfer Binders 
Ring Books 
Prong Binders 
Catalog Covers 





Pay Roll Records 


Accounting Forms 





For the first time since the War we have suc- 
ceeded in building up a sizable inventory. The 
new Cesco line is wider than ever before—Dealers 
who can make prompt deliveries are a step ahead 
of their competitors. There are available protected 
territories for established dealers. Write for details. 


THE C. E. SHEPPARD COMPANY 
4407 Twenty-First Street 
Long Island City 1, New York 
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work with Remington Rand, Inc., the Visible Records 
Company of New York City, and the Visible Records 
Equipment Company of Chicago. 

Besides his contributions to the industry, Mr. Hutch- 
ings became endeared through his friendliness and 


wit. 
+ - + 


KENNETH S. GARDNER 

Kenneth S. Gardner, 75, city salesman for the Crow- 
ley-Reuter Stationery Company, Kansas City, Mo., 
died November 19 at the home of a daughter, Mrs. 
Parke Bryan, Colorado Springs, Colo., where he was 
visiting. He had been a resident of Kansas City for 
69 years. 

Surviving with the daughter are the widow, Mrs. 
Elizabeth Gardner, and a son, K. S. Gardner, Jr., East 
Aurora, N. Y. 

+t - + 


ALLAN M. DAVIS 

Allan M. Davis, 85, stationer of Boston, Mass., col- 
lapsed and died on Milk St., in his home city on De- 
cember 18. Mr. Davis entered the stationery business 
when he was 14 years of age and was well known in 
Greater Boston. He was recently declared to be the 
oldest living member of the Massachusetts Stationers 
Association. Surviving are a son and daughter.—PJP. 


ee. 


GABRIEL B. LEVY 

Gabriel B. Levy, midwestern sales representative of 
Zephyr American Corporation, New York, N. Y., died 
early Christmas morning. 

Born in Boston, Mass., April 25, 1870, Mr. Levy was 
active in the stationery trade for half a century and 
during his lifetime covered almost every state in the 
nation. His wide circle of friends mourn his death., 


+ } 5 


J. S. LAWRENCE 
James Sylvester Lawrence, 69, former partner in the 
Spokane Office Supply Company, died November 30 in 
a Spokane hospital after an illness of five months’ 
duration. He had a wide acquaintance in the indus- 
try, having been in the stationery business since 1902 
until about four years ago. 
Surviving is the widow, Stella. 
wisniileciasipdllltellihcontnetads 
BANDES ADDS CHROME FURNITURE TO LINE 
Julius Bandes & Company, New York City, handling 
office accessories of quality, has been awarded an 


exclusive franchise in the Metropolitan New York 


area by one of the largest manufacturers of tubular 
Steel office furniture. More than a million dollars 
has already been expended on these post-war tubular 
steel chairs to insure that the materials going into 
their manufacture are of the highest quality. The 
chromium plating is over a deposit of nickel and is 
declared to match the recognized quality of the 
chromium trim turned out by the automobile industry. 

The chairs come in 12 different colors and eight 
designs, with the seat coverings of Weymolite. Stocks 
will be carried in New York and the line will be ex- 
panded in the near future to include settees, lounges 
and other office furniture. 

a 
ANNOUNCE CADO INKS PRICE ADVANCE 

Effective January 1, Cushman & Denison Manufac- 
turing Company, New York, N. Y., announced a price 
advance for Cado Transparent Inks, formerly known 
as Flo-Dri Colors. The announcement stated that the 
price advance was necessary because of increased 
cost of raw material, labor and packaging. No change 
has been made in the sales policy. 

An intensive accelerated national advertising pro- 
gram has been arranged for periodicals and new win- 
dow and counter displays have been prepared. 
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January is the biggest stationery month in thousands of stores and ve 
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Copr. 1947 by The Parker Pen Company 


Parker Quink 





gtt-PAGE AD IN FULL COLOR— 





@ January is the time when offices 


buy their supplies for the coming year. Stu- 
dents are preparing to begin another term 
and need many school materials. In the 
home, holiday cards from old friends require 
answering. And New Year resolutions call 
for budget books, bridge score pads and 
other stationery items needed to do a better 
job of home management or entertaining. 


Parker’s new “Fresh Start” promotion re- 
minds your customers that now is the time 
to stock those supplies they'll need for the 
new year. They will see this big, full-page ad 
in The American Weekly, with its 8,800,000 


circulation, on January 12. 
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__|THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X “=~ SQ 





ra fee Me 
write your way to 
new success in 47! 


WRITING AND YOU® WRITING MATERIALS CAN MEAN SO MUCH IN 
WINNING NEW BUSINESS -NEW FRIENDS—OR NEW HONORS AT SCHOOL 
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important way to make real 

This is the time to select 
will be most helpful. For 
the kind of paper that reflects your 


it 
i 
Tt 


i 
i 
E 
i 
He 
é 
$ 
: 
E 


writes aeceguards 

“a and rubber parte So you make up your list be sure 
to put down Parker Quink 

SOLY-X 1M PARKER QUINK PROTECTS PENS 4 WATS: 

1) Ends gumming end clogging Gives quick starting, even Sow 

<2) Cleans « pen as it writes keeps 1 ovt of the repair shop. 

(2) Dessolves and flushes away sediment left by ordinary inks. 
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; FOR ALL PERSONAL, SCHOOL AND OFFICE 
' SUPPLIES—INCLUDING FAMOUS P 
: WITH SOLV.X—SEE YOUR DEALER NOW! 
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This unusual display consists of both a colorful, 
arresting centerpiece and side cards containing 
check lists of writing needs for office, school and 
home. It’s free. It’s flexible enough to be 
adapted to any store. There’s also a giant 
poster. Write today for this new, sales-produc- 
ing material to The Parker Pen Company, 
Janesville, Wisconsin. 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 


January, 


1947 
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1947) 


Entering a New Year is always 
an auspicious event for busi- 
ness. We like to think of 1947 
as the beginning of a greater 
opportunity to serve our 
trade. We have great plans 
for '47. For a long time, we've 
been designing new features 
that would make IMPERIAL 
DESKS more attractive and 
more useful than ever. The 


gap between planning and 
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THE BEGINNING OF AN IMPORTANT 
YEAR FOR IMPERIAL DESK DEALERS 


actual production is being 
slowly closed. Very soon we 
shall be able to proudly dis- 
play a new line of IMPERIAL 
DESKS. We know that our 
good friends in the trade 
share with us the thrill of an- 
ticipation. Yes indeed... we 
have high hopes for 1947 in 
which all Imperial Desk deal- 


ers will participate. 





























INDIANA 


member WOOD office furniture institute 
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NEWS NOTES FROM NSA DISTRICT 





Gene Mitchell, Correspondent 





Our very good wishes go forward td one of our fine 
former Midwest travelers, Verle W. Lee, until recently 
representing Elmer Krumweide & ‘Associates and now 
owner of the new business, Freeport Stationers, 216 
West Main St., Freeport, Il. 

* oS * 

Word comes from our Oklahoma friend, Bill Clag- 
horn Pickering, the E. Faber ambassador, that Scott- 
Rice Company, Tulsa, Okla., recently purchased the 
building now occupied by Field Stationery Company, 
and plan to remodel it and occupy it later in 1947. 

* * * 

Second St. in Oklahoma City is now known as Sta- 
tioners Row. The list of stationers located thereon 
includes The House of Wren, Manly Office Supply and 





IN FASHION—What the well-dressed 
men wear at formal weddings is 
illustrated by George C, Ohland 
and Forrest D. Van Dusen of Grand 
Rapids, Mich. The event was the 
wedding of Miss Marilyn Ruth Van 
Dusen and Thomas E. Ohland, 
daughter and son of our models. 
Mr. Ohland is the traveling ambass- 
ador for Metal Office Furniture Co. 


Mike Bryan Office Supply. Oklahoma City is blessed 

with some beautiful stores, but The House of Wren 

is outstanding among the stationery stores of America. 
se @ 2 


Parkin Printing & Stationery Company, Little Rock, 
Ark., recently opened a branch store in Fort Smith, 
Ark., selling strictly commercial stationery. A fine 
Store it is, too. 

* * * 

Walter Guy is reported back in his office at Arkansas 
Printing & Lithographing Company, after capturing 
the office of Keeper of the Outer Door in Madame 
LaZonga’s house of Mirth and Melody, and what do 
you boys want tonight? During Walter’s visit to the 
Shrine Ceremonials in Kansas City late in 1946, he 
was entertained by our genial Governor Moreland. 

* * * 

The renowned L. H. “Wheezy” McDaniel, who occa- 
sionally travels Texas, Oklahoma and nearby points, 
is now covering the territory on one of his Tennessee 
walking horses, but is having trouble finding hitching 
posts in front of his customers’ stores. He and one 
0. D. Mann, the well known Texas animal trainer, are 
snubbing each other these days due to their particular 
likes and dislikes. O. D. cannot live with horses and 
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FOLDING 
CHAIRS 


—the chair 
dealers can 
sell with 

enthusiasm 


and profit. 


Clarin chairs have 

the lightness, strength 
and rigid feel of 

a comfortable 

office chair. 






No. 4317-L AUTOMATICALLY 
LOCK when opened 
yet FOLD EASILY. 
A good looking wood chair for 
ASSEMBLY ROOMS Write 
RECEPTION ROOMS 
DIRECTORS’ MEETINGS 4 
UNION MEETINGS 
RECREATION ROOMS MFG. CO. 


EXTRA VISITORS’ CHAIRS 
SIDE CHAIRS IN CROWDED 
OFFICES - EXTRA HELP 


4654 W. HARRISON ST. 
CHICAGO 44, ILL. 











Every Hand Wants 


GC lado 7 


Flo Master 





Writes. draws, marks on ANY surface. 
Leakproof valve control feed. Non-flooding. 
Sweatproof. Feathertouch action. All alum- 
inum. The only safe pocket fountnbrush is 
FLO-MASTER. You’ll sell ’em like hot cakes. 
Sets for every individual and business need. 
Write for information on the full line, in- 
eluding Cado Inks in black and colors. Com- 
plete merchandising and sales helps. 


CUSHMAN & DENISON MFG. CO. 
135 West 23rd Street New York 11, N. Y. 
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Business Maps 
for all | uses 


Cram offers a comprehensive 
line of maps for business use, 
including: 

State, County Outline Maps 
State, County, Town Maps 
Trading Area Maps 

Sectional Maps of U. S. 

Small Open or Large Detailed Maps 
Multi-Unit Map Systems 
Washable Surface Maps 

Business Mens’ Atlas of U. S. 

Map Tatks, Marking Pencils 
—and other sales data aids. 





Write for booklet “Tack Talk’. Address Dept. OA-4 


The George F. Cram Company, Inc. 
730 E. Washington St., Indianapolis 7, Ind. 


New York City Representative 
GEORGE S. HEINEMAN, 230 FIFTH AVE. 















pit cement 


pare® 





Grit 
gt 
GRIPPIT is accepted and used as the 
standard Non-inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 















Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 

Both ROLTONIC and TYPTONIC are 
made to the same high quality as 
GRIPPIT. 





All three products are 
Non-inflammable, Non- 
Poisonous, Harmiess to 
skin and clothing. 


WRITE FOR SAMPLES AND PRICES 


INC. 
MASS 
























HARRIMAN - WELTS 
3 RIVER ST HAVERHILL 
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Wheezy can’t go O. D.’s sheep, and as each travels 
and lives with his own choice, they now go their 


separate ways on their own. Its odorific, I mean. 
5 7” a 


The Midwest Travelers Club has announced its first 
Dealer’s Sales School for January 24 in Tulsa, Okla. 
Roy L. Wood, representing Esterbrook Pen Company, 
will be chairman and the subject of the evening will 
be “loose leaf.” All loose leaf representatives who are 
members of the Midwest Travelers Club have been 
invited to take an active part in the presentation of 
the subject. The Tulsa dealers will be hosts at dinner 
preceding the school and will each have their entire 
store and outside sales forces present. These meet- 


| ings, or sales schools, are NOT parties, but are very 


serious instructional sessions and should receive the 
same hearty welcome from every city in the Eighth 
Region. The subjects for the meetings will be chosen 
by the local dealers, as far as this is possible. For 


| further information, contact Roy L. Wood, 5807 Gar- 
| field St., Kansas City 4, Mo., or Austin Waterbury, 


3902 Charlotte St., Kansas City, Mo. 
* * * 


Our sympathies to Mr. and Mrs. Courtney Wall of 
Boorum Pease Company, who suffered severe injuries 
in an automobile collision in December between 


| Springfield, Mo., and their home on Lake Tannecomo 


in the heart of the Ozarks. Accompanying the Walls 
at the time were their caretaker and his wife. The 


| wife was killed instantly and the husband seriously 


injured. 
ae % * 
Mrs. M. T. Weingaertner, wife of the one and only 
“Binks” of Egyptian Stationery Company, Belleville, 
Ill., suffered a broken arm when she fell while rushing 





AT EASE—This photograph of M, T. 


“Binks” Weingaertner, Egyptian Sta- 
tionery Co., Belleville, Ill, proves 
that it is quite possible for a person 
to smoke, drink and sleep, all at one 
sitting. The picture was snapped 
last summer at the St. Clair Country 
Club where “Binks” and other Belle- 
ville residents spend leisure time. 


around her home, early in December. Last reports had 
her coming along nicely except that she can’t write 
under water with only one hand. 

co * * 

The Stationers Association of Greater St. Louis spon- 
sored a joyous Christmas party on December 28 at 
the DeSoto Hotel in St. Louis where some forty-five 
members, wives and guests enjoyed a fine dinner, 
unique entertainment and very practical attendance 
prizes. President Alex J. Bartens presided and Chair- 
man Izzy Voda supplied the entertainment. 

* = * 


W. B. Bill Bohart of Eberhard Faber Pencil Com- 
pany, hied himself off to Omaha during Christmas 
week to represent his firm at the Carpenter Paper 
Company sales meeting on December 27 and 28. 

” * * 


There will be a meeting of Governor Roy Moreland’s 
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THE ESTERBROOK DIP-LESS* 


[las Everylhing / 














FILL ONCE...WRITE FOR 


MONTHS! SEE WHEN IT’S 
TIME TO REFILL 


Is it’s a sale for business writing, recommend 
Dip-Less* Writing Sets by Esterbrook. Here is the 
only pen that gives your customers a choice of 
precision-made points by Esterbrook, but that isn’t 
all, the economical price, and smart lines speak for 
themselves. And customers like the way a Dip-Less* 
always writes . . . the fact that it’s not temperamental. 


But most of all, customers like the idea of the 
right point for the way they write, the right point 
for the job to be done... the replaceable point, 
the point they can change themselves. 


January, 1947 


CAN’T LEAK...CAN’T FLOOD... 
PUTS JUST THE RIGHT AMOUNT 
OF INK ON THE POINT 








WRITES 300 WORDS WITHOUT 
RE-DIPPING! CHOICE OF ESTERBROOK 


SOLID DURACROME PRECISION- 
MADE POINTS 








THE RIGHT POINT 
FOR THE WAY YOU WRITE 





Keep an Esterbrook Dip-Less* Writing Set 
handy for trial use by your customers. You'll find 
that this set sells itself. The Esterbrook Pen 
Company, Cooper Street, Camden, N. J. or The 
Brown Brothers, Ltd., Toronto, Canada. 





DIP-LESS* WRITING SETS BY 


Gsterbrook 


AMERICA’S FIRST PEN MAKER 


*Reg. U. S. Pat. Off. 
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SPRING SEAT 












ADJUSTABLE er 


Spring Tension 


IMMEDIATE 
DELIVERY 










REDUCED 


QUALITY 
RAISED 










No. 127 ALL-CHROME L. 


a; 
Jy Triple plated 
g A =6Hard Chrome Finish 


New Low Price Gf W EACH LIST, Formerly A 46,20 












f UPHOLSTERY — Simulated DURABILIT Y—Indestructible all- COMFORT—4 easy adjustments to fit the 
I leather in Spanish brown or steel frame. Back frame formed 1” chair to individual needs. Adjustable seat 
green. Packed 1 to éarton — steel tubing. Base quality 1” steel height 17144” to 21144”. Back rest with positive 

Shipping Wat. 35 lbs. tubing. Back frame and base TRIPLE adjustment (size of back rest 13” x 7”). Ad 
4 NEW or, z | ab PLATED HARD CHROME FINISH. justable back frame and adjustable spring 
Low H 2” ball bearing rubber caster. No-Sag tension. Seat size 16” x 1314” with 4 
i PRICE EA. LIST spring seat. NO-SAG type cushion. 


125-33 SOUTH 
q i} | LASALLE STREET 
: ¥ i i a CHICAGO 5, ILI 


OFFICE FURNITURE COMPANY TEL HAR 1100 
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convention committees and the Midwest Travelers 
Club committees at the Muehlebach Hotel, Kansas 
City, Mo., on Saturday, January 25, to which all 8th 
Region dealers and travelers are invited. This will 
be the final general meeting before the March con- 
véntion. The convention dates are March 28-29 at 
Muehlebach Hotel, Kansas City, Mo. 


* * * 


Fred Deutsch, president of the Texas Travelers Club 
and a good Midwest member, lost an argument with 
an automobile late in 1946 and suffered painful in- 
juries which confined him to his home for eight 
weeks. We hope he is back to the old grind again 
and feeling better. 

That old lap of luxury must be soft and comfort- 
able, but for definite information, address Mr. and 
Mrs. Herb Walsh of Ace Fastener fame, if you can 
learn their Florida headquarters. They left Chicago 
in mid-December for a 30-day rest on the beach sands 
under the palm trees. 

* * * 

We were happy to see Uncle Willie Smith, sales man- 
ager of Ace Fastener Corporation, back on his feet 
early in December, after a couple of weeks’ confine- 
ment due to illness. You simply cannot keep a good 
man down. 

* a a 

The not too distant future will see a big change in 
the store of A. H. Kellstedt & Son, Peoria, Ill., where 
plans have been drawn for complete modernization 
which will almost double the present display space. 
Work is expected to be under way early this year. 

* a” * 

Eugene L. Biggs of Kohinor Pencils spent Christmas 
week in New York attending his firm’s annual sales 
meeting, thereby missing the stationers’ Christmas 
party in St. Louis, which he helped to plan. 

* ca bd 


MAKE YOUR KANSAS CITY HOTEL RESERVA- 
TIONS EARLY for the March 28 and 29 regional meet- 
ing. Hotels are still crowded. While the meetings will 
be held at the Hotel Muehlebach, rooms may also be 
had at the President, Phillips or Continental Hotels, 
all of which are nearby and very modern. 

* + 

Did you see that D. A. MacDougall Christmas card 
showing Mr. and Mrs. Dan and the two lovely daugh- 
ters, Nannette and Donna Lee, gathered before the 
family fireplace? That’s the kind of card one pastes 
in his album to save for those many years ahead 
when he will sit before his fire and dream of those 
fine old friends of way back in 1946. Dan represents 
Stationers Loose Leaf Company hereabouts. 

Senile nig wis 
APPOINT SALESMAN FOR TQPEKA FIRM 

George C. Groll was recently appointed city sales- 
man for the Hall Lithographing Company, Topeka, 
Kansas., according to Chester J. Anderson, sales 
manager. 

Mr. Groll came to Topeka from Cleveland, Ohio, 
last August to familiarize himself with the Hall estab- 
lishment. He had years of experience before the war 
in Cleveland and New York as a salesman for the 
Morgan Lithographing Company. 

He served 48 months in the Army during the war, 
is a graduate of Culver Military Academy, and at- 
tended Ohio State University. 

The Hall Lithographing Company deals in office 
supplies and books.—GMH. 


= 


STANDARD BUSINESS MACHINES TO MOVE 
Recently Standard Business Machines Company, 
Chicago, signed a lease for 7,800 square feet of floor 
space in the building at 720 S. Dearborn St. Home 
offices of the company and sales headquarters for 
Tru-Lite lamps and Sound-On-Wire dictating ma- 
chines will soon be located at the new address. 
















































POPULAR NAMES at POPULAR PRICES | 





CARCI 


So 








"DREAM" "Wa “AMERICAN ACE" 
for DOMESTIC and EXPORT trade 


Three carbon paper names that are making dealers’ sales 
soar! All three grades feature the elimination of curl, 
smear and treeing, due to the advanced formulation proc- 
esses developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
“U. S." Carbon Papers. Just write on your business letter- 
head for free samples and prices . . . prices that allow 
a dealer to make real profits. 
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General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1595 








HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 





ar 


ig 
1. Lock with Two Keys. 
7 REASON 2. Recessed Handle, 

Why the 3. Ls oy wry Steel 
PROTECT Oo 4. Size Suitable for All 
Standard Business 
; Papers. Fits in Bu- 
Fire-Resistant reau or Dresser 

Drawer. 
S E Cc U RITY B @] X 5. Extra Protective Lip 


Under Hinge. 


offers more and better protection for 
6. Quarter inch Treated 


your, veluable papers Asbestos Insulation 
BE SAFE RATHER THAN SORRY 7. No. Metal Contact 


$qgoo SLIGHTLY HIGHER between Outside 
LIST IN WEST and Inside Walls. 


Inside Dimensions 81. x 121/2 x 31/4. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 
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35 YEARS IN INDUSTRY FOR G. L. ROGERS 
TH Just completing his thirty-fifth successive year in 
| the office machine business, George L. Rogers, man- 
| ager of the Friden Calculating Machine Company, Inc., 
CORD _ agency at 407 S. Dearborn St., Chicago, can take par- 
Fes RK 
















donable pride in the fact that the 1946 sales record 
was an all-time high. He has been one of Friden’s 
leading distributors since 1934 and is happy over the 
| fine reputation his aggressive office machine organiza- 
| tion enjoys for sales and service in the Chicago area. 


feo products are in- Mr. Rogers is a product of Appleton, Wis., and his 


creasingly important to 
dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 


your stock. 
GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 





















GEORGE L. ROGERS 


first experience in the office appliance business was in 
| 1911 at the Fort Wayne, Ind., office of the Wales Add- 


| ing Machine Company, he later becoming manager at 

| that point. Promotions followed in rapid succession— 

S] ( \ .. | manager of the Indianapolis office, manager of the 
rNA I S 


© | Pittsburgh office, and then New England district man- 


st 


Ml Aste ager at Boston. This latter advancement proved an 
AP TAC Ks ideal combination as the New England organization 
S had a consistent habit of winning practically all fac- 


tory sales contests. 
SS In June of 1925, Mr. Rogers was appointed manager 
of the Chicago office of the Wales Adding Machine 


Company; and in 1929 he incorporated his own com- 
pany, G. L. Rogers, Inc., specializing in the distribu- 
tion of new electric office machines. 


Mr. Rogers is a member of the Union League Club, 


PENCIL 7 RY!) TA 14 PE. VERS the Executive Club and the Glen Oak Country Club. 


Incidentally, the subject of this long-term-of-service 
article has been for 35 years a continuous subscriber 








Look to BOSTON ’ | tO OFFICE APPLIANCES. 
isti i j — : eon SS | ee 
Sa da | | JOE TODD BECOMES NILAN-TODD OFFICIAL 


All through the war and now 
in peace time—the BOSTON 
Pencil Sharpeners are in the 
front line of service to business. 


HUNT PEN CO. 


CAMDEN, N. J. 


Joe Todd, formerly head of the publication division 
| of the Service Engraving Company, Detroit, Mich., 
| has become vice-president and general manager of 

| Nilan-Todd, Inc., printing and office equipment sup- 





JOE TODD 


pliers, of Austin, Minn. Prior to his work with the 
Detroit concern, Todd has been service manager of 
the engraving department of the Indianapolis En- 
graving Co. Later, he was associated with the National 
Editorial Association in Chicago. 
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NEW showroom and see our 1947 Line. It's Saat 


ready for your discerning judgment—distinc- 
tively styled, objectively planned. 


FACTORY AND SHOWROOMS 
4242 WEST FILLMORE STREET 
CHICAGO 24, ILL. 


Stein Bros. Mfg. Co. 
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PUBLISHED BY 
ARTHUR BROWN & BRO., INC., NEW YORK 


JANUARY, 1947 


NO. 10 





YOUR NO. 1 SOURCE for Drawing, Drafting and Art Supplies 


GIANT BOW PENCILS 





No. 8260—5'.” Giant Bow Pencil will describe circles up to 
9” in diameter. This Bow Pencil may be transformed into a 
divider by simply replacing the pencil lead with steel point. 
Rigidly constructed to give accurate and lasting service. Packed 
in cardboard box with tube of extra leads and needle point. 


PRICE: $3.95 each. 


COMBINATION DROP BOW _a« 








A 4%” Drop Spring Bow with interchangeable pen and pencil 
parts. Particularly useful for drawing very small circles. Spring 
blade pen is carefully pointed to produce a fine line. Indi- 
vidually packed. PRICE $6.00. 


PROFESSIONAL GRADE RULING PEN 





Hand ground ruling pen on finely grained and tapered hard- 
wood handle. Individually boxed. No. 8401—Ruling pen, 
PRICE $2.75 each. 


PROPORTIONAL DIVIDER 









<> 
No. 8255—8” Nickel Silver Proportional Divider, finely di- 
vided for lines and circles. Movable points allow for adjust- 
ment. In velvet lined case. New Low Price $20.00 each. 


POCKET SHARPENING STONES 


Small, individually boxed, pocket sharp- 
ening stones, excellent for sharpening 
drawing instruments or wherever keen 
edges or points are needed. Each stone 
sells for $.40. 


No. 7769—Sharpening Stones. 











(cout America’s largest stock of ART MATERIALS A 


VENUS 
MODEL CLAY 


The wonderful new American Model- 
ing Clay that is superior to the best 
imported products. It is smooth, does 
not crack and will not become rancid. 
Gray-green only in 2 Ib. blocks. For amateur, professional or 
industrial use. Packed 40 Ibs. to carton. PRICE: $.80 per 
2 Ib. block. 


STEEL TAPE RULE—with Spring Rewind 
a 





A 6-foot steel tape rule in a steel case with black 
wrinkle finish, Push button return. PRICE: $.50 


each. 





ALUMINUM PENCIL LENGTHENER 


A 3%” pencil lengthener made of aluminum with both ends - 


threaded to hold any standard pencil securely. Strong, durable, 
practical. PRICE: $3.00 pet dozen. 


STUDENTS’ 
TRANSPARENT 
PROTRACTOR 





Transparent semi-circular protractor .030 thick, 6” in diam- 
eter. Graduations are between two laminated sheets and cannot 
rub off. An ideal protractor for school and student use. 
No. 7984—1A Practractor. PRICE: $3.60 per dozen. 


DEALERS: Write for discounts and Bulletin No. 15 showing complete 
line of sets available. 





ArrTrHuR BROWN & BRO., INC. 


67 West 44th Street, New York 18, New York 
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POTLATCHING WITH OREGON TRAIL TRAVELERS 





F. C. (Chet) Williams, Correspondent 





In the early days, a potlatch among the Pacific 
coast Indians meant a get-together to exchange news 
and gifts. This modern interpretation will have to 
do with news about travelers and stationers in the 
great Pacific Northwest. The gifts, if any, will prob- 
ably consist of tomatoes and dead cats aimed at the 
newsgatherer. 

We are pleased to see Gilbert Weis, representing 
(you guessed it) Weis Manufacturing Company, back 
from the wars and traveling the territory again. Won- 
der how they ever weaned him away from Palo Alto? 
His new address is 1430 Sierra Madre Blvd., San 
Marino, Calif. 

* * * 

This column is convinced a fortune can be amassed 
in this industry. Recently J. S. “Jim” Ball, Portland’s 
beloved president of Kilham Stationery and Printing 
Company, told us of a California visit he is planning 
in the Spring. Said he, “I’ll not have to worry about 
a place to stay while down there. Globe-Wernicke’s 
John Hibbard offered me his summer home at Laguna 
Beach for as long as I care to use it.” Now you folks 
east of the mountains may not know how exclusively 
this Laguna rates, but you do know about Malibu. 
"Nuff said, get out the special assessment blank, Mr. 
Simmons. 

* ~ ” 

Wonder if Al Osborn, new NSA vice-president, 11th 
regional district, and his partner, George Abelsett, 
like to fish? They should have no trouble getting away 
whenever the mood strikes them. You see, Al and 
George were in service for 22 months, Al in the Navy 
and George in the Army. The wives, Ruth Osborn 
and Alice Abelsett, stepped in and did a bang-up job 
of running the business, the Tacoma Office Supply 
Company, while the boys were away at war. So you 
see what we mean about the lads getting away for a 
few days of fishing and leaving the business in good 
hands. Come to think about it, maybe the girls are 
the ones who should go fishing. Anyway, we think 
that Congress should have a special medal struck off 
for courageous ladies like Ruth Osborn and Alice 
Abelsett. 

* * * 

The big social week for the Oregon Trail Travelers 
was an out-standing success. The luncheon for the 
ladies, which replaced the regular Monday luncheon 
on December 2 in Seattle’s Gowman Hotel, was a 
memorable event. The following couples and ladies 
attended—Betty and Charlie Nunn, Betty and Wilson 
Turner, Anne and Clint Martin, Olive and Fred Carl- 
son, Helen and Norman Lincoln, Clarice and “Pill” 
Pillsbury, Marjorie and Chet Williams, Ellen and Alan 
Hamilton, Edith and Herb Morgan, Evelyn and West 
Davis, Jill and Jack West, Charlotte and Ken Swen- 
son, Ruth and Hugh Satterthwaite, Blanch and Vern 
Alder, Nellie and George Simmons, Al and Earl Howe, 
Irene and Fred Elsner, Delta Peterson, Dorothea Mc- 
Colloch and Walter Campbell. There were corsages 
for the ladies and President Norman Lincoln presented 
each with a box of Eaton’s fine Writing Papers (that 
was a coincidence). Wilson Turner did an artistic job 
on the place cards—a tiny covered wagon complete 
with whiskey keg on the tail-gate guided each guest 
to his or her place. 

The following Friday evening, December 6, the an- 
nual stag poker party was held. There may be some 
connection between this party and the fact that a 
number of the lads are still traveling in Christmas 
week. 

* * * 

American Pencil’s new representative, “Gerry” 
Whitcomb Jr., moved into the territory and immedi- 
ately joined the Oregon Trail Travelers. He brought 
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Announcing / 
@ 
THE NEWEST AND MOST UP TO DATE 


RAILROAD MAP 


OF THE UNITED STATES EVER PUBLISHED 


SIZE 64” x 44” 




















EVERY RAILROAD LINE SHOWN 
NO SHIPPING DEPARTMENT IS COMPLETE WITHOUT ONE 
Ask for Information on MAP No. 717A 
MAPS OF EVERY DESCRIPTION FOR EVERY PURPOSE 
WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. MU 2-7581 
LRN TL 
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ANOTHER GOOD NUMBER 






LEADER AMONG 
POPULAR-PRICED 
NUMBERING 
MACHINES 


Over a million in use in all parts 
of the world! Accurate, reliable, 
easy to handle. 3 movements: 
consecutive, duplicate, and repeat. 
Triplicate and quadruplicate may 
be substituted for duplicate at no 
extra charge. Choice of 4 styles 
of figures. Unconditionally guar- 
anteed. Roberts No. 49 is the 
number to feature as a popular 
machine at a popular price! 


IMMEDIATE DELIVERIES ; 


Western ASSOCIATED STATIONERS SUPPLY CO. . 
Distributor 229 S. Jefferson St., Chicago 6, II. 


ROBERTS NUMBERING MACHINE CO. 


706 Jamaica Avenue, Brooklyn 8, New York 


gs Good Sales Bet? 



















You are if you're not selling the prof- 
itable Daco Made Machine Record 
Ledger Cards and Forms. Every bank, 
insurance company, business, indus- 
trial firm and library who use NCR, 
Burroughs and other automatic ac- 
counting and recording machines 
need these forms. The wide awake 
dealer is getting his share of this 
business ... . are you? 

You can with Daco as your source of 












supply. For a quarter ofacenturyDaco | 
has made these items. They are ac- | 
curately designed to meet the ma- | 
chines requirements, competitive in 
price and quality. 
For quotations or information write | 
Dept. LC enclosing samples. 


THE DACO CARD s INDEX CO 
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BOSTON,MASS 


9 FEDERAL COURT 
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us a greeting from Hole-In-One Ted Hargen, dean of 
Y. and E. Travelers, and long time booster for the 
New England states. 

* x - 

Carter Ink’s popular Joe Dwyer is back at the fac- 
tory to be honored as a 25-year man. Never guess it, 
would you? 

* * - 

Darrell Ireland, former governor llth regional dis- 
trict NSA., has resigned from Trick and Murray in 
Seattle, where he was sales manager. Darrell and Art 
Partridge, of Sedttle Rubber Stamp Works, have pur- 
chased the Biggs Company. This pioneer Seattle firm 
specialized in duplicating equipment and supplies and 
some stationery items. It is the plan of the new 
management to expand the facilities of the organiza- 
tion to include a complete line of office supplies and 
equipment. 

* * * 

Automatic Pencil Sharpener’s “Buck” Buckley was 
calling on Pacific Northwest stationers via the air 
lines the later part of. November. 

* « - 


On or about January 1, popular Bob Young was to 
take over his new duties as assistant to President Tom 
Pelly of Lowman and Hanford Company, Seattle. The 
title will be announced later. Everett Tarter will move 
up to manager of the furniture department and Roy 
Burtt will manage the newly-created systems depart- 


ment. 
« ~ 


As we go to press, we learn that Herb Morgan will 
hereafter be addressed as “Mister.” Herb has just been 
promoted to Pacific Coast district manager for Na- 
tional Blank Book Company with headquarters in 
San Francisco. 


“Out Where The Hand Clasp’s A Little Stronger” 


Ot 2 


UARCO MAKES SAMPLE FORMS AVAILABLE 


Regardless of the fate of price control, there is 
hardly a business free from the prospect of increasing 
costs of operation. To combat higher costs and pre- 
serve adequate net earnings, executives are making 
every effort to reduce overhead to the utmost. 

To make it possible for firms in the office equipment 
industry to examine cost-reducing systems used by 
comparable business organizations for consolidating 





UARCO, INC., BUSINESS FORMS 


and simplifying writing operations, Uarco, Inc., Chi- 
cago, manufacturers of continuous business forms, is 
making available a series of new sample portfolios. 
Containing an extensive array of business forms 
utilized throughout this industry, the portfolios will 
suggest time-reducing and cost-cutting methods of 
streamlining records and procedures. 

This portfolio may be obtained without any obliga- 
tion by addressing the Systems Department, Varco, 
Inc., 5000 S. California Ave., Chicago 32, Ill. 
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TRIANGLES 








Hard to find, but we have them 
for speedy delivery. Easy to 
sell, because the C-Thru name 
on drawing and ruling devices 4 A? FRENCH CURVES 


is accepted as a symbol of Meal 


quality the country over. Our 7 


| policy of developing new items, 
and improving others is paying ADJUSTABLE TRIANGLES 
dividends to alert dealers who 


are taking advantage of i inflamn 


trudging rivet 


C-Thru’s progressive, aggres- 


sive merchandising. Order ‘ 
QUADRANT PROTRACTORS 
these fast sellers from C-Thru 
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; today, and profit by our unex- 

B celled delivery schedule. 
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ged A complete line of other quality drawing, ruling and 
computing devices. 
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THE high point IN CHICAGO'S FAMOUS SKYLINE---THE BOARD OF TRADE! 
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THE high point IN OFFICE DESKS 


Chicago holds a special place in the hearts of the 
stationers and manufacturers alike because it is 
so often the meeting place of the National Sta- 
tioners Convention. The highest tower on the 
Chicago skyline is the Board of Trade Building 
whose Goddess of Grain figure stands majes- 
tically atop this imposing structure. We cannot 
think of "high points” without a word of recog- 


nition for the “High Point" of the wood desk 
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MYRTLE 


industry . . . High Point, N. Carolina. This is the 
birthplace of Myrtle Desks and we feel that the 
This part of N. 


Carolina offers so many advantages to assist in 


location has been well chosen. 


the making of good office furniture—wood is 
plentiful and the tradition of good. wood crafts- 
manship is bred into many workers. Is it any 
wonder therefore that Myrtle Desks represent 


the "high point'' in desk value. 


MYRTLE DESK COMPANY 


member WOOD office Ses 


©) NORTH CAROLINA 


HIGH POINT 
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SELLING OF OFFICE LAYOUTS IS PROFITABLE 


(Continued from page 37) 


one machine to another it is not so easy to see the 
defects or advantages of any one machine as it is 
when straight production lines are set up and each 


| 
| 


° 


machine is closely related to the one behind it and | 


the one ahead of it. Facts are learned in this manner 
which might not be recognized in any other way. At 
least that has been the experience in the factory. 
The sales of electric motor have increased to the 
degree they have because efficiency engineering has 


+ entered into their sales sufficiently to make them save 


mony for those who buy and use them and new types 
of motors have been developed as need for them has 


‘been recognized. Exactly the same course of events 


can be expected in the office appliance, furniture, 
machine and equipment fields. New needs arise as 


: more is learned in practice, concerning what is needed , 


to increase efficiency. 
Selling Layouts Boosts Sales 

Selling office layouts, therefore, showing the office 
manager how to get more done with less effort is likely 
to prove more effective in boosting sales than any 
other one thing can. Considerable investment is re- 
quired to modernize thousands of offices in this coun- 
try. Those offices, at least in many cases, will have to 
be modernized, however, if the business is to show the 
maximum profit. In some instances they may have 
to be modernized if the business is to continue to 
exist. Men have been forced into bankruptcy, in the 
past, because they did not keep the records which 





would enable them to keep their costs down to at least | 


as low as those of their competitors. 
that there will be more bankruptcies in the future 
than there has been in the past if a great deal of effort 
is not put into persuading business concerns to mod- | 
ernize their offices. 

To a truly surprising degree obsolete and inefficient | 
machines have been and even now can be found in 
offices where one would naturally expect to see the 
highest efficiencies. Not only are the machines un- 
suited for the office but, apparently, little attention 
has been given to efficient layout. This situation was 
being changed before the war and there is practical 
certainty that great progress will be made from now 
on. It will be made partly because business has be- 
come more aware of the need of higher office efficiency. 
It will be speeded up by the services rendered by con- 
sulting organizations specializing in office efficiency, 
by work among the smaller concerns by dealers and 
their salesmen and by the co-operation of manufac- 
turers. 

Sales volume, as has been demonstrated in the 
electric power industry, can be increased to a greater 
degree by selling efficiency and making the things 
which are needed to secure that efficiency more or less 
byproducts. What can be accomplished in the office 
field is indicated by one instance in the electric power 
field. 


Here’s a Good Example 

A mine owner was building a new 100-ton mill. He 
Stated the maximum investment he planned to make 
was $10,000. He had not been using electric power in 
the past but did have gas engines which he could use 
as part of the power for the new mill. The electric 
power salesman suggested an efficient layout and the 
use of electric power. The mine owner was not inter- 
ested until he was shown tests which compared the | 
results of the power he planned to use with those of | 
the proposed power installation. He was asked to 
OFFICE APPLIANCES, 1947 
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FINGER-TIP FACT CONTROL 


Instant access to needed data instead of a frenzied attempt ; 
to “dig out” rush information becomes easily possible with 
Cook’s Steel File Signals. Attached to card and ledger 
records of Stock, Production, Purchasing, etc., they group 
important facts under readily usable headings. Accurate 
reports can then be made out quickly by minor 













clerks—expediting a department’s work and « SS: \ 
saving the valuable time of key men. Sy > 
Card of samples on request. AM 
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COOK’S 
STAINLESS STEEL 
FILE SIGNALS 


Make Files “Talk’ 


‘ 
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| 

The | 
Ideal Typewriter | 
Support 









Sharp eyes, nimble fiugers and 
clear brains are essential to con- 
stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output ‘and greater accuracy soon pay the cost. 


MODEL No. 1 
METAL 
WITH woop 
TOP 
ARJUSTABLE 
FROM 
26 To 38 
INCHES 





Patent 
“D90848” 


DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 








MANUFACTURING 


au COMPANY 
2 lonia Ave., SW., GRAND RAPIDS, MICH 














governmen t 
Surplus 


SUBJECT TO PRIOR SALE 


BRAND NEW 
REMINGTON 
LINE-A-TIME 





IN ORIGINAL CARTONS 


12" SIZE—ORIGINAL PRICE $25.50 
OUR PRICE $16.00 EACH LIST 


16" SIZE—ORIGINAL PRICE $28.80 
OUR PRICE $19.50 EACH LIST 


30°" SIZE—ORIGINAL PRICE $39.60 
OUR PRICE $30.00 EACH LIST - 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE | 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326-330 Broadway WoOrth 2-5337 New York 7, N. Y. 
CN RMR 
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figure the increase in profits he would make in his mill 
if he used electric power and the proposed layouts 
over those he would make if he continued to use the 
cruder power system he had used in the past. Accord- 


| ing to his own estimates, the total increase in the 
| value of the ore he would market amounted to more 


than the power bill. He not only signed a contract for 
electric power but spent more than $10,000 for electric 
motors, transformers, controls, and installation costs. 

If a prospective customer can be sold on efficiency, 
the investment he has to make in new machines and 


| equipment appears far less important than it does 


when the machines and equipment are featured by 
themselves. This, of course, means that selling office 


| layouts can make sales soar as they cannot be made. 
| to soar in any other way. Today, the field is virtually 
| aS nearly virgin as the power field was when power 


companies and power salesmen discovered that what 
they must sell was increased efficiency rather than 
power. To the degree the efficiency idea is sold, appli- 


| ance sales increase. 


——.. 9 ——_—__ 


PEN-MAR-VA TRAVELERS NOTES 
The travelers mourn the death of an old friend, 
Howard J. Havercame, who was with the Dennison 
Manufacturing Company for 35 years and who died 


| recently after a six-month illness. “Havvy” traveled 
| through Virginia, Maryland, and the District of Colum- 
| bia. He was 55 and is survived by his widow, Alice O. 
| Havercame, and his son, Dr. Julian W. Havercame. 


* * * . 


Phil Tagley has become a partner in the Con- 
solidated Loose Leaf Company, New York City. For 
the past 16 years Mr. Tagley has been a New York 
salesman for Wilson Jones Company. 

* * * 


Henry Gill of Standard Office Supply Company, Nor- 
folk, Va., known to many of the travelers, died re- 
cently. 

* * * 

The Perry Printing & Stationery Company, New 
York City, was recently relieved of $4,000 in cash, as 
well as $10,000 in fountain pens, by some light-fingered 
burglars. Two days later, the M. C. Lazarus Company, 
Inc., W. 35th St., New York City, was also robbed of 
cash and fountain pens. 

* a * 

Another new stationery firm in the East is the Tide- 

water Office Equipment Company, Norfolk, Va. 
oa * * 

These items are taken from the latest bulletin of 

the Pen-Mar-Va Traveler. 
—__o—a 9 


DENNISON GIVEN JOURNALISM AWARD 


At a recent meeting of the Massachusetts Industrial 
Editors Association, the editors of “What Next?”, the 
house organ published by the Dennison Manufactur- 
ing Company, were presented with an award for dis- 
tinguished industrial journalism. The award was one 
of several presented in the 1946 contest for house 
publications, sponsored jointly by the Massachusetts 
Industrial Editors’ Association and the Associated In- 
dustries of Massachusetts. 

This year’s contest was noteworthy because of the 
record number of publications represented. The 
judges studied each entry carefully and made awards 





IMI 





on the basis of quality of material, accomplishment 


of objectives, readability, general appearance and all- 


$a 


around excellence. 
“What Next?” is published every other month, is 


mailed out regularly to stationery dealers in all parts 


of the country. A typical issue embraces articles and 
photographs devoted to retail sales promotion and 


& 
a 


management ideas, as well as specific and general 
stories on Dennison merchandise. 
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Dealer Plan! STENCIL DUPLICATOR 


he 
MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 


COPIES ANYTHING ..... written, typed or drawn 
PRINTS ON POSTCARDS, tass, labels, boxes, etc. 
i PRINTS ANYWHERE .... in hard-to-reach places 
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¢ (Og em EEE REE ee 

4n aman? 
,. |DOES ADDRESSING, LABELING, MARKING, ‘intoes 


va Hi siReg. U. S. Pot Of. 


"k IMPRINTING, STAMPING JOBS THAT -__ 
- JNO OTHER DUPLICATOR CAN DO! Wf N 








oy, 
nd 
eS 
by 
ce 
de 
lly 
er 
at 
an 
li- 














as ANYONE CAN OPERATE 
ed THE NO 3 ‘ROCKER-TYPE’ 
1y, MULTISTAMP DUPLICATOR 


















Non-mechanical — no type to 
set. Makes 40 to 60 clean, 
le- sharp, permanent copies per 
minute — thousands from one 
stencil. Ideal for labels, post- 
of cards, notices, any small print- 

ing job. Prints up to 19 lines of 
type 5%” wide. Portable — 
use it anywhere. Complete 
with handy, sturdy case, sten- 
é cils, ink, all necessary sup- 
ial plies. Weight, 4 lbs. Guaran- 


he feed 5 years. 
ir- 


is- $ F,O.B. Factory 
ne Complete Outfit 
ise 


tts 
all 








Other MULTISTAMP outfits from $7.50 to $82.50. Write for illustrated folder. 












Just type, write, draw or trace on the stencil Snap it on MULTISTAMP. Quick, automatic, touch no ink Print on post cards, shipping tags, labels, boxes. 
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ROLL-A-TRAY CLOSED 








EXECUTIVE TYPE 


SECRETARY TYPE 


SPECIFICATIONS 


Manufactured entirely of Masonite tempered 
presdwood. 


Roll top, opens and closes with the slightest touch 
of the finger. 


Finish: Beautiful grained walnut, Bleached mahog- 
any and Metallic gray. 


Executive type: Has two compartments, one legal 
size, one regular. 


Secretary type: Has 3 compartments for stationery, 
2 for envelopes. 


Prices: Executive type: No. 20 Metallic gray, No. 30 
Grained walnut, and No. 40 Bleached mahog- 
any, price $16.00 each. 





Prices: Secretary type: No. 15 Metallic gray, No. 60 
Grained walnut, and No. 65 Bleached mahogany, 
price $17.50 each. 


Size: 10” wide, 7” high, 18’ deep. 

Packed: Six to a carton, weighing approx. 40 lbs. 

Orders: No orders accepted for less than a total 
of 6. 


Terms: 2% 10 days, 30 net. 
Shipment: Immediate. 


Prices Quoted Are F.O.B. Factory, 
Los Angeles, Cal. 


Liberal Dealer’s Discount. 
Please be sure to order by numbers. 


W. P Frambes « Son. 


907 So. Alvarado St. 
LOS ANGELES 6, CALIF. 





SEVERAL THOUSAND ROLL-A-TRAYS HAVE BEEN SOLD ON WEST COAST 
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NATIONAL’S CHICAGO BRANCH NOW 25 YEARS OLD | 

A Chicago silver anniversary issue of The National, | 
National Blank Book Company publication, is devoted | 
to the twenty-fifth year of the Chicago branch and is | 
replete with pictures and information. 














" 'W. BREWSTER TOWNE 


The publication, edited by D. C. Hegarty, prefaces | 
the anniversary story with: 
“It seems only yesterday that we sat around a 
table in Holyoke (Mass.) discussing with parental 
pride the birth of our new Chicago branch. But time 
flies! That was July ‘1, 1921. So now we celebrate the 





USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


PEDESTAL, OAK 

AND WALNUT 
e FILE CABINETS, wood and 
e TYPIST CHAIRS steel, legal and letter sizes, 
e TYPISTS DESK with and without locks 


e EXECUTIVE DESKS ® DOCUMENT FILES 
DOUBLE AND SINGLE e CARD FILES 


We offer to the trade office furniture in good condition, 
priced right so you can resell at a good profit. 


e DESKS, TABLES 
© BOOK CASES 
e SWIVEL CHAIRS 


Arrangements to ship less than carload lots, and car- 
loads if desired. Seven warehouses located in Washington, 
D: C. Unlimited stock. Priced Right for. Resale. 


To any dealers who find it difficult to secure new equip- 
ment today we recommend the purchase of this material. 
Inquiries solicited. 


NEW FOLDING CHAIRS ° BRIDGE TABLES 
Immediate shipment. Sample sent on request. 


MANHATTAN OFFICE 
EQUIPMENT CO. Wholesalers 


639 NEW YORK AVENUE, N.W., WASHINGTON 1, D. C. 
Maurice Kressin, Gen. Mor. Phone: Metropolitan 2043 














y 











WILLIAM MUIR 





HARRY VAN ORNUM 


Silver anniversary of this second ‘son’ of the National 
family, now in its 104th year.” 

‘More in detail, the growth of the Chicago branch 
is recounted: “From 8,000 square feet at 618 W. Jack- 
son Blvd., in 1921 to 16,000 square feet of floor space 






























The New and improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


free color brochure 


DEALERS 

















PAUL B. BUCKWALTER MISS A. B. CARROLL 

in 1931, at 328 S. Jefferson St., and in 1941 to 34,000 
Square feet in our present location, 209 S. Jefferson 
St., where we have now taken over the entire building, 
giving us eventually a total floor space of 65,000 


| 
| 
j 
| 
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INQUIRIES 
INVITED 


TODAY—Write for 
bo] 
Bi GH 
at 














(ustom eAade 
OFFICE FURNITUR 


to your order and measure 


DESKS 


THE PRESIDENT MODEL 


So named because of its fitness for the office of 
the President of the U.S.A. 


In White Pine Veneer 


Size 25 x 52 x 31 in........ eiacerpinco sean $374 List 
Over that size up to 34 x 60 x 31 in.....$413 List 


In Birch, Walnut or Oak Veneer 





Size 28 x 52 x 31 ip. high....................$394 List = squé 
Over that size up to 34 x 60 x 31 in.....$435 List Inc. 
Crating Charge $10.00 Net ‘z 

Weight 250 and 300 lbs. into 

All prices f.o.b. Chicago bind 

man 


Your Choice of Finish:—Walnut over Walnut—Blond over Birch—Bleached Mahogany and 








over Birch—Maple over Birch—Platinum over Birch or Oak—Ebony over Birch with ff “A 
Gold Pulls. tied 
avail 
W. 
>is in 
_ being 
*# Mani 
Sales 
' ducti 
Harr: 
OF THE TYPE ILLUSTRATED perso 
Irons 
In White Pine and White Pine Veneer........ : ; $224 List each 4 srg 
In Birch, Walnut or Oak Veneers........................ ee $254 List each /of pr 
Crating Charge $7.50 Net p The 
Your Choice of Finish:—Walnut over Walnut—Blond over Birch—Bleached i 
Mahogany over Birch—Maple over Birch—Platinum over Birch or Oak— ee 
Ebony over Birch. ey 
Glass frame doors on hinges covering center section, $80 List additional. 
Glass sliding doors on track (no framework around glass), $100 List additional. 
If Matching is required, send sample of finish desired. We do not guarantee Size—48” high—42” wide 
a perfect match at all times. etal ee Ma 
We Also Make DIRECTORS’ TABLES 
OFFICE PARTITIONS and DISPLAY CASES fe 
WORK TABLES, LARGE SECTIONAL BOOKCASES 
If You Have a Special Item You Want Made, Send Sketch or Photo with Descriptive Detail. A) 
Have Your Orders or Inquiries as Complete as Possible. Delivery on All Items, 2 to 8 Weeks. ag: 
TERMS: 50% down; balance on completion 
NATION 
ional 
“ 9are Offi 
Manage: 
fon, Ber 
° McIntyre 
lin, — 
Charlot 
2631 LEHMANN COURT CHICAGO 14, ILL | se 
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| Tronsides, plant superintendent; William McCracken, 
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NATIONAL BLANK BOOK CO., CHICAGO BRANCH 


Square feet, the third floor now occupied by Horder’s, 
Inc., to be available for National use by spring. 

“This additional space is rapidly being converted 
into a modern production plant, where loose leaf, post 
binders, ring books, fillers, and so forth, are being 
manufactured under experienced National supervision 
and craftsmanship. ... 

“Additional National items will be made as fast as 
new manufacturing equipment and personnel are 
available.” 

W. Brewster Towne, son of President J. M. Towne, 


‘is in general charge of western division operations, 


being both plant manager of the enlarged Chicago 
manufacturing facilities and also western division 
sales manager. He is assisted in manufacturing pro- 
duction by William Muir, assistant plant manager; 
Harry Van Ornum, office manager; Chester O’Connell, 
Mr. Muir is assisted by Harold 


time study supervisor; and Edward Kraft, in charge 
of production and planning. 
The anniversary edition carries pictures of present 





NATIONAL OFFICES—A scene of activity in the offices of 
National Blank Book Co., western division, Chicago. At work 
are Office Manager Harry Van Ornum, Western Division 
Manager W. Brewster Towne, Emily Kawacin, Reed Fergu- 
fon, Bertha Gilman, Barbara Stump, Marie Gentile, Mary 
McIntyre, Margaret Kaur, Marion Neumann, Mary McLaugh- 
lin, Edward Jannis, Myrtle Schilling, Genevieve Tarkowski. 
Charlotte Eicas, Thomas Markham, Jerome Kruger, Jacquelin 
Novak, Louise Gramm, Minnie Weldon. 
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ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 
All styles Folding Chairs; 
Tablet Armcha ideal for 


classrooms, cafeterias, sales 
meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y, 
Corner 26th Street 
Telephone: Ashland 4-1385 














NEW Fox Cushions 
RUBBER FOAM FILLER 


PANAMA 
FIBER 
and 
Brown Gabardine 


Covering Material 


A B Cc 
17x181/," 15x17" 141/4x15" 
STYLE 401'!,—!/," RUBBER FILLER 
A—$5.00 B—$4.00 C—$3.50 
STYLE 402!/,"—2 RUBBER FILLER 
A—$7.00 B—$6.50 C—$6.00 
e 


STYLE 602!/, 
FLAKED LATEX RUBBER FILLER 2" THICK 
A—B—C—$5.00 


* 
REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, IM. 


¢ 
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LD INSERT STRIP 


For Standard 
Ring, Post and Staple Binders 


(l 


at 





Here is the newest and best method for 
putting smaller and larger than standard 
page size sheets in binders without punch- 
ing holes. Maps, charts, insurance . poli- 
cies, or bonds can be read both sides 
Inserts 


a} 


without removing from binder. 
periodicals any thickness. 

Fine for vertical filing folders in library 
and statistical records. 

Made of Vinylite in three models: 
Standard, Bonded-to-Paper, and the Snap- 
in Type for non-openin 
Transparent and in color. 
binders. 

Write us giving details of .binder, in- 
sert material, and quantity. We'll send 
details, prices, and samples to business 
firms. 





For all size 





| Cut thin slits in folded 


crease for tabs. 

















| 
| 
ye SOCEER GETTY UL 





2 Close fold with insert strip 
in place. Put rings or posts 
through tab holes, that's all! 











STAUNCH SALES COMPANY 
343 E. 34th St., New York 16 * MU 7-6930 








“BALLERO™ 
BALL POINT PENCIL-PEN 


Beautifully Streamlined 


TO RETAIL AT. “1.00 


Cleevelandt Corporation 
33 West 46th St. New York 19,N. Y. 
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rings and posts. | 


| MOSLER EXHIBITS SHIP CLOCKS—Eleven clocks salvaged 





officers W. Brewster Towne, western division plant 
manager and sales manager; William Muir, assistant 
plant manager; Harry Van Ornum, Chicago office 
manager; Paul B. Buckwalter, general sales manager; 
and Miss A. B. Carroll, (Mrs. T. K. Nickerson, former 
office manager, now retired.) 
ee 
NEW ENGLAND TRAVELERS CLUB NOTES 


The 48-year-old Waterbury, Conn., stationery con- 
cern of Davis & Nye, originally founded by Charles 
F. Davis and Charles D. Nye, both of Worcester, Mass., 
has completed a cycle of ownership and has been 
purchased by Francis Clark and Edward Yarock, both 
of whom are also from Worcester. The new owners 
were formerly associated with Narcus, Inc., of Wor- 
cester, one of the largest stationery concerns in New 
England. Mr. Clark served as sales manager and was 
associated with the firm for 16 years, while Mr. 
Yarock’s association was for ten years. The latter 
recently completed service as a captain with the 
United States Army Air Forces. The new owners will 
retain the original name, operating under a joint 
ownership, and they plan to expand and modernize 
the establishment. 

* * * 

Bob Furlong, owner of Empire Stationers, Spring- 
field, Mass., died on October 1 at his home after 
being in ill health for some time. 

tJ co * 

A new greeting card and stationery shop has been 
opened on Main St., Woburn, Mass., under the man- 
agement of Warner Johnson. 

* * * 

John Kilpatrick is back on the sales staff of Clin- 

ton’s in Hartford, Mass., after four and one-half years 


as an engineer in the U. S. Army Engineers. 
* oa a 


These items are taken from the December issue of 
| the NET Club’s news. 


+ 








from ships sunk or damaged at Pearl Harbor during the 


| infamous attack were displayed recently in the Fifth Ave. 
| window of the Mosler Safe Co., at New York City by the 


War Assets Administration and the Navy as a feature of the 
observance of Pearl Harbor Day. The ships included the 
battlewagons Colorado, Tennessee, Maryland and Arizona. 


ee = 
NSA DISTRIBUTES REVISED BY-LAWS 

The National Stationers Association has distributed 
to all members copies of the amended by-laws of 
NSA, adopted at the fortieth annual meeting in Chi- 
cago last fall. It is advised that each member should 
read these by-laws and keep them available for 
references. 

General Manager Paul E. Burbank further states, 
“It is well also to remember that by-laws may be 
changed if advisable. Under the provision of our 
own by-laws these changes may be made at annual 
meetings and if, after studying them thoroughly, you 
have recommendations for modification, they should 
be submitted to the Association.” 
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NO CHANGE IN PRICES OR QUA 
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A GREAT SAVINGS PASSED ON TO YOU 


on raw materials purchased below present price levels 

















GB-41 Brief Bag GB-35 Club Bag 

17% x 12%x7 18 x 12x 9% 

Imported Pigskin $36.90 Imported Pigskin $35.00 
GB-18 Handle Case GB-2 Underarm Case 
lox 12x3 4x9x1\% 

Imported Pigskin $36.00 Imported Pigskin $15.00. $17.00 
Top Grain Cowhide $39.00 Top Grain Cowhide $17.00 
GB-10 Handle Case . GB-4Z Ringbinder 
16x 12x 3 14x12x1\% 

Case and Interior of Imported Pigskin $21.00; $24.00 
Imported Pigskin $55.00 Top Grain Cowhide $21.50 
GB-7 Handle Case GB-5 Handle Case 
16.x 12x 3 16x 11 x3 

Imported Pigskin $28.50; $35.00 Imported Pigskin $23.00. $27.50 
Top Grain Cowhide $31.00 Top Grain Cowhide $23.00 
GB-6 Underarm Case GB-I Underarm Case 
l6xllx 1% lox 1llx1\% 
Imported Pigskin $20.00; $24.00 Imported Pigskin $17.50; $21.00 
Top Grain Cowhide $23.50 Top Grain Cowhide $19.00 

ALL PRICES LIST SUBJECT TO TRADE DISCOUNT. F.O.B. CHICAGO a 





All Pigskin pieces can be supplied in Black or Brown Boar and Walrus 
Grain at lower prices; in Multitone Tan Boar Grain or Smooth Light 
Tan, Light Tan and Dark Brown Buffalo Grain at higher prices. 


Top Grain Cowhides are in smooth British Brown, Suntan or Oxblood. 


THOMAS TH. G IBBONS & CO. 


Prvise AMUN of j Li alher Goods 
509 S. FRANKLIN STREET CHICAGO : 7 - ILLINOIS 
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BAINBRIDGE avenues fo dealer profit 


per pee ay ee ae Where Specialty and Standard Lines Items Reedy Te 
and Prices Merge in Quality and Sales Ship at Once 








If time is money— 
and office efficiency counts — 


YOU HAVE THE REASON WHY 


OFFICES USE ROTO-SHEAR 
MAIL OPENER 


Opens mail in a hurry— 
safe—precision-built 





Roto-Shear Pays for Itself in Hours Saved! 





iii OE 


Roto-Shear—It’s New!—A Profit-Maker! _roto-sneo: a een 


FIBRCAN — 


METALCAN 
“selling its 
“basket known to a g its way 
across the 


continent” 





world” ; | 

i 

= 

. | 

In addition to the WHERE a i 

usual brown and WASTE / 

green colors, the ACCUMULATES 7 

popular Office Size SELL s 

No. 2 Fibrcan now FIBRCAN 

a a Metalcan No. 42 = C-110-Station 

Fibrcan tive gray. (Entirely of Metal) METALCAN  ciso-Mobile Fibrean 


RITE-FIT 
CUSHIONS 


A Complete Line 





Latex Foam Rubber 
Sponge Rubber 


Cotton Filled 
<—> 
QUALITY THAT SETS 
pe A STANDARD | Beil 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


Wholesale Stationers, Distributors and Manufacturers 
218 GREENWICH STREET NEW YORK &, N. Y. 
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CURRENT FEDERAL LABOR 
REGULATIONS 
By ROBLEY D. STEVENS 


Labor Relations Consultant, 
Baltimore, Md. 


N PLANNING AHEAD, progressive management is 
realizing the importance of labor relations func- 


tions in the office appliance industry as an integrating | 
force between employer, employee and Government in | 


peacetime. In these hectic days of readjustment, | 
higher wages, wider coverage of labor laws, high.costs | 


and union relations to peacetime operations, the gen- 


eral public wants, with an increasing intensity, the | 
products of “free enterprise” which have been so long | 


denied. 
In this elaborate presentation, the author covers a 
wide range of management problems which should be 














R. D. STEVENS 


analyzed by staff executives. In fact, the war has 
elevated management to a position of tremendous im- 
portance, and management must maintain that war- 
won position. 


Nothing is static, and the tempo of change affecting 
the office appliance industry, like others, was never 
faster than it is today. Under this pressure, it is only 
the well-informed, well-organized and well-managed 
enterprise that will survive with profits. In fact, noth- 
ing is surer than that every firm in the office appliance 
industry will continue to face changes. 


From any practical operating standpoint today, a 
labor relations audit on wages, hours, exemptions, child 
labor, union relations, working conditions and person- 
nel policies should be as much an integral part of 
management as perhaps Selling, financing, buying, or 
even production. Further, an intimate acquairitance 
with the complexities and ramifications of govern- 
mental controls is necessary in order to formulate an 
effective operating and profitable program in the 
future. 

The Heart of Business Objectives 


Finance and profit control are the heart of business | 


objectives, and the principal responsibility of the staff | 
executive is charged with results. Labor relations func- 
tions are becoming increasingly important in the office 
appliance industry. To be sure of compliance, to safe- 
guard their rights and understand their legal obliga- 
tions, management must be informed completely on 
such activities to function properly and smoothly. 


Regardless of the knowledge and experience of the 
responsible staff executive in established principles, | 
his primary value to any company lies in the practical | 
application of these principles. Personal observation | 
of, and direct contact with, such problems constitute | 
the only effective medium for proper control. 

A cursory study of such problems will help to survey 
the conditions existing within, as they are affected 
from without. Modern management in the office appli- 
ance industry today seeks methods for improved and 
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We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 


cooperation is genuinely 
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Write on Company Stationery 
for liberal samples. 


PENCER RUBBER PRODUCTS COMPANY 


MANCHESTER, conn. 
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IMMEDIATE DELIVERY 


nd QUALITY ALUMINUM 
ACCESSORIES 


Created to harmonize with Metal 
office furniture ensembles 
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ASH STAND 
No. 223 
27" High . . . Base 10" diameter heavily 
weighted . . . 2!/," post... 8" amber 
glass tray. 
No. 224 


25" High . .. Base 10" 
diameter heavily weight- 
oi. th pee s.. 
8" amber glass tray. 


Both are highly polished 
and buffed . . . perma- 
nent finish. 


No. 223 


Packed set up, one to a carton, weight 


10 Ibs. Shipped F.O.8. FACTORY. 
LIST PRICE $17.00 
USUAL DEALERS DISCOUNT 


Order a sample and send for illustrations 
of COSTUMERS, ASH STANDS AND 
LAMPS in ALUMINUM. 


LEWIS R. LEVI <= 


No. 224 





Exclusive Representative 


GLARO MACHINE PRODUCTS COMPANY 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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The continued scarcity of materials and labor still impose 4 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. & 
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sound relationships with labor and governmental 
groups. For lack of complete and properly interpreted 
basic facts, desirable and smooth operations may be 
declined, due to the fact that “hidden hazards” may 
still exist and remain undisclosed. 

The search for an interpretation of the essential 
facts governing wages, hours, exemptions, coverage, 
records, union relations, compliance, and violations 
is frequently but the first step toward the desired ob- 
jective. Changes are often required, and may even be 
the solution. A study of the strong and weak parts 
must be revealed. The single motivating objective of 
an audit is to evolve authoritative recommendations 
concerning policies, and to develop operating proced- 
ures indicated for the profitable operation of an en- 
terprise. 

Therein lies the unique position in management. 


Counsel Needed by Small Business 
Small business establishments as well as large ones 


‘more often need counsel than cash in these days. Yes, 


it is easier to cover up shortcomings with new cash 
and to stay in a comfortable management rut until 
“things” happen. Yes, it is management’s task to cor- 
rect bad practices which are, or could be, most costly. 

The U. S. Census Bureau terms “small business” as 
one having less than 100 employees. The risks of vio- 
lations in small businesses are probably greater than 
those in larger units, inasmuch as large companies 
usually maintain “experts” to handle respective prob- 
lems, whereas the smaller businessman cannot afford 
one on a full-time basis. 

In considering the merit of a small business in the 
office appliance industry, we must primarily study its 
future rather than its past. Surely the small business 
of today will probably be the “big” business of tomor- 
row. Small business should leave no stone unturned 
to determine its operational status, especially under 
Federal wages-hours regulations, simply because of the 
heavy penalty involved, either through employee or 
ex-employee wage suits or official inspection. In fact, 
such a condition may reduce or even wipe out profits. 

Experience has proven that it takes time to awaken 
interest in small industry with regards to such man- 
agement problems. However, once the problem facing 
small business is elaborated upon, small business loses 
no time in taking appropriate action by keeping risks 
isolated. 

These are the days in which management must be 
in the market for all conceivable help from all avail- 
able sources. The end of the war has not lessened 
management’s load. In fact, many believe it has in- 
creased the load period! 


Labor Relations Program Vital 


The complexity of business operations today, espe- 
cially in the office appliance industry, makes the in- 
stallation of a labor relations’ program a vitally impor- 
tant part of the total service. Mr. Businessman, how 
much consideration have your staff executives given to 
such problems discussed herein? Is he active with 
them? Have you explored, and are you using all the 
services which might aid you? To fail to take advan- 
tage of all benefits of such services available is a com- 
mon and unnecessary failing. For example, the Na- 
tional Labor Relations Act of 1935 and the Fair Labor 
Standards Act of 1938 are obviously basic labor laws. 
They were here before the war, and presumably will 
remain with us. 

“I should know, but...” This is probably what 
you are thinking, but just how do these basic laws 
affect the office appliance industry? In law, “What is 
Law?” can be the $64 question. The legal aspects of 
management operations and conformance, however, 
do not concern me. That is for the attorney-at-law 
to acertain as well as the courts. After all, the Con- 
gress made the laws that govern labor relationships 
between employer and employee, and you will prob- 
ably have to appeal such legal problems directly to 
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MEN 
MAKE 


WHO 


Ask the men who made them. There's Frank for 
example . . . he’s foreman of the cabinet room. 
There's good reason for the pride with which he 
surveys one of the new models in the Jackson 
Desk line. His is a job well done. His skill and 


wood craftsmanship are reflected in all the 


JASPER OFFICE 


JASPER, 


ns $= EMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James‘ H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, II. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Jackson Desks of Tomorrow. If our dealers were 
exposed to the inspiration for Frank's enthusiasm, 
we believe they would all feel the same as he. 
There's a new era in desks coming and Jackson 
Desk dealers may rest assured that no effort is 
being spared to make sure that they will have 


the foremost desk line in the country. 


FURNITURE CO. 


INDIANA 





Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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From all over the country come 
reports from dealers who have 

found that FELDCO Vinyl-Tex Binders 
are the fastest selling in the business. 








The reason is obvious... the customer 
wants something NEW and Better! Vinyl-Tex is 
new, yes... but not only that... it is better than 










anything ever used on a binder cover before. It's the 






new miracle material... proved superior by the rigors 






of war. Vinyl-Tex is a plastic material that has beauty... 


resistance to wear, abuse, acids, alkalis, abrasion or flexion. 






Vinyl-Tex is used by Feldco exclusively ... it will wear indefi- 


nitely, maintain its beauty throughout its life and needs but a simple 





wipe with a damp cloth to keep it clean and sparkling. 
That's why it pays to push FELDCO Vinyl-Tex Binders... you have so much 
more to offer... and you come out with a higher Profit! 


GET FULL DETAILS ABOUT VINYL-TEX BINDERS FROM YOUR SUPPLIER OR WRITE US 


FELDCO Loose Leaf CORP. tesorehinss 


NEW YORK « 25 CENTRAL PARK WEST « PHONE CO-5-0282 « PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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the chief executive of the United States for the an- 
swer. 
As a management man, I observe many businessmen 


in small business, as in large enterprise, spend high | 


sums of money for advertising, personnel training, 
and entertainment, while pennies are sedulously 
saved in production and overhead. Yet dollars have 
been extravagantly wasted in violations, according to 
official releases on wages and hours problems. This is 








no idle observation. On the other hand, the possibili- | 


ties of an “operation-audit” for cutting costs and 
building additional profits as well as saving them, 


present a real challenge to the office appliance indus- | 


try, probably because this industry has not, to my 
knowledge, been “microscopically” examined as much 
as other industries. 

Granting that labor-management groups will con- 
tinue to negotiate the high and low points of the wage 
and hour scales, it should be remembered that there is 
no need to have any violations on your books what- 
soever. Big business today, is rapidly abandoning the 
hit-or-miss plan of operating in compliance, and de- 
mand comprehensive facts to aid in the formula- 
tion of a long-range policy of total compliance, thus 
eliminating or minimizing violations, if any. 

Small business in the office appliance industry today 
has to worry about it’s profits as well as the National 
Labor Relations Act, Fair Labor Standards Act, Child 
Labor requirements, Social Security Act and veterans’ 
rights. In fact, I understand many managements have 


undertaken to evaluate such problems as they affect | 


this industry, simply because they desire adequate 
protection. 


Peacetime Challenge Is Here 


The peacetime challenge to small business in the 
office appliance industry with regards to this situation 
is already here, according to informed sources. In 
fact, some say it will force management to assume 
responsibilities and to develop opportunities on a scale 
heretofore undreamed of. Responsibiilties in the 
office appliance industry must be assumed in the de- 
termination of adequate rates of pay to fulfill legal re- 
quirements. Proper employee evaluation for exemp- 
tion must be applied. Complete records must be kept. 


Union relations and veterans’ rights are another addi- | 


tional problem for this industry. Either all the fore- 
going problems must be dealt with through the tradi- 
tional individual management-employee relationship, 
or the Government will handle such functions for both. 


Some managements in other fields are not uncon- | 


cerned about these problems, I know. But in the office 
appliance industry, I truly believe many managements 
are greatly concerned over them all. From observa- 
tion, anyone can see that the regulation of wages, 
hours, and working conditions, not only during the 
war and prior to the war, but in the future, is but a 
part of the ever-developing pattern of governmental 
control over the private lives of the nation’s people. 


This is not new in the history of our country. In fact, | 
an examination of our Federal Constitution clearly re- | 


veals an over-all plan designed to control economic 
activity. The interstate commerce clause, for ex- 


ample, definitely gives the Congress authority to reg- | 


ulate commerce among the states, and the Fair Labor 
Standards Act of 1938 works into the picture effectively. 

The shipment of office appliances, pay roll forms, 
pens, pencils, stationery products, and equipment, sold 
to the public through the facilities of the railway, truck 
and air transportation programs, makes this an all- 
important part of our fundamental law. If private 
enterprise is to weather the peacetime depression 
Storm and salvage itself from the ever-increasing 
amount of Government regulations and unionism, it 


must be capable of handling such problems effectively | 


_for all concerned. 


In the office appliance industry, as in other indus- | 


tries, the time appears past when bargaining for rates 
of pay, hours of work, vacations, pensions, incentives, 
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VOGEL-PETE 
624 South Michigan Ave. 
Chicago 5, U.S.A. 





Office VALET Wardrobe Racks 
and Costumers end “wraps” 
problems, keep clothing “in 
press," aired on spaced , Wie 
ers; provide ventilated spaces 
for hats, overshoes and um- 
brellas. Save floor space, ac- 
commodate 3 persons per 
square foot. Fit in anywhere. 
Lifetime welded construction. 
Modern lines and colors. 6- 
place non-tipping costumers— 
12 and 24-space 4-foot racks. 
Endorsed by top office plan- 
ers—in industry—institutions— 
municipal buildings—schools— 
professional use. 
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RSON CO. 




















STEEL OFFICE EQUIPMENT 





Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


Keystone STEEL Equipment Co. 


2608-28 SO. FRONT ST. - PHILA. 48, PA. 
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The New 
Hush-A-Phone 


Months of research during 1946 developed a new 
principle now embodied in the Hush-A-Phone which 
intensifies the important frequencies of the voice 
for telephone transmission. 








As 
valuable 
As the phone 
No other itself 
device for 
the 


purpose 





Solves 3 Phone Problems 


Voice Privacy: Safeguarding confidential matter 
Office Quiet: For efficient working conditions 
Better Hearing: In noisy places 


Write for literature 
Hush-A-Phone Corp., 43 W. 16 St., N.Y.C. Il 


Dealers & Distributors 


Can you sell a product without competition? 
Write for our proposition 











METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 10%” 
wide, 6" deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x8'%, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.O.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 
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and other working conditions is a matter of private 
treaty. The public has taken a hand in such matters 
until today, generally speaking, a company executive 
cannot increase the length of a lunch period without 
first getting permission of some Government agency. 
And under such circumstances, an employer cannot 
even discuss compensation and working conditions 
and union relations because all-powerful laws and 
regulations have been adopted as a public policy. 

It might be safe to say or forecast that unless private 
business can administer wage compensation, collec- 
tive bargaining and other working conditions prob- 
lems in a pattern which will secure the wholehearted 
approval of the vast majority of workers, the politi- 
cians will continue to take over an increasing share 
of the management of business, due to the pressure 
brought to bear. 

Government regulations to control individual in- 
comes are not new. Within a lifetime of many now 
living in this great country, great changes have come 
to a realization. Why? Well, even colleges and uni- 
versities supported by business enterprise have de- 
veloped some remarkable techniques of research in 
chemistry and other fields of physical science. The 
same institutions have made considerable progress in 
the field of labor relations research, wages, hours, 
union relations, and other working condition func- 
tions. It is hoped that they will continue to present 
their cases supported with facts, for obvious reasons. 


Compensation Plans Need Approval 


Compensation plans in use in small business in the 
office appliance industry, like those in large com- 
panies, must be developed which will conform with 
Federal demands. Not only must a group of govern- 
mental agencies be satisfied, but labor and unions as 
well. As a matter of fact, uncovered violations could 
prove disastrous to a small business. Competition of 
the chiseler, the black-market operator and the low 
wage paying firms always present individual prob- 
lems which must be met and solved in the office appli- 
ance industry as in other fields. Unfortunately, a few 
such organizations cast their shadows over the coun- 
try all out of real proportion to their size and number. 
However, the best evidence of.this is that, according 
to official releases, almost all managements want and 
do comply with wages and hours regulations. Of 
course, this aspect is tough on small business because, 
as cited heretofore, nearly one hundred million dollars 
in back wages has been paid by employers for viola- 
tions which, as you all know, does not include the ad- 
ditional 100 per cent liquidated damages which are also 
required if the worker decides to go into court and sue. 

Small business in the office appliance industry needs 
more than a pencil to figure out such problems facing 
them today. On the other hand, if your records are 
complete, and reveal proper overtime payments and 
accurate exemptions on executive, administrative and 
selling personnel, your operations will indicate not only 
compliance, but will be also helpful to business in its 
public relations program. The time for action is now— 
by stopping possible liability from accruing and in 
anticipation of wider coverage for the office appliance 
industry. 

As you all know, group bargaining activity among 
industrial workers has become quite well known. The 
passage of the National Labor Relations Act of 1935 
followed by Supreme Court decisions and decisions of 
the NLRB has given organized labor a status. How- 
ever, bargaining activities as they affect the office ap- 
pliance industry are of recent origin and rather little 
known. It is the purpose of this article to present a few 
salient factors that govern such regulations in the 
interest of this industry and the management who 
run it. 


The white-collar workers are becoming aware of. 


their problem and are seeking solutions to these prob- 
lems through group action, inasmuch as the white- 
collar group has noticed the gains made by organized 


OFFICE APPLIANCES, January, 1947 























(eg 


OFF 





ol 


a a Se 








1. REMOVABLE HEAD... ELIMINATING JAMMING -Finger 
pressure on release lock permits removal of head. Sta- 
pling channel is then completely exposed for immediate 





removal of defective staples — — An exclusive Mercury 


feature. 


it 


2. PRECISION TOOLING AND CONSTRUCTION ts aueben- 
tees longevity and trouble-free smooth service. 


3. TACKING FEATURE ... With a flip of the fingers stapling 
body is removed from the base. No tools, no fumbling. 


4. THREE WAY ANVIL... For permanent, temporary and pin 
stapling. 


5. LOADS... Full strip of 210 Mercury or similar standard 
staples. 


CONSOLIDATED WIRE PRODUCTS CO. 


145 SPRING STREET, NEW YORK 12, N.Y. 
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Mercury Staples are made 
with the greatest core ond 
precision, each strip is rigidly 
inspected, The quality of steel 
used, combined with the 
tested cohering method, in- 
sure a smooth, even 

job’ ot all times. Standard 
size—packed 5000 per box— 
210 staples per strip. 
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Immediate imi) Delivery 
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MODEL No. 60 
REVOLV-IT TOP with 8 Hooks 
Hat Hook diameter 24” 





MODEL No. 40 
4 Hooks—Overall Height 71” 





MODEL No. 50 
REVOLV-IT TOP with 6 Hooks 
Hat Hook diameter 18” 


Here is a modern, smartly turned out line of custumers with plenty of natural sales 
appeal. The base and pole are standard—!8" diameter—7I" high. Model No. 40 
includes a straight 4 hook rack and models No. 50 and No. 60 have revolving tops 
with 8 and 10 hooks respectively. 


A Wide Selection of Standard Finishes 
Chrome @ Bronze A-Light @ Bronze B-Dark Guinea Grey Base—Chrome Tube and Top 
Burgandy Base—Chrome Tube and Top Lustre Black Base—Chrome Tube and Top 


You'll find a ready market for these costumers. Remember . . . this important 
feature . . . these costumers are interchangeable using the standard base and pole. 


Send us your order TODAY. 


TOLEDO OFFICE EQUIPMENT CO. 


GENERAL OFFICE AND WAREHOUSE 
214 SUMMIT ST. TOLEDO, OHIO 
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manual workers. The Senate committee on education | apeacenes 
| 4 ° 

white-collar workers,” and indications point that the | The Convenience of @ Safe Deposit 

unions have made an upsurge in their interest to re- | 


and labor has called this “the plight of America’s 


cruit them. 


The rise of small business, with its delegated respon- | 


sibility, has created the white-collar group so essential 
to modern enterprise. The necessity of keeping accur- 
ate records and reports and the increase in controls 
and supervision have all contributed to the growing 
demand for a labor force to assume responsibilities of 
a non-manual character. 


Two Groups Have Kept Apart 


Historically speaking, a distance is maintained be- 
tween the clerk and the artisan, probably because lit- 
eracy and a sense of dignity is the privilege of the 
clerk. Consequently, this feeling of superiority has re- 
mained between the white-collar worker and the labor- 
ing class. Because of this condition, probably this 
group felt no need for collective bargaining. Some say 
this may be attributed to the fact that such white- 
collar workers viewed their jobs as a profession, thus 
receiving weekly salaries and other benefits, rather 
than hourly rates and being paid for actual time 
worked, and that such white-collar positions were 
stepping stones to advancement to top monagement 
in free enterprise, which generally was not open ‘to 
manual labor. 

Kor the aforementioned reason, unions themselves 


nave, up until recent years, shown very little interest | 


in, or applied special techniques for, organizing white- 
collar workers. Now the picture is different, simply 
because favorable labor legislation, such as the Wagner 
Act and the Federal Wage-Hour Law, have provided 
an atmosphere for unionism. Hence, it appears that 
white-collar workers are being attracted by such suc- 
cess of manual workers in these various collective bar- | 
gaining procedures. President Roosevelt in his message 
to Congress in 1944 called them the “forgotten men” 
and further spurred group interest. 

The Wagner Act has established the right of white- 
collar groups to receive the coverage of the law, as has 
the Federal Wage-Hour Law. As a matter of fact, 
many white-collar workers are viewing with keener | 
interest such problems affecting their livelihood. 

In anticipation of this condition facing the office 
appliance industry, top management should learn the 
nature of the unfair labor practices which many em- 
ployees charge their employers with. The substance of 
the Wagner Act is that Sections 7 and 8 contain a sum- 
mary of the rights*guaranteed to employees. While the 
right to hire and fire an employee at will is solely for 
the employer, the Wagner Act places a limitation on 
that right if the employer encroaches on the em- 
ployee’s right to organize and bargain collectively. Fur- 
ther this means that a striker is still an employee. 

Furthermore, it is considered unlawful to have any 





interference, to restrain, or to coerce employees in the | 


exercise of the rights guaranteed therein. As a matter 
of practical remark, any comments for or against a 
union by an employer may place the employer in 
jeopardy of finding a violation of the Wagner Act. Of 
course, it entails considerable legal weight to ascer- 
tain the true situation as it exists. Free speech is guar- 
anteed by the Constitution. On the other hand, the 
employer has a right to enforce company rules which 
do not have the intent and effect of discouraging self- 
organization of workers. 

In connection with company unions, the Wagner Act 
forbids aid or domination by employers in formation 
or administration of any union otherwise stated there- 
in, or by asking employees to join such. The staff exe- 


cutive who wishes to avoid trouble for his company | 


should observe the rules of the Wagner Act, and deal 


impartially in such matters. If an employer is found | 
to have dominated a labor organization, the courts | 


may enforce a penalty thereon. 
The Wagner Act does not require the employer to | 
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Vault {or Office or Home 


jor DOMESTIC & EXPORT trade 





Clear Inside Dimensions: 10'' High, 13'' Wide, 
6" Deep. Approximate Weight 35 Lbs. 


A Wall Safe provides maximum protection against 
loss by fire or burglary. This type of safe contains 
more space than a safe deposit box, and is accessible 
at all times. These safes are equipped with a sturdy, 
3-tumbler, gravity combination lock and heavily lined 
with asbestos board to insure against loss by 


ZEEMAN & KABACK 


96 WARREN ST., NEW YORK 7, N. Y., WHITEHALL 3-1549 


STEEL OFFICE EQUIPMENT 


42" x 36" x 18” 
Double Door 
Counter High 

CABINET 



















LEGAL & LETTER 
Steel Transfer 


30'/."" x 24" x 18” 
Desk High 
CABIN 


42"" x 26" x 
Counter High 
Single Door 
CABINET 





WRITE FOR PRICES & DEALER 
Single—Drawer Transfer Files DISCOUNTS. 
Easily Built Up to a Four 
Drawer Unit. 


Manufactured By 


Four Roller Bearings. Sturdily PARKER STEEL PRODUCTS INC. 
Brass Card Holder and Drawer 54-60 COLUMBIA STREET 
Pull. BROOKLYN 31, N. Y. 
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A Real Utility... 
with 
an unlimited market 


GITS No. 111} 
_ KNIFE |) 





ATENTED 






@ Finest steel blade, slides open —_ The 
with one hand to 5 safe-locking po- 2 even 
sitions (4 blade lengths in one). bs j 4 SLIDE-BLADE 








@ Lustrous colored, unbreakable - KNIFE 
plastic handle. 


®@ A sturdy, light-weight knife, 354" 
long. Ideal for pocket, purse, of- 
fice, shop, home, or school. Plastic 
handle comes in Pearl White, Bone 
Onyx, Green Onyx, Red Onyx, and 
Black. Each knife is individually 
boxed and 12 boxes in a colorful, 
handy counter display box. Twelve 
display cartons (144 knives) in a 
shipping container (8 pounds). 


4600 W. HURON ST., CHICAGO 44, ILLINOIS Retail List 50¢ each 


Manufacturers of the famous Gits Flashlights, Knives, with full discount 
Games, Protect-o-shields, Savings Banks, etc. Order from your jobber 


CANADIAN DISTRIBUTOR: Myer Bald, Ltd., 69 York Street, Toronto 

















RITE-LINE 


eg. U. S$. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers ¢ 4 @75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye guide $1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7, N. Y. @ 407 So. Dearborn St., Chicago 5, Ill. 
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reach an agreement with a union, but it does require 
that the employer should bargain in good faith. Re- 
fusal to bargain may result into a violation. Further, 
the employer should beware of discharging or dis- 
criminating against the employee. The Wagner Act 


protects the employee who files-a complaint against - 


the employer. Usually the National Labor Relations 
Board has the authority to come into the employer’s 


| place of business and examine records and make’ in- 


quiries he considers advisable in the case of the official 
investigation. As a matter of fact, he may interview 
employees. 

Whatever the recommendations, each side—the em- 
ployer and the employee, or the union—has an oppor- 
tunity to argue for or against the problem pending. 
Enforcement of the Wagner Act is for the court to 
decide, and if the court decides to enforce the order 
failure to comply may bring contempt of court proceed- 
ings, with possible fine and imprisonment. 


The labor contract is a problem for all industries, as 


| you all know. They differ greatly in form, but usually 
| contain clauses covering wages, hours and working 


conditions that affect the worker. Expiration date, 
with the steps defined for renewal of the labor-man- 
agement contract, is most important. However, they 
are made for a period of one year. In addition, many 
contracts provide for seniority rights, vacations and 
numerous other arrangements, such as deduction of 
dues from wages earned by the worker. 


The following labor-management regulations might 


| be adopted by many small business establishments in 


the office appliance industry. In a more extensive 
manner, it describes the so-called employee benefit 
plan. 


Part One—General Employment Plans 


FACTORY WAGE WORKERS 


(a) Regular schedule is 40-hour week. 

(b) Time recording shall be entered daily for actual 
hours worked. 

(c) Wage payment will be made in cash or check 
every——_—__—_.. 

(d) Legal deductions, such as income tax and Social 
Security, will appear on the pay envelope. 

(e) Calculations are verified by supervisors for ap- 
proval of payment. 

(f) Time clock must be punched for hours worked. 

(g) Each employee will have a particular job, a title 
and a wage rate range from a minimum to a maximum 


_ for each occupation in which employed. 


(h) Each new worker will start at the minimum and 


| work toward the maximum rate. Merit increases will 


be rewarded accordingly. 

(i) Increases will be awarded for satisfactory work 
every 90 days. 

(j) Meritorious workers will be advanced in job 
grades every 60 days. 

(k) New workers or inexperienced employees may be 
hired as trainees, but in no instance will be paid the 
prevailing minimum wage under the Fair Labor Stand- 


. ards Act. Reclassification will be effective after 30 


days, and if the employee work is satisfactory, he will 
receive the enjoyment of a rate range described here- 
tofore. 

(1) Overtime compensation will be paid in excess of 
40 hours each work week, pursuant to the Federal 


' Wage-Hour Law or its wage orders, whichever is 


higher. 

(m) Vacation pay of one week will be given after 
the worker has been continuously employed in the 
company’s service for not less than one year. After a 
period of three years continuous employment, vacation 
of two weeks will be given each factory worker. 

(n) Holidays paid to all workers for all national hol- 
idays, such as Christmas, Decoration Day, Independ- 
ence Day, Labor Day, Thanksgiving and New Years 


| will be at the regular rate, irrespective of time worked 


in this company, to all workers. Also, factory em- 
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1” CUSHIONS 
Fairfoam line 


(slab, latex foam rubber) 
No. 10 S, Steno size, 

list each 
No. 10.E, Executive size, 

list each . 


shanks De luxe line. 

- (50% flaked, latex foam rubber 
and 50% cotton felt). 
No. 62, Steno size, 
collet POCH GF i315 ids pee O 
No. 64, Executive size, 

list BON cio chaste an 20 


FURNITURE 


SLAB, LATEX 
FOAM RUBBER 


CHAIR 
CUSHIONS 


No. 20, Est . 
list each donee 


No, 46, Exec 
list each ; 


COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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PRONTO 














349 BROADWAY 


FIBRE BOARD FILES 





aes customers like PRONTO FILES 


because: 1—drawers operate easily; 


2—sturdy and durable construction; 
3—space saving, safe, stacking feature; 


4—low cost and, 5—fine appearance. 


The popularity of PRONTO FILES is 
attested by the fact they are now used 


in more than 35.000 offices. 


We are hopeful that the supply of fibre 
board will soon be increased sufficient 
to enable us to supply all our dealers 


with normal quantities. 


PRONTO FILE CORPORATION 


NEW YORK 13, N. Y. 
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ployees will be paid double time for any Sunday | 


work. 


heretofore, if employed in the factory, except they will 

_receive a weekly salary in lieu of the hourly rate of 
pay, and be subject to other working conditions of the 
hourly workers in this establishment. 


Part Two—General Office Salary Employees 


(a) Summer schedule of work hours consists of June 
1 to September 1 period, and will be a 38-hour work 
week consisting of 5 days, excluding Saturday, plus 
one-hour lunch period, from 12 noon to 1 P.m. 

(b) Winter schedule of work hours consists of Sep- 
tember 1 through to May.31 period and will be a 40- 
hour work week, consisting of 5 days, excluding Sat- 
urday. 

(c) Overtime compensation will be paid at time and 
one-half in excess of 40 hours worked each week. How- 
ever, due to conditions when it becomes necessary to 
work overtime, such matters will be left to the discre- 
tion of the supervisor or staff executive. As a matter 
of company policy, the office will be open daily, includ- 
ing Saturday, throughout the entire year with a small 
force who will be delegated to work alternately. 

(d) Wage rates will be paid in a rate range minimum 
and maximum for job classification, and each new 
worker will start at the minimum for the respective 
job he or she is qualified to retain by virtue of ex- 
perience and training, and so forth. Advancement will 
be made after 30 days of employment with this com- 
pany until maximum rate has been received. 

(e) In computing overtime compensation, the re- 
spective salary paid an employee will be divided by the 
hours worked to ascertain the average rate of pay; 


hence overtime pay will be computed on this basis for , 


ali hours worked in excess of 40 hours. In the summer 
schedule, the weekly salary will be paid regardless of 
whether the employee works the full 40 hours or not. 

(f) Time will be recorded daily and weekly on the 
daily time sheets kept at the mail-clerk desks, unless 
the worker is exempt for an executive, administrative, 
or similar position. 

(g) All office employees will be paid for all national 
holidays cited heretofore. Further, all office workers 
will be paid for sick time, but not in excess of ten 
days unless authorized by a top official. 

(h) All office workers will receive two weeks’ vaca- 
tion pay after completion of one year’s continuous em- 
ployment with. this company. 


Part Three—Executive, Administrative Workers 


(a) Work hours of such employees will vary accord- 
ing to the operating policy of the company and as 
the need requires the time of all such staff-executive 
and administrative employees, but shall not exceed 
48 hours in any work week. 

(b) No overtime compensation will be paid to any 
executive or administrative worker. 

(c) Rates of salary will be paid according to the 
confidential payroll schedule set up by the officers of 
this company. However, no staff executive or admin- 
istrative employee shall receive less than $200.00 per 
month. Payments will be made semimonthly for the 
current month. 

(d) All such personnel shall be paid for all holidays, 
vacation and sick leave. 

(e) Executive and administrative employees shall 
receive two weeks’ vacation pay after six months’ 
service. Sick leave will start immediately. 

(f) 
expiration of one year of continuous employment. The 
bonus will be discretionary, pursuant to the company’s 
policy in effect. 


Part Three—Special Company Benefit Plans 


(a) The company justly claims to be up-to-date in | 


this practice in the office appliance industry. » Its | 
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(o) Supervisors, foremen, shipping, stock and main- | 
tenance workers will be paid on the same basis as cited | 


Bonus will be paid all such employees after the 





“FAVORITE” — . 


STEEL SEALED EXPANDING ENVELOPES 








77 years 


Yes, seventy-seven years making expanding 
specialties for sale in leading stationery 

- stores. An outstanding record such as this 
is your guarantee of good salable mer- 
chandise that is readily sold whenever and 
wherever offered for sale. 


THE COOKE & COBB COMPANY 





Vriginators of Expanding Speci 


57 NINTH AVE. NEW YORK 11, N. Y. 














(TS NEWS 
A SURE GRIP CLIP 












on Glass Smooth 
Fibre Board 


This Service Clip Board with the 
new small patented clip is espe- 
cially made for all clipboard uses. 
The clip has a b grip on a 
single sheet or a hundred sheets: 
Slips easily into any briefcase 
-without bulging. 





Inquiries Invited 





Chicago 16, Hl. 


2035 So. Calumet Ave. °* 
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MOVES UP AND DOWN 
TO THE RIGHT HEIGHT 
... SELLS ON SIGHT! 


Only “RITE-HITE” has this 
B-I-G selling feature ... “Fin- 
ger-tip” control raises or lowers 
stool to any height. No screws, 
bolts, wrenches needed. Adjusts 
to nth degree. Then automatic- 
ally locks in position. Positively 
will not slip. Safe, scientifically 
designed. Solid as a rock. Write 
today for free catalog, showing 
complete line. 


Limited number of dealerships 
open. Write for details today! 


Also Tru-Posture Chairs 
Another BIG seller— 
TRU-POSTURE 
CHAIRS for secre- 
tarial use, designed 
for real office effi- 
ciency. 


\DEPENDABLE MFG. CO. 


/ Home of America’s Finest Stools 
OMAMA Z, NEBR. | 


( '9G8 CALIFORNIA ST. 
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policy is the result of improvement and development. 


| However, in the event of separation of a worker from 


| the company’s services, all such benefits shall cease 












at once. 

(b) Hospitalization plan is applicable to all workers 
regardless of status. 

(c) Group insurance plan is applicable to all-work- 
ers regardless of status. 

(d) Pension plans adopted by the company are also 
applicable to all employees regardless of status. 

(e) Profit-sharing plan will be applicable to all 
executive and administrative workers, as well as 
clerical and factory workers, who have served the 
company in continuous employment of ten years. This 
percentage is based upon earnings, classification and 
status of worker. The profit-sharing plan is purely 
discretionary and subjeet to change with notice of 60 
days from any officer of the company. 

(f) Vacations and sick pay will be paid to the 
worker by the company regardless of status. 

(g) Hospitalization plan will be paid for on a 50-50 
per cent basis by both the company and the worker, 
subject to the particular hospitalization plan adopted. 
Likewise, the group insurance plan. 


Should Be Acquainted With 1938 Act 


In the interest of company policy, every staff execu- 
tive, payroll department worker and supervisor in the 
factory should be acquainted with the basic factors 
of the Fair Labor Standards Act of 1938, inasmuch 
as decisions are being made daily which relate to 
the provisions of this Federal edict. 

For example, such personnel should know that Sec- 
tion 6 of this law covers the minimum wage that can 
be paid, and in no case will any employee be paid less 
than the 40 cents per hour minimum. 

In addition, Section 7, which covers overtime com- 
pensation, requires that time and one-half the regular 
rate paid shall be applicable to all employees, unless 
specifically exempt, and meeting the Federal test and 
requirements prescribed for such exemption. Inasmuch 
as the law does not forbid any number of hours that 
shall be worked, workers are eligible to work any 
number of hours in excess, so long as they are paid 
overtime compensation. 

Case 1—-Hourly basis. Suppose a typist is paid $1.00 
per hour and works 48 hours. That would be $1.00 
an hour x 48 hours or $48.00, plus overtime pay at 
one-half time at $1.00 x 8 or $4.00, thus making a total 
of $52.00 per week for hours worked. 

Case 2—Salary workers. Suppose an order clerk is 
paid $200 per month, and is not exempt pursuant to 
Federal formula. That would be $200.00 x 12 months 
divided by 52 weeks or $46.15. Regular rate of pay is 
$46.15 divided by 44 hours of work weekly or $1.05. The 
overtime pay is one-half of $1.05 x 4 or $2.10, thus 
making a total of $48.25 for time worked. Calculations 
will vary according to rates paid each worker. 

No child labor shall be employed in this establish- 
ment, unless all minors meet the Federal require- 
ments of the Children’s Bureau. No minors shall be 
employed in any hazardous occupation prescribed by 
that Federal agency. 


Keeping of Records Provided For 


All records of hours, wages and other working con- 
ditions shall be kept by this company and the person 
delegated this responsibility shall keep and maintain 
such data according to company policy. 

If an official investigation is instituted, either 
through a complaint or routine check of the wage-hour 
division, all such matters will be handled by a staff 
officer for final settlement and negotiation. If a wage 
suit is started either by an employee or ex-employee, 
the matter will be referred to the company attorney 
for appropriate handling. 

Staff executive, administrative and supervisory 
workers should know whether this company is covered 
by the Fair Labor Standards Act of 1938, and further 
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INDIANA DESKS Have a Business Appointment 
with 1947 : 


With the advent of the New Year, it 
seems timely to attempt an appraisal of 
the year that lies ahead. We believe the 
day is rapidly approaching when America 
will revise its concept of outfitting the 
business office. The business office while 
retaining its utilitarian function will em- 
phasize comfort and beauty as well in its 


eee ae 





appointments. When this day arrives, 
Indiana Desk Co. will be prepared to meet 
this new responsibility. Our planning 
already well under way will result in 
INDIANA DESKS more useful . . . more 
practical .. . and more attractive than 


ever before. 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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Immediate Delivery 
Part No. 1005 
Shipped K.D. 
Individual Carton 
Shipping Wt. 14 Ibs. 
Work Area 34” x 15” 
Height 261," 





The Handiest Table 
In Any Office..... 


Modern design and production methods give this 
streamlined, compact, all-metal Toledo Office Table 
smart appearance, light weight, unusual strength 
and a wide range of utility. New type bracket on 
self-locking wings prevents accidental falling. Chan- 
nel legs, rounded edges, rigid bracing, infra-red 
baked green enamel finish. 


loledo Guild Peoduclo Gre. 


515 MADISON AVENUE + TOLEDO 4 ° OHIO 
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an old favorite back again... 


“ADJUST-0-FILE” 


ALL STEEL 


Every paper, folder, 
or magazine is sys- 
tematically put’ at 
your finger tip. No 
scattered papers by 
force of air or fan 
breeze. No valuable 
correspondence re- 
vealed to outsiders. 
Constructed of 
heavy gauge ssteel, 
‘finished in Olive 
Green or Brown; six 
partitions. More par- 



















MODEL 
105 ~\ 





\ Saar 
. a a FOR DESK PRIVACY 

titions may be added as needed. gg to any desired 
space between partitions from % inch. Each Adjust-o-file is 
equipped with a label holder so that each compartment’s con- 
tents may be readily indexed. Size: 9’’ wide, 11’ deep, 7%” high. 
Shipped knocked down; weight 7 Ibs. Can be assembled in a 
few minutes. Comes individually packed in a heavy corrugated 


box suitable for Sw 4 
ORDER TO-DAY FOR IMMEDIATE DELIVERY 


NU-MARK # =pPRODUCTS COMPANY 
625 CHESTNUT ST. ST. LOUIS, MO. 
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information regarding this regulation can be obtained 
from the local wage-hour office regarding such status. 

A periodic payroll audit shall be made every six 
months to ascertain the operating status of compliance 
of this company by a staff executive delegated this 
responsibility and shall report directly to the president 
for discussion. 

The payroll department executive, familiar with 
the Social Security Act and interpretation of the 
insurance program of the Federal Government, shall 
disclose the features to subordinates as they are 
affected, through the personnel director. Such infor- 
mation regarding this law as to what is a “qualified 
worker”, when applicable, who pays the bill, and how 
the unemployment compensation program works, will 
be revealed to all company employees at the start of 
their employment with this company. For further 
and up-to-date information on the Social Security 
law, the executive responsible for this information 
shall keep in touch with the Federal agency that 
administers this law. 

The personnel director of this company shall be 
responsible for the full information regarding veterans’ 
rights under the Selective Service Act and the GI 
Bill of Rights, which in Section 8 outlines the vet- 
erans’ rights to re-employment. 

For special interpretation on this problem by the 
staff executive responsible for this duty, it is recom- 
mended that he contact personally the, local office 
of the Selective Service and the Veterans’ Adminis- 
tration for up-to-the-minute information and policy 
affecting all veterans. 

Information on such matters of seniority, circum- 
stances of re-employment, enforcement of these laws, 
allowances, education, loans, vocational guidance, and 
so forth, shall be obtained by the personnel director 
from the local office of these Federal agencies, so that 
all information disclosed to workers will be authorita- 
tive, in the protection of the company. 


Present Glossary on Labor Relations 


Much has been written and said about labor rela- 
tions terms. Hence the following glossary is presented 
herewith for the purpose of giving a sort of definition 
and better understanding of such function and usage 
in the labor relations field. This matter should be 
studied by all employees concerned with this field. 

Arbitration—a method of deciding controversy be- 
tween employer-employee-union. 

Back Wages—a term used by the official inspector 
for making restitution. 

Certification—official designation used by the NLRB 
for a group entitled to bargain. 

Collective Bargaining Contract—a formal agree- 
ment of wages, hours and other working conditions 
acceptable to employer-employee-union. 

Blacklist—a term used by the Federal authorities 
to be discriminated against in matters of violations 
or employment. 

Consent Decree—a court order entered with consent 
of parties involved. 

Wage rates—a term used by employers-employees 
affecting compensation paid. 

Grievance committee—a term used of a committee 
designated to meet periodically with labor-manage- 
ment to discuss grievances that have accumulated. 

Official Inspector—An agent of the Government who 
makes audits of records, and other working condi- 
tions affecting employer-employee relationships. 

National Labor Relations Board, Wage-Hour Divi- 
sion, Social Security Agency, United State Employment 
Service, Federal Trade Commission, Interstate Com- 
merce Commission, Wage Stabilization Board—names 
of Federal agencies which participate in employer- 
employee labor relationships. 

All staff executives interested or concerned with 
labor relations functions or personnel praetices should 
obtain a copy of “Handbook of Federal Labor Legisla- 
tion” and, “Dictionary of Occupational Title from the 
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HIGH 
POINT 
CHAIRS 


are dependable 


The only way anybody ever at- 
tained proficiency at any job was 
to work at it. 


Down at HIGH POINT we have 
been making office chairs continu- 
ously for more than forty years. 
Gradually and continually we have 
refined all our processes of chair 


manufacture. 


Today ‘HIGH POINT chairs are 
outstanding examples of styling, 
comfort and structural strength. 


They look good. They sit good. 
They ARE good. 


HIGH POINT chairs are always 
dependable. 











HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY 











NORTH CAROLINA 
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Trademark 


TRANSFILE FILES 
aso GUSSCO 


FILING SUPPLIES 


are a winning combination 


TRANSFILE FIBRE BOARD FILES are the most economical way 


‘of housing of semi-active and inactive records—correspondence, 


legal papers, invoices, vouchers, deposit slips, cards, etc. Each 
file is a complete filing unit in itself but TRANSFILES can be 
stacked as high and wide as required. They keep all records avail- 


able for instant reference. 


GUSSCO Filing Supplies are sound, salable merchandise, priced 
right and made right. When you sell GUSSCO you can always 
be sure your customers will get satisfactory service from every 
item in the line. And remember we sell through dealers only. 


Put this winning combination to work for you. 


GUIDE SYSTEM 
335 CANAL STREET 


& SUPPLY CO. 


NEW YORK 13, N. Y. 


























234 


OFFICE APPLIANCES, 


January, 


1947 





ee anatase. ak a 


= bt ct a5 tw mee Se oe 











Division of Labor Standards, U. S. Department of 
Labor, and United States Employment Service in 
Washington, inasmuch as these suggested publications 
discuss such problems in reasonable details and are 
of immense value to any company executive whose 
work embraces these functions. 

Method improvement of job evaluation programs 
are of vital interest to small business in the office 
appliance industry, simply because operation analysis 
provide an effective basis for improving working con- 
ditions between employer and employee. A prosperous 
economy demands full opportunity for employment, 
and successful small enterprise economy must provide 
desirable jobs for those willing to work as well as 
those qualified to work. Modern industry has become 
an increasingly complex affair. Rapid changes in tech- 


nological processes and requirements, economic condi- | 


tions, labor relations and Government regulations con- 
tinually create new and difficult problems for small 
business. 


Labor Relations Man Held Necessary 


Labor now generally accepts the theory that high 
productivity and low costs are necessary for a high 
standard of living. Although corporation policy re- 
garding matters affecting the public and labor rela- 
tions have been in the hands of lawyers, rather than 
personnel experts, the current industrial strife has 
served to shift the emphasis in the direction of the 
labor relations men. In other words, many progressive 
managements believe such functions belong in the 
realm of personnel policy, rather than legal course, 
due to the fact that such matters are a management 
problem and do not become a legal problem until 
litigation has been started. 

I have become increasingly convinced that employers 
and employees have more problems in common than 
they have differences, and perhaps more co-operative 
attention should be given to attempts to solve these 
broader questions that lie within the framework of 
our economic life. 

One of the basic requisites of a sound labor relations 


program is the establishment of proper wage differen- | 


tials among the various jobs. Hence, job analysis, 
classification and evaluation are generally fairly stable 
in reaching this point. Participation of labor in such 
programs tends to facilitate acceptance of this plan 
and to increase its stability. Probably the categories 
that affect such plans, namely; “What the Employee 
Does,” “How He Does It,” “Why He Does it,” and the 
“Skills Involved in Doing it,” will provide the necessary 
information in processing this plan. The better utiliza- 
tion of workers is always beneficial to small business 
in the office appliance industry. 

To assure this, the task of a job analyst to get the 
facts is well worth while. A narrative report should be 
prepared explaining the foregoing function of a job, 
which includes the job specification requirements. 
Small business in the office appliance industry has 
felt the need for exact knowledge about the relation- 
ship between job characteristics and employee com- 
pensation in order that a wage and hour structure 
may rest upon a solid foundation, be defensible from 
possible violations, and include a well-integrated and 
carefully planned system of operation. 


Need Sound Plan of Payment 


A sound system of compensation is particularly 
helpful at times of official inspections, employee com- 
plaint and union negotiations regarding wages, hours 
and other working conditions between employer and 
employee. The results of final negotiations based upon 
facts are likely to be more satisfactory and acceptable 
to all interested parties than in those where guess- 
work and differing opinions are the only criteria on 
which decision must be based. 

In small business in the office appliance industry, 
management must ‘satisfy the owners wanting a 
greater share in the company income, as well as keep 
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WHERE MINUTES 
COST MONEY 


Total up the cost-per-minute of your 
typists’ time. Then see how 
NEV-R-KURL will save minutes, 
hours and money in your regular 
office production. NEV-R-KURL, the 
no-smudge, no-wrinkle plastic- 
backed carbon paper is speedier to 
handle, turns out up to 50% more 
copies per sheet by actual test. Used 
on any job or machine, NEV-R-KURL 
immediately proves itself the most 
efficient and economical carbon 
paper on the market. 


NEV-R-KURL 


won't slip or slide, won't wrinkle, curl or tree. It 
is plastic-backed—-performs equally as well in heat 
and humidity. Try one sheet. You'll order more. 


Phillip 


PROCESS <., INC. 


- 
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Tusu.ar Coin WraPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 


work. 
Write for liberal discounts and sales help on: 
Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller's Moisteners 


Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Bags So Trays 
ags Coin Storage we thas 


Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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Draw String Bags 
Metal Clasp Bags 
Night Deposito 
Linen Shipping 














eit 
¥e 
4 


PROME 









a 
Acme Fasteners, fe mt 
Compressor, insut 
ing. Accidental re 
new lock, and by 


‘ME vi ' ne: 
AVAILABLE IN=@ POPULAR 






<S 
oe 


.* 
x 
- 


. 
. 
+” 


CANODE TAKES 
ANOTHER STEP 
FORWARD 


NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 

LEADERS IN THE 

MANUFACTURE 

OF DUPLICATING 
INKS 


TRY THIS NEWLY 
PROCESSED 
CANODE 

HOMOGENIZED 

DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


PREmMmiUuM 
DUPLICATING 


BLACK 
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| a level of employee compensation in line. The signifi- 


cance of job description, classification and evaluation 


' as tools in wage and hour administration lies in the 


correct positioning of an employee’s performance 
within the range of his job payments. 


Withhold Tax Ruling for Back Wage Payments 
In June, 1946, the Commissioner of Internal Revenue 


| issued a statement that probably will affect many 


ee 








employers in the office appliance industry. The state- 
ment concerns liquidated damages paid to workers 
under the Fair Labor Standards Act of 1938 and the 
Walsh-Healey Government Contracts Act of 1935. Its 
text is as follows: 

“This division is not authorized to pass upon the 
proper procedure for securing refunds of excess with- 
holding tax deductions. For such information I would 
suggest that you communicate with the local office 
of the Internal Revenue Bureau nearest your home. 
However, I can inform you that under the Fair Labor 
Standards Act, which applies to employees engaged in 
interstate commerce or in the production of goods for 
interstate commerce, wage deductions for taxes which 
are assessed against employee and which are collected 
by the employer and forwarded to the appropriate 
government agency are permissible. No deductions 
may be made for any tax or share of a tax which the 
law requires to be borne by the employer. Moreover, 
where an employer deducts from an employee’s wages 
more than the amount called for by a tax levied 
against the employee, the deduction of such excess 
amount would not violate the provisions of this Act 
if it did not cut into the minimum wage and over- 
time compensation due the employee under this Act 
to an extent greater than that discussed in the 
attached copy of release R-1925. However, if the 
deduction of the excess amount of tax does cut into 
an employee’s wages beyond the limits mentioned in 
release R-1925, it is my opinion that the employer 
would be in violation of the Act’s minimum wage or 
overtime requirements, or both as the case may be. 
If an employer is in violation of the Act, the employee 
may file a complaint with the local office of this Divi- 
sion or may bring his own suit under Section 16(b) 
to recover whatever money may be due him under 
this Act.” 





JACK C. KERN CO, — 


HOUSES EXPANDING BUSINESS—The Jack C. Kern Co., 
manufacturer's representatives and distributors, has approxi- 
mately 6,000 square feet of space in this building at 2100 
McKinney Ave., Dallas, Tex., housing the general offices, 
display rooms and warehouse. Maintaining a branch sales 
office at Atlanta, Ga., the company covers Virginia, North 
Carolina, South Carolina, Tennessee, Mississippi, Alabama. 
Georgia, Florida, Kentucky, and Washington, D. C., in the 
southeastern division. From Dallas, the territory covered 
in the southwestern division includes Texas, Arkansas, 
Louisiana, Oklahoma and New Mexico, The midwestern 
division comprises Missouri and Kansas. Firms represented 
include All-Steel Equipment Co., Imperial Methods Co.. 
Zephyr-American Corp., Hotchkiss Sales Co., American Num- 
bering Machine Co., Hodgman Rubber Co., Perfect Rubber 
Seat Cushion Co., O.C.S. Olsen Co. and Fritz-Cross Co. 
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~ | Makes VIEWPOINT / #/) 


the Pencil of the Experts / 


@ The super-thin tubular stainless steel tip 











holds and extends the lead without any 






breaking —insures perfect visibility! Because 


VIEWPOINT has—the tip that protects and... 


Ww lip Het gripn 


Made only bu 
DIXON RITE -RITE * 
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L OF THe Pens 


2 O¢ 
| 












TRADEMARK REGISTERED U. S. PAT. OFF. 







@ The sharpest pencil in the world! The 
perfect pencil wherever fine writing is a 
must — figures, stenography, drafting! 


x Rite-Rite Trade Mark 
Reg. U. S. Pat. Off. 


 Pencit covered by many 
Ceovering special tip. DOWNERS GROVE, ILLINOIS 


The RITE-RITE Me 0, 






“Subsidiary of JOSEPH DIXON. 
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FAULTLESS 
SECTIONAL POST BINDERG...... 


MEET THE EXACTING 
DEMANDS OF TODAY 


worth waiting for 





STATIONERS 
LOOSE LEAF CO 


MILWAUKEE |, 524 N. Broadway 


STALOK 
NEW YORK 3, 114-116 E. 13th St. RAPID LOCK 


PROGRESS 
: 











CARBON PAPERS | R f ; 
SEEN eqa rite 


_—— STENCILS 
CARBON PAPERS 








— TYPEWRITER RIBBONS 
TYPEWRITER RIBBONS ADDING MACHINE RIBBONS 


Made right — Priced right — BOOKKEEPING MACHINE RIBBONS 


Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. 





HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 


You can always count on our 
cooperation. FOR DEALERS 
EXCLUSIVELY for | REVIVO PLATEN RESTORER AND TYPE CLEANER 


DEALERS 4Np STATION ERS — With the acceleration in new typewriter production, 


trade-ins will become available in increasing num- 





Complete details on request joe bers. List your needs with us now. 


ALLEN & COMPANY | 
sapdb apmeadin ime REGAL TYPEWRITER CO., INC. | 


NEW YORK 7, N. Y. | 200 Hudson St., New York 13, N. Y. 


OE ————— a 
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WHILE THEY LAST 
FIRST COME... FIRST SERVED 


Even though wood is still very scarce, we 
were fortunate to make a mass purchase of the 
finest wood available for COSTUMERS! Here 
you can now order the best COSTUMER money 
can buy. No limit while supply lasts. Made from 
the most durable wood to provide long lasting 
usage. This COSTUMER harmonizes with the 
beauty of any office! 


GENUINE QTR. SAWED OAK IN BEAUTIFUL 
NATURAL FINISH OR WALNUT FINISH... 





Look at these facts... 


base 18” 

height overall approximately 71” 
4 sturdy brass hooks 

weight approx. 5 lbs. 

shipped k.d. (knocked down) f.o.b. factory 






easy to assemble 









terms 2% ten days, 
if rated. If not 
rated, C.O.D. 


















Order Now... 


Distributors write or 
wire for discounts. 









og FIXTURES MANUFACTURING 


2S 





318. 1 16 "BLUE ~ * ys cisy, Mo. 
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BERNARD 


Staple Remover DARNELL 
Users say— CASTERS 


“it’s handy, well balanced” 












No.1s0—5” “‘Easy to hold” 


“Fits all staples”’ 


“Loosens even thick files’ 


~ “Never fears paper” 


And the trade knows that it’s | 
BERNARD quality through 
and through—the kind of depend- 
able merchandise they like to sell. | 





For complete catalogue 
of BERNARD stationery tools address 





WM. SCHOLLHORN COMPANY 


3001 CHAPEL ST., NEW HAVEN 9, CONN. 














THE ORIGINAL 


NORTA | Ar 
roc | | EVERY 


TYPE CLEANER 


CLEAN UP Be TURN 


TI ME ry 


MORE and more DEALERS are recommending and | 
selling NORTA to their customers. 
NORTA does the job in a clean, efficient way. 


No time is lost in cleaning tyepwriter type, stamps, 


etc. the NORTA way; just press, roll gently back and | Free oy. av iaee MANUAL 


forth, and the job is done. 





No dirty, inky hands, no soiled clothing, no serub- 

bing or rubbing. Its remarkable qualities make 

NORTA the ideal cleaner. : 

ORDER TODAY REORDER TOMORROW DARNELL CORP. LTD. 
NORTA LONG BEACH 4, CALIFORNIA 


. 60 WALKER ST. NEW YORK 13, N_Y 
35 N CLINTON. CHICAGO 6. ILL 


DISTRIBUTING 
Co. 


1123 Broadway 
New York 10, N. Y. 
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TM. YOUR 





FULTON | oa. 
Aayd. should be 








OUR business 





The modern, capable No. i'/. Fulton 
Line Dater pictured is but one of a very 
complete line that you can sell fast in 
the next several weeks. 

Write for information about this, and 
our other daters, numberers, stamp pads, 
office printing outfits... a clean, quick- 
stepping line for consistent profits. 







FULTON SPECIALTY CO. 


200 FIFTH AV., NEW YORK CITY 10.N_Y. 
FACTORY AT ELIZABETH 1. W.U. 








Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


* 
CALCULATING MACHINES 
® 
BOOKKEEPING MACHINES 
& 


Select Rough and Rebuilt 


























READY SELLERS J - 


WARSHAW 
FILING SUPPLIES 


AND 


GUMMED SPECIALTIES 


They find a ready market whenever and wherever 
offered. All products are made on fully auto- 
matic machines, of good quality paper stock, 
your assurance of quality and workmanship. 


The best possible values at the most reasonable 
prices at all times. 


ROLL LABELS (colored) 
GUIDES 
PROTEX STICKONS 
INDEX CARDS 
FILE FOLDERS 
MENDING TAPE 
GUMMED INDEX TABS 


Write us for information regarding your needs. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 

















ia 


KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


Sell Clarotype for clean, 
sharp and impressive 
looking correspondence. 


It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 


The Clarotype Company, Inc. 261.A Broadway, New York 7 





Write for 
Your FREE 
Selling 
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Every Customer 
Needs 


TYPEWRITER 
CLEANING 
KIT! 


Kit contains type and 
dusting brush, mechan- 
Sic's metal oilcan, 
shield, roller and type 
cleaner, polish and 
polisher, fine oil, in- 
structions — Everything 
for a complete shop 
cleaning job. 


Retail Price 
$2.25 


(Minimum One Doz.) 





DEALERS write for 
special offer and big discounts on this fast quick- 
moving money-maker. 


APPLE TYPEWRITER COMPANY 


993 Westchester Avenue New York 59, N. Y. 


the ACME 


MIDGET 


A light weight, handy 
‘desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last: many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. citar 2—SURESHOT—SiIMPLEX 














REMOVAL NOTICE 


EFFECTIVE February |, 1947, we shall be lo- 
cated at 


DIAMOND POINT, LAKE GEORGE, N. Y. 


where we have erected a modern plant for the 
manufacture of that fast selling combination 


MARTENS TYPE CLEANER 


the perfect fluid 
and 


NEW PATENTED APPLICATOR 


THE MARTENS TYPE CLEANER CO. 


3 WEST 29th ST. NEW YORK 1, N. Y. 














THE RUBERLYKE FONEHOLDER 


permits the use of both 
hands while phoning. Light- 
weight, non-skidding. non- 
marking; has won nation- 
wide acclaim from _ office 
workers, secretaries, and ex- 
ecutives. .It is adjustable to 
any comfortable position and 
remains fixed for constant 
use. An excellent “good- 
will” builder for salesmen! 
Retail price 60ce—Fair-traded 
— Substantial discounts to 
legitimate dealers. 





T EYAM PLASTIC PRODUCTS CO. 
1525 EAST S3rd STREET 
CHICAGO 15, ILLINOIS 








ADD TO YOUR PROFITS 
WITH MASO’S 
“ADD-A-TRAY” 





ALL STEEL TRAY 
SOLVES DESK FILING PROBLEMS 


Handy, attractive, convenient. Gives separate 
compeortment for each work classification. 
Strong, sturdy, baked enamel, walnut, green 
or grey. Every desk worker a prospect. 12 
trays to carton. Ship. Wt. 24 Ibs. Order this 
profit maker today. 


MASO STEEL PRODUCTS °° ine F ilinas 





STACKS 10 HIGH 
One slips over the other 
without nuts, bolts, screws. 


MASO MAKES THE BETTER ONE 
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Visible Record 


Any Record be 
"es ek, MS 6945 
exible 
Credit Portable Gx¢ inch 

Cost Saves Time Complete 

Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
correspondence folders. Visible Facts In- 


spire Profitable Acts. Use half-inch Visible 


Visible Tabulation of vital information. 
Ten years national use. 500 Cards one side 
Blank, one side Ruled: 6x4 in., $3.45; 8x4 
in., $4.40; 10x4 in., $5.30. Order now. Send 
no money. Satisfaction guaranteed. 

Write for Catalog. 


J 
Handifax 27:54; st.Louis 


Sheets of Cards 








a Friend—r business acquaint- 
ance who might like to keep in touch | 
with office equipment by reading | 
Office Appliances? If so, send us the 
name, address and business and we will | 
send a sample copy with our com- | 
pliments. | 
THE OFFICE APPLIANCE COMPANY | 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 


Margin for Indexing—Color Signaling— 


Have You | 











Masonite 


TEMPERED PRESDWOOD 


CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 
ARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax . .. and a large 
variety of First Quality MIME 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No 107 


PENGAD 





Pengad Bidg. 
Bayonne, N. J. 
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FIGURES FAST— |- 
p TO PETER PEYTON QOpicinac( )onner ee a 
FOR LEADERSHIP IN Beemer eg pease, 


PLASTI-PRODUCTS 


SWER to manage- 
Manufactured of Heavy Indesructible Plastic 


ment’s demand for a 
low priced, fast cal- 
Merchandised in Assorted Colors 


culator. Entirely 
portable. Ready to go 
any place—any time. 
A Handy Calculator Hundreds of auxiliary 
uses in large organiza- 


IVAN SORVALL tions. Keep one on 
Gor Leadership Ia: 210 Fifth Ave., New York 10, N. Y. pf redid 

















Ask for Bulletin RO-13 necessary. 
® QUALITY 
© PRICE Masonite Floor Mats 
® VOLUME SALES Size 36” to 48” . . $7.50 list 


Size 48” to 54” . . . . . 11.00 list 


Write for our free illus- aay a to's ae 
Regular Dealer Discounts 


trated booklet showing COLORS—Maroon, srown, Green 
the entire quick-selling No extra charge for colors 


Plasti Products’ line. Many other office items 
Jobber's inquiries in- available to dealers 


vited. 
PETER PEYTON and COMPANY OFFICE FURNITURE WHOLESALE 


330 So. Wells St., Chicago 6 menots 74 BROAD ST. NEW YORK 4, N. Y. 
BOwling Green 9-8231 



































to assure 


Loving Cave 


MAPTACKS 


You've got the right answer with 












of packages MOORE 
SELL EUREKA'S complete line of “Caution” labels. ME 7 L H E D M A PTA Cc K Ss 
**GLASS"* + ‘‘FRAGILE’' + ‘LIQUID’ + ‘‘HANDLE WITH because 
CARE’ + “*PERISHABLE"' « AND OTHERS. Small or large @ They‘re sturdy—stand up under steady handling 
sizes, Book-Pak, pads or bulk (1000 per box). © They've the ONLY complete tas uvetlable 
Lei us send you samples and price lists of © Map componies sell them EXCLUSIVELY 


our entire line. Available through your jobber. 


You can't beat the Moore line of Marking Tacks, either. 
Made by the manufacturers of famous Moore Push-Pins 
and Push-Less Hangers. cael 


EUREKA SPECIALTY PRINTING CO. 
Stationery Division 
Dept. OA, 11 West 42nd Street New York 18, N. Y. 














SPEEDIMO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, 
sag-proof. Available in a wide 
range of models and sizes for 
every stamp pad purpose, in { 
office, factory, etc. Write for 
new catalog and prices. 










ONLY PAD MADE 
OF SPONGE RUBBER 


Surface “self- 
seals” against 
S.STAEOTLER.IN( evaporation. A 

“life time” pad. 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass 
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SELL 
Spring Keys 


UNIQUE DIFFERENT 


For Typewriters and Bookkeeping 
machines. 

Girls are astonished and amazed at the 
delightfully soft cushioning effect when 
Master Speed Keys are installed on their typewriters. 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
373 COLUMBUS PLACE BROOKLYN 33, N. Y. 


rwrrrryTT+,}T, TTS 
Urry Te Tt 
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FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 


G-+++-BANDS BS 
eM RG Re EU LTB To Rubber 


Bands 

















Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 











DISPLAY RACKS for STATIONERS 


Meade 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


PIERCE 


COMPANY “Write for Dealers’ Price List 


3705 Nicollet Ave. Minneapolis 8, Minn. 


GIFT DEPARTMENTS 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
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PRECISION BUILT 


INDUSTRIAL AND COMMERCIAL 


STAPLING AND TACKING MACHINES 
5 MODELS — I5 SIZES 
LITTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


DEPT. OA. 239-4th AVE. NEW YORK 3, N. Y. 


NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 

Large Bottle 

Fast Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer- 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


Stuy 6U0PAPER 6& USUPPLY CO. 
11730 GRAND AVE. KANSAS CITY 3, MO 





Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
») Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 


Markilo Company, Mfrs. 


Chicago 9, U. 8. A. 


3633 S. Racine Ave. 


DAYTON STENCIL 
WORKS CO. °ohic" 
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GEORGE S. LONG & SONS 


Manufacturers’ Agents 
ALL-STEEL-EQUIPMENT CO., INC. 


Ohio and West Virginia 


CRAMER POSTURE CHAIRS 
Ohio, West Virginia, Kentucky, Indiana, 
Illinois, Michigan, Wisconsin 
LOUIS H. FARBER 


Ohio, West Virginia, Indiana, Michigan 


CINCINNATI OFFICE + 3100 LOSANTIVILLE RD. 


TELEPHONE JE. 5739 
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desk — made of solid walnut faced 
+ a2 

with 22 karat gold. 
by 11 inches by ¥/2 inch. 
hand-rubbed finish. 
shorter lengths. 
Investigate the Arlington line. 


Write for Liberal Dealer Discount. 


XxXXXXXXEIXITIXIXXEIEXTXXXXYYY YY 





240 West Jefferson St. 


a4 


The “ARLINGTON” Series 


CUSTOM MADE DESK NAME PLATES . 





Mode B illustrated above is a neatly designed 
The name is burned into the wood 
Dimensions 134 inches 
Highly lacquered, 
All models available in 


It offers 
great sales possibilities. Immediate delivery. 


Arlington Creative Industries 
Manufacturers and Designers 
Detroit 26, Michigan 


XXXXXXAIATAATA TAIT AAAI ITAA TIAA: 


- 


PRICES 
A-—$2.95. 
Model B—Seiect 
watinut and 


with 


Piexighass— 
$3.95. 

Model C-—Select 
wainut and 
matching card- 
board insert—— 
$4.95. 


> OOO SOO OFFS OHO S ESS OF @ 4 
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MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calcsigies 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. (eee ines 














IMMEDIATE SHIPMENT 


Rebuilt 
A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 
STAMP AFFIXERS 


New 
SLIP-O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write For Information, Prices 


SERVICE & EQUIPMENT CO. 
(Mailers’ Bldg.) New York 11, N. Y. 


MAILERS’ 
40 W. 15 St. 


Now Accepting Orders 


in Limited Quantities 


net 
2 
eee a 
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in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 


Let us prove it. 
CONTINENTAL INK CO. 


3142S. 
Products that make friends. 


FLOW 


is the best buy 


in io 


Austin Bivd., Cicero 50, Ill. 











"A" Type Ladders ° 


rooms. 


and Automatic 
Brakes. 





end for Folder 
and prices. 








Manufactured by 


I. D. COTTERMAN 





ROLLING STORE LADDERS. 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
Safety 


Library Ladders 





4535 N. Ravenswood Ave. 
CHICAGO 40 














TO 

t9ESH ROAST HAM 

RED CABBAGE 
SWEET POTATOE 
PPLE SAUCE 

ROLLS & BUTTER 
DESSERT 
COFFEE TEA OR MILK 

35¢ 


BREAD ° 


literature showing 


ACME 


Changeable Letter 
Bulletin and 
Menu Board Signs 
for all purposes 


Send for illustrated 


large variety of. uses. 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 
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Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efficiency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one, 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 


KEY T 
DEMAND_AND 


OF 


New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


. . . with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 


Pohl 


oO STEPPED-UP 


rectly to the pen-point. 


\ 








vidual writing styles. These points are irid- 
ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh 
ink — there is no waste or deterioration. 


e hes 





Put these outstanding performance fea- 
tures to work for you. Stock up with. popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 


Sets retail from $3.25 up. 


Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 


b Norns 
> = 


This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen-point, and there is no waste. 






Senghusch Handi-pen desk sets are sup- 
plied in pleasing two-color combinations. 


buyers, Reap the rewards of fast turnover Sengbusch Self-Closing Inkstand Co. 


and large volume sales. 317 Sengbusch Bldg. 


Em aaone on: ee ae 


Fwr- No 


LINE-BY- 
COPYHOLDER 











DELIVERY 


Frror-NO 


Demand for Error-No all-purpose copyholders 
continues without let-up—although orders are 
now being filled promptly. More than ever 
Error-No is aiding detail-swamped office exec- 
utives to overcome their personnel shortage 





and production problems. 


get equipment are 





Doors open 





Profit and efficiency in these days of hard-to- 
the combination that places 


SPEEDRITE Checkwriters 
Open Doors to More Sales 


where dealers have obtained prof- 
itable Speedrite franchises. In- 
quire about your area. 


Error-No copyholders in the forefront of of- 
fice devices that appeal to users and sales-seek- 
ing dealers alike. We'll act swiftly on in- 
quiries—or orders—from either source. 






S\N 





pAvistON OF 


faster in territories 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 


© Milwaukee 3, Wisconsin 
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| PLASTIC 2. Sd.” by ALMAC 


More than 300 brilliantly designed, smartly dif- 
ferent, practical gift items in highly polished, 
sparkling Lucite Flexiglas, Catalin and Leather 
combinations. The widest selection of low 


priced, popular plastic items ever offered! 


ORDER NOW! IMMEDIATE DELIVERY! 





le. 700 Senin eae a Box No. 695 
as as ‘rystal and Two-Tone Colors. 
9” x 15%". 30 more models! 
Available in both plain and hand 
painted models. More than a 





hundred different beautiful mod- Write for Illustrated 14 Page Catalog 
a 0S SETER ree, of Complete Line and Liberal Trade 
Discounts. 


_| ALMAC PLASTICS, ine, “ezeeee~ 








for greater comfort! 


When you sit in a Sturgis Executive Posture 
Chair the curve of your back naturally 
settles into a correct comfortable position 
that gives full relaxation. Relaxed sitting 
posture reduces office fatigue. 





Here’s how it’s done! 


The contour and position of the chair back, 
and shape of the seat cushion are scienti- 
fically designed to give proper distribution 
of weight for most relaxed sitting comfort. 
Try it yourself. 





*Sturgis Executive Posture 
Swivel Arm Chair No. 1200 Sturgis Chairs are sold only through 
Illustrated authorized office equipment dealers. 


LUG (5 ST, PASTIME CHAIRS - ocsicnen MEEMIRY eY speciatisrs 
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Announcing the Eighth Annual 


CHICAGO OFFICE EQUIPMENT 
~ DISPLAY - 


The Stevens Hotel — Exhibition Hall 


February 3, 4, 5, 1947 


Held in conjunction with the ANNUAL SEMINAR of 


OFFICE MANAGEMENT ASSOCIATION OF CHICAGO - NORTHWESTERN UNIVERSITY 


Office Stability 
Featuring: { Service Functions 
Salary Levels 


For space, write: T. J. Manzke, Office Management Association * 105 W. Madison Street, Chicago 








“SPIN—DEX ™— 


NEW— MODERN - EFFICIENT 
ROTARY—TYPE FILE 


DEALERSHIP 
may be still open in 
your territory. 


WRITE for 
information. 





This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing about our “SPIN-DEX"— 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the "SPIN-DEX" unit and Spin. The cards 
are properly housed and without any fear of disturbance, ready for 
Free Instant Active use. 





10 minutes after receiving your "SPIN-DEX’ unit, your new system 


BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 
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You Are Invited To Visit Our New Showroom 


Here you will find the finest line of leather goods on display in one of the finest display rooms 
in the leather goods industry. 
A Full Line of DOPP-BILT Business Cases, DOPP-KIT Utility Cases and 
DOPP-BILT Air-Traveler Cases—Iin Top-Grain Cowhide 


Other leathers as well. We cordially invite you to come out, we are only 10 minutes from the 
Chicago Loop by bus or street car, see the diagram below. 


CHARLES DOPPELT & CO. 


2024 S. Wabash Ave. Chicago 16, Ill. 


J lo sk 
Michigan Ave.— South —> 












_ 
Take any South Side bus on Michigan Ave. 
south to 2st Street. Walk one block west 
to Wabash Ave. 


10 minutes from the Palmer 
House by street car or bus. 


‘TS S01U0W 


<—}S8M— IS SIZ 


oe 


Take No. 3 surface Street car on Wabash 
Ave. south to 2Ist Street. 











i 





—_ 

Wabash Ave.—South—> 
| | Palmer Charles Doppelt & Co. [ 
<— House 2024 S. Wabash Ave. 


Waldon Rote Snare 


They Correct Mistakes in Any Language 

















No. 399 TRI-PLY — for typists 
CENTER PLY — soft gray 

ink and type eraser 

OUTER PLIES — red rubber, 
for all general erasing 


No. 235 CORAL — Versatile coral pink 
soft ink eraser; bias beveled for erasing 
details; broad flat surfaces for cleaning. 













WELDON ROBERTS RUBBER COMPANY 
: Newark 7, New Jersey 


WORLD’S QUALITY STANDARD 
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THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design. . . 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 


The “Leisurest” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists. Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 


‘Seisaune” Furniture (orp. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 





NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 
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> 


CATALOG B 


WRITER 
TYPE RTS 


Remington 





TYPEWRITER 


PARTS 
Ray 


THESE BOOKS 


have eased the 
burden of -hun- 
dreds of 


OFFICE MACHINE 


dealers all over 
the world. 


If you are a dealer you 
can have one or all of 
them FREE. We are glad 
to send them, 


one W RITER 
TY Pe ert 


L¢ amir 





TYPEW RITER \| 


pARTS 
ynpeRwoo? 





B 


TYPEWRITER 


P A R T S 


Send for those you need to- 
day while the supply lasts. 


SHIPMAN-WARD 
MFG. CO. 


325 N. Wells St. 
CHICAGO 10, ILL. 


~~" BLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World canton, mass. 
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A CONSISTENT 
LEADER 





PEERLESS STEEL OFFICE EQUIPMENT 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS.. PHILADELPHIA 11, 


























BILLFORM oat 


VW 47 
PROCESSED STORMS “BILL FORM PROCESSED” CARBON 


PAPERS ARE ESPECIALLY PROCESSED TO 


CARBON PAPERS MAKE THEM CURL RESISTANT, DURABLE, 


EASY TO HANDLE AND FREE FROM CURL. 















IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


“SUPER CLEAN’ TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS : 
H. M. STORMS CO. noon ion y. 
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HIGGINS 















\G6I7, 


WRITING INKS and ADHESIVES 


When you stock and display Higgins Writing Inks, you have a steady 
seller . . . a repeat seller. The name Higgins stands for quality .. . and 
Higgins Writing Inks are consistent in their excellence. They flow 
smoothly, evenly, freely through dip pens and fountain pens. 


ETERNAL BLACK « BLUE-BLACK * RED * PERMANENT BLUE + GREEN H ; ( 3 i . | 1 4 
VIOLET «© BROWN e« WASHABLE BLUE e WASHABLE BLACK pas 2) 





Send for this free window and counter display card. 
VEGETABLE GLUE 


— quick-acting, clean to use, 
pleasant to sight and scent. A 
' super-strength, glue-like paste. 


OFFICE PASTE 


— fragrant, semi-liquid, 
white paste which never 
darkens. Spreads easily, 
catches firmly, dries fast. A 
steady seller. 


BUILD PROFITS + STOCK «+ DISPLAY + SELL HIGGINS PRODUCTS 


HIG GINS INK CO., INC. 271 nintH st.. BROOKLYN 15, X. Y. 




















EXECUTIVE SET 
No. 465 


Executive set, containing a fully 
guaranteed  self-filling Fountain 
Pen, with a genuine gold-plated 
iridium tipped point, and auto- 
matic pencil. Fits in brass swivel 
holder mounted on a crisp, mod- 
ern design unbreakable Memo 
Pad. Assorted colors. Individually 
gift boxed. 5" x 7” holds 4" x 6" © 


refills. Immediate delivery. 


$35° price 








DEALERS, srite today tor spe- 








UNION PENCIL CO.,INC. 3es-387 sroapway. New York 13. NY. 
: 
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BEYOND COMPARE 


cee that's Acyalcheome 


e Designers and metal-wise craftsmen have 
spent years developing Royalchrome into 
furniture of distinction. The quality it typi- 
fies .. . not only in the beauty of its surface 
appearance . . . but in the depth of its 
durability, assures satisfaction that lasts 
not for months—but for years! Royal 
Metal Mfg. Co., 175 North Michigan 
Avenue, Chicago 1, Illinois. 


SOTH ANNIVERSARY 


— 2 
ig ¢ 0Y a thee 
's 


ROYAL METAL MFG. CO., Chicago.. New York.. Preston, Ont. 
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Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 43 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 


SATISFIES 





You're going to like the new Underwood more than 
any typewriter you've ever had before! 

For here is a machine so brand-new in perlormance 

so up-to-the-minute in speed .. . that typing 
becomes more like fun than work. 

It’s a new kind of typing, made possible by a new 
kind of typing mechanism that enables you to enjoy 
Rhythm Touch .. . fast, feather-light, delightful! 

Cradled in new concave key surfaces, your fingers 
do not go off key. They swing naturally into effort- 
less rhythm on this perfectly balanced, smooth-running 


Underwood. 


a 


Rhythm Touch gives you a new, exciting sense of 
typing freedom. Exclusively Underwood's . . . it’s a 
wonderful addition to the many Underwood features 
you've always liked so much. 

You'll get the typing thrill of your life when you 
try this new Underwood. Now is the time! 


UNDERWOOD CORPORATION 
One Park Avenue e New York 16, N. Y. 
Typewriters . . . Adding Machines . . . Accounting Machines 
... Carbon Paper ... Ribbons and other Supplies. 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


“dewvood o eso. TYPEWRITER LEADER OF . TBE WORLD 


Copyright 1946 Underwood Corporation 





